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PREFACE 


When Will Kogers said, "Be humble—remember we're all 
ignorant, only we’re ignorant about different things," he 
uttered a profound truth. 

An astonishing number of persons appear to be ignorant of 
how to get along successfully with other people, either nearby 
or at a distance. Getting along successfully with other people 
is sometimes not easy. Getting along with other people at a 
distance—^when they are out of sight and must be reached 
through the written word—is sometimes genuinely difficult. 
Certainly this art of "getting along" is one requiring study 
and practice, one that challenges the best effort, as even sea* 
soned executives will testify. 

The purpose of this book is to discuss, in a manner as sim* 
pie as the subject will permit, "How to Get along with People 
at a Distance." A further purpose is to illustrate the prin¬ 
ciples of Word with examples that are "beamed" 

at the •s^uthful student who is preparing for a successful 
career not necessarily in business but in a life activity allied 
to, associated with, or affected by business. 

The material of this book has been developed to stimulate 
immediate interest in the subject. That has been the guide in 
choosing the plan and structure to be followed and the tech¬ 
niques to be used. 

The student’s attitude toward his work is the factor condi¬ 
tioning his success. A poor attitude slows learning. A favor¬ 
able attitude accelerates learning. Rousseau, great educator 
and philosopher, put it this way: 

“Present interest is the grand power, the only one which 
leads with certainty to great results. ... A great ado has been 
made about finding the best methods of teaching. ... A surer 
means than all of these, end the one which is always forgotten, 
is the desire to learn. Give the child this desire, and ... every 
method will be a good one.” 

m 
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A second important factor conditioning success is the de¬ 
gree to which the student can be made to apply himself. If we 
want to learn, we must apply ourselves to a learning activity, 
laming is a continuous process of reacting. Learning is al¬ 
ways active, never passive. 

The aim of a good teacher and a good book is to seize close 
attention, Are interest to a high pitch, and energize the desire 
to learn. This is the aim of Effective Btuineat English in its 
Third Edition. The general plan of the volume has now been 
tested under practical conditions in hundreds of classrooms 
and appears to have earned the approval not only of those 
who are using the volume by itself, but also of those who are 
using the volume with the accompanying book of practice 
projects as supplementary material. 

As was said in the Preface to the first and second editions, 
this book has been planned with a view to the needs of the 
teacher and of the ciassroom. The material must be teachable 
and practical, for the teacher carries the burden of getting the 
results that the world tests and evaluates. The world cares 
little how the results are achieved as long as they are pro¬ 
duced. But the teacher, bearing the responsibility for training 
the future employee up to the level demanded, must care a 
great deal how the results are achieved. 

Through the use of the materials supplied in this Third 
Edition, the teacher may schedule these tested aims: 

First: To develop control and sureness in the use of words. 
The straightest path to effective business letters is the reteach¬ 
ing of the principles of grammar, accuracy of spelling and 
punctuation, and the writing of well-knit sentences and clear 
paragraphs. 

Second: To acquaint the student with primary business 
procedures, principles, and policies through the motivated 
medium of letters and related forms. 

Third: To establish central principles underlying effective 
letters and to provide liberal practice in applying these prin¬ 
ciples. The student should be able at the end of the course to 
tell good letters from bad and to give sound reasons for his 
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decisions. He should, moreover, be able to produce workman¬ 
like letters of his own. 

Fourth: To familiarize the student with simple business 
problems and to train him in solving them by letter. 

Fifth: To give the student an understanding of people: 
how they act, why they act as they do, and how to win their 
favorable response. By studying letters, writing them, and 
testing their effect on others, the student learns how people 
react to certain approaches, suggestions, and stimuli. 

The First Division of this book considers the art of busi¬ 
ness communication from the language viewpoint, showing 
how business depends upon the skillful handling of language. 

The Second Division considers the art of communication 
from the letter viewpoint, showing how the chief types of let¬ 
ters are planned and created; how the materials are best han¬ 
dled in requests and answers, in personal applications for jobs, 
in letters that adjust trouble, extend credit, collect money, and 
sell products. Here, too, is discussed how to handle important 
auxiliary forms of communication: business reports, outlines, 
summaries, and memoranda. 

The coming pages are laid before the student in the belief 
that he will find a fascination in discovering the principles of 
the business letter, a form of writing that 96 per cent of our 
citizens, when they have completed their education, will be 
asked to use. 

One may say to the student, whatever may be his age and 
status: If you are like others who have gone before you, you 
will enjoy the sense of power that comes from effective expres¬ 
sion. You will begin to see through the eyes of the experts, who 
sway, persuade, and influence others through the written word. 

Finally one may say: You may be called upon, much sooner 
than you think, to influence favorably those with whom you 
must deal. Your ability to write a good letter, to arrange your 
ideas, anil to choose your words with precision may turn out 
to be the moat useful single permanent achievement in your 
education. 


Robert R. Aurner 
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Unit I 

'WORDS AS EFFECTIVE TOOLS 

INTRODUCTION 

Learalng Good Workmanship. A aood motor mechanic has 
to know motors and how to take them apart and put them to¬ 
gether again. A good carpenter has to know planes and saws 
and chisels and how to use them with skill. A good typist has 
to know the typewriter keyboard and the use of the shift key, 
the shift lock, the tabulator mechanism, and the margin set 
keys as well as a host of other items that form a part of typ¬ 
ing skill. 

Similarly, a good business writer has to know something 
about straight thinking and how to find and use the tools by 
which he can put straight thinking on paper. The purpose of 
this book is to help to make you a good business writer, to 
help you to think straight, and to help you to express your 
business thinking in clear terms. 

How to Put Straight Thinking on Paper. To put straight 
thinking on paper, you must find and use certain tools. The 
only tools you need to worry about are those that you yourself 
are going to put to actual use in your business career. These 
tools have been tested by experts so many millions of times 
that they are known to be absolutely essential in the kit and 
equipment of every business writer, every dictator, and every 
stenographer, as well as of every business executive. 

The Equipment. Here is the list of the equipment you will 
need: 

Nouns, the namers 
Verbs, the doers 
Adjectives, the picturemakers 
Adverbs, the modifiers 
Pronouns, the representatives 
Prepositions, the hooks and eyes 
Conjunctions, the couplers 


1 



2 


WOBDS AS EFFECTIVE TOOI^ 


[Unitl 


These are the basic parts of speech. They are therefore 
the basic parts of business speech and the basic tools by which 
you can put straight business thinking on paper. 

In addition to the list given above, you must have certain 
other equipment as follows: 

Effective sentences, the thought carriers 
Simple in structure 
Compound in structure 
Complex in structure 

Clear punctuation, the traflic control 

Clear<ut paragraphs, the thought-aroupers 

We now return for a moment to those expert mechanics 
and carpenters and typists with whom we opened the book. 
We want our car to be worked on by a mechanic who knows 
the difference between a radiator and a crankshaft, between 
a water pump and a fuel pump, between a throttle arm and a 
cylinder head. We want our office desk to be repaired by a 
carpenter who knows the difference between a brace and bit 
and a cross-cut saw. We want our typing to be done by a 
typist who knows the difference between lower-case and capi¬ 
tal letters, between tabulator key and margin set key. 

By the same reasoning and by overwhelming logic we 
want our business thinking to be put on pai>er by dictators 
and stenographers who know the practical business difference 
between nouns and verbs, adjectives and adverbs, prepositions 
and conjunctions, periods and commas, colons and semicolons, 
parentheses and brackets, sentences and paragraphs. And by 
the same reasoning we also want our business thinking to be 
put on pai>er by those whose minds have been trained to put 
all these business tools to expert use. 

Here Is Your Goal Your goal is to learn the effective use 
of the several tools of correspondence. This book you are now 
studying aims to teach you how to write letters that are clear, 
forceful, and grammatically accurate. It also aims to teach 
those of you who may become stenographers how to transcribe 
letters with accuracy in capitalisation, punctuation, word divi- 
alon, and grammatical construction. 



SECTION 1 

NOUNS AN© CAPITALIZATION 

Noans, the Namers. Nouns are the ruimer$. Together with 
verbs (the doers), nouns head the list of the parts of speech. 

Whet Is a Noun? A noun is a part of speech that names a 
thing so that your mind can make a picture of it. 

letter typewriter desk 

As soon as you see the word letter, your mind pictures a 
sheet of stationery on which is typed a message; or your mind 
may picture the letter A or Z. When you see the word type-- 
uniter, your mind may picture the familiar machine with the 
keyboard on which a letter is typed. When you see the word 
desk, your mind may picture a piece of office furniture on 
which to place a typewriter or on which to do other office work. 

The dictionary broadens the definition a little further: A 
noun is a word that names a subject of discourse, as a person, 
place, thing, quality, idea, or action. 

Commerce and industry deal largely with facts, and facts 
are named by nouns. Business could hardly function without 
nouns. Without them men could not indicate things to others; 
nor could they understand what others were trying to indicate 
to them. 

Special Problems Pertaining to Nouns. There are a few 
special problems about the use of nouns that the business 
writer must know. These special problems are discussed in 
the following pages. 

Nouns fall into several different types, all of which are 
useful to business, and each of which we shall now define 
and illustrate. 

Noons and Proper Nouns. A name that is com¬ 
mon to all tiie members of a group of persons, places, or things 
is called a common noun. 

chOd city eraser 

8 
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The name of a particular person, place, or thing, which 
distinguishes that person, place, or thing from all others in 
the group, is called a proper noun. 

George Washington Chicago Acme Company 

A common noun may begin with a small letter. A proper 
noun is always capitalized. You must know the difference 
between common nouns and proper nouns in order to be cer¬ 
tain when to capitalize and when not to capitalize. 

Let us now translate a list of common nouns into a match¬ 
ing set of proper nouns. Here they are: 

Common Nouns Piyfper Nouns 


boy 

James Field 

girl 

Kathryn Dayton 

city 

Wilmington 

state 

California 

company 

International Corporation 

hotel 

Hotel Miramar 


Concrete Nouns and Abstract Nouns. The name of some¬ 
thing that can be identified by any one of the five senses is a 
concrete noun. The name of a quality or an idea—something 
that can only be thought about—is an abstract noun. 


Concrete Nouns 

rainbow 

song 

fragrance 

paper 

saltiness 


Abstract Nouns 

accuracy 

power 

courage 

initiative 

agreeableness 


Collective Nouns* The name applied to a group or class as 
a whole is a collective noun. 

crowd company audience 

regiment committee multitude 

(office) staff assembly board (of trustees) 

Be able to recognize collective nouns quickly so that you 
may accurately apply the special rules governing their use in 
relation to verbs and pronouns. These rules are taken up in 
later sections discussing verbs and pronouns. 
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Verbal Nouns. A noun that names an action rather than a 
person, place, or thing is a verbal noun. Verbal nouns are 
derived from verbs and end in ing. 

Typing la a valuable skill. 

Dictating and writing are two kinds of expression. 

You should be able to recognize verbal nouns quickly so 
that you may accurately apply the special rule governing their 
use in relation to possessives. This rule is taken up on page 
17, which discusses verbal nouns in relation to possessives. 

Summary of the Kinds of Nouns. You have now reviewed 
the definitions and illustrations of the following types of 
nouns: common, proper, concrete, abstract, collective, and 
verbal. Common nouns, concrete noun.<t, and abstract nouns 
present no difficulties. The special problem in collective nouns 
is their use in relation to verbs and pronouns, in connection 
with each of which they will be discus.sed in later pages. The 
special problem in verbal nouns relates to the use of the pos* 
sessive, in connection with which they will be discussed later 
when possessives are presented. The special problem regard¬ 
ing proper nouns is capitalizatwn. This is the topic we shall 
now discuss. 

Capitalization of Proper Nouns. How can you tell when to 
capitalize a word? The answer is logical, definite, and clear. 
Ask yourself this question: Is the word, in the place in which 
it is being used, a proper noun? If the answer is yes, you must 
capitalize that word. 

The general rule that any proper noun must be capitalized 
does not by itself solve all capitalization problems, because now 
and then it is hard to tell just what is a proper noun. In decid¬ 
ing what to capitalize, you will find the following rules useful. 

(1) Capitalize the name of a person exactly as he himself 
capitalizes it. 

Ray McL. van Metre Jules E. dc La Porte 

James B. MacGill Michael O’Brien 

Norman Van Raalte John DeCrane 
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(2) Capitalize a word that U usually an adjective or a 
on noim when it is used as a part of a proper name. 


East Side Restaurant 
Yellow Springs 
Blue Danube 
Eastern Hills Viaduct 
Pure Products Company 


liSke Tahoe 
Town House 
Xiezington Avenue 
Yosemite National Park 
Carmel River 


But do not capitalize a geographic term such as ocean, 

river, harbor, or valley that is not a part of the name but that 

is used before the name; and do not capitalize a geographic 

term that is used in the plural. 

the valley of the Mississippi the Atlantic and Pacific oceans 
the river Thames the Ohio and Missouri riwets 


(8) Capitalize special names of regions and localities be- 
cause they are proper names. But do not capitalize nouns or 


adjectives indicating direction. 

Cayitaliee: 

North America 
South Carolina 
the South 
the Far East 
Upper Peninsula 


Do Not Capitaliee: 

northern New York 
southern Virginia 
the southern part of Michigan 
far eastern customs 
western Iowa 


(4) Capitalize the names of things with specific individu¬ 
ality that are clearly used as proper names. 


Churches: 
Libraries: 
Halle: 
Rooms: 
Trains: 


the First Methodist Church 

the Richmond Carnegie Library 

Hamilton Hall, the Hall of Mirrors 

the Rembrandt Room, the Oval Room 

the Noon Daylight, the Golden State Limited 


(6) Capitalize the names of organizations and groups with 
specific individuality that are clearly used as proper names. 


Organizations: 
Associations: 
Clubs: 

Departments: 
Finns: 
Corporations: 
Institutions: 
Schools: 
Newspapers: 
Magazines: 


the Community Union 

the Society of Automotive Engineers 

the Atlantic Club, the Union League Club 

the Department of Commerce 

the International Products Company 

the Pox River Paper Corporation 

the Smithsonian Institution 

Lane Technical High School 

the New York Time$, the San Francisco Poet 

the Atlantic, the Saturday Evening Poet 
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(6) Capitalize the names of the days of the week and the 
months of the year because they are proper names. But do not 
capitalize the names of the seasons unless th^ are personified. 

Dividends will be distributed on Monday, December 17. . 

The fall and winter prices will be about the same. 

(7) Capitalize the names of divisions of knowledge when 
you use them as titles of specific courses. But do not capitalize 
such names when they are used to denote studies in general 
or common divisions of knowledge. 

He is taking Elementary Arithmetic and Typing III. 

The courses they listed were arithmetic, typing, and shorthand. 

*^(8) Capitalize words derived from proper nouns unless 
these words have developed specialized meanings. 

Capitalize: Do Not Capitalize: 

American French pasteurize italicize 

English Georgian platonic chinaware 

(9) Ordinarily capitalize only the principal words in head* 
ings and in the names of books, arlicle.s, and subjects. 

See Chapter VII of his book entitled History of the Structure 
of the English Seritenec. 

(10) Capitalize any noun that is personified and that is 
therefore a proper noun. 

If man can destroy his great enemies, War and Pestilence, that 
villainous pair will fade before the coming of Peace and her 
healing calm. 

(11) Capitalize any title of rank, degree, or office when it 
is joined to the name of a person, as well as the title of an offi¬ 
cial of high rank w’hen it is used in place of the proper name. 

(a) Titles immediately preceding individual names: 

President Washington delivered the Inaugural Address. 

Chairman Bridges spoke. 

The Honorable James Richards arrived today. 

General Mack accepted the appointment. 

They invit^ the Reverend Andrew Gray. 

(b) Academic degrees preceding or following indi- 

vidual names: 

Dr. Charles R. Ausfin is writing a book. 

Charles R. Austin, Doctor of Philosophy, is well known. 

Charles R. Austin, Ph. D., ta listed in the directory. 
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(c) Titles of officials of high rank used in place of the 
proper names: 

The President will leave Washington today. 

The Archbishop of Canterbury officiated. 

The Senator (when used in place of the proper name). 

Other Items Requiring Capitalization. Capitals are called 
for in certain cases other than proper nouns. For example, 
capitals must be used for the following: 

(1) The first word of every sentence. 

(2) The first word and all titles and nouns in the saluta¬ 
tion of a letter. 

My dear Mr. Lee: Dear Mr. Lee: 

My dear Sir: My dear Lee: 

(S) The first word in the complimentary close of a letter. 

Yours very sincerely, Very sincerely yours, 

Yours sincerely. Sincerely yours, 

(4) The first word after a colon when the colon introduces 
a complete passage or sentence having an independent mean¬ 
ing; but not when a colon introduces an element that is ex« 
planatory or logically dependent upon the preceding clause. 

In his address he dearly stated: Our studies show. . . . 

He gave two reasons for the decision: the building needs to be 
enlarged, and the materials are ready. 

(5) The first word of a long quotation or of one formally 
introduced. 

Here is what the message said: **Our business letters are valu¬ 
able pipelines to our customers. Every letter is our ambassa¬ 
dor and must represent us well.” 

(6) The pronoun / and the interjection 0. 

(7) Any noun or pronoun used to refer to the Deity. 

*^They spoke of God and His legions.” 

(8) A noun or an abbreviation of a noun that refers to 
specialized parts of a work. Such parts may be followed by a 
capitalized Roman numeral indicating place in a sequence. 

Volume I Vol. I Section 8 

Book n Article II Grades 1 to 10 

Unit III Act V. Scene I Paragraph XV 

Part 4 But: page 1 



Bec.1] NOUNS AND CAPITALIZATION 0 

PROBLEMS 

1. Make a list of the common and proper nouns in the fol¬ 
lowing sentences. In doing so» proceed as follows: (a) On a 
separate sheet of paper write two column headings—''Common 
Nouns** and "Proper Nouns.** (b) Write the number of the 
first sentence at the left of the page, (c) List in the proper 
columns the common and proper nouns In the first sentence, 
(d) Write the number of the second sentence at the left of the 
page and continue until all of the nouns have been listed. 

(1) The delegation consisted of rcpresentaiivci^ from Ohio, 
Indiana, and Kentucky. 

(2) Lecturing is difficult if the nudiemv is not Httentive. 

(8) The personnel manager of the Grove Produrts Company 
said that accuracy is of utmost importance in billing. 

(4) The special sale of the Springfield Candy Shoppe drew a 
large crowd of shoppers. 

(6> The Chief Justice of the Supreme Court addressed the 
executive board at a luncheon. 

(6) Speed in typing and in transcribing arc essentiid to the 
success of a stenographer. 

(7) The Johnson Construction Company was located near the 
White River because of the excellent facilities for shipping. 

(8) When his dictating improves, Harry Brown will be allowed 
to write executive letters. 

(9) The staff always held its dance at the University Club. 

(10) The prestige of the firm was affected by the adverse pub* 
licity given to the president. 

(11) Traveling is an enjoyable way to s|>end a vacation. 

(12) The student council of the J^ng Street School discussed 
the best methods to bring out initiative in the students. 

2. Make a list of the collective and verbal nouns in the 
sentences in Problem 1. Use two column headings—"Collec¬ 
tive Nouns'* and "Verbal Nouns.” Write the sentence num¬ 
bers at the left and list the nouns in the proper columns. 

3. Rewrite the following sentences with correct capitali¬ 
zation. 

(1) The north Carolina state journal advertises Our Big Sale 
of Novelties. 

(2) be sure to read Our Advertisement. 

(8) You will not have a Chance for another Offering like this. 

(4) We advise you to act now because these african jade rings 
are almost Priceless. 
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(6) He lives on the South side of english square. 

(6) His Office is in the bankers trust building. 

(7) shipping now passes from lake tnichigan into the Chicago 
river. 

(8) He is a member of the antlers club, the university club, 
and rotary international. 

(5) This Spring he will read a Paper at a Meeting of the 
Organization known as the association for the advance¬ 
ment of science. 

(10) The airliner follows a Northern route and then turns 
sharply East and continues a Northeastern route to the 
Terminal Airport. 

(11) The boat capsized at the junction of the ohio and missis- 
sippi Rivers. 

(12) When war, the great scourge of mankind, lets go hU fury, 
he brings suffering, a second great scourge, in his wake, 

4« Rewrite the following sentences with correct capitali¬ 
zation, 

(1) When president w. h. reynolds took Office, he withdrew 
from the Ohio association of wholesale and retail store 
Managers. 

(2) When 1. n. watson became a mentber of the Bankers club, he 
was made responsible for the Entertainment for the year, 

(8) The office manager wrote the spencer corporation, the firm 
of Johnson and Johnson, the hibbard company, and the 
national steel company for their Annual Reports. 

(4) The inarch graphs are to be filed in april. 

(6) Please address all Inquiries to 400 lexington avenue. 

(8) The repoit clearly brought out the following: the sales for 
the year have increased about 50 per cent, and the expenses 
for the same period have increased about 30 per cent. 

(7) The honorable Harry Richards gave the address. 

(6) C. Ralph Jones, m. d., has his office in the doctors building. 

(9) The hunting lodge is close to lake Erie, in the Northeastern 
part of the State of Ohio. 

(10) The yellow springs company specializes in the manufacture 
of fine Chinaware. 

(11) The first Methodist Church is located at the comer of Main 
Street and Seventh avenue. 

(12) Chapter VII begins on Page 273 of the textbook entitled 
elementary arithmetic. 

(13) Robert Grimes, doctor of philosophy, has been made Head 
of the science department of Holmes high school. 

(14) The curriculum Included courses in Office Practice, Short¬ 
hand, Typing, and Bookkeeping. 

(16) During the Summer the Office Manager was sent on a 
Special business trip to east St, Louis. 
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Verbs, the l>oers« Vital in force are verbs—strong, vigor¬ 
ous, picturemaking verbs. In the drama of good writing, verbs 
play the part of action. In the dictating or writing of busi¬ 
ness messages, sales letters, and special reports, action may 
rise to high importance, because in this type of writing atten¬ 
tion must be held. Nothing holds attention so fast and so long 
as colorful and vigorous verbs. The verb is a power-maker 
and a mover to action. Well-chosen verbs, selected with a 
trained knowledge of their relationship to other words in the 
dictated and transcribed thought, make .sentences clear, deci¬ 
sive, and forceful. 

Learn to Command the Simple Verb Essentials. Make your 
verbs obey your commands. Learn how to channel your action- 
thoughts with fluent accuracy. To do these things, you must 
learn a few simple essentials about verbs. You must know 
them well because you will have to call upon them constantly 
in the future. Your business sentences will take on the glow 
of meaning and action when their pivotal power sources— 
verbs—are deftly slipped into place. But you can express 
yourself well only when you know the differences between the 
various kinds of verbs and can choose each kind intelligently 
when you need it. 

Avoiding Typical Verb Difficulties. Failure to understand 
the differences between the various kinds of verbs gets many 
people into serious trouble about verbs. When such people 
have to use verbs like lie or lay, let or leave, sit or set, rise or 
raise, they find themselves in a fog of troubled uncertainty, 
never sure when they are right or when they are wrong. Most 
of the time they are wrong. Forced to select between the fol¬ 
lowing expressions, they are never certain whether to choose 
he don't or he doesn't, leave it go or let it go, the letter was 
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laying on the desk or the letter was lying on the desk. Without 
recognizing their own errors, they blunder into crude mistakes 
like ‘‘It don't matter much,” ”Leave it go until tomorrow,” or 
**The report you want is laying over there.” Such people are 
often astonished, sometimes mortified, when their work is 
severely criticized. For their trouble there is only one cure: 
they must learn the beusic differences between the various kinds 
of verbs. Only then can they select, the exact verb form that 
they need in conversation, dictation, transcription. 

For example, they will have to know the meaning and use 
of: 


Transitive 

Active 

Infinitives 

Indicative, Subjunctive, 

Present, Past, 


and Intransitive 
and Passive 
and Participles 

and Imperative 
and Future 


Shall, Will Should, Would Have, Had 

May, Can Might, Could 


Agreement between Subjects and Verbs 


Handling Transitive and Intransitive Verbs. In your busi¬ 
ness writing you will need to know that a transitive verb¬ 
ena that indicates an action passing over from the subject to 
the object, from the cfoer to the receiver —^needs an object to 
complete its meaning. 

Transitive: The president manages the company. 

The credit manager collected the money. 

The agency %orote the report. 


An intransitive verb, however, needs no object to complete 
its meaning. 

Intransitive: Each week carloadings increase. 

The new shipment arrived. 

Last month business improved. 

A few intransitive verbs like be, seem, appear, become, feel, 
and look call for a pronoun in the nominative case (Examples: 
I, he, she, we, they), an adjective, or a predicate noun (a noun 
^flflipleting the meaning of a connective verb) to complete their 
meaning. 
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Pronoun; It ttxu he who won the campaign. 

Adjective: Letter-writing ability is [aeenie, appeara] 

essentujl. 

Predicate noun: He became the candidate. 

Active and Passive Verbs. When you wish to show that 
the subject is performing the action, use an active verb (a 
verb in the active voice). 

Active: The president approved the report. 

When you wish to show that the subject is being acted 
upon, use a passive verb (a verb In the passive voice). 

Passive: The report toaii apprond by the president. 

Only transitive verbs carry an action over from the subject 
to the object. Hence only transitive verbs may be changed into 
the passive voice. 

Business Prefers the Active Form. Under the direction of 
the author, a group of students undertook to find out which 
form of verb, active or passive, modern business appears to 
favor. In twenty-one advertisements published in seven na¬ 
tional magazines, each verb was examined, counted, and 
checked. Final score: active verbs, 494; passive verbs, 78. 
Ratio: about seven to one. Searching further, the students 
read articles in business magazines and scores of business let¬ 
ters. Again active verbs were mast favored by a wide margin. 
“Business prefers active verbs,” the students concluded, “be¬ 
cause they picture action surging ahead like an arrow. Active 
verbs suggest the signal ‘Go Ahead!’ ” 

PROBLEMS 

1. Make a list of the transitive and intransitive verbs in 
the following sentences. In doing so, proceed as follows: (a) On 
a separate sheet of paper write two column headings—“Tran¬ 
sitive Verba” and “Intransitive Verbs.” (b) Write the number 
of the first sentence at the left of the page, (c) List in the 
proper columns the transitive and intransitive verbs in the 
first sentence, (d) Write the number of the second sentence 
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at the left of the page and continue until all of the verbs have 
been listed. 

(1) He filed the letter but threw the envelope into the waste¬ 
basket. 

(2) The president studied the report, which showed an increase 
in sales. 

(5) Although the train started late, the engineer made up the 
lost time. 

(4) The expenses during the year increased, but the profits 
were satisfactory just the same. 

(6) The bookkeeper worked late at night, but he did not finish 
the report on time. 

(6) When the new shipment arrived, the shipping clerk filled 
all orders promptly. 

(7) It was the president of the comt>any who assumed the 
blame for the mistake. 

(8) The items ordered by the purchasing agent were sufficient 
for their needs for a two-month period. 

(0) The stenographer typed the letter without error. 

(10) The company sent the invoice to the wrong customer. 

(11) The ink bottle dropped on the floor and spilled on the rug. 

(12) The express company delivered the package after it re¬ 
ceived the letter of complaint. 

(15) When the child opened the book carelessly, one of the pages 
tore. 

(14) The employer dictated the letter to a stenographer, who 
worked on a part-time basis. 

(16) The windowpane broke when the ball hit it. 

2« Make a list of the active and passive verbs in the follow¬ 
ing sentences. Use two column headings—**Active Verbs” and 
^Passive Verbs.” Write the sentence numbers at the left and 
list the verbs in the proper columns. 

(1) Today the stenographer transcribed fifteen letters, thirteen 
of which were signed by the dictator. 

(2) The report was approved by the president, who immedi¬ 
ately sent it to the branch manager. 

(5) The new typewriter was adjusted by an expert who was 
called by the switchboard operator. 

(4) The clerk typed the statements in the afternoon, but they 
were mailed the following day. 

(5) The toys were manufactured by one company but were 
distributed through various dealers. 

(6) The office manager hlned two men who started work imme¬ 
diately. \ 

(7) The contract was triplicate, and the three parties 

signed all copies. 
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(8) The book was published by one company, but it was printed 
by a second company. 

(9) The secretary answered the telephone, for her employer 
was occupied with important business. 

(10) The proof was read carefully, but several errors were 
passed over by mistake. 

(11) A fan was bought because the employees requested it. 

(12) When the folder was dropped, the correspondence fell all 
over the door. 

(18) The class was dismissed because of the heat. 

(14) The chairman called the meeting to order. 

(16) The secretary of the club gave the books to the president. 

3. Rewrite each of the following sentences, changing the 
active verbs to passive and the passive verbs to active. Make 
any necessary changes in the wording. In some instances you 
may have to supply a subject, but in such a case do not change 
the meaning of the sentence. 

(1) The advertising agency prepared the copy for the script 
a month in advance. 

(2) Fifteen special orders were shipped by our company this 
morning. 

(5) The accounting firm audited the company's books in a 
week’s time. 

(4) The secretary made all arrangements for her employer’a 
trip. 

(6) AH the good features of the product were clearly enumer¬ 
ated by the salesman. 

(6) The committee presented the plan to the president. 

(7) The sales manager called the salesmen by long-distance 
telephone. 

(8) We do not need any more information at this time. 

(9) The customer’s request was refused by the manager of 
the Adjustment Department. 

(10) We appreciate your thoughtfulness in taking care of this 
so promptly. 

(11) The cashier made a mistake in counting the change. 

(12) The manager was invited to speak at the company dinner. 

(13) The wrong person received the letter and statement. 

(14) The employee was praised for his fine work. 

(15) The sales representative left his samples with the cus¬ 
tomer. 
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Infinitives. Infinitives are verb forms that assert nothing 
but merely indicate in a general way an action or a state of 
being. They are identified by the word tOt either expressed or 
understood. Infinitives are used as nouns» as adjectives, or as 
adverbs. 

Noun (subject): To write requires skill. 

Noun (predicate) : His special work is to write. 

Noun (object): He wants to write. 

Adjective: That is a letter to be treaeured. 

Adverb: He has gone to check the orders. 

Toi the sign of the infinitive, is omitted after the verbs bid, 
let, make, need, kelp, hear, dare, feel, eee, and a few others. 

Did you hear him (to) go? 

Will he make us (to) finish today? 

Watch him (to) run the machine. 

Sidestep the Split Infinitive. Experts do not usually sepa¬ 
rate or split the parts of an infinitive because in most cases 
there is a better way to frame the same thought. Careless 
writers and speakers sometimes split infinitives through awk¬ 
wardness. For instance, the careless dictator may say, 
expects to immediately arrive.’* The expert says, expects 
to arrive immediately.’* The careless person may say, is 
impossible to in any way grant this request.'* The expert 
recasts it, ^There is no possible way to grant this request.** 

Careleae Better 

To promptly fill your order is We hope to fill your order 
our hope. promptly. 

We want you to carefully coo- We want you to consider our 
eider our proposal. proposal carefidly. 

We wish you to closely ex- We wish you to examine this 
amine this document. document closely. 

We want to warmly thank you We want to thank you warmly 
fior your co-operation. for your co-operation. 

To accurately present the plan To present the plan accurately 
is our object is our object. 

They were able to quickly dis- . They were able to discover 
cover the right method. the right method quickly* 
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Participles (Verbal Adjectives). Business writlnsr calls for 
participles, which are verb forms used as adjectives and hav¬ 
ing the double function of verb and adjective. Participles may 
be present (writing, dictating, selling) or perfect (written, 
dictated, sold). 

The present participle is the simple form of the verb plus 
ing. It denotes action in progress. 

Present participle: The executive dirUiting the letter is plan¬ 
ning the program for our convention. [Piefaling is an adjec¬ 
tive modifying the noun exeeiilive: it is also a verb taking 
the object letter.] 

In the perfect participle of a regular verb, d or ed is added 
to the present tense (dictate, dictated', order, ordered). 

Perfect participle: The letter dictated by the second vice- 
president was sent by air mail. [Dictated is an adjective 
modifying letter.] 

Note that participles become absorbed in certain verb 
forms; for example, is planning and was sent. These forms 
are not indicated as participles in the foregoing sentences 
because they are absorbed in the verbs and are not used as 
adjectives. 

Verbal Nouns. Business writing also calls for verbal nouns, 
which are verb forms used as nouns and functioning in a sen¬ 
tence as nouns. They are called verbal nouns because they 
name actions and because they are derived from their corre¬ 
sponding verbs. The words writing, dictating, selling, adver¬ 
tising may often be used as verbal nouns in business. For 
example: 

Writing good letters requires skill. [Writing is a noun and the 
subject of the sentence; it is also a verb taking the object 
letters.] 

When a noun or a pronoun modifies a verbal noun, be sure 
to put the noun or pronoun in the possessive form. For 
example: 

Right: Do you object to my dictating the letterT 

Wrong: Do you object to me dictating the letter? 

Right: The president’s going left a vacancy. 

Wrong; The president going left a vacancy. 
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Making Verbs Agree with CoUective Nouns* Keep the 
agreement right between a collective noun and its correspond* 
ing verb. Group names like assembly, audience, crowd, office 
force, and company are collective nouns. They are generally 
used with a singular verb or a singular pronoun. 

The assembly votes to set its adjournment ahead. 

Sometimes^ however, the members of the group are acting 
as parts or individuals. Such a case calls for a plural verb and 
a plural pronoun. 

The crowd were not agreed among themselves^ 

To put it another way, a collective noun takes a singular 

* 

verb when the group is thought of, but a plural verb when the 
individuals are thought of. 

To make the collective use sound natural when individuals 
are thought of, it is sometimes desirable to place the expres¬ 
sion members of before the collective noun. 

Members of the crowd were not agreed among themselves. 

Making Verbs Agree with the Subjects. The verb must 
agree with the subject in (1) person and (2) number. Look 
for the exact subject of the verb. Recognize it. Do not let ele* 
ments that fall between the subject and the verb throw you 
into error. 

Right: Stenographic service and the salary of the dictator 
are the causes of high letter cost. 

Wrong: Stenographic service and the salary of the dictator is 
the cause of high letter cost. 

Right: High letter cost is due to the salaries of dictator and 
stenographer. 

Right: The manager’s statement relating to the two letters 
is without doubt correct. 

Wrong: The manager’s statement relating to the two letters 
are without doubt correct. 

Right: In the old records was found a queer mistake. [The 
subject, mistake, follows the verb and is singular.] 

Wrong: In the old records were found a queer mistake. 

Right: You, not he, are supposed to have the contract. 

Wrong: You, not he, ts suppled to have the contract. 

Subjects Connected by As Well As and Like Expressions* 
When words are joined to a subject by as weU as, in addition 
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to, with, together with, including, no less than, etc., the verb 
agrees in number with the subject. 

The report, together with the six letters, was ready. 

The letters, as well aa the report, were ready. 

The newest clerk, no leas than the president, is invited. 

The notebooks, in addition to the typewriter, Aavc been ordered 
for delivery tomorrow. 

Subjects Connected by Or or A^or. Two or more singular 
subjects connected by or or nor require a singular verb. 

Neither the teacher nor his assistant is in the office. 

When two or more subjects connected by or or nor differ 
in number, the plural subject is placed nearest the verb, and 
the verb is made to agree with it in the plural. 

Neither the teacher nor the students arc in the room. 

When the subjects of the verb be differ in person, an Bwk> 
ward sentence is avoided by using a verb with each subject. 

Either you are the winner or I am. 

Subjects Connected by And. Two or more singular sub* 
jects connected by and require a plural verb. 

Mr. Green and Mr. Griswold are the new officers. 

When the subjects connected by and refer to the same per¬ 
son, a singular verb is called for. 

The secretary and treasurer (one man) is the next man to be 
elected. 

When the subjects connected by and represent one idea or 
are closely connected in thought, a singular verb is called for. 

Bread and butter U the staff of life. 

When the subjects connected by and are preceded by each, 
every, many a, etc., a singular verb is called for. 

Every desk and chair is perfectly polished. 

When one of the subjects is affirmative and the other nega¬ 
tive, the verb agrees with the affirmative and is understood 
with the negative. 

The state of the trade, and not our hopes about it. determines 
sales. 
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PROBLEMS 

1, In some of the followins: sentences the infinitive is used 
correctly; in other sentences the infinitive is used awkwardly 
in the ^‘split infinitive’’ form* Rewrite each of the incorrect 
sentences in a form that you consider to be better. If a sen¬ 
tence does not contain an error in the infinitive, merely write 
the word ’^Correct” after the sentence number. 

(1) Part of your task is to thoroughly examine the records. 
^2) You are to properly number these rules. 

(8) Try to correctly add these figures. 

(4) They were appointed to carefully plan the campaign. 

(6) Begin today to carefully outline the sales plan. 

(6) To finish the report quickly is our desire. 

(7) The officer tried to scan the papers immediately. 

(8) They ordered the man to completely overhaul the type¬ 
writer. 

(9) The student wanted to thoroughly master the textbook. 

(10) The president of the company is to personally address the 
group. 

(11) He decided to attend the conference to be held in Chicago. 

(12) The books were not ready to be delivered. 

(18) The sales manager wanted to personally inform him about 
the matter. 

(14) The author wanted to slightly change the title of his 
manuscript. 

(16) The boy wished to deeply express his sympathy. 

2. The following sentences contain both participles and 
verbal nouns. Write the number of each sentence at the left 
of a sheet of paper. In the first column after the numbers 
write any participles used in the sentences, and in the second 
column write any verbal nouns used in the sentences. 

(1) The stenographer typing the letter is the youngest em- 
idoyee in the company. 

(2) The athletes competing in the track meet are the finest 
in the city. 

(5) Winning the ccmtest was a delight to the child. 

(4) The book lying on the desk was lost by the student. 

(6) Preparing his homework and delivering newspapers proved 
to be too much for the boy. 

(6) The book ordered by the twher could not be shipped until 
a new printing was received by the company. 

(7) Transcribing letters accurately requires care and attentioa. 

(8) Developing one's own snapshots Is an enjoyable hobby. 

(9) The theme written by the student was excellent 



^•3] IN BUSINESS 21 

(10) Correcting the papers submitted by the contestants proved 
to be a tremendous undertaking^ 

(11) The company making the best pencil will win the award. 

(12) His action in taking the report surprised us. 

(13) His writing the request was approved. 

(14) The teacher, after reading the letter^ suggested one change. 

(15) The assembly, hearing him talk for the first time, was 
pleased. 

3, The following letter contains participles and verbal 
nouns. Make a list consisting of three columns—one for the 
participles, one for the verbal nouns, and one for the posses¬ 
sive form of the noun or pronoun preceding each verba! noun 
requiring the possessive form. If the noun or pronoun pre¬ 
ceding a verbal noun is not properly written in the possessive, 
your list should show it in the correct form. 

We are taking this opportunity to thank you for you sending 
us such a flue report on the situation developing in your territory. 
Our having this information will enable us to complete our work in 
outlining the campaign planned for this coming fall. The committee 
appointed to take charge of making the actual arrangements for 
the campaign is having its first meeting tomorrow. 

Mr. Smith assuming new responsibilities because of the sales 
manager resigning will prevent him participating in the work 
undertaken by the committee. Mr. Meyer, appointed to take the 
place of Mr. Smith, will be on hand, prepared to do everything Sn 
his power to get the committee off to a fiying start. 

The committee co-operating with you In this endeavor expects 
to make a fine showing tiiat will set a standard for the years to come, 

4. Each of the following sentences contains two verbs in 
parentheses, only one of which may be used correctly in the 
sentence. On a separate sheet of paper write the number of 
each sentence and the correct verb to be used in each sentence* 

(1) The jury (was, were) not agreed on the verdict. 

(2) The high level of prices (is, are) a hardship on many 
families. 

(5) One of the men (was, were) appointed to be in charge 
of the work. 

(4) The secretary, as well as the sales manager, (was, were) 
notified. 

(6) Neither the proprietor nor the manager (woe, were) told 
about the situation. 

(6) Every executive and every secreUry (is, are) expected to 
attend the meeting. 
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(7) The wrapping of the package, b\it not the contenta, (toos, 
toere) damaged. 

(8) Neither the president of the company nor his junior execu¬ 
tives (wast were) present when the accident took place. 

(9) The discussion panel (was, were) asked to change the 
time of the broadcast. 

(10) In the three books (was, were) found the same rule. 

(11) You, not the other boy, (is, are) responsible for this work. 

(12) His answer to the two questions (was, were) not correct. 

(18) Many a beginning worker (is, are) unable to work with 

both speed and accuracy. 

(14) The six stenographers, as well as the head of the depart¬ 
ment, (was, were) given a bonus. 

(16) I, as well as the boy, (am, is) to be congratulated. 

(16) Neither the typewriter nor the desk {has, have) been 
delivered. 

(17) The report, and not the separate records, (was, were) 
submitted for consideration. 

(18) The office staff (was, were) invited to come and bring 
their friends to the picnic. 

(19) The check, In addition to the statements, (ivas, were) 
mailed. 

(20) Either the principal or the teacher (is, are) made respon¬ 
sible for this undertaking. 


6. Each of the following sentences contains at least one 
error. Rewrite each sentence in correct form. 


( 1 ) 

( 2 ) 

( 3 ) 

(4) 

(5) 

( 6 ) 

(7) 

(8) 
( 9 ) 

( 10 ) 

( 11 ) 

( 12 ) 

(18) 

(14) 

( 16 ) 


To accurately transcribe requires training. 

He resented the employer refusing the interview. 

The company moved into their new building last month. 
The training and the experience of the stenographer is 
going to help her advance. 

Every boy and every girl are expected to appear on the 
program. 

The vice-president and treasurer were formerly the sales 
manager. 

The li^ks, as well as the bookcase, was received in good 
condition. 

The crowd were not agreed among itself. 

In the old buOding was found many valuable antiques. 
You, not he, is due for a promotion soon. 

Many an executive have been trained in this school. 
Neither the man nor his wife were willing to pay the bill. 
The six letters, as well as the one report, was typed in 
record time. 

I saw his driving the car Into the garage. 

We wish to heartily thank you for your co-operati(m. 
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Mode in Verbs* Mode is a property of a verb that indicates 
the manner in which the action or state is expressed. Hence^ 
to express your business thoufcht in exactly the right form and 
manner, you must know how to handle mode. There are three 
modes: the indicative, the imperative, and the subjunctive. 
Each has a useful part to play in business expression. 

1. Indicative mode: used to express a fact or ask a 
Question. 

The indicative mode is the commonent form in corre* 
spondence. 

2. Imperative mode: used to express a command, a re¬ 
quest, or an entreaty; often used in interoffice memo¬ 
randa and in collection letters. 

Send the steel scrap shipment at once. 

Give this matter close attention. 

Send your cheek without fail by June 1. 

Please ttte that the order is shipped tomorrow. 

3. Sxihjvnctive mode: used to express (a) a statement 
or a supposition contrary to fact, (b) a wish, or 
(c) a doubt. 

A fact (indicative mode): He ts a good letter writer. 

A wish, contrary to fact (subjunctive mode): He wishes 
he were a good letter writer. [But he is not.) 

The common subjunctive form of the verb to he in the 
present tense is were. This form is used with all persons in 
both the singular and the plural. 

I wish 1 were able to be there. [I am not.] 

If we were gifted with the vision to see years ahead [but we 
are not so gifted], we would doubtless shape our plans difter- 
ently. 

If he were in control of a majority of voter [but he is not], he 
would sign the agreement. 

If Mr. Wilde were here [but he is notj, he would approve the 
contract 
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The verb is should be used in a sentence that refers to the 
present time and shows an ordinary condition. 

If Mr. Wilde is here, he will approve the contract. 11 do not 
know whether he ia or not] 

The verb was should be used in a sentence that refers to 
past time and shows an ordinary condition. 

If Mr. Wilde toaa here yesterday, I am sure he approved the con, 
tract. [I do not know whether he was or not.J 

The verb had been should be used in a sentence that refers 
to past time and shows a condition contrary to fact 

If Mr. Wilde had been here yesterday. I am sure he would have 
approved the contract. | He was not here yesterday.] 

Timing Verbs: Handling the Three Primary Tenses. The 
accurate timing of verbs is an important business skill. The 
verb must indicate the exact time of the action. Make sure 
that you write precisely what you mean by choosing the right 
tense. 

Tense is that form or use of a verb that indicates the time 
of an action or an event. The tensc.s arc present, past, or 
future, according to whether they express present, past, or 
future time. These are called the three primary tenses. 

Present teifSe: He dictates good letters. 

Past tense: He dictated good letters. 

Future tense: He v>iQ dictate good letters. 

We shaV dictate good letters. 

The past tense of regular verbs is formed by adding d or ed 
to the present tense: live, lived ; like, liked ; dictate, dictated. 

Future Tense: Simple Futurity. The future tense indi¬ 
cates what will take place in the future time. 

We ahaU be here tomorrow. 

They will finish the report in a few days. 

You must consider two things in choosing between shall and 
will: (1) what the person of the subject is and (2) whether the 
sentence expresses simple futurity, determination, or promise. 

To indicate simple futurity, with a subject in the flrst per¬ 
son (/ or we), use shall: with a subject in the second or third 
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person (yov^ he, she, it, or tiuy), use will. By simple futurity 
is meant a probable future event, over which the speaker 
assumes no control. 

The plane loUl probably be on time. 

Simple futurity also includes the expres.Qion of a ho{>e, an 
intention, an opinion, or a prediction. 

We hope vft shall be able to attend the meeiina. 

They will work until they finish the task. 

You will be glad you made that decision. 

We shall be pleased to fill your order as soon us you tell ua which 
model you want. 

Future Tense: Determination or Promise. To express de- 
termination or promise, reverse the rule for futurity; that is, 
with a first^person subject (/ or we) use wilU and with any 
other subject, shall. 

I (or we) will go in spite of opposition. 

You (or he or they) shall stay, no matter what the expense. 

When you say, “I wUl go,’* you express more than one mere 
intention. You indicate that you are assuming an obligation, or 
are promising someone, to go; or that you expect to exert your 
own will power to go. regardless of obstacles or opposition. 
When someone in authority says, ^^You shall stay,’* he indicates 
his intention to use force, if necessary, to see that you stay. 

Should and Would. Shovld and would follow the same rules 
as shall and will, should corresponding to shall, and would to 
will. They are used in conditional sentences referring to pres* 
ent time. Should is used with / or we\ would, with other 
subjects. 

If I shovld go, I shall let you know. 

If he vyovld come, it woidd assure our success. 

To show an attitude of wbh, would may be used with all 
pronouns: 

I would speak if time permitted. 

She would work faster if she could. 

They would act at once if approval were given. 
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Indicative Mode—Active Voice 






\ 1. I pay 

i 2. you pay 

S S. he (ahe or it) paya 

1. we pay 

2. you pay 

3. they pay 


Progrtisivt 


t. I am paying 

2. you are p^yina 

3. be 18 paying 

1. wc are paying 

2. you arc paying 

3. they are paying 




1. I do pay 

2. you do pay 

3. he does pay 

L we do pay 

2. you do pay 

3. they do pay 


1. I paid 

2. you paid 

3. he paid 

1. we paid 

2. you paid 

3. they paid 


L I shall pay 

2. you will pay 

3. he will pay 


3. he will pay 

1. wc shall pay 

2. you will pay 
8. they will pay 


1. I was paying 

2. you were paying 
3« he was paying 

1. we were payi^ 

2. you were paying 

3. they were paying 


1. I shall be paying 

2. you will be pa^ng 

3. he will be paying 

1. we shall be paying 

2. you will be paying 

3. they will be paying 


1. I did pay 

2. yoM did pay 

3. ne did pay 

1. we did pay 

2. you did pay 

3. they did pay 


Determination 

1. I will pay 

2. you shall pay 

3. he shall pay 

L we will nay 
2. you shall pay 
Z. they shall pay 


I 1. I have paid 
i 2. you have paid 
^ 3. he has paid 

1. we have paid 

2. you have paid 

3. they have paid 


1. I have been paying 

2. you have been paying 

3. he has been paying 

1» we have been paying 

2, you have been paying 

3. they have been paying 


L I had paid 

2. you had paid 

3. he had paid 

1. we had paid 

2. you had paid 

3. they had paid 


1. I had been paying 

2. YOU had been paying 

3. he had been paying 

1 . we had been paying 

2. you had been paying 

3. they had been paying 


1. X shall have paid 

2. you will have paid 

3. he will have paid 

1. we shall have paid 

2. you will have paid 

3. they will have paid 


1. X shall have been paying 

2. you will have been paying 
3« he will have been paying 

L we shall have been paying 

2. you will have been paying 

3. they will luve been paying 


TIME GUIDE 
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Indicative Mode—Passive Voice 


i 

4 

Stmpi# PnfftTMve 


1 

L I am paid 1. I am beine paid 


.s 

2 . jmu arc paid 2. you are being paid 

I 

V3 

3. he (she or it) Ik paid 3. he is being paid 



1 . we are paid 1 , we arc being paid 


J 

2 . you are paid 2. you arc being paid 



3. they are paid 3. they are being paid 


k 

■i 

1. I was paid 1. I was being paid 


1 

2 . you were paid 2. you were behig paid 

8 

«3 

3. he was paid 3. he was being paid 

0 . 

*3: 

1 . wc were paid 1 . we were being paid 


C . 
J 

2 . you were paid 2. you were being paid 


s 

3. they were paid 3. they wore being paid 


k 

1. I shall be paid 


Ck 

2 . you will be paid 

1 

e<a 

3. ne will be paid 



1 . we shall be paid 


S 

s 

2 . you will be paid 


C. 

3. they will be paid 

•-K 


1. I have been paid 


? 

2 . you have been paid 

a, 

% 

1 8. he has been paid 

s 

9 

, •» 

1. we have been paid 

S 

? 

a 

2 . you have been paid 

<5 

s; 

3. they have been paid 

u 

1 

1 

i 1. I had been paid 



2 . you had been paid 

i 



K 

•a 

1 . we bad been paid 

£ 

E 

ji 

2 . you had been paid 


I 

1 3. they had been paid 


1 

t. I shall have been paid 



2 . you will have been paid 

0 . 

.s 

6»1 

8 . he will have been paid 

1 

“ 

1 . we shall have been paid 

1 

c 

2 . you will have been paid 

£ 

5 

8 . they will have been paid 


FOB VERBS 
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Shoidd is also used in the sense of ought, in which case it is 
correctly used with any subject. 

I skoidd be on my way in an hour. 

You should report by 9 A. M. 

He should bring it back with him. 

It should be called to his attention. 

We should accept the offer. 

They should duplicate the order. 

ControUing the Perfect Tenses. Three verb phrases, called 
perfect tenses, indicate completed action or state of being. The 
perfect tenses are: the present perfect, the past perfect, and 
the future perfect. 

The present perfect tense is formed by placing have or has 
before the perfect participle. 

They have sent the order. (Present completion] 

This tense is correctly used to indicate an act or an event 
that began in the past (either a minute or a year ago is past) 
and that has just now been completed. 

The past perfect tense denotes an action or an event as 
completed at or before a stated past time. It is formed by 
placing had before the perfect participle. 

They had sent the order before the error was discovered. [Ac- 
tion completed at or before an expressed past time] 

The future perfect tense denotes an action or an event that 
will be completed at or before a stated future time. It is 
formed by placing shall have or wiJl have before the perfect 
participle. 

We akaU have won the campaign before they can act. 

He will have shipped the order by the time our telegram reaches 
the office. [Action that will be completed at or before an ex¬ 
pressed future time] 

Progressive Form. The progressive form is made by pre¬ 
fixing to the present participle some form of the verb be. It 
denotes that the action of the verb is going on at the time 
referred to. 

Simple present: We write good letters. 

Progressive present: We are writing better letters every week. 
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Both of these examples are in the present tense. The sim¬ 
ple present indicates that the action is completed at one time; 
the progressive present indicates that the action is going on 
or continuing at the present time. 

Emphatic Form. In the present and past tenses (active 
voice), emphasis may be added by using do or did and the in¬ 
finitive without to. This form is known as the emphatic form. 

Simple present: We write good letters. 

Emphatic present: We do write good letters. 

Simple past: We wrote better letters all through the 

year. 

Emphatic past: We did write better letters after taking 

the training course. 

Time Guide for Verbs. A convenient and useful Time 
Guide for Verbs is pre.sented on pages 26 and 27. Use it for 
quick reference on verb-timing questions. 

How to Use May, Can, Might, Could. May expresses prob¬ 
ability or permission. Might is the past form of may. Can 
expresses power or ability. Could is the past form of can. A 
helpful rule is this: May equals pleaae permit or it is possible. 
Can equals able. 

May I have permission to use your name? 

Can he fill the requirements of this job? 

They may open the factory tomorrow. 

I can assure you that those are the facts. 

PROBLEMS 

1. Each of the following sentences contains two or more 
verbs in parentheses, only one of which may be used correctly 
in the sentence. On a separate sheet of paper write the num¬ 
ber of each sentence and the correct verb to be used in each 
sentence. 

(1) I wish it (was. were) possible for me to come. 

(2) If you (was. were) 1, you would go. 

(8) If everyone (was, were) here, we could take the vote. 

(4) Whether he (is, was, were) sure or not, he acted as if he 
(is, was, were). 

(6) If the contract (was. were) mailed yesterday, it should 
be delivered before Mr. Sampson goes out of town. 
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(8) If tbe work (ia, ioas, were) Anisbed today, we shall have 
a holiday tomorrow. 

(7) If the shipment (was, were, had been) received yesterday, 
it could have been checked this morning. 

(8) He wishes he (toas, were) able to comply with your 
request. 

(9) If I (woe, were) in his position, I would accept the offer. 

(10) If I (am, %oae, %oere) invited to attend the meeting, 1 

shall go. 

2. Each of the following sentences may be completed by 
the addition of was or were. On a separate sheet of paper 
write the number of each sentence and the correct verb to be 
used in each sentence. 

(1) If he_sending the goods today, there would be no 

doubt of their acceptance. 

(2) If he_really there, as Rogers reported to me later, 

someone should have asked him to speak. 

(8) If the special bond issue __to be floated today, it 

would greatly depress the prices of government securities. 

(4) He wished it possible to engage that speaker for 

the banquet. 

(6) If you_asked to handle the matter, would you 

do BO? 

(6) If he_ready to act yesterday, no one knew it. 

(7) What would you do if the letter_not transcribed 

accurately? 

(8) He examined the chair to see whether it_broken. 

(9) They asked if it__ permissible to withdraw the 

technical book. 

(10) If the desk_open, tbe boy must have seen the 

letter. 

3. On a separate sheet of paper write the number of each 
sentence and the tense of each verb used in each sentence. 

(1) Speed and accuracy are good qualities. 

(2) They will report for the committee. 

(3) 1 expected him this morning. 

(4) They had already made tbe shipment before his letter 
arrived. 

(5) They have received the order. 

(6) They will have gone before the notice is sent to their ofiftce. 

(7) We shall credit your account for the merchandise that you 
returned. 

(8) She will have arrived by noon. 

(9) The boys had gone before tbe telegram arrived. 

(10) We have made an error, which preventa the bookkeeper 
from doalng tbe books. 
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4. On a separate sheet of paper write the number of each 
sentence and either shall or will to indicate simple futurity. 

(1) I-be there week after next. 

(2) If 3 ^u meet me at noon, I_be glad to go 

with you. 

(8) I - definitely accept the offer; nothing_ 

prevent me from doing so. 

(4) They-take a train if they cannot get plane reser** 

vations. 

(5) He-write the letter if you_assemble the 

facts. 

(6) We-not accept the responsibility for the assign¬ 
ment unless they --promise to back us up. 

(7) I am sure that they ___ take care of this matter If 

we want them to do so. 

(8) The customer who add to u stored reputation is 


the customer whom the store __please. 

(9) If you-- send me the book, I_read it imme¬ 

diately. 

(10) I do not know when the boys arrive. 


5. Write the number of each sentence and either shall or 
will to indicate determination or promise. 

U) You_take care of this situation, no matter what 

the others think should be done. 

(2) I_go regardless of the consequences. 

(5) The boys_do the work even though they will have 

' to miss the picnic. 

(4) You_complete this job if you must work overtime 

in order to get it done. 

(6) The sales manager_be held responsible for this 

mistake. 

(6) We_get this order out today regardless of what 

else we do. 

(7) The mechanic_work on this car today. 

(8) The students . _ be held accountable for all work 

assigned. 

(9) You_ handle this matter personally, even though 

your assistant prefers to do it 

(10) We_send a delegate to the convention regardless 

of the expense. 

6. Each of the following sentences may be completed by 
the addition of should or would. Indicate which verb is cor¬ 
rect in each sentence. 

(1) If my trip is a success, I-be back here in a week. 

(2) He Sieves that the committee-do the work. 
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(8) If all salesmen -- attend the meeting* we could make 
the decision. 

(4) If I_help with the work, can we finish it today? 

(6) She_be less extravagant if she had to earn he^ 

own money. 

(6) The copies_be ready by ten o’clock. 

(7) We_leave early if we want to be at the station 

on time. 

(8) The work_be finished by this time. 

(9) We . _be glad to make up your route if you_ 

tell us what places you wish to visit. 

(10) Every employee _appreciate a longer vacation. 

7. Change the form of the verb in each of the following 
sentences to the progressive form. If necessary, you may 
change the wording of the sentence. 

(1) The students learn to transcribe their shorthand notes in 
this department. 

(2) We finished the repair work in this room. 

(8) The class shall read historical novels for a special English 
assignment. 

(4) He sends circulars about special sales made available to 
charge customers only. 

(6) Mr. Joyce had handled applications for credit. 

(6) Mary Duncan acts as receptionist for the firm. 

(7) She operates the switchboard in the absence of the regular 
switchboard operator. 

(8) The fan circulated the air in an unsatisfactory manner. • 

(9) The book brings to light many hitherto unknown facts. 

(10) The executive dictated to his private secretary. 

8« Change the form of the verb in each of the following 
sentences to the emphatic form. 

(1) I regret the loss caused by the mistake. 

(2) They swore to bring out all the facts. 

(3) They went to the head of the department for that purpose. 

(4) 1 typed the information exactly as directed. 

(6) They canceled the order because of the delay in shipment. 

9, Indicate which of tiie two verbs rnay or can should be 
used in each of the following sentences. 

(1) _1 use this information in my speech? 

(2) They _ perform this operation only with great 

difficulty. 

^8) We_fill this order now that the materials have 

been sent us from the factory. 

(4) It_rain before the afternoon is over. 

(6) The students_have a new teacher next year. 



SECTION 5 

CONTROLLING IRREGULAR VERBS 

Priocipal Parts of Verbs. Each verb has three principal 
parts: the present, the past, and the perfect participle. The 
perfect participle is used with an auxiliary verb, usually have^ 
has, or had. 

Regular verbs form the past tense and the perfect parti¬ 
ciple by adding d or ed to the present: me, u»ed, used; add, 
added, added. Moat verbs are regular. A few, however, do 
not follow the normal forms; they are therefore known as 
irregular verbs. 

Controlling Irregular Verbs. Irregular verbs are relatively 
simple. Consider them so. and they will remain so. Attack 
them instead of backing away from them, and you will have 
no trouble. Become so familiar with the following irregular 
verbs that their correct use becomes as instinctive to you as 
to say “Thank you“ when you acknowledge a courtesy. To 
know these irregular verbs is an essential of goocl manners 
as well as of good grammar. 

Simply memorize the past and perfect participle for each 
present tense in the list on pages 34 and 35. It will not take 
you long. For good practice attach the three auxiliaries, have, 
has, and had, to each past participle as you speak it.* 

Control of these irregular verbs is important to dictator 
and stenographer alike. Without that control neither one can 
function at his best in business. 

Accuracy Is the Watchword. The business writer, in his 
daily duties, must direct his effort as he would an arrow to a 
target. He must economize his time, conserve his energy, turn 
out the maximum amount of work. To make a success of these 
tasks, use verbs with care. Be accurate! 

* This list may be used as a spelling review, the instnictor dlctatiag 
the present forms, the students writing the past tense and the perfect 
paroelple. 
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Irregvlar Verbs Important in BuBiness 


Present 

Past 

Perfect Participle 
(have, has, kaa) 

am 

was 

been 

arise 

arose 

arisen 

bear 

bore 

borne, bom 

beat 

beat 

beaten 

become 

became 

become 

begin 

began 

begun 

bend 

bent 

bent 

bid [command, invite | 

bade 

bidden 

bid j make an otfer | 

bid 

bid 

bind 

bound 

bound 

bite 

bit 

bitten 

blow 

blew 

blown 

break 

broke 

broken 

bring 

brought 

brought 

burst 

burst 

burst 

buy 

bought 

bought 

carry 

carried 

carried 

catch 

caught 

caught 

choose 

chose 

chosen 

come 

came 

come 

cost 

cost 

cost 

do 

did 

done 

draw 

drew 

drawn 

drink 

drank 

drunk 

drive 

drove 

driven 

eat 

ate 

eaten 

fall 

fell 

fallen 

fight 

fought 

fought 

find 

found 

found 

flee 

fled 

fled 

fly 

flew 

flown 

forbid 

forbade 

forbidden 

forget 

forgot 

forgotten 

freeze 

froze 

frozen 

get 

got 

got 

give 

gave 

given 

go 

went 

gone 

grow 

grew 

grown 

*hang [suspend] 

hung 

hung 

hide 

hid 

hidden 

know 

knew 

known 

lay [put into place] 

laid 

laid 

lead 

led 

led 

leave 

left 

left 

lend 

lent 

lent 


* The verb hanp, meftnin^ execute" U regular: hang, banged, 
hanged. 
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Present 

Pa^t 

Perfect pQtiiciplt 

(have. ha$, had) 

let 

let 

let 

lie [recline) 

lay 

Jain 

lie [falsify] 

lied 

lied 

make 

made 

made 

pay 

paid 

paid 

put 

put 

put 

ride 

rode 

ridden 

ring 

rang 

rung 

rise 

rose 

risen 

run 

ran 

run 

see 

saw 

seen 

set [put into place] 

net 

set 

shake 

shook 

shaken 

show 

showed 

shown 

shrink 

shrank 

shrunk 

sinR 

sang 

sung 

sink 

sank 

sunk 

sit [takesseatJ 

sat 

sat 

slay 

slew 

slain 

sleep 

slept 

slept 

speak 

spoke 

spoken 

spring 

sprang 

sprung 

steal 

stole 

stolen 

strike 

struck 

struck, stricken 

strive 

strove 

striven 

swear 

swore 

sworn 

swell 

swelled 

swelled, swollen 

swim 

swam 

swum 

swing 

swung 

swung 

take 

took 

taken 

teach 

taught 

taught 

tear 

tore 

tom 

think 

thought 

thought 

throw 

threw 

thrown 

wake 

waked, woke 

waked 

wear 

wore 

worn 

weave 

wove 

woven 

win 

won 

won 

write 

wrote 

written 
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PROBLEMS 


1. Only one of the three principal parts of each of a num¬ 
ber of Irregular verbs is given below. Copy the form as it 
is given, but insert the missing principal parts. 


PreBmt Past Perfset 

Partieiple 

(1) . was . 

(2) . begun 

(8) break . 

(4) . came . 

(6) draw . 

(6) . driven 

(7) . fell . 

(8) fly . 

(9) . forgot . 

(10) . froze . 


Present Past Perfect 

PariicipU 

(11) grow . 


(12) . known 

(13) lend . 

(14) . rang . 

(16) rise . 

(16) . spoken 

(17) . sworn 

(18) . swung . 


(19) throw 

(20) write 


2. Each of the following sentences contains two verbs in 
parentheses, only one of which may be used correctly in the 
sentence. On a separate sheet of paper list the correct verbs 
to be used in the sentences. 

(1) The letter {came, come) this morning. 

(2) They have {swore, sworn) to tell all the facts. 

(8) She saw the letter {laying, lying) here yesterday. 

(4) They have already {gone, went) home. 

(6) If he {lays, lies) down on the job, he will regret it. 

(6) The motonnan {ftnd, found) the scarf on the streetcar. 

(7) I (sow, seen) the boy leaving the theater. 

(8) The girl has (written, wrote) the required theme. 

(9) They (choose, chose) the shorter trip because it was less 
expensive. 

(10) The driver was badly (shaken, shook) in the accident. 

(11) The water escaped when the pipe (sprang, sprung) a leak. 

(12) The business has (grew, grown) slowly in the two years 
of its existence. 

(18) The handle was so badly (bend, bent) that the boy could 
not use it. 

(14) The crew (did, done) its best to complete the job on time. 
(16) The water in the pond was (frou, frozen) solid. 

(16) The partners have (striven, strove) to make a success. 

(17) They (gave, give) the man some food when he knocM 
at their door. 

(18) The children (dronk, dnmk) several soft drinks. 
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(19) The page wm (tore, tortf) when the book was dropped. 

(20) The champion has (etoam^ swum) across the English 
Channel. 

3. At the end of each of the following sentences one or 
more verbs appear in parentheses. On a separate sheet of 
paper list the correct verb or verbs to be used in the sentences. 

(1) Price levels-ten points last year, but they have 

not-to any extent this year, (nse) 

(2) He-them to believe that sales had .— - this 

year. (Uad, fall) 

(8) Has he-you the report recently ... up by 

the treasurer? (sAotc, make) 

(4) They have-to make plans for the special anni¬ 

versary sale, {begin) 

(6) The responsibilities that he _last year .all 

of his time, (carry, take) 

(6) He has - where they _ the equipment. 

Iforgett buy) 

(7) The president __well of the secretary when she 

-to take another job. {speak, leave) 

(6) The family_new furniture when their oid furni¬ 
ture was - (get, wear) 

(9) The team was_when the last ball was . .. 

(beat, throw) 

(10) If he had not _ the error in time, the company 

could not have__ the record, (eatck, break) 

(11) They _ on the ground to watch the birds as they 

_south, (sit, ffy) 

(12) He_here when the mesHenger __ the news. 

(am, bring) 

(18) The bank_ the money to the merchant, who signed 

a note that __six per cent interest, {lend, bear) 

(14) The material_when it was _ _ into the wash¬ 

ing machine, (shrink, put) 

(16) The house_much more than the contractor had 

_ (eost, bid) 

(16) The sophomores were__ to-- to the freshmen 

in the initiation ceremonies, (forbid, speak) 

(17) The criminal_after he-- his accomplice in 

the crime, (flee, slay) 

(18) They_ to the seashore after they - — at the 

restaurant, (drive, eat) 

(19) The mother_where her little boy had-taU 

tosrs. (ibiow, hide) 

(20) The plans were ^ 

(draw, fight) 


before the battle was 
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REVIEW 

Most of the following sentences contain one or more errors. 
Rewrite all of the sentences in which there are errors; correct 
all errors. If a sentence is correct, write '‘Correct’' after the 
sentence number. 

(1) The Chambers Box corporation appointed him to carefully 
study the problem. 

(2) They will attend the conference if I have to force them 
to do so. 

(5) The representative has already went to the meeting in the 
Southern part of the state. 

(4) Now that the Spring season is here, we can expect sales 
of Winter merchandise. 

(6) The secretary of state was consulted about that foreign 
problem. 

(6) The employee objected to the company taking that action. 

(7) The office staff and its friends was invited to participate 
in the affair. 

(8) If the sun was shining, I would let the boys play outside. 

(9) The letter would be mailed this evening without fail. 

(10) On tuesday of this coming week the dance will be held in 
the Mayfair room of the hotel Cincinnati. 

(11) The students, with the co-operation of their teacher, was 
trying to win the trophy. 

(12) The teacher had classes in arithmetic, geometry, and book¬ 
keeping. 

(13) The man, as well as his wife, were injured in the accident. 

(14) The secretary and treasurer are the person responsible for 
this unfortunate situation. 

(16) The girl swum the River Mississippi on a clear day. 

(16) We do not approve of him assuming these extra duties. 

(17) To thoroughly digest this report would take considerable 
time. 

(18) In the eight test papers was found only one mistake. 

(Id) She should do the work more rapidly if she could. 

(20) The boy scouts have already went on the hike with their 
leader. 

(21) Because he was tired, he lied on the davenport and steeped 
soundly. 

(22) The subjects assigned were bookkeeping II, modem Eng¬ 
lish, Typewriting III, and advanced shorthand. 

(23) Mr. Warsaw and Mrs. Crane is the new officers. 

(24) The report on the bookkeeper’s statements were studied 
with care. 

(26) The crowd was not agreed among themselves. 
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PRONOUNS, THE WORDS THAT REPRESENT NOUNS 


Pronouns Are Useful. Seldom do you realize the conven¬ 
ience of electric lisrhts and running water in your home until, 
in an emergency, these services are shut off. In the same way 
seldom do you realize the usefulness of pronoun-s in making 
expression simpler until you try to dictate sentences without 
them. 

Let us suppose that you are writing a business report to 
keep your records up to date and that in this task you are not 
allowed to use pronouns. At the left is shown how such a re¬ 
port might read; at the right, how it should read. 

Without Pronouvs With Pronouns 

When President Lodge arose When President Lodge arose 
to give President Lodge’s report to give his report to the stock* 
to the stockholders» President holders, he made the introduc- 
Lodge made the introductory tory statement that, in his op in* 
statement that, in President ion, he should retire and pass his 
Liodge’s opinion, President Lodge responsibilities on to a younger 
should retire and pass President man. 

Lodge's responsibilities on to a 
younger man. 

This brief experiment shows that to use the same noun 
again and again whenever you want to refer to what it repre* 
sents would be most awkward. Hence, we use a device for 
representing the noun without actually repeating the noun. 

Controlling Pronouns, A pronoun is a word that is used 
instead of a noun. 

Dr. Hart agreed to report to me as soon as he finished fcis out¬ 
line. {He and his are used instead of repetitions of Dr, Hart; 
me, instead of the name of the speaker.) 

Make the Pronoun Agree with lU Antecedent, The form 
of a pronoun is governed by its antecedent. The antecedent 
is the word for which the pronoun sUnds. To make sure of 
the correct pronoun, think of the noun for which the pronoun 
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stands. Make the pronoun agree with the noun in person 
(tint, second, or third), in number (singular or plural), and 
in gender (masculine, feminine, or neuter). 

Dr. Bart promises that he will make a report when he has 
finished Ais conference. 

The antecedent of he and his is Dr. Hart Dr. Hart is the 
noun that would have to be repeated if there were no pro* 
nouns. He and his are in the third person, singular number, 
masculine gender, agreeing with Dr. Hart. 

Nominative, Objective, and Poaaesaive Forms of the Pro* 
noan. It will pay you to memorize the following forms of 
pronouns. 

Nominative: I, we, you, he, she, it, they, who. 

Objective: me, us, you, him, her. it, them, whom. 

Possessive: my, mine, our, oure, your, yours, his, her, hers, 

its, their, theirs, whose. 

When the pronoun is the subject of the sentence, use the 
nominative form.* When the pronoun is the object of a tran* 
sitive verb or of a preposition, use the objective form. When 
the pronoun indicates possession, use the possessive form. 
When the pronoun completes the meaning of a connective verb 
(some form of the verb to be), use the nominative form. 

Subject: We shall arrive tomorrow. They will come too. 

Object of a 

transitive verb: We invited therfk 

Object of a 

preposition: The letter came from them. 

Possessive: He will get his Christmas bonus Saturday. 

Possessive: The two divisions merged their efforts. 

Subject: He was the one who headed the committee. 

Object: The man whom he introduced was Mr. Carey. 

Possessive: The man whose name you heard was Mr. Carey. 

After the verb 

to be: It was he. Who are they? 

Antecedents Connected by And. When the pronoun repre¬ 
sents two or more antecedents in the singular connected by 
and, the pronoun must be plural. 

* The one exception: a pronoun followli^ the infinitive to he or to 
have been agree# in case with the noun or pronoun preceding the inflnU 
ttvt* ”1 know you to be him who presented the gift.'' 
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The recorder and the treasurer made their statements. (Note 
that the article the is repeated.) 

When, however, the antecedents are different names for 
the same person or thing, the pronoun is singular. 

The famous author and lecturer made hie visit today. (The 
article the is not repeated.) 

When two or more antecedents connected by and are pre¬ 
ceded by each, every, or no, the pronoun must be singular. 

Every minute and every second has He duties. 

Antecedents Connected by Or or Sor. A pronoun with two 
or more antecedents in the singular, connected by or or nor, 
must be singular. 

Neither Greene nor Brown read hie re]>ort. 

When one of the antecedents is plural, it should be placed 
last, and the pronoun should be plural. 

Neither the guide nor his followers reached their goal. 

Antecedents in Common Gender. When the antecedent re¬ 
quires a common gender pronoun, the masculine he, his, or 
him is used. 

Every man and woman in this company is urged to give hit 
loyal support to this project [Hie indicates common gender. 
Use some form ot the pronoun he when referring to both 
sexes. Avoid the somewhat awkward he or she, his or here, 
him or her, except in legal documents, in which this use may 
be necessary to indicate the proper distinction. | 

Collective Nouns as Antecedents. What has been said ear- 
lier about a collective noun and a verb applies also to a pro¬ 
noun of which the collective noun is the antecedent. The 
pronoun in such a case must agree with the antecedent in 
number, which is indicated by the sense of the sentence. 

If the antecedent of a pronoun is a collective noun con¬ 
veying the idea of unity, the pronoun should be singular. 

The company published if* new catalog thia week. 

The army has announced it* training program. 

The committee is ready to make it$ report. 

The firm enters ft* tenth year next month. 
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If the antecedent is a collective noun conveying the idea 
of the plural, the pronoun should be plural. 

The office staff and their families have been invited. 

Whether the antecedent expresses the singular or the plural 
is determined from the evidently intended meaning of the 
entire sentence. 

In expressions like (me of the people who, one of the thingn 
that, one of the men who, the relative pronoun refers, not to 
one, but to the plural object of of. 

He is one of those people who keep rigidly at the task. (Not 
“who keeps . . . .“) 

The words A:tnd, sort, type, close, etc., are singular and 
should be modified by a singular demonstrative pronoun. 
Demonstrative pronouns are this, that (singular), these, those 
(plural). 

Right: He likes this kind of pencil better than that kind. 

Wrong: He likes these kind of pencils better than those kind. 

Right: He tikes these kinds of pencils better than tkoec kinds. 

Verbal Nouns Call for the Possessive Case* The word gov* 
erning a verbal noun should be in the possessive case. Distin* 
guish carefully between a verbal noun and a participle (see 
page 17). The noun or pronoun preceding the participle is 
not possessive. Compare the following sentences: 

Right: He does not object to my dictating the letter. 

Wrong: He does not object to me dictating the letter. 

Right: They will approve his going to the convention. 

Wrong: They will approve him going to the convention. 

Do Not Use You for One. Avoid the error oi using you 
instead of one for general or indefinite reference. 

One (not you) must not judge without adequate proof. 

One (not you) should make definite progress each day. 

Using the Word One as Antecedent* The word one is obvi¬ 
ously singular, and any pronoun of which one is the ante¬ 
cedent must also be singular. 

Right: One should make some progress in his work each day. 

Wrong: One should make some progttss in their work each day. 
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How to Use It9 and IV^. Personal pronouns in the posses¬ 
sive case do not require the apostrophe. tt» is the correct pos¬ 
sessive form of the personal pronoun. IVs is the contraction 
for it IS. Master this difference iiow and you will save your^ 
self much embarrassment later. 

Right: The company has moved into ii» new building. 

Wrong; The company has moved into iVn new building. 

How to Use the ^indefinite Ur The indefinite t/'* is a type 
of expression that has won ita way into onr language through 
sheer usefulness. 

It ifi a warm day. 

It is a good idea to get these orders out. 

It is easy to believe that 

It is evident Jackson will be elected. 

It is reported that he will arrive today. 

It appears that business is good. 

In most such expressions it is the grammatical subject of 
a verb of which the logical subject is the following noun, in¬ 
finitive phrase, or clause. The pronoun it merely anticipates 
the real or logical subject of the verb. The real subjects 
appear thus: 

The day is warm. 

To get these orders out is a good idea. 

To believe that is easy. 

That Jackson will be elected is evident. 

That he will arrive today is reported. 

That business is good appears to be true. 

Constructions like the latter are permissible, but if used 
too often they sound stilted and superformal. The ‘‘indefi¬ 
nite it” construction is more natural. 

Pronoun Control Is One Index to Language Accuracy. Cer¬ 
tain “corners” of our language are treacherous to careless 
people. In one of these comers are pronouns. No one in busi¬ 
ness can afford to juggle pronouns and let errors slip through. 
If he does, he creates an impression of slipshod carelessness 
that no amount of painful perfection elsewhere can offset 
Train yourself in pronoun control. 
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PROBLEMS 

1. Prepare a list of the pronoun or pronouns used in each 
sentence* * 

(1) If we make a mistake in filling an order, we are glad to 
correct it. 

(2) Each employee of the company is encouraged to submit 
worth-while suggestions that occur to him. 

(8) If you can do the work, we wish you would go ahead 
with it. 

(4) Each student has his choice of the desk he wishes to use 
during the school year. 

(6) The officer whom he praised was noted for his bravery. 

(6) Their efforts were assured of success because of the co¬ 
operation of the men who worked as a team. 

(7) The book was not mine; it belonged to my brother. 

(8) These are the orders about which you asked. 

(9) We are glad to know that they will bring their reports 
with them. 

(10) My books cannot be confused with theirs because mine 
have my name written in them on the flyleaf. 

2* E^ch of the following sentences contains two pronouns 
in parentheses, only one of which may be used correctly in the 
sentence. On a separate sheet of paper write the correct pro¬ 
noun to be used in each sentence. 

(1) The secretary and the treasurer signed {his, their) letters 
immediately after lunch. 

(2) The noted explorer and author came to the city to lecture 
on {his, their) books. 

(5) Every man and every woman must fulfill {his, their) obli¬ 
gation to vote. 

(4) Neither the scout leader nor his scouts pitched ihis, their) 
own tents. 

(6) The Arm invited (its, their) office staff and (its^ their) 
wives to attend the picnic. 

(6) The board of directors and (tfs, their) secretaries were 
delayed by the reading of the long report. 

(7) He is one of those students (who, whom) the principal 
praised. 

(8) The stenographer prefers (this, these) kind of notebook. 

(9) Neither Robert nor James handed in {his, their) report 

(10) Each boy and each girl is asked to keep a record of the 

time {he, they) must spend on outside study. 

S. Each of the following sentences contains two or more 
pftmouns in parentheses, only one of which may be used cor- 
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rectly in the sentence. On a separate sheet of paper write the 

correct pronoun or pronouns to be used in each sentence. 

, (1) He does not approve of {me, my) answering that letter in 

this way. 

(2) It is wise for {me, you) to budget {kie, your) money. 

(8) If you see the president or the treasurer, please call (Aw, 
their) attention to this. 

(4) The packages, as well as the letter, found iiie, their) way 
to the Dead Letter Office. 

(6) The jury could not come to HU, their) decision quickly. 

(6) Each man thought {hie, their) suggestion to be most 
worth while. 

(7) The company has remodeled (tt*a, iU, their) building. 

(8) (One, You) should not jump to conclusions. 

(9) 1 do not approve of {you, your) taking such a liberty. 

(10) The navy has submitted (its, their) requirements to the 

board. 

4. Each of the following sentences contains two or more 
pronouns in parentheses, only one of which may be used cor« 
rectly in the sentence. On a separate sheet of paper write the 
number of each sentence and the correct pronoun or pronouns 
to be used in each sentence. 

(1) Every pen and every pencil must be put in {iU, their) 
place. 

(2) Each teacher and each pupil did (his, their) duty. 

(3) Letter writing, in addition to grammar, should have {iU, 
their) place in every school. 

(4) Do you know the names of those iwko, whom) should be 
called? 

(6) We will notify {whoever, whomever) you wish. 

(6) Neither the butcher nor the grocer has issued (hie, their) 
advertisements. 

(7) We sold the bookcases to the dealers (who, whom) we 
thought would pay most promptly. 

(8) They asked (who, whom) the visitor was. 

(9) They thought it was (she, her) whom we expected to meet 
at the train. 

(10) If you were (he, him), would you accept the nominatioa? 

hi) They told Mary and (/, me) about the appointment 

(12) Is it {he, him) whom you wish to see? 

US) The man (who, whom) we saw at the store is the person 
who told John and (/, me) about the work. 

(14) There is no reason for (their, them, they) taking that 
attitude in the matter. 

(16) Is there any possibility of (you, your) being held respon¬ 
sible for the error? 



SECTION 7 

ADJECTIVES, THE PICTUREMAKERS 

Control of AdjectiTOs Adds Business Force. The experience 
of thousands of business people who have gone through their 
basic training and progressed in due course to executive levels 
proves that we need to gain control over certain elements of 
grammar, which in this book we have called the tools of busi¬ 
ness expression. Among these tools are nouns, verbs, and 
adjectives, without a knowledge of which we are virtually 
helpless in the business office. 

Adjectives create pictures. Anyone who has recently passed 
a newsstand will be aware of the huge popularity now enjoyed 
by the picture magazines, a development supporting the ac¬ 
cepted belief that the eye is one of the quicker channels to the 
brain. This truth gained recognition thousands of years ago. 
Down the dim corridors of time has come the oft-quoted say¬ 
ing of the Chinese philosopher, “A picture is worth ten thou¬ 
sand words.” Adjectives are picturemakers. 

Adjectives Spur Interest and Yield Picture Power. Choice 
of adjectives has often been found to add power and interest 
to the written word and to add force and entertainment to the 
spoken word. Adjectives make definite the meanings of nouns 
in such a way as to make the picture carried to the mind of 
the reader or the hearer match, point for point, the picture 
in the mind of the writer or the speaker. 

Special Problems in Regard to Adjectives. The few special 
problems connected with adjectives can be mastered quickly. 
Adjectives are words used to modify nouns or pronouns and 
to describe the persons, places, or things named by them. 

A compound adjective is a modifying word made by join¬ 
ing two or more words that are ordinarily used by themselves. 
The two or. more words that make up a compqpnd adjective 
used before the noun modified are joined by a hyphen. If the 
compound adjective is used after the noun, the hyphen is not 
used. 
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The author sect him an autographed copy of hia 

book. 

The author of that book is veil knovn. 

That vase is made of kand-blown glass. 

The glass in that vase is hand blown. 


In a few compound adjectives the hyphen may be omitted, 
and the adjectives may be written as one word. 

everlasting benefit lifelike image 

The singular form of the noun is used when the compound 
Is a number written before a noun indicating distance, quan¬ 
tity, or the like. 

eighteen-/oot broad jump two-slory building 

fourteen-/oot pole vault four-year course 

A hyphen is used in numbers like those in the following 
examples. 

thirty-nine steps seventy-seven stories 


A hyphen is used in fractions written in words only when 
the fractions are used as adjectives. A hyphen is not used 
when a fraction is used as a noun or when a fraction, used as 
an adjective, contains a hyphen in either of its parts. 


Adjective 


Noun 


Adjective with 
Hyphen in a Part 


the two-thirds rule one half a one twenty-fifth portion 

a one-fifth share three fourths a five thirty-sixths share 


A hyphen is not used when a compound adjective consists 
of an adverb ending in ly and an adjective or a participle, 
fairly good reproduction widely known lecturer 


Comparison: Fitting Adjectives to Your Meaning. An ad¬ 
jective suggests a quality of the object modified. To make the 
adjective fit the meaning closely, it is possible to change its 
form to express a greater degree and a greatest degree of this 
quality. 

The Rolla-Royce is a fast car. 

The Rolls-Royce Is faster than the Renault 

The Rolls-Royce is the fastest car in England. 

Use the comparative degree to compare two objects. Form 
H by adding r or er to simple adjectives of one syllable and to 
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B few of two syllables: fast, faster; strong, stronger; angry, 
angrier; handsome, handsomer. To form the comparative of 
most adjectives of more than one syllable, prefix the word 
more (or leaa) to the simple (positive) adjective: trust¬ 
worthy, more trustworthy; expensive, less expensive. 

Use the superlative degree to compare three or more ob¬ 
jects. Form it by adding est to adjectives of one syllable and 
to a few of two syllables: fast, fastest; angry, angriest. To 
form the superlative of most adjectives of more than one 
syllable, prefix the word most (or least) to the simple adjec¬ 
tive: effective, moat effective; variable, least variable. 

Irregular Comparisons. Note the irregularity in the com¬ 
parison of the following common adjectives; 


Positive 

Comparative 

Superlative 

good 

better 

best 

bad [ill, evill 

worse 

worst 

much 

more 

most 

little 

less 

least 

many 

more 

most 

far 

farther 

farthest 


Numbers as Adjectives. Numbers used as adjectives are 
written in words when they can be expressed in one or, at 
most, two words: The president serves a term of four years, 
or forty-eight months. Higher numbers carried out to exact 
units should be written in figures: The counters recorded 4,828 
subscribers. In a series of numbers follow one plan consistently.* 

(Correct Use of the Articles A, An, The. A and an are in¬ 
definite articles used to limit a noun to any one thing of a 
particular class: a letter, an addfess. The is the definite arti¬ 
cle, so named because it selects a definite individual or object 
from a particular class: the man who issues the order. Use 
a before nouns beginning with a consonant sound: a dividend, 
a corporation. Use an before words beginning with a vowel 
sound: an issue, an order. 


* For a compreheniive guide to the eorrect expreaiion of numbera 
In buaincBB letters, reports, and related forms of communication, see 
pages 106 to 110. 
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When to Use A, An, and The in the Titles of Books, Peri* 
odicals, and the Like. When you use the titles of books, news¬ 
papers, periodicals, pamphlets, documents, reports, proceedings, 
or the like, consult the following rules: 

(1) If the title of a book or other single literary, musical, 
or artistic work begins with one of the articles, A, An, or The, 
write this word as part of the title, which is underlined when 
typewritten and italicized when printed. 

Right: Be sure to read Harry Scherman’s The Promises Men 
Live By and Walter Lipptnann'a A Preface (o Morals. 

Wrong: Be sure to read Harry Scherman’s Promises Men Live 
By and Walter Lippmann's Preface to Jlforala. 

(2) Do not include A, An, or The in the name of a news¬ 
paper or other periodical, or pamphlet, document, report, pro¬ 
ceeding, leaflet, or the like. Thus, in writing the name of a 
newspaper or other periodical, do not capitalize and italicize 
a the limiting the noun of the title, even if it is part of the title. 

Right: Our business library has a complete file nf the Century 
Magazine and the Capital Post-Gazette. 

Wrong: Our business library has a complete file of The Century 
Magazine and The Capital Post-Gasette. 

Special Adjective Groups. There are three groups of adjec¬ 
tives that deserve special attention. 

This, That, These, Those. This and that are the only 
adjectives that have a plural form. The plural forms these 
and those must be used with plural nouns. Those kind is 
incorrect; -that kind or those kinds should be used. Them is 
not an adjective and should not be used to modify a noun. 

Either, Neither. Either or neither refers to one of two. 
Either should be used correlatively with or; neither, with nor. 

The words either and neither, like the words this, that, 
these, and those, are adjectives when they are used with nouns. 
But they are pronouns when they stand alone. 

First, Last. The words first and last when used with a^ec- 
tives that express number are placed before the adjectives; 
as, the first two sections; the last seven chapters. 



so 


WORDS AS EFFECTIVE TOOLS 


{Unitl 


PROBLEMS 

1. Some of the adjectives in the following sentences re¬ 
quire hyphens. Prepare a list of such adjectives^ inserting the 
correct hyphens. 

(1) The manufacturer of that widely used product ia a well 
known industrialist 

(2) We are willing to accept a two month note for one third 
of the amount due. 

(3) The two story apartment contained eight three room suites. 

(4) The work was completed in a hit and miss fashion. 

(6) The ten dollar saving made the purchase worth while. 

(6) The son received only a one sixth share of his father^s 
estate. 

(7) Our direct from factory prices enable you to save at least 
one third on this item. 

(8) For twenty two years the doctor served thla out of the 
way community. 

(9) The first class materials are thoroughly inspected before 
they are sent out by the company. 

(10) Three fourths of the class missed the well written problem. 

2. Indicate the degree of comparison of each of the itali¬ 
cized adjectives in the following sentences. 

(1) This newspaper has a larger circulation than any other 
newspaper in the country. 

(2) This apartment building Is the most modem structure 
that we have ever built. 

(3) This item is the least desirable purchase in the store. 

(4) The new desk is better than the old one in every respect. 

(5) The older girl is prettier than the younger girl, but the 
younger girl is the smartest child in her class. 

(6) The fruit was the best on the market, but it was also the 
most expensive, 

(7) She is less regylar in her attendance, but she is more 
faithfvl in doing the work. 

(8) He had the best chance to succeed because he was willing 
to do the most work. 

(9) Of all the applicants for the job, he was the least likely to 
be employed. 

(10) This trip will provide a better vacation because the resort 
ia farther from home. 

3. Each of the following sentences contains at least one 
mistake. Rewrite the sentences in correct form. 

(1) The newspaper that he reads regulariy is The CtneinnaN 
Newe Review. 

(2) An union was organised in the newly-built factory. 
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(8) Those kind of people usually do not succeed. 

(4) The Boston Jn^virer is widely-read throiiRhout Massachu¬ 
setts. 

(6) Neither the trirl or the boy was able to answer the problem. 

(6) The three flrat chapters were the most mtereatioif In the 
book. 

(7) The one third interest in the property belonged to these 
man and woman. 

(8) Either of the three men will be hired to fill the vacancy. 

(9) Which of them kinds of notebooks do you wish to buy? 

(10) Neither of the three studenU is able to work the two 

first problems. 

4« Each of the following sentences contains at least one 
mistake. Rewrite the 8entence.H in correct form. 

(1) The i^ot in the well known book is |>oorly-develo()ed. 

(2) The puppets, though small, were life-like. 

(8) The two-feet rule was the least desirable rule for this 
purpose. 

(4) Only fourteen of the twenty one stores in the block were 
well-lighted. 

(6) The builder's home was the best and most prettiest he 
had ever constructed. 

(8; The man was more handsomer than his photograph indi¬ 
cated. 

(7) The survey covered twenty-one districts and three hun¬ 
dred sixty-five opinions; it required thirteen pages to type. 

(8) Those kind of reports are difficult to analyze. 

(9) Neither of the three children was able to fulfill the re- 
aqirementa. 

(10) The two last pagea of the report had tu 1 m» rety|>ed. 

REVIEW 

Most of the follow'ing sentences contain one or more errors. 
Rewrite all of the sentences in which there are errors; correct 
all errors. 

(1) The man whom he saw was the new employee. 

(2) The president and the vice-president submitted his reports 
to the board. 

(8) The Ohio Window-Washing company paid their employees 
satisfactory wages. 

(4) Every boy and every girl in the class are asked to give 
their support to this project. 

(5) If it was not against the policy of this organisation, we 
could hire the man who he recommended to finish this job. 
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(6) The company commended it*s employees on their skillfully * 
performed work. 

(7) These kind of pencils are the best on the market 

(8) Of the two men, he was by far the handsomest. 

(9) The two first chapters and the three last chapters were 
* the entertain ingest in the book. 

(10) The history Professor told the students that you should 
not jump to conclusions when you do not have sufficient 
data on which to base an opinion. 

(11) Doctor White is one of those teachers who praises his 
students for well prepared assignments. 

(12) Neither Adams nor Crane changed his opinion after hear¬ 
ing about Smith resigning. 

(18) Neither the leader nor his followers tried to exactly re¬ 
trace his steps. 

(14) The committee placed it's notice in The Cineinnati Eve^ 
ning News. 

(16) One fourth of the estate was give to the child. 

(16) It was him who I asked to do the work. 

(17) The office staff was inconvenienced by his leaving his 
position. 

(18) Dr. White, as well as his patients, were wrote up in the 
newspaper as a result of the experiment. 

(19) The fifteen story building was erected by the well known 
contractor. 

(20) The office was located in the newly-built structure at the 
Southwest corner of Tenth avenue and Race street. 

(21) The laying of the cornerstone of St. Paul's church will 
take place on Sunday, October 3, at four thirty o'clock. 

(22) Either the man, his wife, or his son must attend the wel¬ 
fare meeting at Warren hall. 

(23) Nora is one of the students who was given that special 
honor. 

(24) When the votes were counted, they found that the leading 
candidate received twenty thousand three hundred and 2 
votes. 

(26) Them taking the matter into their own hands brought 
forth the disapproval of the principal and the stinJent body. 

(26) It was them who caused the disturbance. 

(27) The president or the sales manager are the person to 
handle this matter. 

(28) Because she was judged the prettier of the three children, 
she shall receive the prize. 

(29) These kind of awards always please the children to whom 
they are given. 

(80) The group decided to name their club Busy bees of Spring- 
field. 



SECTION 8 

ADVERBS 

Controlling Adverbs. Adverbs make up one group of words 
that, with other groups» add descriptive force and contribute 
accurate shades of meaning not otherwise obtainable. 

Special Problems in Regard to Adverbs. Adverbs modify 
and make definite the meaning of verbs, just as adjectives 
modify and make definite the meaning of nouns. Adverbs 
may also modify and make definite the meaning of adjectives 
and other adverbs. 

Adverb modifying a verb; He cabled us immediately after the 
contract was signed. [Telia when. | 

He easily obtained that order. [Tells how.J 
He was folly prepared. [Tells how much.J 

Adverb modifying an adjective: Quotations reached exeepUtttu 
ally high levels. 

It is almoet impossible to obtain an interview. 

Adverb modifying another adverb: The matter was quite thor¬ 
oughly discussed. But when the motion was put to a vote, 
it was very promptly defeated. 

Note that adverbs answer the questions “When ?“ “Where 7“ 
“How?“ “How much?” Note, again, that adverbs may be used 
to modify verbs, adjectives, or other adverbs. 

When to Use ly. Manner adverbs, telling how actions take 
place, usually end in lyi constantly, completely, thoroughly, 
effectively. Such adverbs modify only verbs of action. Note 
carefully that sense verbs—^ooA:, sound, smell, taste, feel^^ 
and connective verbs— be, seem, appear, become —are followed 
by adjectives and may not be modified by ly (manner) adverbs. 

Right: He clearly explained how the improvement effectively 

prevents unnecessary wear. 

Right: He finished the job satisfactorily. 

Wrong: He finished the job satisfactory. 

Right: The agreement sounded satisfactory to me. 

Wrong: The agreement sounded satisfactorily to me. 
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All too common is the error of using an adjective where an 
adverb should be used. Learn the difference in form and in use 


between these words: 

Adiectiv€% 

good 

real 

fine 

Batisfactorjr 


Adverbs 

well* 

very 

finely 

satisfactorily 


These words are much used in dictation. Study these 
examples: 

Right: The letter sounds good to me. 

Right: He dictates his letters loeU. 

Right: He dictates good letters. 

Right: He dictates letters of reoi quality. 

Right: He dictates very good letters. 

Right: The work on that map is fine. 

Right: The lines on that map are finely drawn. 


Real and Very: A Special Note* Real is an adjective of 
quality. Very is an adverb of degree. Real may be used to 
modify a noun; very, to modify an adjective or an adverb* 


Right: 

Right: 

Right: 
Wrong: 


He is a workman of real skill. [Adjective modifying 
a noun.] 

The light is very bright. [Adverb modifying an ad¬ 
jective.] 

He spoke very slowly. [Adverb modifying an adverb.] 

She is a real good typist He is a real good speaker. 
His speech was real good. [Adjectives incorrectly 
modifying other adjectives.] 


Comparison: Fitting Adverbs to Your Meaning* Most ad* 
verbs are compared by prefixing the word more (or less) or 
the word most (or least) to them: more effectively, least 
thoroughly. A few add er or esf to the simple, form (as, often, 
oftener, ottenest) ; but the preference is to use more and most 
(as, more often, most often). A few adverbs are compared 
irregularly: well, better, best; far, farther, farthest. 


Where to Put Adverbs* Place the adverb where it will most 
clearly show the meaning you intend. Modifiers should be put 


* Well may alto bo used at an adjective in the sente of enfoying 
Kealih, 
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dose to the words they modify. Hence en adverb should ordi* 
narily be placed near the adjectivcp the adverb^ or the verb it 
modifies. Use care in handliner the adverbs only, too, also, 
merely. See page 120 for illustrative sentences showing how 
the meaning changes with the shift of the modifier only. 

PROBLEMS 

L In the following sentences certain phrases are italicized. 
On a separate sheet of paper write one adverb as a substitute 
for each italicized phrase. 

(1) The cash is checked day. 

(2) He packed the order with care. 

(8) The lecturer brought out his points m a logical manner. 

(4) The expenses of operation have increased to a consider'- 
able extent. 

(6) On the way to school the student lost the book bj/ Occident 

(6) He is interested in the project m a financial way. 

(7) They spoke with frankneee to each other. 

(8) The factory has been located m that place for many years. 

(9) The teacher spoke wtk firmness to the student. 

(10) He looked upon the applicant toilh favor. 

2. Each of the following sentences contains two words in 
parentheses* only one of which may be used correctly in the 
sentence. On a separate sheet of paper write the number of 
each sentence and the correct word to be used in each sentence. 

(1) The visit was a (real, very) pleasant one. 

(2) He writes (good, well) for a beginner. 

(5) The work has progressed (satisfactory, satisfactorily). 

(4) The report looks (good, well). 

(6) The woman looked (good, well) in her new suit. 

(6) It is (easy, easily) seen how he accomplished so much. 

(7) It was (real, really) thoughtful of you to tell us the news. 

(8) We could (scarce, scarcely) do anything to ward off the 
danger. 

(9) It is (most almost) impossible to handle this situation to 
everyone's satisfaction. 

(10) This year sales have reached (exceptional, exceptionally) 
high levels. 
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8. At ths end of each of the following sentences an adjec¬ 
tive appears in parentheses. On a separate sheet of paper 
write the adjective or the adverbial form of the adjective that 
is required in the sentence. 

(1) The work turned in by the student is . - satisfactory, 
(/air) 

(2) She looked_within a short time after her opera¬ 

tion. (/itts) 

(3) _thifl answer is incorrecL (obvious) 

(4) If the report does not bring out the information ....... , 

please let me know, (clear) 

(6) The orchestra sounded_after the evening's prac¬ 

tice. (good) 

(6) The new calculating machine operates ___ (smooth) 

(7) The perfume smelled . (nice) 

(8) The cream tasted__ (sour) 

(9) The totals of the columns checked ___ (exact) 

(10) The merchandise was _ displayed in the case. 

(attraetivo) 

(11) The baby has learned to speak quite __ (plain) 

(12) The executive was known to dictate__ (rapid) 

(18) The salesman has been_successful in this selling 

campaign. (extraordtnory) 

(14) The man was recommended _ for this position. 

(high) 

(16) The material felt_to the touch, (soft) 

4* Each of the following sentences contains at least one 
error. Rewrite the sentences; correct all errors. 

(1) The patient respouded very good to the treatments. 

(2) Me performed the job easy and quick. 

(3) His explanation of the mistake sounded plausibly to me. 

(4) The answer to the complaint was taken care of prompt by 
the manager of the department 

(5) The store was real anxious to please the customer. 

(6) The sales report seemed satisfactorily to the president 

(7) Mary is more prettier than her sister. 

(8) The lines in the sketch were fine drawn. 

(9) The sales volume reached an unusual high peak. 

(10) After the course the girl typed quite good and accurate. 



SECTION 9 

PREPOSITIONS AND CONJUNCTIONS, THE 

BUSINESS COUPLERS 

Special Problems in Reg:ard to Prepositions. Business would 
find it just as awkward to get along without prepositions and 
conjunctions as without pronouns. How prepositions and con¬ 
junctions make expression easier is seldom realized until we 
try to compose a few sentences without them. Let ua take, for 
example, a sentence from an informal business memorandum, 
striking out every preposition and conjunction and leaving as 
substitutes nothing but empty parentheses. At the left is 
shown how the memorandum would look; at the right, how it 
should look. 

Stripped of Connectivet With Conneelivet 

He presented this proposal ( ) He presented this proposal to 
me ( ) the last meeting ( ) the me at the last meeting of the 
board, ( ) that time was not, board, but that time was not, in 
( ) my opinion, a favorable mu* my opinion, a favorable moment 
ment ( ) its consideration. for its consideration. 

When ideas are closely related, it is often desirable to com¬ 
bine them. For this purpose connecting words are needed. 
The awkwardness of trying to get along without connectives 
is evident. 

Prepositions Are Words That Connect. A preposition is a 
word used to connect a following noun or pronoun to some 
other word or element in the sentence. In making the connec¬ 
tion, the preposition also indicates the relation: "to me at the 
last meeting of the board.” The preposition is followed by its 
object, which is a noun or a pronoun or an expression so used: 
*'to me at the last meeting of the board." To identify the object 
of a preposition, put the question “What?” or “Whom?” after 
the preposition. To whom? Tome. At what? At the weeftnp. 
Of what ? Of the hoard. 

A prepositional phrase is a group of words formed by a 
preposition and its object. Example: To me. When a pro¬ 
noun follows a preposition, it must be put in the objective case. 
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Prepositions Most Commonly Used. The following preposi¬ 
tions are the principal ones in business: 


aboard 

behind 

for 

to 

about 

below 

from 

toward 

above 

beneath 

in 

under 

across 

beside 

into 

underneath 

after 

between 

of 

until 

against 

beyond 

on 

up 

along 

but [except] 

over 

upon 

amid 

by 

past 

with 

among 

concerning 

round 

within 

around 

down 

through 

without 

at 

during 

throughout 


before 

except 

till 



Phrase Prepositions. Certain prepositions are made up of 
two or more words; hence they are called phrase prepositions. 


apart from 

contrary to 

in regard to 

as for 

devoid of 

instead of 

as regards 

from beyond 

on account of 

as to 

in place of 

to the extent of 

by way of 

in reference to 

with respect to 


Special Problems in Regard to Conjunct ions. Conjunctions 
are words used to connect words^ phrases, or clauses. 

The letter and the envelope. [Connects words.) 

The broadcast will come from Chicago or from New York. [Con* 
nects phrases.] 

Business is improving, but the process is slow. [Connects 
clauses.] 

Co-ordinate Conjunctions. A co-ordinate conjunction joins 
elements of the same rank or grammatical relation. 

Bonds and mortgages are widely used for investment. [Com¬ 
pound subject.] 

Businessmen buy and sell them often. [Compound verb.] 

Clauses holding the same rank in the sentence are joined 
by a co-ordinate conjunction. 

Business improves, but the progress is slow. 

The word but connects two independent clauses. Neither 
clause is dependent upon the other for its meaning. 

The principal co-ordinate conjunctions are: 
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and 

but 

for 

neither 

nor 

or 


accordingly 
as well as 
besides 
both—and 


consequently 

either—or 

furthermore 

hence 

however 

likewise 

moreover 

neither—nor 

nevertheless 

not only—but also 

not wi thstand i ng 


now 

otherwise 

so 

so that 

still 

then 

therefore 

thus 

\^ether—or 
yet 


Use a comma to separate independent clauses in pairs or 
in a series joined by one of the pure conjunctions listed above 
(and, butf for, neither, nor, or). Use a semicolon, however, 
between independent clauses joined by a conjunction that indi¬ 
cates a greater change of thought than is indicated by the 
pure conjunctions. Typical of such conjunctions are coTtse- 
^ently, hence, moreover, nevertheless. 

Sales volume is increasing; nevertheless costs are rising. 


Subordinate Conjunctions. A subordinate conjunction joins 
a subordinate clause to some word in the principal clause; as, 
You work in order that you may earn. In order that joins the 
subordinate clause, you may earn, with work in the principal 
clause. Work leads to the use of the subordinate clause. The 
subordinate clause is dependent upon work for its meaning 
and clearness. 

The principal subordinate conjunctions are: 


after 

although 

as 

as soon as 
because 
before 
if 

in case that 
in order that 


inasmuch an 
lest 

on condition that 
provided 
since 
so that 

supposing fcolloquial) 

than 

that 


though 

till 

unless 

until 

when 

where 

whereas 

whether—or 

while 


Guard against These Errors. Errors may arise from the 
choice of conjunctions not used in the correct idiomatic man¬ 
ner, or by the introduction of needless or redundant conjunc¬ 
tions. 
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No one can doubt that (not bxU that or but v>hat) he ia influen¬ 
tial. 

He will try to (not and) use every chance to study. 

Seldom, if (not or) ever, should that rule be waived. 

No one can deny that (not but) she has tried hard to succeed 

She had scarcely entered the door when (not but) the storm 
broke. 

The book was sent to 803 Lextn^on Avenue, which (not and 
which) was the correct address. 


How Connectives Control Phrases and Clauses. A phrase is 
a group of closely related wprds not containing a subject and 
a predicate. Phrases are introduced by prepositions, parti¬ 
ciples, or inflnitives. 

A clause is a part of a sentence that contains a subject and 
a predicate. Clauses are connected with other parts of the 
sentence by conjunctions or relative pronouns. 

A clause contains a verb; a phrase does not. A clause (that 
is, an independent clause) makes sense in itself; a phrase 
asserts nothing. 

Independent Clause: The letter has been written. 

Subordinate Clause: When the letter fios been written, please 

let me see it. 

Phrase: To write the letter, I shall need a ma¬ 

chine. 


Correlative Conjunctions. Correlative conjunctions are con¬ 
junctions used in pairs, the first of the pair introducing and 
the second connecting the elements. The principal correla¬ 
tives are: 


Both—and; 
Either—or: 

Neither—nor: 
Whether—or: 

Not only—but also: 


This lesson requires both copy and layout. 
Let me have either the pencil or the pen. 
He has neither telephoned nor telegraphed 
They are not sure whether they will earn 
the dividend or fall short. 

He is not only president but cUeo treasurer. 


Place correlatives just before the words or the phrases 
connected. 


Like and As. Like is a preposition and introduces a phrase. 
As is a conjunction and joins clauses. The preposition like 
may trick you unless you learn now how to use it 
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Right: Her sister looks just lik^ her. 

Right: It looks os if they will come. 

Wrong: It looks like they will come. 

Right: He writes his letters as you write yours. 

Wrong: He writes his letters just like you write yours. 

Right: He studies just as if he were s machine. 

Wrong: He studies just like he was a machine. 

Provided and Providing. Provided may be used as a con¬ 
junction. Providing is a present participle and mnst not be 
used as a conjunction. 

Right: He wOl study the lesson provided he can And his book. 

Wrong: He will study the lesson providing he can And his book. 

Right; Provided he can arrive in time, he will be glad to speak. 

Wrong: Providing he can arrive in time, he will speak. 

As-As and So-As, Where equality is stated, use os-ee; 
where a negative comparison is^ made, use so-cs. 

Classes are os Urge this year os they were last year. 

The cost was not so great as was estimated. 

Except, Without, Unless, and But* Except and without are 
prepositions and introduce phrases. They are followed by the 
objective case. Unless is a conjunction and joins clauses. But 
may be either a preposition or a conjunction, depending upon 
its use in a sentence. As a preposition it is followed by the 
objective case. 

They are all going except her. 

No decision can be made vritkout Ainu 

They cannot leave unless they get a pass. 

Everyone has left the building but kivu 

PROBLEMS 

1. Make a list of the co-ordinate conjunctions and the sub- 
ordinate conjunctions in the foUowing sentences. Use two col¬ 
umn headings— “Co-ordinate Conjunctions” and “Subordinate 
Conjunctions.” Write the sentence numbers at the left and 
list the conjuncUons in the proper columns. 

(1) Typewriters and calculating machines are commonly used 

in offices. . , j 

(2) As the sales of the business increased, the profits increased 

la proportion. 
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(8) Although the weather turned cool, the picnic was not called 
off. 

(4) Either the father or the mother of this student must go 
to see the principal. 

(5) The report was finished on time, but the comptroller was 
unable to use it. 

(6) The pencils, as well as the notebooks, were misplaced. 

(7) He ordered the stove to be installed; however, the order 
was canceled. 

(8) The order was interpreted promptly; moreover, It was 
filled promptly. 

(9) The books will be shipped as soon as they are received 
from the printer. 

(10) He hired an additional employee in order that the work 
might be lightened for the office force. 

(11) When the boy started to work, his salary was quite low. 

(12) Both the pictures and the proofs were sent to the cus* 
tomer. 

(18) Whether it stays cool or turns hot, the company outing 
will not be canceled. 

(14) They will take the trip provided they can get accommo* 
dations at the hotel. 

(16) The meeting was called while the representatives were in 
town. 

2* Each of the following sentences contains two words in 
parentheses, only one of which may be used correctly in the 
sentence. On a separate sheet of paper write the number of 
each sentence and the correct word to be used in each sentence. 

(1) 1 do not doubt {ihaU he can do the work. 

(2) It is seldom, (t/, or) ever, wise to delay answering busi¬ 
ness communications. 

(3) He will attend the conference {provided, providing) hie 
work is not too pressing. 

(4) The expenses were not (os, eo) great as expected. 

(6) They cannot continue in business {except, unlese) they 
increase their sales volume. 

(6) He provides information to the employees just (os, like) 
they need it. 

(7) Neither the letter (or, nor) the package has arrived. 

(8) We did not see him (unleas, mtti) he returned from the 
convention. 

(9) Mary paid for the purchase {except, loAtle) Jane waited 
for her at the door. 

(10) (When, While) a payment ie to be made by letter, It U 
wise to send a check or a money order. 
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(11) Courtesy is important, since) it alone will not insure 
success. 

(12) Mr. Johns attended the board meeting; (mor€oi7er, nerer- 
theless) he took important papers with him. 

(18) Please carry out your instructions (as, like) you were 
requested. 

(14) (BxeepU Unless) an order is accompanied by a check, the 
order cannot be filled. 

(15) The enrollment at the school is not (as, so) large as it 
was last year. 

3. Each of the following sentences contains two words in 
parentheses, only one of which may be used correctly in the 
sentence. On a separate sheet of paper write the number of 
each sentence and the correct word to be used in each sentence. 

(1) The baby looks very much (as, like) his older brother. 

(2) We shall change the ruling (provided, jtroviding) condi'* 
tions warrant the change. 

(8) 1 do not want to read the letter, inor, or) do I want to 
answer it. 

(4) (Except, Unless) you consent, we shall be unable to accom¬ 
plish our purpose. 

(6) The boys had hardly entered the house (hut, when) the 
rain fell in torrents. 

(6) He has neither written (wtr, or) telephoned me. 

(7) The prices charged for our articles may fluctuate; 
whereas) our overhead remains about the same. 

(8) There is no doubt (that, but that) she is highly trained. 

(9) He had hardly come into the office (before, but) his tele¬ 
phone rang. 

(10) The employees worked overtime; (likewise, thus) they 
were able to get out all the orders. 

(11) I expect to write the theme; (hence, yet) because of my 
cold, I may be delayed in doing so. 

(12) The bus was delay^ by the bad weather; (hence, more¬ 
over) the passengers were late. 

(13) We will try (and, to) fill your order accurately and 
promptly. 

(14) He is not only treasurer (but, but also) secretary, 

(16) The letter has been written, (and, but) it has not been 
mailed. 

REVIEW 

Most of the following sentences contain one or more errors* 
Rewrite all of the sentences in which there are errors. If a 
sentence is correct, write '‘Correct” after the sentence number. 
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(1) He read the book quick. 

(2) He was real anxious to hear the news about the company 
opening a branch office. 

(5) Harry laughed hearty at the well told joke. 

(4) 1 do not doubt but that president Stewart^s talk will be 
well-received by the audience. 

(6) They will try and ship the orders as soon as the items 
are received from the factory. 

(6) It looks like it will rain before all the group arrives. 

(7) He plana to take the evening train except he receives word 
from headquarters to indefinitely postpone his trip. 

(8) Sales are as satisfactory this year as they were last year. 

(9) The whistle seemed too loudly for their purposes. 

(10) The officers decided to go providing they could get accom¬ 
modations at the hotel. 

(11) Harry is an exceptional smart student. 

(12) The speech sounds well to all whom are privileged to 
hear it. 

(13) Both the president, the secretary, and the treasurer will 
each receive two copies of the report 

(14) The matter is quite clearly explained in the folder. 

(15) The department strived to better their record of the pre¬ 
ceding year. 

(16) The expenses were not as great as the estimates. 

(17) The six first entries received will be awarded worth while 
prises. 

(16) They should work harder if they expect to greatly exceed 
their last year's production. 

(19) Your book looks just as mine. 

(20) She is one of the students who is eligible to take part in 
the contest. 

(21) According to the will Mn. Holmes received one-half of 
the estate, Robert received one-fourth, and Helen received 
one-fourth. 

(22) The food tasted well to the guests. 

(23) The widely-spread news was not received good by the 
people. 

(24) We will send the order providing we receive your assur¬ 
ance that it will be shipped prompt. 

(25) The sudden noise caused the girl typing to be uneven. 

(26) Twenty four years ago the school had its first commence¬ 
ment. 

(27) The program was the most interestingly ever given by 
that group. 

(28) We doubt but that the receipts will be sufficient to pay 
the expenses incurred in putting on the program. 

(29) The girl was an unusual beautiful child. 

(80) Seldom, if ever» should a mistake of this kind be excused. 



Unit 11 

PUNCTUATION OF 
EFFECTIVE SENTENCES 

SECTION I 

THE EFFECTIVE SENTENCE 

Sentence Control Demanded by Modem Conditions. Among 
all business tools, the forceful sentence ranks at the top. Busi¬ 
ness demands that its sentences have clearness, power, and 
flexibility. When a sentence swings into action, it becomes the 
shortest distance between two minds—t'/ it is properly built. 

Through tested methods discussed and illustrated in the 
pages to come, the good business sentence closes agreements, 
negotiates contracts, presents technical data, and may even 
sway public opinion. Forceful in its structure, the good busi¬ 
ness sentence carries a swift-running message with crystal 
clarity. You, yourself, may create this kind of forceful expres¬ 
sion if you master the several techniques of sentence power 
now to be presented. 

Sentence Power Tevhniqaes. Important as it is to know 
words and how to mold them into strong sentences, it is per¬ 
haps even more vital to know the different types of sentences 
and how to build them into forceful letters, memorandums, 
summaries, and reports. After you know the several types by 
their technical names, you are then in a position to master the 
techniques of their use. How to huUd and use sentences is the 
matter of real and final importance. 

Sentences Classified as to Function. In terms of function 
—of what it doe?—a sentence may (1) make a statement, 
(2) ask a question. (3) express a command. 

Declarative—makes a statement or an assertion: The price 
trend is up. Your report needs revision. 

Interrogative—asks a question: la the price trend up? Does 
the report need revising? 
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Imperative —expreftses a commaod or an entreaty: See that the 
check is in our office by noon tomorrow. By all means try to 
be there! 

Sentences Classified as to Form and Internal Structure. By 
far the quickest and most practical way to learn to use sen¬ 
tences for business purposes is to be able instantly to reeog^ 
nize their form and internal structure. 

Recognizing Simple Sentences. A simple sentence contains 
one principal clause. This one principal clause may be a state¬ 
ment, a question, or a command. 

Statement: Commerce and industry move the world. 

Question: How soon can you ship the order? 

Command: Send us your check by noon tomorrow. 

Recognizing Compound Sentences. A compound sentence 
contains two or more principal clauses joined by one of the 
pure conjunctions and, but, for, or, neither, nor. 

The market is strong, and prices are steady. 

American business continues its long-term expansion, but this 
expansion is now under wiser guidance. 

Conditions are satisfactory, and they may improve still further. 

The main {also called principal or independent) clauses of 
a compound sentence are joined by co-ordinate conjunctions. 
In the foregoing examples the co-ordinate conjunctions are 
italicized. 

Recognizing Complex Sentences. A complex sentence con¬ 
tains one principal clause and one or more subordinate clauses. 
Such subordinate clauses are often introduced by words such 
ast/, unless, since, beca7ise, when, after, although, while, and as. 

Although the market is strong, prices are steady. 

Although American business continues its long-term expansion, 
this expansion is now under wiser guidance. 

Although conditions are already satisfactory, ^hey may improve 
stlU further. 

Even though they have been elow to accept the truth, industrial 
leaders have agreed that it is wise to gear production more 
closely to demand because this type of manufacturing program 
tends to prevent oversupply. 
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Note that these complex sentences are composed of two or 
more simple sentences, brought together in such a way that 
one is the main member and the other or others are dependent 
upon it for their meaning. The main members and the de¬ 
pendent members are all called clauses. 

Recognizing Clauses. A clause is a subdivision of a sen¬ 
tence containing a subject and a predicate. A main clause is 
one the meaning of which is complete or clear without refer¬ 
ence to any other clause. 

Main clause: Industrial leaders have agreed. 

A subordinate clause is one that makes a statement the 
meaning of which is not clear without reference to the main 
clause. 

Subordinate clauses: Even though they have been slow to ac¬ 
cept the truth . . . that it is wise to gear production more 
closely to demand because this type of manufacturing program 
tends to prevent oversupply. 

Subordinate conjunctions, italicized in the foregoing exam¬ 
ples (and also in those illustrating complex sentences above), 
are used to introduce subordinate clauses. 

Recognizing Phrases. Phrases are naturally coupled with 
clauses in this type of language review. Hence this is a logi¬ 
cal point at which to define and illustrate phrases. A phrase 
is a group of related words, without a predicate, used a.s a part 
of speech. Examples; of a program; under wiser guidance. 

Classifying Phrases. It is well to become familiar with the 
several kinds of phrases so useful in business. There are; 

1. Prepositional phrase: a group of words formed by 
a preposition, its object, and often modifiers. 

2. Infinitive phrase: an infinitive with or without 
modifiers and an object. 

8. Participial phrase: a participle and its modifiers, 
or a participle and its object. 

4. Verbalmoun phrase: a verbal noun and its modifiers 

or object. 
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UastnUons of the Four Mam Types of Phrases. Review 
the following illustrations, observing how phrases are used 
effectively in business sentences. Use these types of phrases in 
other similar business sentences until you are in control of 
each type. 

Prepositional phrases: Here is a report of current affaire. 

He wrote un^A great care each letter in 
ike eeriee. 

Infinitive phrases: Here are prices to fit every purse. 

To dictate good letters is not easy. 

Our object is to dictate better letters. 
We want to make this order satiefaty 
iory. 

Participial phrases: The person writing the best letter of 

application will get the job. 

A prize will be given to the salesman 
having the best sales record, 

VerbaUnoun phrases: Dictating good letters is a valuable abiU 

ity. 

We regret asking you to wait. 

The advantage of shipping the box by 
freight is economy. 

Use Clauses and Phrases with ^‘Change of Pace/’ To stimu¬ 
late interest and hold attention, use clauses and phrases with 
change of pace. Get variety and freshness by putting expres¬ 
sion into different molds. 

Subordinate clause: Because they desired that the package 

should reach New York at the earliest 
possible instant, they sent it by air mail. 

Participial phrase: Desiring the package to reach New York 

at the earliest possible instant, they 
sent it by air mail. 

Inflnitive phrase: To get the package to New York at the 

earliest possible instant, they sent it by 
air mail. 

Use Simple, Compound, and Complex Sentences in Combi¬ 
nation in Dictating or Writing. Note that a complex sentence 
has only one principal clause; a compound sentence, always 
two or more. Use that test and avoid confusion. You may put 
two complex sentences together, or a complex and a simpie 
sentence together, just as you may join two simple sentences 
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together. Any one of the three types of joining results in a 
compound sentence. 

Simple Sentences Re has dictated the letter, and it is ready to 
Joined: be transcribed. 

Complex Joined Since the first draft has been finished, copies 
with Simple: have been prepared in triplicate, and the 

manuscript should now be edited. 

Complex Joined It is now dear that transoceanic air trafiic 
with Complex: wfll grow, and it is further believed that 

the growth will be swift. 

Variety in Sentences. The human mind welcomes variety 
and a change of pace. It craves the freshness of different 
kinds of sentences. It does not want them to come marching 
out all the same like so many cartridge boxes off the end of an 
assembly line. 

Thifi Is the Way a Letter Would Sound If Ali Its Sentences 
Were Simple, Let us select an important situation that calls 
for the writing of an important letter. This is the way it 
would sound if all its sentences were simple: 

First Version—With Simple Sentences 

Perhaps you have noticed the development of an unfortunate 
situation in this country. Very serious charges of dishonesty have 
been made concerning aircraft production. 

This branch of the military service is important. Therefore I 
feel these charges should be investigated. This should be done as 
soon as possible. There may be some guilty parties. We should 
prosecute them vigorously. Then, there may be some innocent 
parties. The investigation should be just as^ prompt for them. By 
prompt action we may clear their reputations. 

I requested the Department of Justice to Investigate theae 
charges. I instructed it to use every instrumentality available. 1 
have another idea. too. The Attorney General approves of it. I 
want you to investigate these charges with him. This is a matter 
of great importance in my opinion. Your services would be valu¬ 
able in connection with it. We need you to study and pass upon the 
questions. I hope you will do so. 

No one could read this communication, either silently or 
aloud, without a sense of growing monotony. The childish 
choppiness begs for c(HTection. 
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This Is the Wap the Same Letter Would Sound If All Its 
Sentences Were Compound* Now we enter the second stage of 
sentence structure. This time, using the same letter, we draft 
a fresh edition with compound sentences. 

Second Version—The Same Letter with Compound Sentences 

An unfortunate situation has developed in this country, for very 
serious charges cf dishonesty have been made about aircraft pro¬ 
duction. 

This branch of the military service is important, and I therefore 
feel much alarmed. These charges should be investigated, and this 
should be done as soon as possible. There may be some guilty par¬ 
ties, and we should prosecute these vigoroudy. Then, there may 
be some innocent parties, and the investigation should be just as 
prompt for them. By prompt action we may clear their reputa¬ 
tions, and we may also thereby disprove the charges. 

I have not been idle in this matter, for I have requested the 
Department of Justice to investigate all charges. I instructed it to 
use every instrumentality available: but I have another idea, too, 
and the Attorney General approves of it. My idea is to have you 
investigate these charges with him, for this is a matter of great im¬ 
portance, and your services would be very valuable in connection 
with it. We need you to study and pass upon the questions, and 
for this reason I hope you will agree to do it. 

Even the amateur business writer will sense the monoto¬ 
nous teeter-tottering of these lines. Because it loosely couples 
all ideas, important or trivial, with and, but, or /or, this letter 
once again echoes the speech of children and reflects imma-* 
turity. Technically the fault is too much co-ordination. The 
choppiness of the first stage is now the see-saw of the second. 

How the Letter Was Actually Written* As an individual 
matures with experience, he learns to adjust his ideas to their 
relative importance. With sentences of varied structure, some 
simple, some compound, some complex, he expresses bis 
thought with flexible change of pace. 

Tftird Version—The Original Letter 
of President Woodrow Wilson to Judge Charles Evans Hughes 

The correct and original version of the message used for 
Illustration on the preceding pages was written by Woodrow 
Wilson, World War I President of the United States, to Judge 



THE WHITE HOUSE 

WASHINGTON 


UMy 18, 191S 


Hr d«ar Judge Hughes! 

Yeu have doubtless aetleed that very serious 
charges of dishonesty have been nade in oonneotion 
sith the production of aircraft, 

Beoause of the capital isportanoe of this 
branch of the ailitary service, 1 feel that these 
charges should be thoroughly investigated and vlth 
as little delay as possible, in order that the 
guilty, if there be any such, nay be pronptly and 
vigorously prosecuted and that the reputations of 
those whose actions have been attached aay be pro* 
teoted, in case the charges are groundless, 

X requested the Pepartaent ef Justlet to use 
every instruBentallty at Its disposal to investigate 
these charges, and, with the approval of tha Alter* 
ney Oeneral, 7 aa eriting to beg that you sill act 
with hin in oaklng this investigation. Z feel that 
this la a aattar of ths very greatest ioportauoe, 
and I sincerely hope that you sill feel that it ia 
possible to contribute your very valuable services 
in studying and passing upon the questions involved. 

Cordially and sinoersly yours, 


Hen, Charles E* Hughes 
9 Broadway 

New York City 
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Charles Evans Hughes. The original letter is reproduced on 
page 71. Note how» through the use of sentence variety, the 
letter masterfully expresses the ideas that were so badly 
mauled in the previous versions. 

What President Wilson did in his original version was 
simple in its essentials. He proceeded to (1) place minor ideas 
in subordinate clauses, (2) reduce still less important ideas to 
phrases (participial or prepositional), and (3) omit trivial 
details altogether. You can learn to do the same. 

PROBLEMS 

L Classify the following sentences according to whether 
they are simple, compound, or complex. 

(1) The bulletin board is a convenient device for posting mes¬ 
sages to everyone in an organisation. 

(2) Henry Dallman is preparing to take a business trip that 
will require more than two weeks' traveling. 

(8) We shall be glad to send you the information after we 
receive the report from the treasurer. 

(4) The booklet is a valuable source of information, but it Is 
reasonable in price. 

(5) Although we received your order two days ago, we have 
been unable to fill it bt^use of a shortage of stock. 

(6) The committee has engaged a speaker for the occasion. 

(7) 1 shall attend to the matter as soon as possible. 

(8) It is raining, but we shall go anyway. 

(9) The stenographer mailed the letter properly, but she for¬ 
got to inclose the invoice. 

(10) Although he agreed to do the work, be delayed doing so 
for a week. 

2. Make a list of the phrases used in the following sen¬ 
tences. Classify them according to whether they are preposi¬ 
tional phrases, infinitive phrases, participial phrases, or 
verbal-noun phrases. 

(1) The meeting of the committee was held in the Gkdd Room. 

(2) To complete the statement on time will require an extra 
evening's work. 

(3) Keeping books accurately is the goal of every bookkeeper. 

(4) He decided to open a branch store. 

(6) The girl interpreting the orders has more work than she 
can take care of. * 
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(6) Our aim is to increase our sales as much as possible. 

(7) Writing effective letters is the aim of every correspondent. 

(8) The officials of the company held a conference to discuss 
that problem. 

(9) When 1 go to Chicago, I intend to visit a number of our 
customers. 

(10) If you will call me at my home, 1 shall be glad to give 
you the information lacking in your report. 


3. Change each of the following complex sentences into 
two simple sentences. You may insert a subject or any other 
word needed to complete any one of the simple sentences. 

(1) The student has gone to California, where he will remain 
for the i^st of the summer. 

(2) When our price changes go into effect in March, a new 
catalog will be mailed to you. 

(3) He has opened a charge account in our store because he 
thinks this will he a convenience for him. 

(4) We have ordered two new typewriters because we have 
hired two new employees. 

(6) Although the machine was in perfect condition, the owner 
traded it in for a new one. 

4. Write each of the following groups of simple sentences 
as a complex sentence. You may change the order* of a clause 
and may make any necessary changes in punctuation. 

(1) We are sending you a sample of our new dessert. You 
will find it delicious. 

(2) We have just added a new line of shirts to our men's 
department. We imported the shirts from abroad. 

(3) Every firm has its own letter style. It uses this style at 
all times. 

(4) Richards and Kramer have moved to the northern part of 
the state. They will open a retail store. 

(5) He wrote an application letter. In it he listed all the 
details of his training and experience. 

5» A milling and woodworking company received the fol¬ 
lowing letter from a customer who ordered a special casement 
window with a lock-catch to make it burglarproof. Rewrite 
the letter. Reconstruct the sentences in such a way as to 
avoid monotony. Introduce as much variety as you can. Be 
able to justify all the changes you have made. 
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Gentlemen: 

I ordered a special casement window from you. The order was 
placed on April 3. I asked you to put a burglarproof lock^catch on 
this window. Now I want to ask you whether you can furnish me 
with a stronger one. 

I tested the catch in this way. I fitted the casement into place. 
Then I tried the catch in the socket. I found that it pulled out too 
easily. It would consequently give little protection to the window. 

The window is in a prominent place on the street front. It will 
have to be used frequently. For this reason it must have a good lock. 

I want to return the original lock. Will you exchange it for a 
larger sise? Will you take care of the matter at once? I shall 
appreciate your doing so. 

Yours emcerely» 


d. The following letter is poor because of general errors 
and deficiencies discussed either in the section you have just 
studied or in previous sections. Rewrite this letter as you 
would approve it for the mail. Work for sentence correctness 
and sentence variety* 

Gentlemen: 

I have your notice in regards to Note due at your Bank. I have 
been laid up at home sick for past two weeks. 1 am better but not 
able to be out yet. 1 expect to be at my office first of next week. I 
will then attend to same. 

I regret this but I expected to be down to office sooner. Trust 
this explanation meets your approval. 

Very truly yours. 



SECnON 2 

THE PERIOD: ITS PROPER USE 

Pnnctaation, a Device for Controlling Thought«Flow. Punc¬ 
tuation is made up of a series of marks or points, convenient 
mechanical devices for marking off word groups. The correct 
grouping of words in sentences is controlled by rules that have 
been tested until they are known to be right. Any person who 
masters the simple laws of punctuation can guarantee for him¬ 
self profitable dividends in lucid and M-orkmanlike expression. 

Punctuation control comes only from common sense, train¬ 
ing, and practice. The only reason for punctuation is to make 
sentences clear. It shows how much separation there should 
be between words and groups of words. 

Ideas, like Traffic, Flow in a Stream. Punctuation shows 
where one complete idea ends and another begins. It shows 
also the relation between main ideas and subordinate ideas. 
Punctuation is used not out of whim but because of the need 
for clearness. It is not an ornament or a decorative arabesque 
to be* peppered in whenever you feel like it. Instead, it is a 
hard-working essential, controlled by the laws of experience. 

The absence of a punctuation mark where it should be 
present, or its presence where it should be absent, may wholly 
change your meaning. In business such a change may be 
costly. Punctuation is therefore a vital business tool. A good 
writer never puts in too many punctuation marks. He puts in 
just enough to make the meaning clear, and not one more. 

The Period (.) Is the “Thought Stop Light.” The period is 
the stop sign in the traffic control of thought. Learn to respect 
it exactly as you do a stop light in traffic. 

(1) Most sentences end with a period, which is the mark 
indicating full stop at the end of an assertion. On this page 
are many examples. All declarative sentences end with a 

period. 

The home office is in Richmond. 


76 



<IIiiluinbia XnitiprBftg 
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iUy 19 , 19 


Professor Pobert Bay Aurner 
School of Comceroe 
The University of Wisconsin 
Msdlson, Wisconsin 

My 4esr Professor Aumer: 

It is a plossure to express an opinion upon the 
need for eduoatlonal training In the use of oorreot, effec* 
tlve Eaglish* Many years of both educational work and 
business experience heve conflnaod the opinion thst the 
aost important single educotional acoomplistunent In prep¬ 
aration for present«doy business is the ability to write 
and to speak clearly end well* 

Business is eceomplishod through oommunioatlon of 
thought# Business depends upon straight thinking and 
effective express ion •'•not flowery language, not oratory, 
not flights of fancy—but accurate# definite description, 
olear*cut inquiry and analysis, and straightforward, lucid, 
tlmessvlng exposition* 

No matter whet other knowledge or business ability 
a m en or s woman may possess, It Is not likely to be of 
nuch use unless there Is also the ability to convert it 
Into Ideas and words that may be understood by others. * 
Every business student needs to study not only what to do 
and how to do it, but also how to tell it* No matter 
what the course in business education may be, no matter 
what the practical experience, the development of the abil¬ 
ity to speak and to write well comes very nearly to being 
at least half of the problem of education* 


Paul H. NystTom:HB 


Very truly yours. 

Professor of Marketing 


THE VALUE OF EPFECTIVS ENGLISH IN BUSINESS 

NretroA hM writUa thU tetter •»«eifte«U9 for lMha*lo?i la thte book. 
Tbo full •IffntAoAAflt of thm thro* porotropho y rowr with oooh now roadlas* 
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(2) The period is likewise used at the end of an impera¬ 
tive sentence. 

See that the order is delivered before noon. 

Have your check in our hands by tomorrow at four o'clock. 

(3) The period is used after all initials and after most 
abbreviations. 

W. D. Sloane, Mrs. R. R. Conn, Sampson’s, Inc., Kodak, Ltd., 
Ph.D., p.m., P.M., f.o.b., os., C.O.D. 

Abbreviations composed of several initial letters and writ¬ 
ten in all capitals are often written solid without periods: 
TWA (Trans-World Airlines): FDIC (Federal Deposit Insur¬ 
ance Corporation). 

(4) The period is used between dollars and cents expressed 
in figures; as, S7.85. Note, however, that a period and ciphers 
are not required when an amount in even dollars is expressed 
in figures. 

The bill totals J11.97. 

Season tickets will cost f26 at the box office. 


PROBLEMS 

1. Rewrite the following sentences, inserting periods wher¬ 
ever they are needed. 

(1) Have your check in our hands by noon tomorrow 

(2) San Francisco, California, is a great seaport 

(3) Please finish your transcription as soon as you can 

(4) He wrote the name C R Ames instead of O E Ames 

(6) The overcoats were priced at ?85 each; the hafs, at $14 96 

(6) Rothchild, Ltd. of Ontario, is a large Canadian store 

(7) Dr R Charles McNeil has office hours from 1:30 to 3:00 

P M 

(8) C K Riners, Ph D, is the author of many textbooks 

(9) The package was sent COD x t. i 

(10) Policy No 264987 was issued on January 26 to Mrs Helen 

R Crawford _ ^ ^ j .i. 

(11) The statement sent to Mr J R Towne listed three pur- 

chases at $5 50 each . x. « n 

(12) Royal Toys, Inc, manufacture all types of toys for small 

(18) He'mSved an M A degree at the commencement exerciaas 



78 


PUNCTUATION OP EFFECTIVE SENTENCES 


[Unit 2 


(14) The stenographer typed the abbreviation la instead of La 
on the letter 

(16) The price of the automobile was quoted at $2,000 fob 
Detroit 

(16) The credit manager asked Mr O R Connors to send his 
check for $20 78 at once 

(1?) Janies Johnson, Ph D, was elected president of the uni¬ 
versity. 

(18) The meeting will take place tomorrow at 10:00 a m 

(19) The official title of the dictator was typed on the letter 
as Secy-Treas 

(20) Robert Arnold, M D, is chief of staff at the hospital. 

2. Rewrite the following letter* Insert periods wherever 
they are needed. 

Mr Wm F Jorgenson 
7111 Metropolitan Bldg 
San Antonio, Texas 

My dear Mr Jorgenson: 

We have just learned that Dr R R Sloane will accept our invi¬ 
tation to speak next Tuesday noon, and Professor L M Peters, Ph D, 
will introduce him 

Please announce to all members that the program will take place 
on Tuesday, February 3, at 12:16 p in, instead of Wednesday, Feb¬ 
ruary 4, at 12:30 p m 

Sincerely yours, 

3* Rewrite the following letter. Insert periods wherever 
they are needed. 

The Acme Co, Inc 
Grand Ave at Sixth St 
Alexandria, Va 

Gentlemen: 

Please send us 48 No 1171 notebooks, quoted at $4 36 each; 
48 No 1171A fillers, at $1 05 each; and 12 No 3 binders, at $1 96 
each Please ship COD 


Sincerely yours, 



SECTION 3 

THE COMMA: HOW TO USE IT ACCURATELY 

Punctuation is a method for controlling the flow of thought. 
It shows where one complete idea ends and another begins* 
It also shows the relation between main ideas and subordinate 
ideas. For this purpose the comma is especially important. 

The Comma (,)• The comma indicates a partial stop. It 
marks a slight degree of separation^ a mild break in thought. 
It is used with great frequency for many different purposes. 
To write well, you must learn how to use the comma. 

(1) Use the comma to point off a subordinate clause pre- 
cfeding its principal clause. Such clauses are often introduced 
by words like t'/, unlees, idnce, because^ when, after, although, 
while, a$, and the like. 

// your investigation shows that this report is true, we shall 
call a meeting at once. 

(2) Use the comma to set off a nonrestrictive clause. A 
nonrestrictive clause is one that can be dropped without harm¬ 
ing the meaning of the sentence. 

This corporation, which has a good record of earnings, is lecom- 
mended as an investment. 

Our high school principal, who formerly was our teacher of 
English, is extremely popular. 

Note that in the foregoing illustrations the sentences are 
complete and accurate if the clauses are omitted. The sen¬ 
tences then read: 

This corporation is recommended as an investment. 

Our high school t rincipal is extremely popular. 

A restrictive clause is one that actually restricts the mean¬ 
ing of the main clause and cannot be dropped without harm¬ 
ing it 
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All corporatioof lhat are making large eaminga are able to pay 
^tlafactory dividends. 

The man who is now our high school principal was formerly 
our teacher of English. 

To drop the relative clauses would destroy the true mean* 
ing of thele sentences. 

All corporations are able to pay satisfactory dividends. 

The man was formerly our teacher of English. 

Since thd sentences without the relative clauses do not con¬ 
vey the meaning intended, the clauses are said to be restrictive. 
.Such clauses are not set off by commas but are left closely 
joined. 

(8) Use the comma to set off a nonrestrictive appositive 
but not a restrictive appositive. Note that the rule for apposi- 
tives is similar to the one for relative clauses. 

Right: Des Moines, the capital, is the largest city in Iowa. 

Right: Please buy the book Your Income Tax at Smith’s Book¬ 
store. 

The first appositive is properly set off by commas because 
it is not required to complete the meaning of the sentence. The 
second appositive is not set off by commas because it is re¬ 
quired to complete the meaning of the sentence. 

(4) Use the comma to separate co-ordinate clauses joined 
by one of the pure conjunctions, and, but, for, or, neither, nor. 

This corporation is one of exceptional financial strength, and its 
sales policy has been wisely laid out. 

An ample reserve fund had been accumulated, but the directors 
were not forced to use it 

This rule concerns only co-ordinate clauses joined by con¬ 
junctions; it does not refer to a clause containing two verbs. 

Wrong: He audited the books, and made his report 

Right: He audited the books and made his report. 

(5) Use the comma to point off an introductory phrase 
containing a verb. One not containing a verb should usually 
not be followed by any mark of punctuation, unless the phrase 
is parenthetical (such as For example, In the second place, 
and the like). 
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Bight: Alitf making the iurvey, the committee wiU sdjounir 

Bight: To complete the eontraet, they added an ertra a^lft* 

Bight: After mwk debate the motion passed. 

Right: Ae a geeture of courtety they agreed. 

Bight: For example, consider the modem motor car« 

(6) Use the comma to point off a dependent wdtd or word 
group that breaks the direct continuity of the sentehce. 

There is some doubt, in view of the huge eum of money avail¬ 
able, about making further collections. 

The members of the executive conference, their calendar for the 
day completed, adjourned for dinner. 

(7) Use the comma to point off words, phrases, and clauses 
that may be omitted without harming the grammatical struc- 
ture of the sentence. Such words, phrases, and clauses are 
called parenthetic. 

Word examples, often transitional helps, are however, moreover, 
therefore, consequently, finally, besides, perhaps, accordingly, also, 
and the like. 

They have agreed, however, to accept the order. 

It was uncertain, moreover, whether he could go. 

It should be added, finally, that no change was authorized. 

Phrase examples are as a matter of fact, in point of fact, in fact, 
of course, in short, in brief, in reality, without doubt, in case, by 
chance, and the like. 

There is no reason, as a matter of fact, why we should. 

The company, of course, will grant the claim. 

We hope that you will, {/ possible, be there. 

Clause examples are / think, I believe, I repeat, he says, as you 
know, that is, and the like. 

There is, as you know, a reason for doing this. 

To believe this is, we think, an error. 

(8) Use the comma to point off words or word groups 
used in a series when there are at least three units. 

Noun series: Among the more important commodities to be 

considered are iron, steel, cotton, wool, silk, 
hides, and leather. 

Phrase scries: The fact remains that there is an upturn in 

steel mill activity, a hardening of the money 
rates, and a steadily increasing curve In 
carloadingB. 

Clause series: Steel mill activity is increasing, money rates 

are hardening, and carloadlngs are up* 
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(9) Use the comma to point off words used in direct ad¬ 
dress or in explaining other words. 

We are glad to know. Dr. Jon€$p that our service to you has been 
helpfiU. 

Mr. Robert Brydges, president of the Nationcl Company, has 
called for a vote. 

Through television, the mysterione process of seeing along a 
radio wave, we shall educate by new methods. 


(10) Use the comma to point off sentence elements that 
might be wrongly joined In reading if there were no commas. 


Misleading: 
Clear: 
Misleading: 

Clear: 


Ever since weekly figures have been published. 
Ever since, weekly figures have been published. 
There is not the slightest doubt that beneath 
things are financially sound. 

There is not the slightest doubt that beneath, 
things are financially sound. 


In general, guard against the use of commas where they 
are not necessary. As a rule, do not put a comma where no 
pause is made in reading. 

(11) Use the comma to indicate the omission of words 
that are understood by the reader. 

The desk is quoted at $112; the chair, at $40. 

Jack and Bob went to a football game; Mary and Ruth, to a 
motion-picture show. 


PROBLEMS 

1. Rewrite the following sentences with commas inserted 
at the proper points. 

(1) If you want to make a reasonable profit keep costs down. 

(2) The committee set the date for the meeting and the chair¬ 
man mailed the notices to the interested parties. 

(8) They are as a matter of fact increasing their production 
of this item. 

(4) Mr. Frank Steadman presfdent of the Acme Company was 
there. 

(6) His son Bill I understand is the tallest of his four boys. 

(6) The order included six books ten notebooks and a dozen 
pencils. 

(7) To Improve their product they hired an industrial expert. 

(8) There is I believe only one correct way to handle this 
matter. 
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(9) Ever eince wc have had to be more careful in flUing ordera. 

(10) Mr. Boyer who prepared the contract in duplicate wrote 
the letter about the aituation. 

(11) If we gave our consent to such a proposal we would not 
be able to continue in our present capacity. 

(12) The directors of the corporation wanted to declare a divi* 
dend but the earnings of the company did not warrant 
such a move. 

, (IS) The members of the debating team their arguments well 
in mind held up their side of the debate in a fine manner. 

(14) After making the purchase Mr. Todd wrote a check. 

(15) 1 shall send you a copy of the magadne Miss Johnson 
within a week. 

(16) It may be said in conclusion that this move is fully justi¬ 
fied by all the facta. 

(17) The unwise decision resulted in a necessary reduction in 
wages, a lowering of the employees’ morale^ and the resig¬ 
nation of several clerks. 

(18) A president was elected two committee chairmen were 
appointed and dues were collected from those present. 

(19) There was consequently a shortage of funds. 

(20) The house that is painted white was constructed by L. K. 
Jameson who is one of the best contractors zn the city. 

2* The following letter has all the necessary punctuation 
except commas. Rewrite the letter correctly. 

Dear Sir: 

Under the statutes the Attorney General is authorized to advise 
only state departmental heads the seventy •one district attorneys 
and other individuals specified in the statutes. On that account the 
Attorney General cannot advise you officially. 

The Railroad Commission has jurisdiction over the administra¬ 
tion of the common-carrier law as you know; and I suggest there¬ 
fore that you communicate with the Railroad Commission which has 
available detailed information or which is in a x>osition to obtain if 
necessary the information you need. If you give it the facts in 
detail the Commission may already be acquainted with the particu¬ 
lar situation. The Commission will I am sure be glad to co-operate. 

Yours very truly* 

REVIEW 

Most of the following sentences contain one or more errors. 
Rewrite all of the sentences in which there are errors ; correct 
the errors. If a sentence is correct* write ‘^Correct'' after 
the sentence number. 
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(1) 1 doubt but that Mr. Reynolda the chief clerk can be held 
responsible for this mistake. 

(2) The salesman who has the best record will win the award. 

(8) The lincoln highway to be completed this spring will re¬ 
lieve the traffic hazard in that part of the city. 

(4) After introducing the speaker the toastmaster became ill 
and had to leave. 

(6) To further increase the demand for the product a large 
advertising program was planned. 

(6) This move, in view of the great expenditures involved, 
seems unwise. 

(7) Although the wreck was a serious one the damage to the 
automobile was not great. 

(8) You should not judge the excellence of a product on the 
basis of it’s advertising alone. 

(9) Into the two bottles were poured about one-third of the 
medicine, which was made up on special order. 

(10) The chairman, Hr. Bridges appointed Mr. Cook, Miss 
White and Miss Gehring to the refreshment committee. 

(11) Both the man, the woman, and the child were awarded 
prizes. 

(12) The book, F<tir Days, is interesting. 

(18) There is as you know no valid reason for him taking this 
attitude. 

(14) Every teacher and every child are invited to the picnic 
which promises to be a gala affair. 

(16) The employer was real pleased when he heard that the 
mail clerk Miss Joyce Adams noticed the error in the 
address on the letter. 

(16) These kind of notebook is widely-used by stenographers, 
who take dictation with a fountain pen. 

(17) The mail was heavy but it was taken care of before the 
day was over. 

(18) He prefers on the whole to handle all such matters in his 
own way. 

(16) The bearer of this letter Mr. Henry Brown formerly 
worked for our company. 

(20) The house, which they bought, is not yet completed. 

(81) This item, which we carry in stock at all times, is inex¬ 
pensive. 

(22) He is one of that large group of people who is always late. 

(28) Providing we can get his consent, we shall order the type¬ 
writer, 

(24) If it was not raining, I would consent to you taking the 
hike. 

(26) The committee went their individual ways after they ad¬ 
journed the meeting. 



SECTION 4 

THE SEMICOLON, COLON, QUESTION MARK, AND 

EXCLAMATION POINT 

The Semicolon (;). (1) Use the semicolon between the 
members of a compound sentence when no conjunction is used. 

They will be here today; they will not come tomorrow. 

If the conjunction is used in this sentence* place a comma 
between the clauses. 

They will be here today* but they will not come tomorrow. 

(2) Use the semicolon between the clauses of a compound 
sentence that are joined by such words as also, consequently, 
for, hence, however, in fact, moreover, nevertheless, therefore, 
and whereas. 

He arrived early; consequently, he saw the whole program. 

(8) Use the semicolon before the expressions as, that is, 
namely, i. e., e. g., to wit, viz., when they introduce an illus¬ 
tration that is a complete clause or an enumeration that con¬ 
sists of several items. A comma is used after each expression. 

The Acme Company is a shipping company; that ia* it operates 
shipa. 

Four men have been nominated; namely* FJagg, Black, Slade, 
and Nolea. 

(4) Use the semicolon to separate the members of a com¬ 
pound sentence when one or both members are punctuated 
with commas. 

If he is nominated, he will run; but since there are three candi¬ 
dates, he does not expect the nomination. 

The letters will be finished today; the report, tomorrow. 

It is easy to read one article, another article, and still another 
article, on how to write good business letters; but it is not 
so easy to wrlU a truly letter of acknowledgment, ad¬ 
justment, collection, or sales. 

(6) Use the semicolon between serial phrases or clauses 
having’ a common dependence on something that precedes or 

follows. 
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He says he will demonstrate that the craft will fly; that it will 
fly faster than the speed of sound; and that it will fly higher 
than any previous craft in history. 

(6) Use the semicolon between the members of a series of 
clearly defined units, upon each of which special emphasis is 
to be laid. 

Emphatic: The truly creative man in business visualizes a great 
opportunity; he shapes the materials necessary to take ad¬ 
vantage of it; and he creates a going business. 

Less emphatic but correct: The truly creative man in business 
visualizes a great opportunity, shapes the materials necessary 
to take advantage of it, and creates a going business. 

The Colon (:)• The colon indicates greater separation than 
the Bemicolon. It suggests that further material is coming. 
This material may be in explanation, in expansion, or in re< 
statement of the idea. 

(1) Use the colon between two independent groups having 
no connecting word between them, the first group pointing 
forward to the second. 

Progress lies in one direction: improvement must be made in 
research and in manufacturing methods. 

(2) Use the colon after forward-looking expressions. 

Please ship the following at once: 

These are the members of the board: 

We must carry out these three requirements: 

(8) Use the colon before a series of expressions. 

Note these special details: feather touch, velvet carriage, ad- 
justomatic line spacer, margin key. 

(4) Use the colon before a long quotation. Such quotations 
are often introduced by thus, the follotving, as foUows^ or these. 

The Postmaster General gave the following report: [Six pages 
of quoted material] 

His statement ran as follows: are obligated under the 

contract to return unsold items.** 
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Hr« Oeor^« T Hoop«ton 
fairrille Indiana* 

Danr Sir:-* 

Thera !•» onl7 c»ne* reel aolutlnn to the tire qu* 

OBtiODl 

A lot of people have expariaentedi to their eorrov 
In an attaapt, to find a abort cut to tire aoonomp* 

Zt, alcDplTi can't be donel 

Once in a while, you may buy a cheap, firat, coat 
tlra that alao proven to be a cheap, lant, coat 
tlre« But, for every tine thin bappann, there are 
hundreda of ioatanoea where the reverne in true* 

If cheap tiren were, alao, good tlrea we would Jcnov 
it, and we certainly would ba aelllag than* 

In fact doaenn of tire repreaentatlves call on un, 
oonatantly, in an effort to sell ua thair linas of 
tlraa* And atlll, in nplte of thia, we think Sarr- 
ice tlrea are the safeat tlrea in ABarioa--for you 
and for ua to buy* We think ao, becauaa sore people 
ride on Service tlrea than on any other kind* 

We would be unwilling to take the word of any one 
aan or the word of a hundred men, on a aubjeot 
like thle, but, when the largest alngle group of 
tire buyers in the world, decides to use the sarv- 
loe brand, then we can't help but be oonvinoad, 
that Service tlrea are the bent* 

Are you using Service tires or are you still 
sxperlBenting* 

Very truly yours 

Service Tire Shop 
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AS A LETTER WAS WRITTEN 
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llr« Qftorga T* Hoopeton 
211 W*it rork Road 
7alrvillo« ZndifiDA 

D«ar Ur. Hoopston: 

Tbora la only ona raal solution to the tire questioa* 

A lot of people have experiBeatedi to their aorrowi 
in dn atleapt to find a short out to tire eoonoay. 

Zt siaplj oaii't he done« 

Oaoe in a while you uy huy a cheap firat^ooet tire 
that also proves to he a ehsap last^ooet tire* But» 
for every time this happens» there are hundreds of 
instances where the reverse is true* 

If cheap tires were also good tiree* we would know 
it I and*we certainly would be selling then* 

In faot» dosens of tire representatives eall on us 
oonstantly in an effort to sell us their lines of 
tires* And still in ^ite of this we think Service 
tires are the safest tires in Anerioa for you and 
for us to buy* We think so because nore people ride 
on Service tires then on any other kind* 

We wo(Ad be unwilling to take the word of any one 
man or the word of a hundred sen on a subJact like 
this; but, when the largest single group of tire* 
buyers in the world decides to use the Service brand, 
then we oan*t help but be oonvlnoed that Service 
tires are the beat* 

Ara you using Service tires, or are you still sxperl* 
Bsnting? 


SDtCR 


Tery truly yours, 
SERVICE TIRE SHOP 


RuIUlm /or StowoerapAor^ o Dortaoll Swiec 
AS THE LETTER WAS COREBCTKD 

TIm Morks FueUr** hM boon to wotk to eoivoet tbo muy Blttelno 

tn too Uttor lUsw U e to d oa too prooodlas poso> 
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Before'a short, informal quotation, a comma is permissible. 

He said, "Let’s go home.” 

(6) Use the colon to separate hours and minutes when ex¬ 
pressed in figures; as, 11:30 A. M., 7:30 P. M. Where all fig¬ 
ures refer to time, as on a Bmetable, the use of the period 
instead of the colon is permissible. 

The Question Mark (?). (1) Use the question mark after 
a direct question. 

How many letters has she typed? 

He asked, "Where are you going?” 

NoU: The question mark is usually equivalent to a period. 
In such cases it is followed by a capital. But this is not always 
true. Sometimes the sentence is made up of a series of ques¬ 
tions, in which case the question mark is equivalent to a comma 
or a semicolon and should be followed by a small letter. 

Would you guess his age as seven? or is it eight? 

Will you be there at seven tonight? or can you come at all? 

The question mark should not be used after an indirec. 
question, that is, one that does not require an answer. 

They asked him if he would come this afternoon. 

He asked them if they would close the contract. 

The question mark is not necessary after a courtesy ques¬ 
tion, that is, a sentence disguised as a question out of courtesy 
but actually embodying a request or command. 

Will you please send me a credit memorandum at once. 

Will you please ship me the order not later than tomorrow. 

(2) Use the question mark after the individual members 
of a series, each one of which might be expanded into a com¬ 
plete sentence. 

Would you guess his age as seven? eight? nine? 

How do you like arithmetic? history? typing? 

What is the population of Iowa? of Wisconsin? of California? 

The Exclamation Point (!). The exclamation point is used 
after a word, a phrase, or a sentence to indicate strong emo- 

tion or to carry sharp emphasis. 

What an amazing climax! No! That is not true! 

Never give up 1 We must get those votes I 
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PROBLEMS 

1* Rewrite the following sentences with colons and semi¬ 
colons inserted where necessary. 

(1) We shall leave at 10 30 A. M. they will leave at 2 45 P. M. 

(2) The order was not shipped promptly as a result it was not 
received in time for use at the convention. 

(3) Three officers are to be elected today two committee chair¬ 
men are to be appointed tomorrow. 

(4) These are the names vf the candidates Robert Armstrong, 
Charles Stewart, and Walter Bums. 

(6) The letter brought out these points fine quality, good 
appearance, reasonable price, and excellent demand. 

(6) The college dean said that the students of his school are 
well trained that they have no difficulty in obtaining posi¬ 
tions and that they seem to fulAIi the requirements of the 
positions they hold. 

(7) He is in charge of branch office matters that is, he is in 
charge of shipments to the branch offices. 

(8) Please send in an order for the following two typewriters, 
two desks, two chairs, and one 2-drawer cabinet. 

(9) The check was not filled out properly consequently, the 
bank would not honor it. 

(10) Please fill in the Inclosed coupon then mail it back to us. 

2. Rewrite the following sentences; add the marks of punc¬ 
tuation that have been omitted. 

(1) When will it be possible for you to do this work 

(2) By no means She shall not go 

(3) Although the weather is favorable the plane will not take 
off this morning in fact, it may not make the trip at all. 

(4) Do you believe that the center of population is in Michi¬ 
gan in Illinois in Ohio 

(5) What I can hardly believe it 

(6) We wish this matter to be taken care of at once in fact, 
we want immediate attention in this regard 

(7) Can you meet me at eight at eight-thirty at nine 

(8) The English textbook cost $1.76 the typewriting and tran¬ 
scription textbooks, $2.25 each 

(9) Has the matter been taken care of to your satisfaction 

(10) They asked whether the lecturer would attend the banquet 
before the evening program 

(11) Will you please send your check at your earliest conven¬ 
ience 

(12) No That cannot be true 



SECTION 5 

THE APOSTROPHE: HOW TO HANDLE IT 


The Apostrophe (*). Handle the apostrophe with care. 
Scores of persons and business firms are guilty of letting mes¬ 
sages, sometimes mass messages distributed in huge quantity* 
go before the public eye with the apostrophe in the wrong 
place. Knowing ones, who see the error, smile with amuse¬ 
ment—or in contempt. 

Careless Frntr Ah Corrected 

The Lyons Heater is always The Lyons Heater is always 
there. Let us prove tt'a benefits there. Let us prove its benefits 
and iVs comforts. Ask for the and its comforts. Ask for the 
complete story. comjdete story. 

The Gadget Factory produc- The Gadget Factory produc¬ 
tion ia at ifs peak. tion is ut its peak. 

The error illustrated above is common. Do not be guilty 
of it. It^s means it is, the aix>strophe indicating the omission 
of the letter i in the contraction. Its means belonging to iL 
Its, the possessive pronoun, doe.s not need the apo.strophe any 
more than would the possessive pronoun his. Hh and its fol¬ 
low the same rule. 

(1) Use the apostrophe to indicate possession. Put the 
mark in the right place, remembering that the possessor is 
shown by the part of the word that comes before the mark, no 
matter whether the word is singular or plural. 

The Possessive The Phrase 

the firm’s patent rights the patent rights of the firm 

the firms’ patent rights the patent rights of the firms 

the trainman’s wages the wages of the trainman 

the trainmen’s wages the wages of the trainmen 

Mr. Hotchkin’s office the office of Mr. Holchkin 

Mr. Hotchkins’ office the office of Mr. Hotchkins 

(2) Use the apostrophe to indicate the omission of letters 
in a contraction. Be careful to set the apostrophe properly in 
a contraction. The apostrophe stands for the missing letter 
and takes its place. Contractions are used (a) in letters to 
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people whom the writer knows in a friendly, informal way, 
(b) in sales letters to add a personal tone. 


I’m 

I am 

were 

we are 

I’ll 

I will 

hell 

he will 

they're 

they are 

haven’t 

have not 

you're 

you are 

couldn’t 

could not 

you’ll 

you will 

don’t 

do not 

isn't 

is not 

won’t 

will not 

aren't 

are not 

didn’t 

did not 


Words like o'clock use the same principle of contraction. 
The apostrophe in this expression stands for /, the expression 
Un o^clock expanding into ten of the clock. 

(3) Use the apostrophe to indicate the plural of abbrevia¬ 
tions, letters, dgures, and words. 

The company hired two Ph.D.’s. 

Carelessly written Ts and t’s often cross the mail between Iowa 
and Louisiana. 

The I’s, 6's, and Ts are the series he wants. 

Too many end’s, but*e, and /or’s ruin sentences. 

(4) As a rule it is better not to use the possessive form 
for inanimate objects. However, expressions pertaining to 
time or measure, or expressions suggesting personification, 
may be in the possessive case. 

Poor: The door’s binge 

Better: The hinge of the door 

Correct: A day’s trip; two weeks’ delay; three months’ inter¬ 
est; for heaven’s sake; time’s healing effects 


PROBLEMS 


1. Rewrite the following sentences; insert the apostrophe 
where it is needed. 


(1) That authors very first publication was a success. 

(2) Isnt it time for toe postman to arrive? 

(3) The appointment was made for ten oclock sharp. 

(4) At the commencement six M.S.s and two Ph.D.B were 
conferred. 


(6) The managers secretary took a three weeks vacation. 

(6) The mans salary was not sufficient to support his family. 

(7) We know youll appreciate our fine service. 

(8) The 2s, 8 b, and ^ are the issues that be specified. 
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(9) The firmfl policies were violated ns several occasions. 

(10) The companys note called for three months interest. 

(11) The managers office was newly decorated. 

(12) He gave the book to his sisters children. 

(15) The three boys little sister was the youngest child in the 
family. 

(14) Didnt you receive the message your fathers secretary left 
for you? 

(16) Carelessly formed ms and ns are often confused. 

(16) The office opened at nine oclock every morning but Satur¬ 
day and Sunday. 

(17) The womens team won the cup. 

(18) His letter contained too many ends and fors. 

(19) Wouldnt Marys sister tell her the authors name? 

(20) Dent be confused by the similarity in stock numbers. 

(21) Didnt you take Mr. Hills dictation yesterday? 

(22) His check wasnt mailed in time for him to get the dis« 
count. 

(23) The doctor ordered a years rest for the busincHsmun. 

(24) The dogs owner was a boy scout 

(26) In six months time the bridge will be completed. 


2» Rewrite the following sentences. Whenever the posses-* 
sive case is used, change the possessive form to a phrase that 
does not use the apostrophe. 

(1) The matter was brought to a successful conclusion after 
the man’s third attempt 

(2) The girl's theme was the best written in the class. 

(5) The sale of boys’ suits covered a three-day period. 

(4) Mr. Johnson’s secretary was given a substantial raise in 
salary. 

(6) The employer’s dictation was too rapid for his secretary. 

3. Rewrite the following sentences. Whenever a phrase 
indicating possession is used, change the phrase to the pos¬ 
sessive form that uses the apostrophe. 

(1) The orders of the general were carried out exactly. 

(2) The leaders of the country bad much secret information 
about the matter. 

(8) The secrets of the commission were not divulged. 

(4) The student council of the school hart a weekly meeting. 

(6) The head of the committee wm overworked. 



SECTION 6 


QUOTATION MARKS, THE DASH, PARENTHESEa 
BRACKETS, OMISSION MARKS, AND THE HYPHEN 

Quotation Marks (1) Use quotation marks to en- 

close every direct quotation. A direct quotation consists of the 
exact words of the oriainal. An indirect quotation expresses 
the thought of the original in different words and does not 
require quotation marks. 

RIkM : He said. '*Amen*ai can Itecome the lender of the world.'* 
KiKht: He said that America can become the leader of the 
world. 

WroHK* He said **that America can l>ecome the leader of the 
world.*' 

When the quotation is interrupted by words thrown in by 
the speaker or the writer, both parts of the quotation must be 
enclosed. 

us hope," he said, "that the vote is favorable." 

If a continuous quotation consists of several complete sen* 
tences, quotation marks are used only at the beginning and 
the end of the quotation. 

The speaker commented us follows: * America is a leading na¬ 
tion. As a world leader America carries heavy responsibilities. 
The nation needs strong leaders." 

If a quotation consists of several paragraphs, quotation 
marks should precede each paragraph and should follow the 
last paragraph. 

Use single quotation marks (‘ ’) to enclose a quotation 
within a quotation. 

"Then," the speaker went on, **the manager said, 'Excellent,* and 
approved the report.'* 

(2) Use quotation marks to enclose the titles of subdivi¬ 
sions of published works (parts, chapters, sections, etc.) and 
the titles of magazine articles, reports, lectures, and the like. 
Titles of books, essays, newspapers, magazines, plays, and 
other whole publications should be italicized. In typewriting 
each word to be italicized is underscored, 
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“How to Ski” is an interesting chapter in The Book of Sport$. 

Be sure to read the article “Being a Champion Diver.” 

(3) Use quotation mark.s to enclose unusual or peculiar 
terms, words used in some special sense, or words to which 
attention is directed in order to make the meaning clear. 

Here you see a j)erfwt example of “steam roller” methods. 

That outworn expressjem is culled a 'Vtwk phra.se.'* 

At this i>oint the word “furthermore” may In* used. 

(4) When a quotation mark uiul another mark of pimctun¬ 
lion occur together, apply the folhnving rules: 

Place the period or the comma always inside the qiiolnticm 
mark. 

He quoted an article entitled “The Price of Peace.” 

After he quoted the article “Prices.” the motion was passed. 

Place the colon or the semicolon always outside the quota¬ 
tion mark. 

He writes under the head of “Prices”: “The index will rise 
still higher.” 

Neville speaks of “improving sales”; hut improvement will be 
dela}’ed until next month. 

Put any other mark inside w*hcn it is part of the quota¬ 
tion and outside when it refers to the entire sentence, of which 
the quotation is only a part. 

The slogan is; “Avoid stock phrasing!” 

Do you wish us to use “The Trend of Prices”? 

The Dash (—). Make the dash of sufficient length to avoid 
confusion with the hyphen. The typewritten dash is made by 
striking the hyphen twice. 

(1) Use the dash to show a sudden break or transition in 
thought. 

He could learn in an hour—yet why try to convince him? 

(2) Use the dash to separate the name of an author from 
an extract from his writings. 

“Determination if a key to success.”—Blenheim. 

(3) Use the dash for emphasis before an appositive, espe¬ 
cially if the appositive is separated from its substantive by 
several words. 
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He has asked us about one special report—the Truacon report. 

One of the pupils came up to the blackboard—a boy named 
George. 

(4) Use the dash instead of a comma where heavy empha- 
Ris is desired. 

Courtesy—this is a habit to cultivate in getting along with 
others. 

Those who opposed him—and there was heavy opposition from 
many—still admired him for his courage. 

Caution: Do not uae the dash indiscriminately for the 
purpose of concealing ignorance of how to use other punctua¬ 
tion marks. 

Parentheses ( )* (1) Use parentheses when an amount ex¬ 
pressed in words is followed by an expression of the same 
amount in figures. 

Enclosed is our check for one hundred dollars (9100) in full 
payment of this order. 

(2) Use parentheses to enclose numbers or letters in enu¬ 
merations run into the text. 

The story is written in three parts: (1) the introduction, (2) 
the body, and (3) the conclusion. 

In this meeting the members covered four items: (a) the min¬ 
utes of the previous meeting, (b) old business, (c) new busi¬ 
ness, and (d) adjournment. 

(5) Use parentheses to set off parenthetic, explanatory, 
or supplementary material. 

The pictures of this event (see Illustrations 9-12) are vivid. 

In further announcements (watch for them in your local news- 
pai>er) you will get these facts. 

Caution: The parentheses, like the dash, are dangerous 
marks for the beginner and sometimes likewise for the veteran 
writer. Too often, for instance, parentheses are made to serve 
as a *^catch-air’ for loose material. Never use either the dash 
or parentheses as a slipshod substitute for a comma or for 
the purpose of covering up ignorance of how to use other 
marks of punctuation. 

Brackets t ]. (1) Use brackets to enclose matter having 
no connection with the text, that is, something in the way of 
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explanation, comment, or criticism inserted by someone other 
than the person quoted. 

Twelve states opposed the amendment Lthe author listed these 
states in a previous chapter], but it became law. 

(2) Use brackets to enclose a parenthetic expressiu)i 

within material already in parcnthe.*H*s. 

He conhrms your opinion (see, for Stwn Hi vers |^d 

edition j, paae 1). 

Qmission Marks, or Ellipses • or ^ ^ Ellipses, fre¬ 
quently termed '^omission marks/* are printed devices signify¬ 
ing the omission of letters or words in quoted material. Three 
marks or dots (...) are used to signify an omission at the 
beginning of quoted discourse, or at any other point when the 
omitted portion or section does not end on n period. Four 
marks or dots (....) are used when the omitted portion or 
section does end on a period. 

Seventeen delegates . . . voted in favor.** 

‘‘He explained his position fully. . . 

The Hyphen (-). (1) Use the hyphen to indicate the divi¬ 
sion of a word at the end of a line. Kules for the division of 
words at the end of lines are given on pages 664 and 565. 

(2) Use the hyphen to join the parts of certain compound 
words. There is little uniformity in writing compound words. 
Some are written as two separate words; some, as two words 
joined by a hyphen; and some, solid as one word. 

One cannot set arbitrary rules for hyphening compound 
words because usage varies greatly. The following guides, 
however, represent current practice in the use of hyphens in 
compound words. 

(a) A hyphen is frequently used with the prefixes ex, self, 
and vice. It is also used to join a prefix to a proper name. It 
is not used with short prefixes, such as co, de, pre, pro, or rc, 
except to prevent misinterpretation or mispronunciation. 

ex-manager pro-Prench 

self-made co-op (for <MK>perative) 

vice-president recover (to regain) 

un-American re-cover (to cover again) 
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(b) A hyphen is usually used between two or more words 

serving as a single adjective before a noun. 

forty-hour week first-class ticket 

eight-room house serious-minded student 

hit-and-run driver ready-to-wear suits 

When these compound adjectives follow the noun, they 

usually lose their compound character and are not hyphened. 

She is a well-known singer. 

The singer is well known. 

His up-to-the-minute review was interesting. 

His review was up to the minute. 

When an adverb ending in is used with an adjective or 
a participle, the compound is usually not hyphened, 
widely praised decision highly effective argument 

(c) A hyphen is used in compound numbers written as 
words. 

seventy-seven one hundred thirty-nine 

(d) A hyphen is used between the numerator and the 
denominator oX a fraction written in words, except when one 
or both of these elements contain a hyphen or when the frac¬ 
tion is used as a noun. 

a one-third share twenty-one hundredths 

one third of the sum twenty one-hundredths 

twenty-nine thirty-sevenths 

(e) When two or more hyphened compounds that have a 
common basic element are used in a series and the basic ele¬ 
ment is omitted in all but the last compound, the hyphens are 
retained in all cases. 

one-, two-, and three-year appointments 
six-, seven-, und eight-n>om houses 
short- and long-term investments 

(f) A hyphen is used as necessary to avoid ambiguity or 
to make reading easier. 

Ambiguous r He is now a junior high school student. 

Qear: He is now a junior-high school student. 

When you are in doubt as to whether a compound word 
should be written solid, as two words, or with a hyphen, con¬ 
sult a recent edition of the unabridged dictionary. 
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PROBLEMS 

1* Rewrite the following sentences; insert cRpitaJs and 
punctuation as necessary* 

(1) The teacher said, this theme must be handed in Friday 
without fail 

(2) The title of the chapter is letters that win 

(3) I am told and 1 am sure this information is correct that 
a new machine is to be purchased by the company 

(4) The irreKulanty of our sales see charts 1 to 3 is caused 
by seasonal variations 

(6) The executive was a self made man 

(6) The lecture was entertaining' and well uiven 

(7) To win is to work. Hardinir 

(8) Both the girls and the boys the teacher said must takr 
part in the class play 

(9) Ho called the article Up*to«the*Minute News 

(10) Only one student was given this high honor Mary Jones 

(11) The royalty for this year will amount to five thousand 
dollars $6,000 

(12) Depreciation, amortization, and accumulation all of these 
are discussed in detail in the accounting textbook 

(IS) The following forms arc required 1 the voucher register 
2 the check register 3 the general journal and 4 the gen¬ 
eral ledger 

(14) The correct balance is $10.42 $18.42—$2 

(15) He made that statement in his latest book see Europp, in 
Review 4th edition page 78 

(16) The me>v.sage of this report yet I do not believe I can 
accept it as correct is that the company b not solvent 

(17) The personnel manager Ix^gan his si>ccch as follows we are 
today assembled here but let me digress a moment to 
thank the committee for their untiring efforts in bringing 
about this gathering 

(18) It will be difficult he said for me to turn out that much 
work in so short a time 

(19) The three folders were identified by their labels which Imre 
the notations acme bicycle company columbus acme bicy¬ 
cle company maosfield and acme bicycle company mason 

(20) Sixty seven men completed one half of the work in twenty 
one days 

2* Rewrite the following sentences; insert capitals and 
punctuation as necessary. 

(1) The schools making the best showing in the contests here 
the speaker named three schools are known for their pro¬ 
gressive educational methods 



PUNCTUATION OF EFFECTIVE SENTENCES [Units 


100 

(2) I am sending you two copies of our moat recent book the 
one entitled insurance facts for the layman 

(8) The trend of the sales consult the charts on pages 10 and 
11 is upward 

(4) Their slogan is victory at all costs 

(5) His exhibit included the following things 1 a book 2 a 
stenographer's notebook 3 a fountain pen 4 stationery 
5 envelopes 

(6) The teacher made the following announcement If anyone 
in the class wishes to do extra work outside of class for 
additional credit he should discuss the matter with me I 
shall assign the work for him to do The student may have 
two weeks in which to complete the assignment 

(7) The personnel manager the speaker concluded said go 
ahead with the plans and approved the request for help. 

(8) The members of that group were accused of unAmerican 
activities. 

(9) The vice president in charge of personnel suggested a 
change in working hours to eight hours a day and a five 
day week. 

(10) The building had two three and four room apartments. 

(11) Those who objected to the plan and many objected strenu¬ 
ously put forth every effort to hinder him. 

(12) A letter has a number of parts the first three of which 
are 1 heading 2 address S salutation 

(13) The widely used product was the invention of the 
exmanager. 

(14) The article inflation dangers appeared in the magazine 
economic pointers 

(15) The concluding article watch for it in next month's issue 
will be the most interesting of all. 

(16) The remnants of material came in three five ten and 
eleven yard lengths. 

(17) Did he say Mr. Johns will take care of this 

(18) The program was well advertised 

(19) The woman received a two thirds share of her husband^s 
estate; her son received only one third of the estate. 

(20) When the furniture became worn, it was recovered by an 
upholsterer. 


REVIEW 

Rewrite the following business letter; insert the correct 
punctuation and any needed capitals. 
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De&r doctor dark: 

Dr nelson F parker has susrg^ted that you would be interested 
perhaps in the business week a magazine of which he is a regular 
reader 

Let me say in the beginning that the business week does not 
seek subscribers on a promiscuous basis The magazine is in fact 
truthfully described as a subscribers choice Prospects are carefullv 
selected for invitation to become readers 

The business week is a magazine for executives Says professor 
J J d 3 me 8 in commenting on its timely quality There can be no 
doubt as to the accuracy with which your editorial staff in its 
supervision and organization of materials is doing u commendable 
piece of work The keynote of the publication is speed and useful¬ 
ness It IS edited for those businessmen whose interests extend far 
beyond the four walls of their office and it is arranged for the con¬ 
venience of those whose inquiries whether broad or narrow extend 
beyond the boundaries of their home town 

Every monday it prints all the important business news of the 
week It covers every held of business It gives you trends it fore¬ 
casts the business outlook the developments and hupiieningH and it 
interprets them for you ready for your use In other words it tells 
you what business is doing today and how in our editorial opinion 
it will affect tomorrow 

Professor L N Burkes class in business policy uses the busi¬ 
ness week regularly for laboratory material 

The enclosed folder outlines the publishing policy of the busi¬ 
ness week The order blank that is enclosed gives you your choice 
of three offers 1 a years subscription at $5 with a money back 
guarantee 2 a two years subscription at under the same terms 
3 a trial subscription for 12 issues at $1 

No matter which of these three offers you decide upon I believe 
that you will And a subscription worth while 

Sincerely yours, 


2« Rewrite the following business letter; insert the correct 
punctuation and any needed capitals. 

Dear sir: 

Can you give us an accurate reference for the subject checked 
on the attached folder Mr. montroaa figures which according to our 
investigation are essentially correct must be given a cross-check 
before they are finally accepted 

These catalogs are in our library Smithco nos 163 164 and 
173A and Katco nos 43 44 46 and 47 B Have you any addition that in 
your opinion should be included in our report 

Yours very truly, 
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A Review of Punctuation *^Rules of Order.’* When two or 
more punctuation marks occur at the same point in a sentence, 
they should be placed according to the following rules of order: 

(1) A period following an abbreviation is used before any 
other mark of sentence punctuation. When the abbreviation 
occurs at the end of a declarative sentence, however, the period 
is not doubled. 

K. R. Hardin, Ph.D., whom you met last week, is the new re* 
search director of Johnson and Johnson, Inc. 

Did he arrive before 10 a.m.? 

(2) Quotation marks are used with other marks of punc¬ 
tuation as follows: 

(a) At the end of a quotation, a comma or a period is 
always placed inside the quotation mark; a semicolon or a 
colon, outside the quotation mark. 

saw him/’ she said, **as he entered the door.** 

I have not read the article ’’Plastic Wonders”; however, I read 
’’The Road Ahead.” 

I have this to say about her ’’intuition”: it is fictitious. 

(b) A question mark, an exclamation point, or a dash is 
placed inside the quotation mark if it punctuates the quotation 
only. Note that, when the quotation including its own mark 
of punctuation comes first in the sentence, no comma or period 
is used. 

’’Can you be there?” he asked. 

He inquired, ’’Where are you going?” 

He said, “Well done I” 

“Fro late!” she explained as she hurried down the street. 

“I am so busy that—” is all I heard her say as she rushed past 
my desk. 

(c) A question mark, an exclamation point, or a dash is 
placed outside the quotation mark if it punctuates the entire 
sentence. 

Why was he “fired”? 

Did he say, “This is good work”? 
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How enthusiastically he shouted, ''LonR live the president'*! 

*^The activities of the major departments and other vertical 
units of an organization are closely related to one another 
and must be coordinated if satisfactory’ results are to be 
achieved.”—Newman. 

(d) Punctuation for a quotation within a quotation follows 
the preceding rules for the use of other punctuation marks 
with quotation marks. When the quotation within o quota¬ 
tion occurs at the end of a sentence, however, it precedes the 
double quotation marks. 

He said, read the article 'Small Businesses of the Futui'e.' ” 

Did he say, ”I read the article *Small BusineHses of the Fu¬ 
ture’ ”? 

He said, ”Did you read the article 'Small Businesn of the Fu¬ 
ture’?” 

He said, read the article 'What Will Happen to the Small 
Business?’ ” 

(S) Parentheses are used with other marks of punctuation 
as follows: 

(a) If the punctuation mark applies to the whole sentence 
and not to the material in parentheses, the punctuation mark 
follows the second parentheses. 

Pride, in some disguise or other (often a secret to the proud 
man himself), is the moat ordinary spring of action. 

The research has been completed (see Formula 2). 

(b) If the punctuation mark applies to the material in 
parentheses, the punctuation mark precedes the second paren¬ 
theses. 

This article {"Successful Salesmanship”) was written five years 
ago. 

When I heard him sijeak (he asked, "Who is that?”), 1 was 
startled. 

<4) When a parenthetical clause set off by dashes requires 
a question mark or an exclamation point, the punctuation 
mark is placed before the second dash. 

Paul Parker—is he the vice-president or the secretary of the 
company?—has an appointment with you at ten o’clock. 

Spacing after PunctualioR Marka. Within a sentence space 
once after a mark of punctuation with the following excep¬ 
tions : 
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(1) Within a sentence space twice after a colon. 

He said: maie secretary trained under a successful execu* 

tive is good material for advancement.** 

*(2) Within a sentence do not space after: 

(a) A period within an abbreviation— 

Dr. Garfield, Ph.D., and Dr. Larson, LL.D., left at 
12:30 p.m. to attend a meeting. 

(b) A period used as a decimal— 

A difference of 1.638 resulted. 

(c) A dash— 

Then we went to—but you are not interested in that. 

(d) A hyphen— 

The weibknown editor will be the first speaker. 

(e) An initial quotation mark— 

He asked, **Have you finished your work?** 

(f) An apostrophe within a word— 

He didn*t arrive on time. 

(g) A beginning parenthesis— 

(See page 6 of the price list.) 

(h) A beginning bracket— 

The report was finished in May [19491. 

At the end of a sentence space twice after a punctuation 
mark. 

There you are! What are you doing? Please type this letter 
next. How soon will it be finished? 


PROBLEMS 

1. Rewrite the following sentences; insert punctuation as 
necessary. 

(1) John McCoy Ph D who was appointed to head the depart¬ 
ment lives on Royal Boulevard 

(2) We shall go Mr Smith said as soon as we receive the 
message 

(3) Isnt there a better way to do this he asked 
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(4) The girl exclaimed Wonderful 

(6) Help she yelled as she saw the burglar 

(6) Let zne tdl you what I was aU she could say before she 
was interrupted 

(7) Did the teacher say This work is well done 

(8) How enthusiastically he shouted Hes the beet cheer leader 
we ever had 

(9) Grace said I have not yet read the article English Mafle 
Easy 

(10) Mrs. Meyer Is she the president of the group called to 
remind him of the appointment 

2. Rewrite the following sentences; insert capitals and 
punctuation as necessary. 

(1) The dentist asked Have you read the article Preventing 
tooth decay in children 

(2) Reaeer and Reader Inc. sent out announcements of the 
opening of the new store 

(8) I have not yet read the article Travel Broadens however 
1 am reading the one entitled Southern Trips at Your 
Leisure 

(4) The boy said I have written a theme entitled Does it pay 
to go to college 

(5) Charles Roberts M D sends his bills to his patients monthly 

(6) The president was not in his office therefore we bad to 
wait 

(7) Johnsons report was very well received 

(8) How long have you worked in your present position he 
asked 

(9) The tables see pages 12 to 19 provide the data that you 
require 

(10) What is the capital of Ohio of Iowa of Utah 

(11) Good heavens I have lost the report 

(12) The difference amounted to but you would not be inter¬ 
ested in that 

(13) What is the name of the class president the class historian 
the class secretary 

(14) Although his appointment was at 11 30 a m he did not 
arrive at the offi^ until 12 16 p m 

(16) The bead of the laboratory Dr David Oaks was offered a 
better position by Hanson brothers Inc 
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Handlinft Numbera« Many an otherwise well-trained writer 
is puzzled by whether a number should be written in words 
or in figures. The problem is not found in the writing of busi¬ 
ness forms such as invoices, sales tickets, or purchase orders, 
because in them figures are used almost entirely. In letters 
and in business reports written in paragraph form, numbers 
are sometimes expressed in figures and sometimes expressed 
in words. A careful writer observes the rules of expressing 
numbers, because these rules have been developed for the con¬ 
venience of the reader. The following guides apply to the use 
of numbers in letters and other material written in paragraph 
form. 

General Rules 

(1) Write a number at the beginning of a sentence in 
words. If the number is very large, it may be advisable to 
recast the sentence so that the number will not fall at the 
beginning. 

Twelve dozen pairs of shoes were ordered lust week. 

Six thousand dollars is the goal of the drive. 

(2) Round numbers (numbers in even units, such as tens, 
hundreds, or thousands) should be spelled in full, except when 
they are used in Ihe same sentence with other numbers that 
cannot be expressed in words conveniently. 

We saw him ten days ago. 

There were more than fifty pages in the report 

They sold machines ranging in price from $2 to $184,200. 

Large round numbers may be written in words or figures 
according to the writer’s preference or the nature of the copy 
being written. For example, if only one large round number 
is used, It probably should be written in words; but in writing 
of a business nature in which a large number of figures are 
used in other sentences or paragraphs, a large round number 
should be written in figures. 
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(3) If several numbers are used in a sentence in a similar 
construction, write all the numbers in figures, unless all are 
small or are round numbers that can be written easily in 
words. If the first word is a number, it may be written out 
even though the other numbers are written in figures; but it 
may be possible to improve the sentence by recasting it so that 
the first word is not a number. 

The order called for 115 English books, 125 arithmetic books, 
and 68 spelling books. 

He bought three ties, six shirts, and ten handkerchiefs. 

Ninety •nine men, 927 women, and 783 rhiidren were counted in 
the census. 

In the census 99 men, 927 women, and 783 children were counted. 

When a small number is used in the same sentence with a 
large number but not in a similar context, it may be written 
in words. 

I asked two men whut caused the deficit of $252,980. 

(4) When one numl>or immediately follows another, it is 
advisable to spell out the smaller number and to express the 
larger one in figures. 

She purchased 25 three-cciit stamps. 

He bought three 25*cent notebooks. 

(5) When one unrelated number immediately follows an¬ 
other, the two numbers should be separated by a comma. 

In 154 new charge custumera were granted credit. 

Addresses 

(1) Express house numbers in figures, except for house 
number One. 

Virginia lives at One Riverside Drive; Mary, at 1948 Sutton 
Street; and Esther, at 8 Shady Lane. 

(2) Spell out street names that are numbers up to twelve. 
When a street has a number as its name, separate the house 
number from the street number by a comma. The letters d, ift, 
or th may be added to the number that represents a street 
name. 

He moved from 681 Ninth Street to 957, 66 Street. 

Our office isjocated at 201, 12l8t Street 
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Dates 

(1) After the name of a month, use figures to express 
the day. 

Your letters of May 8, 6, and 10 were answered in full on 
May 12. 

(2) When the day of the month stands alone or when it 
precedes the month, it may be written in figures with d, at, 
or tk added, or it may be spelled out. 

We enclosed a check for $100 in our letter of the 15th of April. 

In your letter of the 6th you asked for our price list. 

In your letter of the sixth you asked for our price list. 

Amounts of Money 

(1) Sums of money, whether in dollars or in cents or in 
foreign denominations, should be typed in figures except in 
legal documents. 

The amount of the invoice is $567.93. 

(2) Even sums of money are written without the decimal 
and ciphers. 

He sent a check for $157 in payment of our recent invoice. 

(3) When stating cents, use the figures without the deci¬ 
mal and spell out cents. 

She bought a handkerchief for 25 cents. 

(4) In legal papers spell out sums of money; write figures 
in parentheses. 

I agree to pay the sum of Three Hundred Ten Dollars ($310). 

I agree to pay the sum of Three Hundred Ten (310) Dollars. 

Fractions and Decimals 

Simple fractions that stand alone are usually written in 
words. Mixed numbers and decimals are written in figures. 
When a decimal fraction is not preceded by a whole number, 
a cipher is used before it unless the decimal itself begins with 
a cipher. • 

He ordered one-half dozen notebooks. 

The average age of etenographers in our office is 22Vi. 

The average age of stenographers in our office is 22.5. 

The quotient, 0.438, was obtained swiftly on the calculator. 
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Quantities and Measurements 
Quantities and measurements should usually be written 
in dgures, as in the following examples: 

(a) Age (exact)— 

She ia 22 years old. 

(But use words in expressing approximate age; as, 
She is about twenty years old.) 

(b) Balloting results— 

There were 3,987 votes in favor of the amendment and 
1,018 votes against it 

(c) Dimensions— 

We use paper of a standard size, 8(6 by 11 inches. 

(Spell by in full, except in technical matter where x 
is used for by.) 

(d) Distance— 

It is 6 miles from my house to my office. 

It is 2,098 miles from Honolulu to San Francisco. 

(When the distance is a fraction of a mile, use words; 
as, The railroad station is one-half mile away.) 

(e) Market quotations— 

We bought General Utilities 5s at IOIYm. 

(Note that in market quotation.s it is customary to ex¬ 
press the plural of figures by adding the n without the 
apostrophe.) 

(f) Mathematical expressions— 

The total is found as follows: 112 plus 37 plus 51. 

(g) Measures— 

We raise 150 bushels on every 3 acres. 

The table shows that 231 cubic inches equal 1 standard 
liquid gallon. 

(h) Percentages— 

He computed interest on the note at 6 per cent. (Spell per 
cent in full) 

(In business writing the per cent sign (%) is often 
used to express per cent; as. He purchased two 10- 
year, bonds.) 
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(i) Serial numbers— 

Policy No. 374122 is a fire instiranoe policy of the type 
discussed in Bulletin No. 28. 

(j) Temperature— 

The highest official temperature record for Cincinnati, Ohio, 
is 108% 

(k) Time— 

The train leave.s at 8:15 a.m. 

(But spell the hour in full when o'clock in used in stat¬ 
ing time; us, The office closes at five o’clock.) 

(l) Weights— 

It takes 2,240 pounds 1o make 1 long ton. 

Miscellaneous 

(1) Page numbers are written in figures. Roman numer¬ 
als are usually used for major divisions of books, such as chap¬ 
ters, and Arabic numerals for minor divisions. 

The information is given in Figure 6 of Part 2, Unit Vllt 
page 260. 

(2) Sessions of Congress and the identifying numbers of 
military bodies and political divisions are written in words. 

Joe Brown, of the Tenth Ward, W{is elected to the Forty-fourth 
Congress. 

The Eighteenth Infantry will soon move into new quailers. 

PROBLEMS 

L Most of the following sentences contain one or more 
errors. Rewrite the incorrect sentences; correct all errors, 

(1) 12 items on the order have not yet been received. 

(2) There were 1,000 items in the shipment. 

(3) We have written for 102 bulbs, ten rose bushes, twenty 
peonies, and 97 tomato plants. 

(4) The two invoices came to a total of ^367.98. 

(5) She had 2 10-doUar bills in her purse.. 

(6) The address of the school is 1 Main Street; the address 
of the library is 2100 Race Avenue. 

(7) The purchase amounted to 98 cents. 

(8) The apartment building is ten miles from town. 
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(9) The note bore interest at the rate of six per cent. 

(10) We paid $798 for the furniture. 

(11) There were 16,962 votes for the bond issue and one thou* 
sand thirty against it. 

(12) The investor paid one hundred sixty for the stock. 

(13) Their office is located at 3578 lOth Street. 

(14) The paper was standard size, eight und a half by eleven 
inches. 

(15) There were four gallons in the tank. 

(16) The table was advertised at a sale price of $45.00. 

(17) $12,000 is the amount the owner is asking for the house. 

(18) His letter of June 10th was answered on June 25th. 

(19) The invoice was mailed on the thirty*flrst of the mouth. 

(20) The teacher ordered 'A dozen textbooks to take cui*e uf the 
new students. 

(21) The difference between the two amounts, .(3254, is not 
great enough to cause trouble . 

(22) The result is found in the following manner 235 minus 
24 plus 62. 

(23) The office hours are from 9 o'clock in the morning until 
6 o’clock in the evening. 

(24) The insurance agent delivered policy no. 364390 to the 
businessman. 

(25) The low temperature for the twenty-four hour period was 
fifty-two degrees the high tcini>erature was seventy one 
degrees. 

2. Moat of the following sentences contain one or more 
errors. Rewrite the incorrect sentences; correct all errors. 

(1) In 1889 4 states were admitted to the Union. 

(2) The letter was 3 pages long. 

(3) 35 men, 31 women, and 17 children attended the picnic. 

(4) Harvey Dearworth lives at 219 G2nd Street his father lives 
at 2 West 8th Street. 

(5) The June bill amounted to $16.74 the July bill amounted 
.to $18.00. 

(6) A payment of four hundred ($400) do11a^^: shall be made 
annually. 

(7) In your letter of the 16 an error appeared in the quota¬ 
tion on seventy-four engines. 

(6) The boy is eight years old; his sister is six years old. 

(9) On their trip they traveled over two thou.Hand miles and 
drove through six states. 

(10) They sold Union Packages 6's at 105 and one half. 

(11) The bank charged four per cent interest on the six hun- 
dr^ dollar loan. 
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(12) The room was ten by eighteen feet. 

(18) The grapes were sold for $.87. 

(14) We shipped the goods on August tenth you should have 
received them by the fifteenth. 

(16) In 1949 eighteen desks, thirty typewriters, and twenty 
chairs were added to the office equipment. 

(16) Our catalog lists twenty-two items at $0.50 eighteen items 
at $3.00 one hundred items at $4.50 and 216 items at $6.00. 

(17) He had three appointments in the afternoon one at 1.15 
one at 2.30 and one at 4.10. 

(18) The temperature in the refrigerator was fifty-seven de¬ 
grees. 

(19) The chart is given on page twenty of Volume ii. 

(20) The forty^hird Congress was adjourned after a heated 
debate. 

(21) Standard scores were compiled for only six of the eight 
bookkeeping tests for only two of the four law tests and 
for only three of the eight typewriting tests. 

(22) The price list gave a short description of each of the one 
thousand two hundred thirty-three items sold by the com¬ 
pany. 

(23) The package weighed five pounds and thirteen ounces. 

(24) A charge of 25 cents was made for the delivery. 

(25) Three offices were enlarged when the company remodeled 
its quarters. 

3, Most of the following sentences and paragraphs contain 
one or more errors. Rewrite the paragraphs containing in¬ 
correct sentences; correct all errors. 

(1) Please accept this letter as a reminder of the premium 
payment of $225.50 due on policy thirty-seven hundred. 
December 31st was the effective date of the policy; the 
premium is now 30 days overdue. 

(2) The analysis revealed a total of one thousand two hun¬ 
dred fifty-one items. The most expensive item retailed at 
$29.95; the least expensive, at $0.75. The average price 
was ten dollars and fifteen cents. 

(8) The suit of clothes was purchased by Mr. Howard Adams, 
who lives at 1264 East 9th Street 

(4) The catalog number of the desk we wish to buy is number 
312. The desk is illustrated on page 13 of the catalog; 
it is listed at $86.00, f.o.b. Detroit. 

(6) This baby's blanket is 100% wool, measures 40x40 inches, 
weighs a pound and one-half, and sells at $3.00. 

(6) The salesman, working on a door-to-door plan, sold ninety- 
six articles, ranging in price from $.30 to $6.96. 
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C7) Clerk no. forty-eix helped in taking the inventory of two 
departments in the department store. In the first depart¬ 
ment the inventory showed a total of 1»265 articles on 
hand; in the second department the inventory showed a 
total of four thousand articles on hand. Therefore the 
two departments had a grand total of five thousand two 
hundred sixty-five articles. 

(8) The circular, which was sent to ten thousand charge cus¬ 
tomers, was made up by the heads of four departments, 
each of whom wished to advertise two articles priced 
somewhat under $10.00. 

(9) The class of thirty students chose two of the students to 
write a letter of inquiry to a local der^artment store. Each 
of the students wrote a two-page letter in which ten ques¬ 
tions were asked. The letters were mailed nn October 
11th; they were answered by the general manager of the 
department store on October 20th. 

(10) When the president of the company retired, he began to 
draw a monthly income from his twenty thousand doliar 
annuity no. 578901 within four weeks after the date of 
his retirement. 


REVIEW 

Rewrite the following sentences. Correct all errors. 

Cl) The banquet was held in eldred hall at 8 o'clock. 

C2) They were forbid to hold any more meetings at the spring- 
field youth club. 

(3) If the class wins the prize can it have permission to have 
a class picnic? 

C4) The three first winners were Johnson, Frye and Carvel. 

(5) There were as a matter of fact four deciding factors 1 
the scholastic rating of the student 2 the general deport¬ 
ment of the student 3 his personality and 4 his popularity. 

(6) If this was Saturday we would be starting on our two 
week trip. 

(7) Of the three dresses 1 like the pink one better. 

(8) The girl scout leader as well as the girls in the troop 
were unable to climb the hill real fast. 

(9) The new teacher professor ray arnold has 2 classes in 
english 3 classes in accounting and one class in typewriting. 

(10) The boy and girl who you saw yesterday is brother and 
sister. 

(11) She read the article, ''Easy Come, Easy Go/' 
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(12) You should not take it for granted that I am one of those 
people who is x>er8uaded easp. 

(13) After arranging for the meeting Dr Jones doubted but that 
he would be able to attend it. 

(14) We will try and complete this work by noon except you 
think it is not necessary for us to do so. 

(15) The teacher ordered the book, Alegebra in Simple Terms, 
for reference purposes but .she conducted her classes be- 
fore it arrived. 

(16) Many a capable man have too many responsibilities. 

(17) The man's work was increased because of his assistant 
resigning. 

(18) The reference was to Page 60 in volume III of the series. 

(19) The letter was addressed to professor Harmon D. Shaw, 
who teaches Accounting in the college of commerce. 

(20) We will gu except the weather turns colder. 

2. The following letter has been correctly divided into para¬ 
graphs, and the individual sentences have been numbered for 
your convenience. All punctuation, however, has been omitted. 
Rewrite the letter with all necessary punctuation. Correct any 
errors you may find. In your version do not number the indi¬ 
vidual sentences. 

July 2Srd, 19— 

Mr C R Kramer 
1790 East Ist Street 
Chicago 18. Illinois 

Dear Mr Kramer: 

(1) It is with regret that 1 must decline to grant your request 
of March 26th asking for leave>s of absence for cadets Hayes and 
Kramer from friday april 4th until Sunday april 6 

(2) Saturday with us is a school day monday being our weekly 
holiday (3) The best 1 could do for 3 rou would be to permit them to 
leave here Saturday afternoon after their duties are over about 3 
o'clock to return Sunday afternoon in time for parade at 4 o'clock. 
(4) I might add too that this privilege is dependent upon certain 
other factors they must have their parents approval and moat be 
free from any special duties 

(5) Will such an arrangement be agreeable to you 

Very truly yours, 



Unit III 

UNITY, COHERENCE, AND EMPHASIS 

SECTION 1 

SENTENCE UNITY 

What ^op Management Thinks about the Subject You 
Are Studying. ‘^Ability to handle your language effectively/* 
writes the president of a leading American air transport com¬ 
pany, **and to express thought and action clearly is, beyond 
the slightest doubt, of great value to anyone in the business 
world. Clear thinking, accurate writing and speaking, and 
good appearance are all attributes eagerly sought by all execu¬ 
tives. It would be inipo5isible,** concludes this executive, **to 
give too much emphasis to these high qualities/' 

Whether you find your life work inside or outside air trans¬ 
port, you will find the twentieth-century pace swilt indeed. To 
meet Its challenge, you must turn in part to clearer expres¬ 
sion, because you will find that it has a market value, that it 
enlarges your business output, and that it increases your per* 
sonal power. Leading to the attainment of these aims is the 
control of sentence unity. 

Sentence Unity. The principle of unity requires that a 
sentence contain only one main idea. Modifying ideas may be 
attached, but the main idea must be left in supreme command. 
In order that unity may be assured, two rules must be observed: 

(1) Do not omit an 3 rthing necessary to an understanding 
of the main idea. 

(2) Do not include anything that is not needed. 

Fragment Fault. A sentence is more than ‘*just a group 
of words.** A group of words, to be a sentence, must have at 
least one independent subject and predicate. If it has not, it 
falls into the fragment fault. This is the fault of pointing off 
part of a thought as if it were an independent unit. Usually 
the error takes the form of separating a subordinate clause 

116 



116 UNITY, COHERENCEt AND EMPHASIS [Units 


from the independent clause and punctuating it as a separate 
sentence. 


Fragment fault: 

Corrected: 

Fragment fault: 
Corrected: 

More emphatic: 


Each day we are coming into contact with 
pressing problems. Which require immedi¬ 
ate solution for the good of business. 

Each day we are coming into contact with 
pressing problems which require immedi¬ 
ate solution for the good of business. 

This is the usual procedure. Although there 
is no reason why we cannot modify it. 

This is the usual procedure, although there 
is no reason why we cannot modify it. 

Although this is the usual procedure, there 
is no reason why we cannot modify it. 


Loose Hook-up Fault A good writer includes in a sentence 
nothing that is not needed. One idea should not be hooked to 
another unless it Is needed to round out the thought or unless 
it is so related that it helps to clarify the thought. A careless 
string of and*8 and buVn between equal and loosely related 
ideas flattens writing into a weak hodgepodge. The effect of 
joining two loosely related thoughts between a capital and a 
period is stringy and unpleasant. 


Loose hook-up: 

Better: 

Confusing: 


Clear: 


Our company maintains a research division, 
and the home office is in New York. 

Our company maintains a research division. 
The home office is in New York. 

The report shows many ways in which our 
Standard machine can be used, and your 
business should profit from increased effi¬ 
ciency and decreased costs, but a trial of the 
machine will cost you nothing, and we sug¬ 
gest that you send in the enclosed card at 
once without delay. 

Your business should profit from increased 
efficiency and decreased costs through the 
multiple use of our Standard machine. A 
trial costs you nothing. Why not put the 
card in the mail today? 


Even when the ideas are well connected, a sentence is some¬ 
times allowed to become so long that it is difficult to follow the 
thought. In such cases it is a sensible precaution to divide the 
material into units easier to grasp. 
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Omission of Words. Clearness is the object for which every 
writer strives. It is a great mistake to think that a hasty and 
telegraphic kind of dictation, in which words are omitted at 
random, adds anything to business brevity or to clearness. Ex* 
actly the opposite is true. It i.s not good form to put the reader 
to the labor of supplying missing words. 

Crude: Your letter of Jan'y 10th rec'd. Glad to see tnat order 

suited. Was sure it would meet with satisfaction. 
Wish to state you can de|»end on uh at all times. 
Credit tcnn.s mentioned satisfactory. Hoping for 
further business. Y*rs. 

Right: It is pleasing to know from your letter of January 10 

that our shipment exactly suited you. You can de¬ 
pend on our hlling all your orders promptly. The 
credit terms you suggest aro satisfactory. 

Follow safe usage: Do not omit any word necessary to a 
quick understanding of the sentence. Such omission not only 
fogs clearness but also mars courtesy. 

Comma Fault. The comma fault—the placing of a comma 
between two complete ideas when a period is called for—is a 
serious violation of unity. 

Wrong: Here are two copies of our re|)ort, these summarise 

our annual operations. 

How to correct the comma fault: Substitute a period for 
the comma and begin the following word with a capital. 

Corrected: Here are two copies of our report. These summarize 

our annual operations. 

A second way to correct the comma fault: Supply connect¬ 
ing words that show the proper relation between the two 
clauses. 

Corrected; Here are two copies of our report, both of which 

summarize our annual operations. 

PROBLEMS 

1. Rewrite each of the following as one sentence. Insert 
the necessary punctuation. 

(1) There will be a meeting of the executive committee at ten 
o'clock. The members of the committee being Saunders, 
Puckett, and Ames. 
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(2) Believing that you will want an analyeis of the sales for 
November. We have sent you the figures. 

(3) To follow the plan is to assure success. Success that will 
surprise you all. 

(4) He chose as his subject television. First, because it has 
had amazing growth and, second, because it is an impor^ 
tant commercial development. 

(5) He declared that such procedure would not be practical. 
And that it would be too expensive in the long run. 

(6) The curve of production will not rise. Although it should 
continue on the present level for some time. 

(7) The report was well received, although they discussed it 
they did not pass any motion. 

(8) He then announced a change in sales plans, this, he said, 
was to meet the new competition. 

(9) Seemed an unusual chance for expansion. However, the 
directors declined to approve. 

(10) We have two grades of bond paper that you may wish to 
consider for your letterheads. Samples of which we are 
sending you under separate cover. 

2. Rewrite each of the following as one or more sentences. 

Correct all errors and insert the necessary punctuation. 

(1) Wish to thank you for your letter the 27th giving me the 
information about interior furnishings. 

(2) I was glad to receive the reports. As these are just what 
I needed to complete the list. 

(3) When do you think the first shipment ought to be on the 
way, please let me know. 

(4) In respect to the chairs and end tables, are leaving South 
Boston tomorrow Thursday. 

(6) This morning we sent you a telegram. Addressed to you 
at the company office. 

(6) If you aren't going to be there wish you would let me 
know by wire and have somebody ready to receive ship¬ 
ment which must be signed for and will you be sure to 
confirm by letter to me. 

(7) Do not know whether the Standard fittings will be suit« 
able for the reinforcements or not so be on the lookout 
for something better because this is important don't you 
think. 

(8) Have not been able to get in touch with Sam Brown, I 
don’t believe he would be in a position to fill future orders 
anyway. 

(9) We hope to move into our new building by the let of next 
mo. and I believe business is improving. 

(10) Hoping for your confirmation in the near future. 



SECTION 2 

SENTENCE COHERENCE 

To put straight thinking on paper is something every busi¬ 
ness person would like to be able to do. You can develop this 
ability through learning to control sentence coherence. 

Sentence Coherence. Coherence, the quality of hayiriino 
togethert is essential in the writing of busme.ss sentences. To 
hang words and ideas together m nuck a way that iheir 
intended meaning cannot he misanderatooil is to assure coher¬ 
ence. Good coherence prevents double meanings and fogginess, 
two costly errors. The misreading of business letters because 
of misplaced words, inexact connections, and poorly arranged 
ideas costs American business huge sums each year. To send 
a clear message through the mail, the writer must arrange 
words so that the sentences carry the meanings intended. 

Pot Words in the Right Order. Put modifiers next to the 
words they modify. Grammatically related words should be 
joined as snugly as possible within the sentence. 

Not clear: The reviewer points out that the book dis¬ 

cusses the principles that guide in writing 
effective adjustment letters in a preceding 
chapter with cieurne.s.s. 

Better: The reviewer points out that in a jtreceding 

chapter the book diMussos with clearness 
the principles that guide in writing efTec- 
tive adjustment letters. 

Faulty meaning: He saw the Empire State Building towering 

high into the sky from the middle of the 
Hudson. 

Corrected: From the middle of the Hudson, he saw the 

Empire State Building towering high into 
the sky. 

Faulty meaning: He is reported to have sold a city lot to a 

business acquaintance with a hundred-foot 
depth and an eighty-foot frontage. 

Corrected: He is reported to have sold to a business ac¬ 

quaintance a city lot with a hundred-foot 
depth and an eighty-foot frontage. 
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Where to Put Or/j/, Alone, at Least, and Other Modifiers* 
See that only, alone, at least, and other such modifying words 
and phrases are placed close to the elements they modify. 
Usually the best position is right before the element modified. 

In the following sentences note how the meaning changes 
with the shift of the modifier only : 

1. Only they could get the speaker to deliver one address to the 
business conference. [Meaning: They alone, no other group, 
could persuade the speaker to do it.] 

2. They could get only the speaker to deliver one address to the 
business conference. [Meaning: They could persuade this 
speaker alone to deliver an address; or They could persuade 
this speaker alone to limit himself to one speech.] 

8. They could get the speaker to deliver only one address to the 
business conference. [Meaning: one address and no more.] 

4. They could get the speaker to deliver one address only to the 
business conference. [Meaning:* one address and no more; 
Of the business conference alone and to no other group.] 

6. The speaker delivered one address to the only business con¬ 
ference in the eastern area. [Meaning: no other conference 
held in that locality.] 

Connect Action to the Right Agent Always connect an 
action to the right agent. To set up a false connection is to 
clog clearness and befog the meaning. In business this costs 
money; in writing it is bad form. 

Wrong: (dangling participle): Speeding rapidly down Wall 

Street, the Stock Exchange came into sight. 

Right: Speeding rapidly down Wall Street, we came into sight 

of the Stock Exchange. 

Wrong: When classified and indexed, you may have the man¬ 
uscript for a first reading. 

Right: When classified and indexed, the manuscript may be 

submitted for your first reading. 

Right: (an equally good method): When the manuscript has 
been indexed, you may have it for your first reading. 

Wrong: The cable from European headquarters came in at the 

very moment the board had adjourned and canceled 
the proposed sales plan. [Fault: The cable, not the 
board, canceled the plan; but the meaning is falsely 
reversed.] 

Right: At the very moment the board had adjourned, a cable 

from European headquarters came in and canceled 
the proposed sales plan. 
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GIts Parallel Ideas Parallel Form. When ideas are parallel 
in character and alike in importance* use a similar structure 
to bring out the parallelism. When two or more parts of a sen« 
tence have the same relation to the main thought* give them 
parallel form. Hence avoid shifts in construction. 

Ineffective Parallel 

Please recommend a man who Please recommend a man who 
can take charge of the office and can take charge of office routine 
to supervise correspondence, and correspondence supervision. 
[Noun and infinitive phraseJ [Noun and noun] 

We make a point of having We make it a point that our 
our local representative follow local representative should fol- 
up all orders promptly, and that low up all orders promptly and 
he should be careful as to de> that he should be careful as to 
tails. [Phrase and clause) details. [Clause and clause | 

Selling, adjusting, and to col- Selling, adjusting, and collect- 
lect bills are not always easy ing are not always easy tasks, 
tasks. [Noun, noun, and infini- [Noun, noun, and nounj 
tive phrasej The turn of the year is con- 

The turn of the year is cod- sidered the best time for reSn- 
sidered the best time for rein- vesting dividends and for check¬ 
vesting dividends and to check ing up inventories. [For and for; 
up inventories. [For and to\ or to reinvest and to check] 

Use Joining Words Accurately to Get Parallel Structure. 
Apply the rule of parallel construction to words, phrases, and 
clauses joined by correlatives. Familiar correlatives, or join¬ 
ing words, are either ... or, both ... and, neither . .. nor, not 
only . . . but also. See that the same structure follows each 
member and that the ideas are logically related. 

Wrong Right 

Send either the order at once. Either send the order at once, 
or cancel it. or cancel it. 

Such a system forecasts not Such a system not only fore- 
only trends, but also suggests easts trends but also suggests 
the extent of the cycle. the extent of the cycle. 

We ask you to delay neither We ask you to delay neither 
the shitment nor must you be the shipment nor the confirma- 
late with the confirmation. tion. 

Be Sure to Complete Comparisons. Comparisons are often 
left incomplete. The result is confusing. Parallel structure 
will avoid the fault or will correct it if it occurs. 
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Wrong 

The office location in Chicago 
is better than St. Louis. 

The production curve of this 
company is rising faster than 
any other company. 

They like this model better 
than any in the list. 


Right 

The office location in Chicago 
is better than that in St. Louis. 

The production curve of this 
company is rising faster than 
that of any other company. 

They like this model better 
than any other in the list. 


Hold the Same Point of View. To avoid shifts in construc¬ 
tion, avoid illogical shifts in point of view. Keep person, num¬ 


ber, and voice parallel. 

Wrong 

For the patronage you have 
given us, we wish to thank all 
our customers. 

A person working for this 
organization has to watch their 
sales record constantly. [False 
agreement I 

/ send my orders to the whole¬ 
saler from whom you get prompt 
shipment. 

I can write selling copy, and 
making layouts has also been 
mastered by me. 


Right 

For the patronage they have 
given US. we wish to thank all 
our customers. 

A person working for this 
organization has to watch Afa 
sales record constantly. [True 
agreement! 

/ send my orders to the whole¬ 
saler from whom / get prompt 
shipment. 

I can write selling copy and 
con make effective layouts. 


Keep the Reference of the Pronoun Clean A sentence is 
ambiguous when either of two words may be interpreted as 
the antecedent of a pronoun. 

Ambiguous: When our manager talked with Mr. Devinne, he 

felt certain that the report would be done by 
noon. 


Which of the men, our manager or Mr. Devinne, expected 
the report to be finished by noon? A small change in the word¬ 
ing makes the meaning clear: 

Clear: Our manager felt sure, when he talked with Mr. De- 
vinne, that the report would be done by noon. 

Clear: Mr. Devinne felt sure, when our manager talked with 
him, that the report would be done by noon. 

In the case of relative clauses, avoid the ambiguity by plac¬ 
ing the clause near the noun it modifies—the antecedent of the 
relative pronoun. 



Sees] 


SENTENCE COHERENCE 


123 


Ambiguous: Consumers are sure to be aware of modern im¬ 
provements in retail stores that are in touch 
with new business methods. 

Clear: Consumers who are in touch with new business 

methods are sure to be aware of modem im¬ 
provements in retail stores. 

A noun or pronoun used as the antecedent of a relative 
pronoun should be in the nominative or objective case—not in 
the possessive. 

Inferior: They inspected a club's headquarters that has occu¬ 
pied the same premises for a half century. 

Better: They inspected the headquarters of u club that has 

occupied the same premises for a half century. 

The use of a pronoun to refer to a clause should be avoided< 

Faulty: He has delivered the wrong machine, which means 

that we must wait until tomorrow. 

Improved: He has delivered the wrong machine and has thus 

caused us to have to wait until tomorrow. 
Improved: Since he has delivered the wrong machine, we mu.st 

wait until tomorrow. 

PROBLEMS 

1. Rewrite the following sentences. Shift the order of the 
words andi if necessary, change the construction so that there 
can be no misunderstanding as to the meaning. 

(1) Wisconsin as a state is famous for producing dairy prod¬ 
ucts the world over. 

(2) On the first page of a four-page letter the secretary can 
lay out a handsome message before the mailing piece is 
put into the mail with a typewriter. 

(3) The nevc^ gasoline-electric railway cars can save much 
money for the railroads by putting them on .short runs 
when they want to accommodate light traffic. 

(4) A letter sent to a person with a notice of an account due 
inside is called a collection letter. 

(5) The adding machine in the president's office which had 
been cleaned and adjusted was in good condition. 

2« At the end of each sentence is a word or a phrase in 
parentheses. Insert each word or phrase in as many places as 
logically possible in the sentence. Be prepared to distinguish 
between the meanings of any two forms that you have given. 
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(1) You have ten days in which to seize this offer, (only) 

(2) You should finish by noon, (at least) 

(3) The salesmen of this company did it. (aione) 

(4) The correspondence supervisor intends to cheek one fourth 
of the letters every two weeks, (at least) 

(6) After the meeting the secretary said he would send for a 
special messenger, (immediately) 

3. Rewrite the following sentences. Correct any false con¬ 
nections that you find. 

(1) They saw the towering mountains driving along the ocean. 

(2) Seated in the helicopter, the mountain came into our view. 

(3) When examined carefully, you will see some interesting 
new points on the diagram. 

(4) We viewed a beautiful lake driving to San Francisco. 

(6) After determining whether the figures total correctly, the 

ledger is ready for the next step. 

4« Rewrite the following sentences. Apply the principle of 
parallel structure in correcting the weaknesses. 

(1) He was responsible for putting in that order, and the 
charges were paid for in full by him. 

(2) He urged me to give my business to those firms from 
which you get the quickest service. 

(3) The applicant states that he has had training in letter 
writing and that collection procedure has also been han- 
died by him in his previous position. 

(4) We call your notice to the fact that you still owe a hun¬ 
dred dollars on account and all future payments should be 
made to the new address. 

(5) A person makes rapid progress only through courtesy, and 
you should therefore cultivate tact. 

5* Rewrite the following sentences. In your versions be 
sure to keep the references of the pronoun! clear. 

(1) Thank you for your order for the six coal stoves which 
came today. 

(2) In our letter of June 20 we requested payment for the 
shipment of cutlery sent you on May 2 which was due on 
June 1. 

(3) A cross-section blueprint is enclosed with this letter which 
gives complete and accurate details. 

(4) Marshall Bell told Samuel Tomlinson the other day that 
he would be promoted to assistant treasurer. 

(8) I saw your advertisement in last night's Evening News 
and want to be considered as an applicant for it. 



SECTION 3 

SENTENCE EMPHASIS 

Put the Most Important Thoughts in the Most Emphatic 
Places. One of the great language improvements of our time 
is putting the most important ideas in the most emphatic 
places. Known as emphasis, this quality is essential in the 
writing of business sentences. 

Sentence Emphasis. Emphasis gives force and adds thrust 
to a sentence that is already clear. In the business message 
each sentence should deal with one main idea (UNITY). The 
material in the sentence should fall into place in a way to make 
the meaning clear (COHERENCE). When appropriate, added 
force should thrust the meaning into even the most reluctant 
mind (EMPHASIS). In all your writing try to make those 
shifts in sentence structure that put the important ideas in 
the important places. 

Important Ideas Deserve Important Placement. A per¬ 
son’s hat and shoes are conspicuous. Similarly the beginning 
and the ending of a sentence gather special attention and are 
therefore logical spots for ideas of prominence that you wish 
to emphasize. 

Less effective: One way of improving ability to write well is 

to use a good handbook whenever you feel 
puzzled. 

More emphatic: To improve your skill in writing and to settle 

questions that puzzle, use a good handbook. 

Also stronger: A good handbook helps to settle puzzling ques¬ 
tions and to improve writing skill. 

Reading keeps the human brain busy. Help the reader to 
seize the important points. When a speaker stresses certain 
words or larger elements, you know that he regards these as 
important. You hear him emphasize. But in writing, empha¬ 
sis must be seen. Words that you emphasize by vocal stress in 
speaking, you must emphasize by position in writing. 
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Choose the Right Place for Important Words. The begin¬ 
ning and the ending of a sentence, a paragraph, a letter, or a 
book are the parts—it should be stressed again—that most 
forcibly impress the reader. The force of a sentence is in¬ 
creased if the sentence is so arranged as to bring the impor¬ 
tant words at the beginning and the end, and the others, such 
as connectives and modifying phrases, in the middle. 

In the opening sentence of a letter, for example, reference 
to the date, and sometimes to tlie subject of the letter to which 
it is a reply, is necessary. But this date and subject reference 
is not the part that should be emphasized. Usually words to 
express this reference can easily be placed in the middle of 
the sentence. 

Inferior: In reply to your letter of July 29 inquiring about 

the building agreement, we are glad to say that 
the contract has been signed. 

Improved: We are glad to say, in reply to your inquiry of 

July 29, that the contract has beeif signed. 

To violate this principle of emphasis by placement may 
cost you the attention of your reader. You may make him 
search so long for the meaning that he may become weary and 
quit. Make the reader's task as light as possible by stressing 
prominent ideas. Put them in places of force. 

How to Handle the Words However, Therefore, Nevertke^ 
less, Moreover, Also, and the Like—to Preserve Emphasis. 
For the sake of beginning or ending the sentence with words 
that deserve distinction, it is often an advantage to place 
however^ iherefove, nevertheless, moreover, also, and the like 
within the sentence. Such words should be placed early in the 
sentence so that their qualifying effect is seen at first glance. 

Less emphatic: The manager is strict in enforcing the rules. 

However, the record shows that he is just. 

Improved: The manager is strict in enforcing the rules. 

The record shows, however, that he is just. 

Note: This caution includes such expressions as 7 think 
and it seems to me. Do not place these particles and expres¬ 
sions at the end of clauses. 
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Inferior: His method is the one we ought to use, 1 think. 

Improved: His method is, I think, the one we ought to use. 

Climax for Emphasis. Useful and sometimes highly effec¬ 
tive is the arranging of words, phrases, and clauses in a series 
of rising force. The sentence gains momentum and ends with 
great power. This device, known as climax, strengthens all 
writing. 

Emphasis by climax: . and that government of the people, 

by the people, for the people, shall not perish from tho 
earth.** 

A boy who is taught to save his money will rarely be a failure; 
will rise to success in his profession; will forge ahead in 
the estimate of his fellowmen. 

The planned budget is so sure, so strong, and ko necessary 
that no great empire can long exist without it, 

Balance or Contrast for Emphasis. Balancing one idea 
against another in the same sentence lenda added power to 
both. In this type of sentence the words and the phra.Hes of 
one part correspond in form and position with those of the 
other part. The effect is artificial; yet if it is not used too 
often, it adds strength. 

Emphasis by balance: The one is a man of action; the other, 
a man of thought. 

In emphasis by contrast, or antithesis, the balance of word 
against word need not be observed, but ideas are contrasted 
in such a way as to lend force to each other. 

Emphasis by contrast: In business as in life, ‘Character is 
what we are; reputation, what people think we are.*' 

“Read not to contradict and confute, but to weigh and con¬ 
sider.’* 

True selling is the art of introducing to a man something he 
needs; not the art of tricking a man into buying something 
that he does not want. 

Position, climax, balance, and contrast are forceful tools 
with which to give a sentence energy and momentum. 

Periodic Sentences Lend Emphasis. A periodic sentence 
is one in which both the main clause and the meaning are in¬ 
complete until the end is reached. Such a sentence keeps the 
reader in suspense. It spurs his curiosity. It holds back the 
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important point until the close* Not until the whole sentence 
has been completed does the reader know the full meaning* 
The loose sentence, on the other hand, may blurt out the most 
important point in the opening clause. Then may come phrase 
after phrase, clause after clause, strung together as long as the 
sentence will stand the strain. Yet a sentence may be seriously 
weakened if it is allowed to trail off into an unimportant ele¬ 
ment. Amateurs often make this blunder. 


Periodic 

After the pupils had reviewed 
the lessons for the term and the 
teacher had illustrated each of 
the main points on the black¬ 
board, the class happily ad¬ 
journed for the long Christmas 
vacation. 

To help solve many of its daily 
problems, our company has set 
up, at the home office in Chicago, 
a well-staffed research depart¬ 
ment. 


Loose, Less Effective 

The class happily adjourned 
for the long Christmas vacation 
after the pupils had reviewed 
the lessons for the term and the 
teacher had illustrated each of 
the main points on the black¬ 
board. 

Our company has set up a 
well-staffed research department 
to help solve many of its daily 
problems, this department being 
located at the home office in 
Chicago. 


Of course, it would not be wise to make all your sentences 
periodic. If you did, your manner of writing would be stiff 
and unnatural. But there is little danger of your overdoing the 
periodic style. The author has yet to see an example of a stu¬ 
dent whose writing has become ^‘too periodic.*’ Hence, write 
in the periodic form when it best fits your thought. 


Subordination, a Powerful Device for Emphasis, The only 
way the mind can detect the importance of an idea in >vriting 
is to watch the fiow of the word groups. This quality is to 
writing what modulation and pitch and loudness of tone are 
to speaking. 

The principle of subordination requires that one statement 
be made independent and that the others in the sentence be 
made subordinate to it. In brief, you subordinate one idea to 
another by using a suitable connecting element to show the 
subordinate relation of one clause to another. 
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The most important atatement, of course* deserves the 
command. The less important thoughts should yield to its 
leadership. Yet, in hastily dictated business letters* the best 
ideas are often overlooked because they have been hidden 
away in subordinate clauses. Meanwhile a trivial idea creeps 
into a main clause and parades under false colors. Do not make 
the first statement, whatever it happens to be* always the 
main clause. If the first statement is unimportant* subordi¬ 
nate it. This subordination is one secret of efltective writing. 

Empka^U Invtrted Emphasis Correctly Placed 

I think that Mr. Isham did In accepting the pmidency of 
wrong in accepting the presi* a corporation, the operating prin- 
dency of a corporation, the op* ciples of which he could not con¬ 
erating principles of which he scientiously approve, Mr. Isham, 
could not approve. I think, did wrong. 

At the left* the least important statement* / thinks is made 
the main clause and awarded an important position. On the 
other hand* Mr. hham did wrong, the main statement, is put 
in a subordinate relation and hidden away in the middle of 
the sentence* the least emphatic place. In the rearrangement 
at the right proper emphasis is provided. 

Finally: Let Conciseness Yield Emphasis, The fewer the 
words used to express an idea, the clearer the thought stands 
forth —if it has been made complete. Modern times demand 
brevity. Completeness and courtesy must be assured; but to 
accomplish these aims, just enough words should be used. 

Strike Out Needless Words. A sentence that is already 
clear and correct can often be made more forceful through the 
use of the principle of conciseness. Let your sentence contain 
only enough words to express the idea to be conveyed. 

Wordy: Within a short time after the receipt of the report 

from your company, we set ourselves almost im¬ 
mediately to the task of putting its principles 
. into effect in connection with our own operations. 
(33 words.) 

Improved: Shortly after receiving your company report, we 

began applying its principles to our own opera¬ 
tions. (15 words.) 
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PROBLEMS 

1. Rewrite the following sentences so as to place in posi- 
tions of emphasis the words or expressions that you consider 
most important. 

(1) The lawyer advised the credit manager to Hie suit at once 
if collection could be forced, in his opinion. 

(2) Among recent arrivals at the school were two Hawaiian 
students, 1 am informed by the principal. 

Cd) John Evans is an unusually bright student, as far as we 
know. 

(4) That store has the largest inventory in its history, un* 
questionably. 

(6) We can tell you of various ways to get the most benefit 
fnim your heating system, for example. 

(6) Our representative would like to demonstrate our midget 
machine, which is one of the most efficient on the market, 
as you probably know. 

(7) We enclo.se a list of customers who should be interested 
in your product, according to our records. 

(8) The following analysis shows the improved condition of 
our business, based on data taken from our sales records. 

(9) There are six order interpreters and nine shipping clerks 
to expedite the filling and shipping of orders, to be specific. 

(10) You must practice many hours to attain the needed skill, 
if speed in ofterating the machine is your goal. 

2. Rewrite each of the following sentences so as to balance 
one idea against another or to contrast the ideas in the same 
sentence. 

(1) Brown and Dawson are men of action and of thought, 
respectively. 

(2) Although the principal was strict in his methods, the vice* 
principal believed in leniency. 

(3) It is good to have knowledge, but putting that knowledge 
into practice is even better. 

(4) The desk hud a glossy finish, but the chair was dull. 

(5) Read not only to have pleasuie, but also read as a means 
of improving your mind. 

(6) Although bookkeeping is a means of providing records of 
what a business has done in the past, it does not prophesy 
the future of a business. 

^7) True teaching is the art of making a student think for 
himself instead of the art of thinking for him. 

(8) The girl was quick in her movements, while her brother 
acted slowly. 



Sac. 8] 


SENTENCE EMPHASIS 


181 


(9) Life is what we make it; it is not just what is decreed 
by chance. 

(10) His Arst two books were on the subjects of American his* 
tory and European history, respectively. 

3. Rewrite the following '‘loose*’ sentences for better em¬ 
phasis. 

(1) Our Arm maintains a special department for the purpose of 
helping to solve unusual problems in letterhead designing, 
this special depailmont being set up at Sacramento. 

(2) The student improved his assignment by writing and re¬ 
writing his theme, sentence by sentence, carefully checking 
the accuracy of all the references. 

(8) The chairman of the board presented his recommendations 
after the Agures had been analyzed and the necessary re¬ 
ports had been prepared by his assistant. 

4. The following weak sentences fall into the childish so 
habit. Such sentences can often be made strong by using an 
inAnitive phrase, a participial phrase, or a subordinate clause 
in the manner illustrated on page 68. Recast each sentence 
in two of the ways shown on page 68. 

(1) The salesmen needed some additional samples so they 
stopped at the office. 

(2) Jacluon hoped to reach Miami before the others so he 
started yesterday afternoon. 

(3) The accountants wished to complete their report no they 
stayed until ten o'clock. 

(4) The advertising manager hoped to win approval for the 
new plan so he attached a detailed report. 

5. Rewrite the following sentences. In your versions omit 
all needless words. If you wish, you may change the construc¬ 
tion freely. 

(1) We have already bought a bouse; consequently we are not 
in the market for a home for that reason. 

(2) Because of the fact that your credit rating has always been 
good, we are glad to open a charge account in your name aa 
a matter of an accommodation to you. 

(3) The student is taking a course !n American history for two 
reasons: in the first place, the course is required; and the 
other reason is that be intends to teach American history 
after he graduates. 
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REVIEW 

1* Rewrite the following sentences in such a way as to pro¬ 
vide unity, coherence, and emphasis. Be particularly careful 
to correct, where necessary, the faulty use of pronouns. 

(1) Enclosed are full details showing our latest improvements 
at lowest cost which gives you the facts you asked for. 

(2) That habit is a little one, but unless you take hrm steps 
you will have to fight them all the rest of your life. 

(3) We have in stock all the different grades of the printing 
paper illustrated in our brochure, which assures you 
prompt fillmg of all our orders. 

(4) The man is a real leader who heads that organisation. 

<6) Any one of our men will take care of you If you will ask 

them to do so. 

(6) One must be careful lest they overestimate. 

(7) A person should watch their sales talk carefully and use 
the best arguments in all their future interviews. 

(8) Our huge volume and our direct methods of selling have 
made it possible for us to cut down a large amount of our 
expense. This we gladly pass on to you. 

(9) To each person who makes a request on their business sta¬ 
tionery, we will send them one of our illustrated maps. 

(10) It is clear that any added delay is going to undermine 
your credit standing, which neither of us desires. 

2. Rewrite the following sentences; insert the necessary 
punctuation and correct all errors. 

(1) If the matter was settled 1 would not be here. 

(2) Have received your letter of June 7th, as you requested 
have taken care of the matter. 

(5) There is and 1 speak with authority every incentive for 
the man who we hired to work industriously. 

(4) To quickly get a loan you must have a good credit rating. 

(6) We would try and get that order entered so that the vice 
president can finish his six month report. 

(8) Every man and every woman in that organisation are 
given their choice of vacation time. 

(7) You cant tell whether its raining or not because these 
kind of windows do not afford a clear view. 

(8) The poorly-dressed boy who had et his lunch real fast 
walked slow down the street. 

(9) There was 4 courses from which the student could make 
a choice 1. bookkeeping I 2. Typewriting II 3. elementary 
shorthand and 4. office practice. 

(10) The patient is more better each day, in fact she is one of 
these people who responds quickly to medicine. 
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SECTION 1 

DEVELOPING WELL-PLANNED PARAGRAPHS 

What a Paragraph The body of a message is a planned 
series of well-constructed paragraphs. A paragraph is a sen¬ 
tence or a group of related sentences expanding a thought and 
set off by double spacing or by double spacing and indention* 
Logically it is a thought group impressing itself us a unit on 
the mind of the reader. Mechanically it is an effective way to 
break up masses of materia^ to give a **breather** to the mind 
and to the eye, and to offer a change of pace. Examples of 
paragraphing are shown in the letters on pages 71, 158, and 
250. 

Reasons for the Paragraph. The paragraph, largest unit 
into which a block of writing may be divided, was originally 
a mechanical device for the convenience of the reader. In the 
time of William Caxton, a famous printer of the iifteenth cen¬ 
tury, it was discovered that unbroken masses of type tired the 
eye and made it hard for the reader to follow the thought. 
Printers, therefore, experimented with devices to break up the 
page into smaller units in order to provide comfortable resting 
places for the eye and for the mind. In early times these rest¬ 
ing places were indicated by the paragraph mark (1[). Today 
they are indicated by indenting the first line of each paragraph. 

In the midst of business rush and pressure, you must make 
reading easy. For this reason the paragraphs In most letters, 
in advertisements, and in similar types of writing average less 
than a hundred words. Such frequent division breaks the page 
in a way to invite the reader eye. Hence a letter made up of 
a few crisp paragraphs is more readable than one containing 
a solid mass of composition. 

188 
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Experienced business writers keep the opening paragraph 
short.. A two- to five-line opening paragraph, easy to see, easy 
to grasp, speeds its subject into the reader’s mind. Later para¬ 
graphs may well vary within the normal length of four to ten 
lines. 

As a General Rule, Avoid Long Paragraphs. Exceptionally 
long paragraphs should be avoided, except in special cases 
where unusual length is used as a device for emphasis. Four 
paragraphs of six lines each or five paragraphs of five lines 
each are easier to read than a solid paragraph of twenty-five 
lines. The eye measures the length of paragraphs, and the 
mind appraises the difficulty of understanding them, in part, 
by how “solid” they look. If they are oversolid, the eye and 
the mind shy away as from an obstacle too high to climb. 

Overparagraphing Is Also a Serious Disease. At the other 
extreme is overparagraphing. Nothing is more tiresome and 
irritating than a long sequence of “snippet” paragraphs aver¬ 
aging two lines or so in length. Beware of this snare. Para¬ 
graphing carried to an extreme soon loses its effectiveness. 
Overparagraphing destroys unity of thought and dulls the 
eye by overstimulation. It is easier to read four paragraphs 
of six lines each than twelve paragraphs of two lines each* 

Adjust Paragraphs to Fit Readers. Occasional short ot; 
long paragraphs are emphatic because of their contrast with 
normal-length paragraphs. The shorter the paragraph, the 
quicker the pace, the brisker the air. The longer the para¬ 
graph, the slower the pace, the more deliberate the feeling. 

To some extent, therefore, you may adjust paragraphs to 
the people who will read them. To professional men and 
women and similar highly educated groups a well-developed 
paragraph containing a balanced statement of facts will be 
appropriate and acceptable. But for inexperienced readers 
and those with less training, paragraphs of simplicity and 
moderate length are best. The safe rule is this: If what you 
write can be understood by the unschooled, it will be under¬ 
stood by all. 
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Coreihought of the Para^aph. The corethouaht of the 
para^aph is its central thought^ the guide that aids unity. 
The central thought may be expressed in a topic sentence* 
which often opens the paragraph. The rest of the paragraph 
develops the corethought. Sample topic sentences are: 

The form of a business letter is highly important in creating 
a good first impression. 

The content of a business letter reveals the nature of the mind 
of the man who dictated it. 

Pi'esent developments suggest business improvement in the next 
quarter. 

Methods of Developing the Corethought. The central 
thought of a paragraph, often expressed in u topic sentence* 
may be expanded in the following ways: 

1. With facta* details* or particulars 

2. With reasons 

3. With specific instances or with concrete examples 

4. By narrative (telling the events of a happening in 
the order of occurrence) 

5. By comparison 

6. By contrast 

In business the first three methods are used to the greatest 
extent. 

General to Particular. The paragraph may be expanded 
by opening with a general statement and then supporting it 
with facts* details* particulars (Method 1), with reasons why 
the opening general statement is true (Method 2) * or with spe¬ 
cific instances and concrete examples (Method 3). This method^ 
from the general to the particular, is called the deductive. 

The instinct of possession is one of the most deep-seated in« 
stincts in human nature. [Corethought and topic sentence] For 
example, in a certain store a sale of rugs was contemplated by 
offering a reduction of 20 per cent in price. Before this plan was 
carried out, someone conceived the notion of printing a rough fac¬ 
simile of a dollar bill. [Expansion by example—Method 3J 

Particular to General. The reverse order* from the par¬ 
ticular to the general* is often used with striking effect. Thia 
is called the inductive order—opening with facts* details* par- 
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ticulars, with reasons, or with specific instances and concrete 
examples, and closing with a summary, or general statement. 


Some years ago a bakery in Chicago tried an interesting experi¬ 
ment It inserted in the streetcars a card that gave only the name 
of the baker. After the first day, the card was changed each day. 
The statement on the card was always brief. It did not state what 
the proposal was, but in varying ways it referred to the original 
card by such statements as . . . [numerous detailed statements]. 
This was kept up for some time until finally ... so much curiosity 
and interest were aroused that the campaign became a common 
topic of conversation. Thus is illustrated the tremendous underlying 
power of the basic instinct of curiosity. [The final sentence gives the 
corethought or topic sentence in a summary or general statement.] 


PROBLEMS 

1. Study the following topic sentence: “The control of 
English is important in the business office of today.” Then 
(a) write a unified paragraph in which you expand this cen¬ 
tral thought; (b) indicate what method or methods you have 
used in expanding the central thought. 

The following material may be used in developing your 
paragraph: the English language as a pipeline for business 
exchange; how businessmen understand each other through 
clearly expressed thought put into accurate English words; 
why accuracy in controlling English expression is particularly 
important in a business office; how errors may cost great 
sums of money, if such errors occur in business messages like 
orders, or contracts, or confidential reports; why business let¬ 
ters, and the language in which they are written, must be 
clear, concise, correct, complete; several ways in which Eng- 
*lish can be improved in the business office. 

2. Study the following topic sentence: *‘Young people of 
today are taught the value of teamwork.” Then (a) write a 
paragraph in which you expand this central thought; (b) indi¬ 
cate what method or methods you have used in expanding the 
central thought. 

The following material may be used in developing your 
paragraph: (1) Your football team: how the line charges as 
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a unit; how the backfield “clicks” like a well-oiled machine; 
how the boys play as an eleven-man unit instead of as a group 
of individual stars; how the school gives loyal support to the 
team. (2) Your basketball team: how the center always aims 
to get the tip-off to the right teammate; how the boys use the 
short pass to work the ball up the floor close to the basket, in 
order to make possible a short shot; how the boys play the 
ball back and forth to one another instead of trying wild long 
shots. (3) Your school class (seniors, juniors, or the like): 
how the members work together and support one another on 
class features, publications, and the like. 

(You will find it helpful, in connection with this laboratory 
problem, to read Rudyard Kipling’s famous teamwork story, 
The Maltese Cat.) 

3. Study the topic sentences presented below, (a) Expand 
a paragraph on each of these topic sentences; use the method 
suggested in each case, (b) Suggest another method of devel¬ 
oping each of these topic sentences. 

(1) There is no doubt that business in general is improving. 
[Expand with specific instances and examples.] 

(2) Early Dawn maple syrup is delicious for many uses. [Ex¬ 
pand with details and concrete examples.] 

(3) Our retail business has had an intei'esting development 
and an impressive growth. [Expand by narrative.] 



SECTION 2 

PARAGRAPH UNITY, PARAGRAPH COHERENCE, AND 

PARAGRAPH EMPHASIS 

Paragraph Unity and Sequence* A paragraph possesses 
unity when all the sentences in it are related to the common 
subject announced in the corethought* The sentences of a para¬ 
graph should bear upon some one point in the general message* 

For example, a certain paragraph in a letter to a hardware 
dealer may list the different sizes of Stillson pipe wrenches you 
are ready to supply. The next paragraph may deal entirely 
with your advice to him to stock the lO-inch size because you 
have found it the best seller and the mast popular size. The 
third and final paragraph may tell of the tough and dependable 
qualities of the Stillson wrench under the hardest service and 
should end with a suggestion of action leading to an order. 

The topic sentence of each paragraph then is: 

1. Stillson pipe wrenches are available in ten graded sizes. 

2. Of the several available sizes of StUlaon pipe wrenches, the 
convenient, yet rugged and durable, lO^'inch size is the most 
profitable. 

8. The tough and rugged qualities of the Stillson pipe wrench 
show up best under the most gruelling service tests. 

Each of the three paragraph corethoughts or topic sen¬ 
tences plays its respective part in bringing unity into its re¬ 
lated paragraph and in bringing into proper sequence the 
series of three paragraphs. 

The sentences of each of these three paragraphs now un¬ 
mistakably bear upon a single, easily recognized, and impor¬ 
tant point in the general message; hence each paragraph has 
unity. Furthermore, the three topic sentences carry the thought 
forward In a logical and organized way. A persuasive flow of 
thought is assured by the prox>er sequence of the paragraphs. 

Paragraph Unity of Functiom A paragraph may also have 
3 unity of funeUonx unity in what it does. In a sales message, 
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for example, one pararraph may be devoted to attracting 
attention, another to stimulating desire, a third to developing 
belief, and a fourth to impelling action. Each paragraph thus 
performs a single function —<foeit one thing —that is an impor¬ 
tant part of the sales process. Sometimes, of course, more than 
one paragraph will be used to expand each of these functions. 

Paragraph Coherence. Coherence in the paragraph is the 
quality that makes all the statements hang together and carry 
the reader smoothly from one to another. Eight construction 
and right connection are the means of assuring coherence. 
The writer must establish a close relation between his state¬ 
ments by arranging the idea.s in a natural order according to 
one of the methods suggested for developing the corethought. 

Each typo of business message—whether it is a routine 
item, a note of congratulation, an acknowledgment, an adjust¬ 
ment, a letter of credit or collection, an application, or a sales 
letter—has a certain natural order in which its ideas and para¬ 
graphs should be arranged. The special sequences of these 
types of letters are the subjects of later sections in this book. 

It is the natural duly of the writer to guide the reader 
from sentence to sentence. The reader’s mind should glide 
along the current of thought like a canoe on a stream. To 
assure this smooth progress, sentences must be connected. 

Such connection would be easy if the sentences were like a 
continuous railroad track. But they do not always lie end-to- 
end like rails. One sentence may turn the thought a little to 
the left; the next may slant it a degree to the right. To link 
the sentences together, good writers use linking devices to 
inform the reader how the sentence he is reading is related to 
the one he has Just finished. Signals like for example, conse¬ 
quently, or on the other hand make the paragraph and the 
whole message easier to grasp. 

Paragraph Coherence through Connectives. The three 
methods by which the writer helps the reader to make the 
logical connection between sentences are: 
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1. By the repetition of important words 

2. By the use of pronouns 

3. By the use of link words and phrases 

By the Repetition of Important Word*. Coherence may 
be assured by repeating important words that join one sen¬ 
tence or one paragraph to the next. In the following illus¬ 
tration the italicized words are the coherence device: 

Models are equipped with Internal expanding hydraulis four- 
wheel brakes. These four-wheel brakes are so sensitive that 
they can be operated by the gentlest pressure. 

By the Uae of Pronouns. The personal pronouns he, she, 
it, they, and the demonstrative pronouns this, that, these, 
those, the former, the latter, the one, the other, are valuable 
coherence devices. 

He received this morning several air-mail letters. These were 
the rush messages for which he had been waiting. 

By the Use of Link Words and Phrases. A selected list of 
connectives is presented below. Connectives, from their nature, 
slow up the reading rate. Do not use them unless there is a 
need. They are guides, not thought-carriers. Use them only 
when and where a guidepost is called for. 


at any rate 

for instance 

trulyp in truth 

at least 

indeed 

really 

in particular 

naturally 

in fact 

especially 

of course 

although 

specifically 

certainly 

yet 

for example 

surel>' 

nevertheless 

in spite of 

quite as necessary 

accordingly 

notwithstanding 

equally important 

consequently 

on the contrary 

not so obvious 

therefore 

on the other hand 

more effective 

hence, so, thus 

besides 

in contrast to 

first 

moreover 

for this purpose 

second (etc.) 

then> next 

keeping this in mind 

besides 

too 

in this way 

again 

after 

to this end 

further, furthermore 

still 

with this in view 

lastly 

another 

to bring about 

finally 
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Paragraph Emphasia Emphasis in the business paragraph 
is the quality that gives force. Emphasis adds thrust to a 
paragraph already clear. In a business message each of the 
paragraphs should deal with an easily recognized thought 
(unity); everything in the paragraph should fall into place 
without befogging the meaning (coherence); where possible, 
added thrust should guide the meaning into even the most 
reluctant mind (emphasis). In your writing make those shifts 
in paragraph structure that put the important elements in the 
most important places. 

Seven Ways to Emphasize. Emphasis can be given a moat 
important idea by: 

1. Awarding it prominence in position: putting it at 
the beginning or the end of the paragraph. 

2. Giving it extra space. 

3. Repeating it in a number of forms. 

4. Repeating significant words or phrases. 

5. Compressing the idea into a strikingly short para¬ 
graph. 

6. Packing the idea into a dynamic slogan. 

7. Resorting to mechanical methods, such as underscor¬ 
ing, the use of a red ribbon, extra-wide margins, 
and the like. 

Choice of position is the most useful of the seven methods 
of emphasis. The most important position is the beginning of 
a paragraph; the next in importance is the end. These points 
reach out for the reader’s glance. Use them to expose impor¬ 
tant ideas to his eye. 

Position of Corethought. Since the beginning and the end 
of a paragraph are positions of emphasis, normally the core¬ 
thought (topic sentence) of the paragraph will assume one or 
the other of these positions. Material of ranking importance 
should be placed in the one not assumed by the topic sentence. 
Occasionally the corethought is stressed not only at the begin¬ 
ning but also at the end in order to make a still more emphati¬ 
cally rounded-out unit of the whole composition. 
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PROBLEMS 

1* Rewrite the foUowing paragraph. Omit whatever you 
think is unnecessary to the clearness of the message. Strive 
for unity in your version. 

We are considering hiring David Karen for work in our store 
this summer. David* 1 understand, is the president of his class in 
school. He also has to help support his mother, who is not in good 
health. Will you please write us immediately and tell us whether 
you would recommend him for this position. 

2. Rewrite the following paragraph. Make whatever 
changes you think necessary in order to make the paragraph 
coherent. 

Our newest tyi)ewriters have keys with special cushion top' 
Although these are drmly attached to the keys, they can be removed 
with little effort if desired. The typist who uses one of these new 
typewriters will And that they protect her Angemails from break¬ 
ing and also eliminate the hard blow that her Angers sometimes 
receive when they are not used. 

3. Rewrite and improve the following oi>ening and closing 
sentences by emphasizing the important parts. You may put 
these important parts at the beginning or the end as you 
think best. 

(1) In reference to your letter of the 10th, would say that as 
you request we shall be glad to open a charge account in 
your name. 

(2) Believing that you will like this item, once you have tried 
it, we await your decision in the matter. 

(5) Desiring to help you if we can, we are sending you a sam¬ 
ple of our latest item. 

(4) Hoping you can ship this order to us on receipt of this 
letter, we are waiting to hear from you. 

4. Expand the following set of concrete facts into an effec¬ 
tive paragraph of details and particulars suitable for inclusion 
in a sales message: 

The Champion Table Radio $24.95. 

(1) 6 tubes, newest A.C.«D.C. 

(2) 6'' super-dynamic speaker. 

(8) Big 9%^' X 6" X plastic cabinet. 

( 4 ) Lighted airplane dial for easy tuning. 

(6) Colors; blue, red, green, brown, ebony, white. 
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5« The writer of the following letter has employed the 
principles of effective paragraph atnictui*e. Analyze the letter 
and then answer the questions given below the letter. 

Those swiftly rolling vehicles that make up modem tranaporta* 
tion—the sleek motor car, the inter urban coach, the burly truck, 
the streetcar—have been lifted out of the web of deadweight, thanks 
to the strong alloys of aluminum. 

Shattering old traditions, structural shapes in sizes up to ten 
inches in depth and ninety feet in length are now available. These 
shapes are made of the strong alloys of Alcoa Aluminum, which, 
strength for strength, are the equivalents of structural steel but 
weigh only one third as much. This fact is more than news, for it 
shows a new epoch in the making. 

Apply this new type of construction to railroads, and this Is 
what happens: Relieved of tons of deadweight, trains sweep for¬ 
ward to faster time and lower cost schedules. Power is saved. 
Starting and stopping are quicker and smoother. Riding is more 
comfortable. 

Streetcars, scientifically lightened, compete more easily with 
heavily jammed traffic conditions because these strong alloys are 
steadily clipping off ton after ton of deadweiglit drag. 

In busses, nearly fifteen hundred pounds can be stripped from 
body weights, a reduction which saves money on gasoline, oil, and 
tires. Aluminum bodies for trucks reduce deadweight from one 
thousand to sixty-six hundred pounds. 

Airplanes become safer because of Alcoa Aluminum, "the one 
metal that files best." Besides being very light for flight, the strong 
alloy of Alcoa Aluminum is non in flammable, shatterproof, and 
splinterproof. 

After it has been forged, cast, and smoothly rolled into sheets, 
it is transformed into standard shapes and tubes, most carefully 
inspected. As you can easily see, it is then in shape to be worked 
by the same machines used for other metals. It can be instantly 
welded, or it can be most firmly put together with aluminum-alloy 
rivets, bolts, or screws. 

As a progressive engineer you will want our engineering hand¬ 
book, Structural Aluminum, which will be sent to you with our com¬ 
pliments upon request. 

The enclosed business reply card already carries your name and 
address. Merely drop it into the outgoing mail. 

(1) What is the corethought of each paragraph? 

(2) What method is used to develop each paragraph? 

(3) How is unity obtained in each paragraph ? 

(4) Does the letter show that its writer has analyzed his 
product? does it show this fact? 
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(6) State the corethought of the letter* 

(6) List the data used as material for expanding the core¬ 
thought and giving it logical support. 

(7) Is the appeal to the mind or to the emotions? 

6. (a) Writing it as a part of a business letter, expand a 
paragraph on one of the topics given below* Use the method 
suggested in each case, (b) Suggest another method of devel¬ 
oping each of these subjects. 

(1) The Encyclopedia Briiannica is worth much more than It 
costs. [Expand with reasons.] 

(2) Terrace Homes Apartments are exceptionally comfortable. 
[Expand with facts, details, particulars.] 

(S) The airplane is proving better than the train and the ship 
for long-distance rapid transportation. [Expand by contrast.] 


REVIEW 

The following sentences contain errors in word construc¬ 
tion and in punctuation. Rewrite the sentences in correct 
form and with correct punctuation. 

(1) The Ohio and Mississippi Rivers which played a promi¬ 
nent part in american history are the most widest known 
rivers in the country. 

(2) George said, I take a bus every day like Jack does but as 
a matter of fact Jack takes a streetcar. 

(3) Mrs. Kramer objected to her husband starting on his trip 
on Tuesday because on that day the office staff was in¬ 
vited to attend the picnic with its wives. 

(4) Mr. Samuels shall either go, or we will, providing the 
conference is held. 

(6) Neither Mr. Jones or Mr. Adan^n were asked to attend 

V the two first meetings of the recently-organized group. 

(6) The attractive arranged flowers were sudden thrown to 
the floor while the boy looked horrifiedly. 

(7) Except I can accumulate the necessary data I will not be 
able to properly finish the report 

(8) Although the coat was more than the boy could afford he 
bought it, moreover he wore it home from the store. 

(9) Counted one thousand sixty-two votes for the amendment 
and five hundred eight-nine votes against it. 

(10) In 1876 26 men were employed in that factory in 1902 
two thousand five hundred men were employed there but 
in 1907 the factory was dosed permanently. 
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BUILDING THE BUSINESS LETTER 

SECTION I 

LETTER LAYOUT 

Layout. Layout, a term taken from the field of art because 
It applies so aptly to letter form, refers to the arrangement 
of the various parts of a finished letter. Layout has three vital 
purposes: 

1. To make the letter handsome in appearance. 

2. To direct attention: 

(a) To the letter as a whole. 

(b) To the important parts of the letter. 

(c) From part to part, to guide the reader. 

8. To present the message clearly so that it may be read with 

ease. 

In planning a layout, you must consider these questions: 
How may it be made most attractive? How may it be designed 
to secure the highest attention? How may it be built so that 
the message will be read and understood most easily? 

Standard Structure The modem practice of leading con¬ 
cerns assigns to the business letter seven parts: (1) heading, 
(2) address, (3) salutation, (4) body, (6) complimentary 
close, (6) signature, and (7) signature identification and 
stenographic reference. 

The layouts on page 147 show the arrangement and the 
relative position of each of these parts. 

How to Arrange Letter Parts. In arranging letter parts, 
be guided by the picture-frame rule: A letter should be made 
to assume the same proportions as those of the sheet upon 
which it is placed. 

(1) The heading is a device for indicating where the letter 
comes from and when it was written. The reader will need 
this information. 
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When the letter is written on plain paper without a letter¬ 
head, the heading includes the exact address of the writer and 
the date. The first line of the beading begins about the center 
of the sheet and, for a letter of medium length, is typed about 
two inches below the top. (See page 147.) If the letter is 
quite short, the first line of the heading is typed two to eight 
spaces lower on the sheet than in the case of the medium- 
length letter in order to preserve the picture-frame effect. 

On letterhead paper the writer’s address is printed in the 
letterhead itself. Hence, there is no need to repeat it in the 
heading, which will then consist only of the date line. On let¬ 
terhead paper the date is typed two single spaces below the 
city and state line. The date line may be (1) centered under 
the names of the city and the state, (2) indented five spaces to 
the right of the beginning of the city name, or (3) placed so 
that it will end at about the right margin of the letter. 

(2) The address contains the name of the person or the 
business to which the letter is to be sent, the official title of the 
addressee (if he has one), the street address, the city name 
and postal zone number (if a zone number is used), and the 
state name. The first line of the address is always typed even 
with the left margin. The number of single spaces between 
the date line and the address is determined by the length of 
the letter. Six to eight single spaces between the date line 
and the first line of the address will usually give a satisfactory 
placement for letters of average length. Regardless of the 
length of the letter, there should be at least four single spaces 
between the date line and the address. 

(3) The salutation is the complimentary greeting with 
which a letter begins. (Examples: Dear Mr. White: or, (3en- 
tlemen: or. My dear White:) The salutation is typed even 
with the left margin and two single spaces below the last line 
of the address. Double spacing is used between the salutation 
and the first line in the body of the letter. 

(4) The body of the letter is the material between the salu¬ 
tation at the beginning and the complimentary close at the end. 
The body begins two spaces below the salutation. Your aim is 
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to lay the dark type symmetrically on the white paper in such 
a way as to gain crisp contrast and emphasis. The body of 
a single-spaced letter requires double spacing between para¬ 
graphs. Every line of a paragraph may be written flush with 
the left margin, or the first line alone may be indented several 
spaces, depending on the writer’s preference. 

(5) The complimentary close is typed two spaces below the 
last line of the body. It is begun either at the same distance 
from the left edge of the sheet as the heading or at a point 
slightly to the left of the center. The longest of the closing 
lines should not extend noticeably beyond the right margin. 

(6) The signature may consist only of the name of the 
writer. More often in business correspondence it consists of 

(a) the firm name, typewritten in solid capitals on one line, 

(b) the written signature of the person accepting responsi¬ 
bility for the letter, and (c) the official position of the person 
who is writing. The company name is typed (or the indi¬ 
vidual’s signature is written) two single spaces below the com¬ 
plimentary close. It is begun even with, or five spaces indented 
from, the beginning of the complimentary close. The official 
title, if used, is typed four single spaces below the company 
name; and it is begun even with, or five spaces indented from, 
the beginning of the company name. 

(7) The signature identification and stenographic refer¬ 
ence are devices to indicate who has dictated the letter and 
who has transcribed it. These items should be typed flush with 
the left margin and on a line with or two spaces below the 
dictator’s official title. If the letter does not carry an official 
title or the typewritten name of the dictator, the signature 
identification and stenographic reference are typed on the 
fourth line below the company name. If the letter is short and 
has neither a typed company name nor a typed official title, 
the identification and reference are typed six to eight single 
8pac^|K^low the complimentary close. 

Close Punctuation and Open Punctuation. Close punctua¬ 
tion requires commas or periods at the ends of the lines of the 
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headings the address, the salutation, and the complimentary 
close. Open punctuation permits the omission of commas and 
periods at the ends of lines, unless a line ends in an abbrevia* 
tion. An abbreviation must always be followed by a period. 
Modem usage approves either of these forms of punctuation. 
Even with open punctuation, it remains necessary to separate 
with a comma the name of the city and postal zone number 
from the name of the state, and the day of the month from the 
year. 

Close Pune t nation Open Pune tua tion 

3300 Eftpire State BuildinCi 3300 Eaplre State Bulldina 
990 North Uichigan Avenue, 990 North Ulchiaan Avenue 
Chicago III IllinoiSi Chicago 11, Illinois 

January 16 1 19-«*. January 16» 19*>- 

The open style is in favor because the omission of end-of- 
line punctuation saves the typist small amounts of time. 

Block, Modified Block, and Indented Styles. Letters may 
be arranged in the block, the modified block or semiblock, or 
the indented style. 

In the block style each line begins at the left margin. This 
style is thought by some to give less picture-frame symmetry 
to the letter than do the other styles, but it continues to gain 
favor because it saves small amounts of time for the typist. 

When a letter is written in the block style on a sheet of 
letterhead paper, the date line, like all other typed lines, is 
commonly started at the left margin. The date line is, how¬ 
ever, ordinarily considered to be a part of the heading and not 
a part of the letter itself. Therefore if the date line balances 
the letterhead more satisfactorily when it is centered under 
the heading or when it is typed to end at the right margin, it 
may be written in one of those positions even though the rest 
of the letter ia in the block style. 

The modified block style contains variations from the com¬ 
plete block style. On letterhead paper the date line is ordi¬ 
narily centered under the letterhead or typed to end at the 
right margin. When letterhead paper is not used, the heading 
is ordinarily typed to end at about the right margin. The 
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paragraphs may be written in the complete block style or may 
be indented. The closing lines are blocked beginning about 
five spaces to the left of the center of the letter. 

In the indented style each line after the first in the heading, 
the address, and the closing is indented five spaces to the right 
of the preceding line. The first line of the heading is started 
at a point so that the longest line in the heading will not extend 
into the right margin. The first line of the address begins at 
the left margin, and the first of the closing lines begins about 
five spaces to the left of the center of the letter. The first line 
of each paragraph is indented five or ten spaces. 

Simplified letter Forms. Rule.s in regard to letter form 
are not fixed forever. In actual fact they undergo constant 
change. For example, open punctuation, which is now gener¬ 
ally accepted as a correct form, was a few years ago a daring 
innovation. 

An interesting example of the movement toward further 
simplification is the letter form supported by the National 
Office Management Association. An illustration of the NOMA 
simplified letter is presented on page 152. This form follows 
the block style. It differs from the usual block-style letter in 
the following details: 

1. The salutation is omitted. 

2. The subject heading is typed in capital letters at 
least three spaces below the address. 

3. Questions, listings, or like items in the body of the 
letter are indented five spaces from the left margin 
except when they are preceded by a number or a 
letter. 

4. The period after a number or letter used in an out¬ 
line form is omitted. 

6. The complimentary close is omitted. 

6. The name of the dictator is typed in capital letters 
at the left margin at least five spaces below the end 
of the letter. 

7. The names of individuals who should receive carbon 
copies of a letter are typed on a line three spaces 
below the signature. 
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llias Offloa Saoratary 
Battar BuBl&aea Ldttarfli Iao« 
One Hein Street 
BuA7town» V* 8. A,» 
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Here le eomethln^ tbet suet be sl^en e fair trial if your 
jud^ent of It la to be feir**tbe SlDplified letter* 

Tou*re a oonpeteDt aeoretary beeeuae you think well and be« 
oauaa you have been well trained* Training neane^ among many 
tblngai that you're learned a traditional (and good) pattern 
of writing lettera* But» now and then. It la wiae to oonalder 
a break froa tradition when a new (and better) oonoapt eonea 
along* 

Say we inrite you to experiseot with the Simplified Letter^ 
Notioe tbeae polnta among the many: 

1 Pate location 

2 The addreaa 

3 The aubieot 

4 The name of the writer 

5 The format 

When you dlaouaa the Simplified Latter with your boaa, think 
of the other pointe that will help to improve hie lettera* 

We're aure you'll have good Luck with better (Simplified) 
lettera* 
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A SlMPUnSD LETTER FORM 

Tbto liU«r It Urp*d la tht ten tecaiorM bf Ih* Natloafel OAot 
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RICHMOND JAMES & ASSOCIATES 

SfettM/ka m Mati 

am MIQUGAK KHUVAKD CHICAGO f. HUNOIS 

7anu4r7 20» 19 


Hr* Harry H« Soott 
Seott^ laoorpdrataG 
All last UaaoB Sir•at 
Uilvaukaa 2^ Viaao&aln 

Mr. 8QOtt: 

Uany thanka for your aoat Intaraating lottar of Jaou* 
ary 17, aakiaa about lottar rlaualltlng. 

Vicualltiaa la tba prooaaa of aaai&a io your BiDO'a 
aya bow a lottar ou^tt to look wbao you lay it on 
papar in its final fora* If you davalop an aya for 
ayBDotry, proportion» and balanoai if you laarn bow 
a piotura ou^t to look in ite fraaa on tba wall» 
you oan giva a lattar eraat adrantagas* 

Tba ^pioturffrasa** rula is a safa ona to apply to 
lattar fora* A lattar sbould ba aada to assuaa tba 
saaa proportions as tbosa of tba sbaat upon wbieb it 
Is placad* Tbla rula aay ba uaad no aatter bow abort 
or bow long tba lattar is» no aatttr wbat tba shops 
of tba sbaat aay ba, tba rasultiog display is attrao- 
lira and blgb in attantion; it aakae the oassaga stand 
out; and it thrusts tbs aaaning upon tba Bind in a 
fora aasy to raad* 

Most business flras standardise upon an approved fora 
that all typists are asked to follow, Tba larger tba 
organisation, tba surar you aay ba that a standard 
has bsan datannlnad* 

Aooapt ay bast wisbas, Mr, Soott, for all your busi- 
ness oorraspondanoa in tba coning year. 
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la tba fahitatlaA aad drop* tba fattpUsMBtarr fMa». 
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Another simplified form is shown in the illustration on 
page 153. This form is a less radical change from conven¬ 
tional form than is the NOMA simplified form. It does drop 
the “Dear” in the salutation, making “Dear Mr. Scott” simply 
“Mr. Scott.” It also drops the complimentary close. Other¬ 
wise it follows a standard modified block style. 

PROBLEMS 

1. Write a heading and an address for a personal letter; 
use open punctuation. Write the same heading and address, 
but use close punctuation. Use the following data: 

67S9 Washington Avenue Dalla.s 17 Texas January 20 19— 

Mr. Leonard Adams 2619 Overlook Road Canton Ohio 

In each instance lay out the heading and the address in 
their correct relative positions on a sheet of plain paper. If 
possible, use a typewriter. 

2. On a sheet of standard typewriting paper (8Vg by 11 
inches), draw a layout diagram for a medium-length personal 
letter written on a plain sheet of paper. Use your own address 
and the current date in the heading of the letter; use any 
name and address that you wish for the address of the letter. 
Use close punctuation. Indicate the placement of the parts. 

3. Draw a layout diagram for a medium-length business 
letter that is being written to you on a sheet of letterhead 
paper. Use the current date and open punctuation. Indicate 
the placement of the seven parts of a business letter. 

4. Use the following copy to type three business letters— 
one in the indented, one in the modified block, and one in the 
extreme block style. Assume the use of a letterhead; use the 
current date. Use close punctuation in the indented and modi¬ 
fied block styles; use open punctuation in the extreme block 
style. Use your own initials in the stenographic reference. 

Mr. Thomas W. Laydon 551 Seventh Avenue Atlanta 6 Georgia 
Dear Mr. Laydon The report about which you Inquired in your 
letter of August 11 has been filed, and the proceedings will be pub¬ 
lished in full within the next six weeks, [new paragraph] If you 
will let us know how many copies you wish, we shall see that you 
get them Just as soon as they are issued. Very truly yours Acme 
Products Company W. W. Rents (penwritten signature) District 
Manager 
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5* Use the copy given in Problem 4 to type a business 
letter in the simplified form sponsored by the National Office 
Management Association. Drop those parts of the letter that 
the NOMA form does not use. (See page 152.) 

6. Use the copy given in Problem 4 to type a business 
letter in the simplified form Illustrated on page 153. 

7. Write the following letter, using your own address, the 
current date, open punctuation, and the modified block style 
with indented paragraphs. Address the letter to one of your 
friends. Use a typewriter if possible. 

Each sentence is printed on this page as a separate para* 
graph. As you write the letter, include two or more sentences 
in the same paragraph whenever you think that that makes the 
paragraphing more effective. Insert the necessary commas. 
All marks of punctuation except the commas are given. 

Letters it has been said are when taken together a medium by 
which a man extends his personality. 

Other things being equal a man will want his personality to 
appear clear and undistorted through the medium used. 

In point of fact the function of this analysis is to make a 
neutral comment upon letters submitted in order to determine in 
what possible directions they may be given added power and 
effectiveness. 

You will understand therefore that the following comments are 
constructively made in the belief that some of them may perhaps 
prove useful to you. 

Taking your letters up in consecutive order lei us consider some 
of their details. 

The opening paragraph of the first can in my opinion be greatly 
improved. 

Consider for in.stance the following revision: “Thank you for 
your inquiry of December J2 for more information regarding the 
Normandy Calculator. We are glad to enclose a circular with a 
price list describing our Unit Basis model.’* 

In the second letter there is an opportunity to improve the 
underlying tone one of the factors needed for goodwill. 

From year to year the art of letter writing moves ahead; yet 
the motion can scarcely be noted. 

In spite of the slow tempo of the advance however it pays to 
overhaul the firm's correspondence at intervals. 

Periodic checkups may reveal some startling errors. 

Consistent application of some of the rules that have been sug* 
gested as applicable to your work will I feel sure add effectiveness 
to your volume of correspondence. 



SECTION 2 

VISUALIZING THE PICTURE IN THE FRAME 

The Picture in the Frame. Follow the picture-frame rule. 
Here it is: A letter should be made to assume the same pro¬ 
portions as those of the sheet upon which it is placed. The 
picture-frame rule, single-handed, has done more to improve 
the physical appearance of business letters in the United States 
than possibly all other influences put together. 

This rule may be applied no matter how short or how long 
the letter is, no matter what the shape of the sheet may be. 
The result is handsome and high in attention value; the mes¬ 
sage stands out; and the content is displayed in a form easy to 
read. If there is doubt that the letter will go on one sheet, 
leave more white space in the margins (which are the frame 
of your picture) and use a second sheet. Do not crowd, for 
crowding ruins layout. The same side margins are used on the 
second sheet as on the first, the letter running to completion 
as if it were an extension of the first page. 

Visualizing. Visualizing is the process of seeing in the 
mind how a letter should look when it is laid out on paper. If 
you develop an eye for symmetry, proportion, and balance, if 
you learn how a picture ought to look in its frame, you can 
type a handsome letter. To do so, you must visualize. 

Turn to the Marshall Field & Company letter and the 
Life magazine letter on page 158. Note how crispness of form 
generates respect, builds prestige. Form is the first thing you 
see. It flashes a picture upon the brain. It registers the key 
in which you read the letter. Force yourself to observe rigid 
standards of excellent form. 

The Eye Is Normally the Quickest Avenue to the Brain. 
With several times as many nerves to the eye as to the ear, the 
eye is normally the quicker avenue to the brain. The writer of 
a letter, unable to speak to you because of distance, must frame 
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an attractive picture in order to win your favorable attitude. 
As your eye races over the typewritten words, your thoufirhta 
are busy ‘‘sizing things up.” 

Let us look in on a brief drama. The time is nine o’clock 
in the morning. An executive sits at his desk. Lying before 
him on the glass top is a neat pile of incoming letters. Prefer¬ 
ring to open his own mail, he picks up a slender metal paper 
knife, slits the envelope flap of letter one. draws forth the mes¬ 
sage, unfolds it with a snap; and there strikes upon his eye a 
picture! “Handsome,” is the unspoken thought. “Quality . . . 
importance . . . better give this letter special attention.” The 
paper knife slits into letter two. “Well . . . what a contrast! 
Can’t that company hire a stenographer who can spell? . . . 
strikeovers . . . slovenly work. .. . Wonder if the management 
of that company is slipping. . . . Reminds me, I must have a 
look at our letters. ... I hope no message of ours looks as bad 
as this. . . . Next!” Such fragmentary thoughts continue to 
flash through his mind as the paper knife slits on. The un¬ 
spoken thoughts represent on paper the fleeting impressions 
that sweep along as each letter passes in review. Little won¬ 
der it is that the first impression counts for so much in setting 
the stage for the message. 

Single Spacing Is Favored. Business prefers single spac¬ 
ing. We assume here the use of a typewriter or of similar 
spacing in handwritten drafts. Single spacing brings econ¬ 
omy and better display. Twice as much can be put on a page 
typed with single spacing. Hence less stationery may be re¬ 
quired. This saving may mean a considerable sum in a year. 
Because the eye is accustomed to reading the printed book and 
magazine, it finds the single-spaced letter familiar. Appear¬ 
ance is somewhat improved too when single spacing is used. 
Paragraphs have greater visual unity when typed in single¬ 
spaced blocks with double spaces between. By the principle of 
visual contrast, their darker mass is better displayed against 
the light background of the letterhead. Penwritten letters may 
adopt the same t»rinciple. 
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Good Stationery Aids First Impression. Even the paper 
upon which a letter is typed leaves its mark. White, unruled, 
rag-content bond paper of firm texture and surface, of stand¬ 
ard size 8V^ by 11 inches, is most popuLir. For short notes 
the half sheet of by 6V^ inches is used, but it is in some 
disfavor because it cannot be filed well with larger sheets. 
Other sizes appear but in smaller volume. Tinted paper with 
matching envelopes is used to an increasing extent, especially 
in sales letters, but white paper remains widely preferred. 
Second-sheet stationery should equal the first sheet in quality, 
weight, and size. Carbon copies for office files are written on 
inexpensive paper, thin but firm in texture to assure that the 
carbon impression will be clear. 


Letterheads and Their Design. The designing of a letter¬ 
head is a special problem. To gain the experience, every stu¬ 
dent should try his hand at .simpler forms. Some surprisingly 
effective letterheads can be created by the use of simple lines 
and angles and blocks of type. An attractive letterhead adds 
to the pull of the message and to the prestige of the firm. Many 
business organizations still use letterheads of horse-and-buggy 
days in twentieth-century competition. 

Of the immense variety of letterheads some are effective, 
others sadly otherwise. Often the simpler the design, the bet¬ 
ter the effect. Note the modem qualities of the several letter¬ 
heads on pages 160 and 161. 

Letterheads may be printed, lithographed, or engraved. 
Expensive designs, impressive trade-marks, and elaborate col¬ 
ors appear from time to time on the tops of bu.siness letters in 
the belief that letterhead space is valuable for sales purposes. 
But in general correspondence “shouting” letterheads draw 
the attention from the message, where it belongs, and defeat 
the object for which the letter was sent. The modern trend 
is toward simple design and moderate size. 

The usual letterhead occupies a depth of not more than two 
and a half inches. In this space are given the name of the con¬ 
cern, the mail address, and sometimes the nature of the busi- 
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ness. Such information as the cable address, the telephone 
number, the address of the chief office of the company, and the 
location of branch offices is sometimes supplied. Type of mod¬ 
erate size and weight is preferred. 

Each Letter, a Personal Message. Although letters travel 
through the mails by the billion, each one represents a personal 
message addressed to a definite destination. Each business 
house stakes its reputation for the moment on the impression 
that a single letter will make on the person getting it. If that 
one letter succeeds, the house succeeds. If that one letter fails, 
the house also fails as far as the reader is concerned. 

Remember the individual character of letter writing. Rec¬ 
ognize in each letter a personal message to be read by an indi- 
vidxial in the light of his personal needs and wants. The sum 
total of the impressions made upon individuals by these per¬ 
sonal messages, from the first sweeping glance at the layout 
to the Anal appraisal of the content, makes up a large part of 
business success. 


PROBLEMS 

1. Bring to class a letterhead from any kind of business. 
Write a paragraph telling how effective you think the letter¬ 
head is in its present form. Be able to give at least three 
reasons for your opinion. 

2. Public-service organizations (gas and electric companies, 
laundry companies, and so on) outfit their drivers, servicemen, 
and fieldmen with neat, well-tailored uniforms. Explain, in a 
written statement, why these organizations are careful of the 
appearance of their men. Indicate the relation between well¬ 
fitting uniforms on the one hand and weU-prepared letters on 
the other. 

3. Every modem retail store keeps its plate-glass show 
windows spotless. Write *a paragraph giving as many reasons 
as you can why this cane is given. ^Draw a brief comparison 
with letter form, 
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4* Mr. Sanford Wallace, president of the Clarkviile Elec¬ 
tric Company, asks you to redesign the letterhead of his com¬ 
pany. Clarkviile is a town of three thousand people, situated 
twenty miles from the state capital, which is a city of sixty- 
five thousand. The names of three officers and nine directors 
must appear on the letterhead in addition to such other data 
as you believe desirable. After you have studied the illustra¬ 
tions of letterheads shown on pages 160 and 161, design a 
simple letterhead for Mr. Wallace. 

5« On a sheet of standard typewriting paper (8^ by 11 
inches), copy the following short letter. Use picture-frame 
margins. Use a typewriter, if possible. 

June 21,19—. Mr. Ford Maxon, 3340 Ocean Way, Miami 5, Florida. 
Dear Mr. Maxon: Your shipment of twenty copies of Atcherly’s 
Arithmetic has been 8ucces.sfully traced. Instead of sending you 
the original shipment, however, we have rushed a duplicate to you, 
because we find that we can in this way get the books to you two 
days earlier. We hope that these books go well in your territory. 
Yours very truly, Olds and Company, Incorporated M. N. Olds (pen- 
written signature) Executive Secretary 


Key to Letlerhenti lUuHfmfums, Pages 160 and 161 

Rating determined by composite vote of clubs in the Inter- 
national Association of Printing House Craftsmen: 1, 2, S, 
4, 5, 6, 7, 8, 9, 10, 11, 12. 




SECTION 3 

SPECIAL PROBLEMS IN THE INTRODUCTORY PARTS 


Heading. The heading shows where the letter conies from 
and when it was written. When the letter is typed on plain 
paper, the heading must include the exact address of the 
writer and the date. The mail address should be arranged in 
logical order, the most definite point (for example, 100 Stan¬ 
ton Hall) being placed first. The longest line of the heading 
should not run into the right margin of the letter. Normally 
the heading should not extend to the left of the center of the 
sheet. The preferred order of the information in the heading 
is: room and building (if they are included) on the first line, 
otherwise street and number on that line; city, with zone 
number, and state, on the next line; date, on the last line. 

Indented Heading Block Heading 

100 Stanton Hall 100 Stanton Hall 

30 Bedford Place 30 Bedford Place 

Cincinnati 20, Ohio Cincinnati 20, Ohio 
July 1, 19-- July 1, 19— 

Date Line. Write the date in full: September 23, 19—. 
Upon the accuracy of the date may rest a legal decision. Fig¬ 
ures alone, like 9/23/55, 9-23-55, 9:23:55, invite misunder¬ 
standing. Avoid their use except in ofiice memoranda. Avoid 
also the needless additions st, d, nd, rd, and th after the day 
of the month. 

Armed Forces Date Line. The Armed Forces favor writ¬ 
ing the date thus: 23 September 19—, with the number of the 
day in Arabic numeral first, the name of the month second, 
and the figure for the year third. This procedure is logical, 
and it has come into civilian use as an approved form. 

Unusual Arrangements of the Date Line. With certain 
kinds of letterheads unusual arrangements of date lines are 
sometimes pleasing, but they are time consuming to type. Al¬ 
though few offices adopt them, it is well to know about them. 
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September 

19 -- 

Septesber 
Twenty-third 
19— 


Sapteaber 

23 

19— 

Twenty-third 
Saptaaber 
19— 


September Twenty-third 
Nineteen Blank 


Twenty-third September 
Nineteen Blank 


Preferred Positions for the Date Line* The date of a letter 
is a part of the reference material that is supplied by the 
printed letterhead. The date gives information in terms of 
time; while the city, postal zone, and state name printed on the 
letterhead give information in terms of place. As time and 
place information are related, it is a good practice to place the 
date line two spaces below the city and state names printed on 
the letterhead. In the block style the date line may be started 
at the left margin, and in all three styles—block, modified 
block, and indented—it is acceptable practice to center the 
date line under the letterhead or type it so that it ends at the 
right margin. If the letterhead is unusual in arrangement, 
the date line may be placed in relation to the body of the letter. 


Address* The address states (1) the name of the person 
or the business to which the letter is to be sent, (2) the street 
address, (8) the city, postal zone, and the state. In the block 
style each line of the address is typed even with the left mar¬ 
gin. In the indented style the first line is typed even with the 
left margin; the second line is indented five spaces from the 
left margin; the third line, ten spaces; and so on. Three lines 
are normally used. When a title or a descriptive phrase is 
used with the name of the person or the business, four or 
more lines may be necessary to prevent the use of a long line 
^that would mar the layout. 

Ur. Andrew Dixon Ur. Ralph Peters 

1320 Racine Avenue Executive Secretary 

Cleveland 6, Ohio Chromium Process Company 

420 Lexington Avenue 
Boston 14, Uassachusatts 


Ur. V. U. Black, Vioe-Preeldent 
J« Walter Thoxpeon Company 

210 North Uichigan Avenue 
Chicago 9, llIlDols 
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The address is typed four to twelve single spaces below the 
date, the placement depending on the length of the letter. 
Double spacing is used between the last line of the address and 
the salutation. 

In letters to persons of prominence and to others for whom 
a formal style m^ be desired, the address is often typed below 
the signature in the manner illustrated on page 184. This 
style is also frequently used when a letter is addressed to a 
friend of the writer. The complete address may be desired so 
that it will show on the carbon copy and thus be available for 
filing purposes, but the letter seems a bit more personal if the 
address is given at the bottom rather than in its usual posi¬ 
tion at the beginning of the letter. (See page 291.) 

Selecting the Correct Title. Use the correct title before 
the name of the person addressed, both in the address on the 
letter and in the address on the envelope. Do not address a 
letter to an individual without using Mr. or whatever other 
personal title is correct. The correct general titles for the first 
line of the address are: 

Individual: Mr., Miss, Mrs. 

Firm: Messrs, (the abbreviated form of the French Mes¬ 
sieurs) is used in addressing men, or men and women; Mmes. 
(the abbreviated form of the French Mesdames) is used in 
addressing women. Modem usage tends to omit these two 
titles and to use instead the name of the firm as it appears 
on the letterhead. 

Corporation: Name of the Corporation. To determine 
whether to use or to omit the word The before a company 
name, follow the exact style used on the letterhead of the com¬ 
pany to which the letter is addressed. 

Punctuating Titles. The period must be used with the fol¬ 
lowing titles because they are abbreviated forms: 

Mr. for a man 

Messrs, for two or more men 
Mrs. for a married woman 
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The period is not used with the following titles, which are 
not abbreviated forms: 

Miss for an unmarried woman 
Misses for two or more unmarried women 
Mesdames for two or more married women 

Special Titles. Certain titles, in addition to those already 
mentioned, often occur in correspondence. They are; 

Dr. is the title of one who holds a doctor’s degree, whether 
of philosophy, law, literature, theology, or medicine. As a title 
it is abbreviated. 

Professor (Prof.) is the proper title of one holding a pro¬ 
fessorship in a college or a university. It should be written in 
full, although abbreviation is common. 

The Reverend (Rev.) is a title properly carried by a min¬ 
ister, a priest, or a rector. The following guides are important: 

(1) The, as an article preceding the title Reverend or the 
title Honorable, is conservative and preferable usage, although 
the growing practice in America (as distinguished from that 
in England) is to use the title Reverend or Honorable alone. 

Preferable: 

The Reverend Dr. D. K. Crane 
The Reverend Ur. Adams 
The Reverend J. J. Towns 
The Honorable Arthur Bowen 
The Honorable Ur. Bowen 

In the case of direct oral address The is dropped. 

(2) Although abbreviation is common, it is better usage to 
write such titles in full. 

(3) When preceded by The, such titles should not be 
abbreviated. 

(4) Correct usage does not approve the use of Reverend or 
Honorable with the last name alone. Avoid: The Reverend 
Crane; The Honorable Towne. 

(6) When the is not the only word used before Reverend 
or Honorable, it should not be capitalized. 

We have sent this suggestion to the Reverend Arthur McCall 
and to the Honorable N. W. Forbes for consideration. 
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The Honorable (Hon.) is a title given to an individual who 
holds, or has held, a prominent governmental position. It is 
used with the names of cabinet officers, ambassadors, members 
of both houses of Congress, governors, mayors, and judges. 
Courtesy often extends it to others. As in the case of Professor 
and Reverend, it is better to write Honorable in full, although 
abbreviation is common. When preceded by The, the title 
Honorable should not be abbreviated. Do not use Honorable 
with the last name alone. Avoid: The Honorable Warburton. 


Difficult Titles for Special Classes. For certain public 
officials, educators, and church dignitaries, other special titles 
and salutations are reserved. For these titles and the match- 
ing salutations, see the Reference Section in the latter part of 
this book, pages 566 to 569. 


Using Double Titles. Common sense dictates when it is 
correct or incorrect to use a double title. Compare and analyze 
these examples: 

Right Wrong 


Dr, C. L. Keynes, Director 
Mr. James Roberts, Manager 
The Honorable C. R. Rayfleld, 
President 

The Reverend H. H. Lynn, 
Moderator 

Mrs. K. D. Ames, Superintendent 


Dr. C. L. Keynes, M.D. 
Mr. James Roberts, Esq. 
The Honorable C. R. 

Rayfleld, Esq. 

Dr. H. H. Lynn, D.D. 

Mrs. Dr. K. D. Ames 


The multiplication of titles and degrees with a given name 
is not objectionable if each one represents a different kind of 
status or achievement from the other. Hence, double titles are 
justifiable when the second title adds new information or dis¬ 
tinction and does not merely duplicate that which appears in 
the first title. 


Typing the Official Title. The official title in an address 
should be placed at the beginning of the second line and fol¬ 
lowed by a comma and a space. This title indicates the official 
position in relation to the company named in the second line. 
If the second line is long, however, the official title may be 
typed on the first line, with the pei-sonal name, to equalize line 
lengths. 
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Ur. Harry Jensen Mr T. W. Brown, Vioe^President 

Uanager, Aone Coapany Restlnghouse Electric Corporation 
Detroit 20, Uiobigan East Pittsburgh, Pennsylvania 

Handling Proper Names. An error of the worst kind is to 
misspell the name of the person addressed or to take undue 
liberty with that name in the way of abbreviation or the omis> 
sion of an initial. Men with the names Robert and Albert may 
detest seeing them slashed to Robt. or Alb. Men with the initials 
R. R. and A. C. may have a deep personal distaste for initials 
cut to R. and A. Nothing is more individual than our names 
as we spell them and present them to others. Do not alter them 
without authority. In the address of a letter and elsewhere, 
write a name exactly as it is written by the bearer. This rule 
applies even to the word Company, which should be shortened 
to Co. only when the business itself does so. 

To misspell a proper name is bad enough; but equally bad 
is to mispronounce it. In a sales presentation it is a cardinal 
sin to mispronounce the name of the man whom you are ad¬ 
dressing. Such mispronunciation may offend him. In using the 
name of another, be sure to pronounce it as it is pronounced by 
the bearer himself or by one who knows him. Always take 
pains to determine the correct pronunciation before you speak. 

"Attention—” Line. Two acceptable ways may be used to 
reach by letter an individual in a business concern. One is to 
address him personally at the address of the business. The 
other is to address the concern and to follow that address with 
an attention line, which will direct the letter to his notice. The 
latter method is preferred for routine letters. The attention 
line, if used, is typed two single spaces below the last line of 
the address. In the block form of letter the attention line is 
typed even with the left margin between the address and the 
salutation. In the indented form the line is either centered 
after the salutation or begun at the paragraph point two 
lines above the salutation.* 


* Mr. Reed, Plfose Is sometimes used as a variant of Attntion Mr. 
6m(L 
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Block Form 


Indented Form 


Jftckson and Reed, Inc. 
General Contractors 
6600 East Ualn Street 
Albany 8, Nev York 


Jackson and Reed, Inc. 

General Contractors 

5500 East Main Street 
Albany 8, Nev York 


Attention Mr. Reed 


Gentleoen: Attention Ur. Reed 


Gentlemen: 

On the envelope type the attention line in the lower left 
corner or immediately below the name of the company in the 
address itself. (See page 191 for illustrations.) 

A letter carrying an attention line will be opened at once, 
along with general correspondence. If the person specified is 
absent, and a prompt answer is required, the letter will be re* 
ferred without delay to another member of the staff. A letter 
bearing a personal address may await the attention of the ad* 
dressee and, as a result, may for some time lie unanswered on 
his desk. 


Subject Line. The subject of a letter is sometimes empha¬ 
sized with a subject line, thus: Subject: Better Letters or 
Subject: Your Order No. 9701. If the printed letterhead does 
not indicate the place for the subject line, the subject (if one 
is used) may be (a) centered in the space after the salutation 
and on a line with it or (b) centered on the second line below 
the salutation. In the latter case the body of the letter begins 
two single spaces below the subject line. The word Subject 
should be followed by a colon. 

The Westfield Corporation 
1100 East Ninth Street 
San Francisco 4, California 

Gentlemen: Subject: Better Letters 


The Westfield Corporation 
1100 East Ninth Street 
San Francisco 4, California 

Gentlemen: 

Subject: Your Order No. tFtOl 

Attention and Subject Lines Used Together. If the same 
letter should call for the use of both subject and attention 
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lines, follow this procedure: (a) Type the attention line 

two single spaces below the last line of the address; (b) type 

the salutation two single spaces below the attention line; 

(c) center the subject line to the right of the salutation and 

on a line with it. 

The Westfield Corporation 
1100 East Ninth Street 
San Francisco 4, California 

Attention Correspondence Supervisor 

Oentlemen: Subject: Better Letters 

Reference Line. Occasionally a correspondent will place, 
somewhere at the top of his letter, the following request: “In 
your reply please refer to File 437.” Your reply will then 
carry the following reference line, typed at the same point as 
the subject line: 

Reference: Your File 457 

Correct Salutations Are a Part of Good Manners. The 
salutation of a letter is a form of courtesy to the reader, an 
interpretation of good manners exemplified both in letter form 
and in business usage. 

When you meet another, perhaps you say, “How do you 
do?” Just so you may write: Dear Sir: (or) Gentlemen: For 
the business letter these are two common salutations. They 
are “correct” (in the purely formal sense). Dear Sir: is al¬ 
ways singular. Gentlemen: as a term is always plural. Do not 
use Dear Sirs: 

Whatever the salutation, type it two spaces below the ad¬ 
dress and flush with the left margin. If there is an attention 
line, type the salutation on the second line below the attention 
line unless that line is centered after the salutation. Double¬ 
Space between the salutation and the first line in the body of 
the letter. 

Approved Salutations. Certain salutations are approved 
by the preference of authorities and by the weight of usage of 
famous organizations. In the order of decreasing formality, 
these salutationl are: 
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For Men 

Sir: 

By dear Sir: 

Dear Sir: 

Uy dear Ur. IVhlte 
Dear Mr. White: 

Uy dear White: 
Dear White: 

Uy dear John: 

Dear John: 


ForWomen 

Uadaa: 

Uy dear Uadao: 

Dear Uadao: 

Uy dear Urs. White: 
Dear Ura. White: 

Uy dear Miss White: 
Dear Uiss White: 


In the plural the approved salutations are: 

Gentlemen: This salutation is standard for addressing a 
company, a committee, a numbered post-office box, a collective 
organization made up entirely of men, or of men and women, 
and other group units of similar type. It is optional to use 
(1) Dear Sir and Madam: in writing to a firm consisting of 
a man and a woman; and (2) Ladies and Gentlemen: in writ¬ 
ing to a club or social organization consisting of both men and 
women. 

Mesdames: This salutation is standard for addressing a 
company, a committee, or a collective group made up exclu¬ 
sively of women. Ladies: is an alternate salutation that is 
gaining favor. 


The Test: How Well Do You Know Your Correspondent? 
Naturally you seek a standard by which you can choose the 
correct salutation from these lists, no matter what the situa¬ 
tion. The test is found in the answer to the question, How 
well do you know your correspondent? 

Choose the salutation that represents the degree of ac¬ 
quaintance you enjoy, that properly reflects the relation exist¬ 
ing between you and the person addressed, and that matches 
the tone of your message. For those whom you have never 
met, the formal Sir: or Madam: may be used, although in such 
instances the less formal Dear Mr. White: (or whatever the 
name may be) is approved. When Printers* Ink some time 
ago made a survey of the letter production of five hundred 
companies, it found that the salutation Dear Mr. White: was 
used a hundred times to each use of Dear Sir: 

When you are on a level of personal acquaintance, the less 
formal and the informal salutations may be used. Modern cor- 
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respondence prefers personal directness. For this reason the 
Sir: and Madam: groups are falling into disfavor. 

How to Capitalize a Salntation. Capitalize the first word 
of a salutation. The word dear is not capitalized unless it is 
the first word. The following words are always capitalized: 

Sir 

Mr. 

Every surname (White, for example) 

Every first name (James, tor example) 

Madam 

Mrs. 

Miss 

All titles (President, Professor, Superintendent, 
Director, Dr., and the like) 

How to Punctuate a Salutation. The only correct punctua¬ 
tion for the salutation of a business letter is the colon (:). It 
should be placed at the end of the salutation line. Example: 
Dear Mr. White: Do not use a comma as the punctuation 
after a business salutation. The comma, in this usage, is 
acceptable in personal correspondence. Do not use a colon 
and a hyphen (:-); use only the colon (:). 

The use of the colon after the salutation is optional when 
open punctuation has been used in the heading and the ad¬ 
dress. If strict open punctuation is used, the colon is omitted 
after the salutation. 

Special Salutations Involving Familiar Titlea Certain 
familiar titles are used almost every day. Many of these find 
their places in salutations. The most important follow. 

Dr.: It is permissible to abbreviate this title in the saluta¬ 
tion, although many leading concerns write it in full. 

Dear Dr. White: Dear Doctor White: 

Professor (Prof.): Although the abbreviation is common 
in salutations, it is better practice to write this title in full. 

Dear Professor White: 

The Reverend (Rev.): Although the abbreviation is com¬ 
mon in salutations, it is better to write this title in full. 

My dear Reverend White: Dear Reverend Father: 
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Difficult Salutations to Special Groups. Some business 
letters must go to persons not directly, and in some Instances 
not even remotely, connected with business. To address these 
people correctly, you must be familiar with the special titles 
and salutations or you must know where to go to find them* 
Two special groups of persons considered difficult to ad¬ 
dress are: (1) governmental and other officials prominent in 
public life; (2) church dignitaries* 

The difficulty is that the suitable titles and salutations are 
unfamiliar because they are not often used. Furthermore, in 
letters to these special classes formal address must be ob¬ 
served. In the Reference Section of this book is a list of spe¬ 
cial address forms and matching salutations for these special 
groups. This list has been painstakingly edited and will prove 
a useful guide. The list is based upon the prevailing practice 
of the leading organizations of America. 


PROBLEMS 

1« Select the right salutation for a letter to each of the 
following: (If a title is missing, supply it.) 


Boston Store 

Batten. Barton, Durstine and 
O»borne, Inc. 

The A. J. Farnhsm Co., Inc. 

Tom Kymer (football coach) 

College Hvtnor 
Klean«Rjte Auto Laundry 
University of Virginia 
Liberty’s (London store) 

The Antrol Laboratories, Inc. 

2* The following addresses 
rate. Write them correctly. 

E. W. Parker, Inc., 

9 West Main Street, 

Lake Wales, Florida 

Dear Sir: 

Professor W. L. Green, 

Dept of Philosophy 

Unlv. of Mich., Ann Arbor 
Dear Prof.: 


National Mutual Society 
Detroit Creamery Company 
John R. Mott (famous lecturer) 
Mary Link (student) 

Pittsburgh Plate Glass Company 
Paper Makers Corporation 
Board of Education 
The Frank E. Davis Fish Co. 
Chicago, Milwaukee, St. Paul and 
Pacific Railway 

and salutations may be inaccu- 

Ground Gripper Shoe Co, 

84 Linden Park Street 
Boston 12, Mass 

Gents: 

Rev. J. Lei then 

162 8th St., Portland 6, 
Maine 

Dear Reverend; 
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Mr. O. C. Ham 

Managing Director 
Audit Bureau 
Chicago 28, Illinois 
Mr. Ham: — 

Joseph M. Johnson Pen Co. 

992 Wolfe Avenue, 

Boston 5, Mass. 

Dear Mr. Johnson: 

Blaine Township High School 

Dea Plaines Illinois. 

Gentlemen; — 

3. Rewrite the following addresses and salutations as you 
would approve them for the mail. 

(1) Model Steam Ldry., Huron, S. Dak. Gentlemen;- 

(2) Roddis Co., Park Falls Maine. Dear Sira:- 

(8) Myer Cohn, Walworth, Wise. Gentlemen:- 

(4) The Economy Hall Avenue, Marinette, Wis. Dear Sir: 

(6) Mr. Martin Conrad, Northwestern Co. 105 West Main 
Street, Springfield, Illinois My dear Mr. Conrad: 

(6) J. M. Cooke, Cash'r, Ist Nat. Bank, New Albany, Indiana. 
Gentlemen: 

(7) Mr. J. H. White, State Bank,*Ludlow, Kentucky. Mr.: 

(8) Ludington Co., Full Creek, Tennessee. Dear Sir,— 

(9) E. F. Baldwin, Delta Sigma Phi, 210 Keganso Avenue, 
Munising, Michigan Gentlemen: 

(10) Graybar Electric Company, 500 South Clinton Street, Chi¬ 
cago 12, Illinois. Gentlemen: 

4. Letters are sent to the following individuals and organ¬ 
izations. Rewrite these addresses in correct order, giving titles 
when necessary. Supply suitable salutations. 

(1) R. E. Schiller, 160 Astor Street, Newark 3, N. J. 

(2) Chicago and North Western Railway Company, Chicago 4, 
W. C. Johnson, Freight Claim Department, Illinois, Freight 
Claim Agent 

(8) Department of the Interior, Washington, D. C., Secretary 
of the Interior 

(4) The Lamson Company, Inc., 216 W. Monroe Street, New 
York, Syracuse 18 

(6) Attention A. F. Lynch, Milwaukee, Assistant to the TraL 
fic Manager, Wisconsin, Milwaukee 9, Electric Railway and 
Light Company, Public Service Budding 

(6) Crowell, Crowdl, Landor and Brown, 8300 Equitable Build¬ 
ing, Buffalo 2, Room 2510, New York 


Mr. C. E. Burley and Sons 
Comers Plum, & Geo. Sts 
Cincinnati 2 Ohio 
My Dear Mr. Burley,- 

William Bolitho, 

Third and Wayne Streets 
Phila. 9, Pa. 

Dear sir, 

Elizabeth Gild 
The Embassy Manor 
Sixteenth St, 

Wash. D. C. 

Dear Miss: 
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(7) Des Moines 4, Iowa, F. L. Karr, Dry Goods Merchants 
Trade Journal, 726 Grand Ave., Editorial Department 

(8) Roy Beilin, 12^ Calumet Avenue, East Aurora, New York 

(9) A. H. Klinkerfues Sons Company, 901 East Seventh Street, 
Los Angles 8, Attention L. L. Marsters, California 

(10) Earl Jordan, Northwestern Bell Telephone Company, St 
Paul 4, Minnesota (a personal acquaintance) 

5. Jack Brown, a friend who attends a school in a neigh¬ 
boring: city, writes to inquire how far you have gone in busi¬ 
ness correspondence. He took the course last year and is 
interested in what you are doing. Write him a letter, using 
the information you have thus far studied as to form and 
layout. If possible, type the dnal draft on standard white 
paper, by 11 inches. 

In the body of the letter tell Jack what you have learned 
about at least three of the following subjects: 

Letter layout 

Structure of the letter (its parts) 

Close punctuation and open punctuation 
Some purposes of the address 
How to choose salutations sensibly 
Some examples of salutations to special groups and rea¬ 
sons why such salutations are more difficult than the 
salutations in daily use. 

6. List in writing, opposite the appropriate matching titles 
discussed on page 166, ^e names of actual persons or busi¬ 
ness concerns from your community. Examples: Jlfr.— A. H. 
Jones; Messrs.—Finch and Leigh, Attorneys-aULaw. 

7. You are the secretary of a business club. Some of the 
members you know very well; others are almost strangers to 
you. Y ou need to send out a short personal letter to each one. 
(a) State in writing how you will decide the exact form of 
salutation to use. (b) List in writing all the stages of salu¬ 
tation from the most formal to the least formal. 

8. In a written paragraph give as many reasons as you 
can why it is necessary that an address be written with spe¬ 
cial care and that a person’s name be spelled correctly. 



SECTION 4 

SPEaAL PROBLEMS IN THE BODY AND 

CONCLUDING PARTS 




ly of the Letter, The paragraphs m the body of the let¬ 
ter are indented or are in block form according to the style of 
letter. If the paragraphs are in block form, they are always 
single spaced with double spacing between paragraphs. If the 
paragraphs are indented, they are most commonly typed single 
spaced, although in very short letters they are sometimes typed 
with double spacing. When the indented style is used, the first 
line of each paragraph Is most commonly indented five spaces. 
Indentions up to ten spaces are permissible. 


Paragraphing in the Body. As a rule paragraphs in busi¬ 
ness letters are shorter than those in other forms of writing. 
The rapid pace of the letter has made them so. The business 
paragraph is on its way to get something done. It aims 
straight at the bull’s-eye of a target, and the path of its 
thought should be as straight as an arrow. 

Let us review for a moment what has been said earlier 
about paragraphs; Consider your reader’s convenience. Make 
it easy for him to understand what you have written. Keep 
the first paragraph short. An opening block of two to five 
lines is easy to see and to grasp. Vary the later paragraphs 
within four to ten lines or so. Remember that it is easier to 
read four paragraphs of six lines each than one solid para« 
graph of twenty-four lines. It is also easier to read four para¬ 
graphs of six lines each than twelve paragraphs of two lines 
each. Do not overparagraph. Strike a happy medium. 

AbbreviatiDns, Use abbreviations sparingly. To write names 
and titles and expressions in full is a courtesy that many well- 
known firms thoughtfully extend. Certain abbreviations should 
be avoided at alLtimes. 
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Avoid: 

Uoe: 

Avoid: 

Vne: 

acc’t* acet.* a/c 

account 

Bfo. 

Buffalo 

am't, amt. 

amount 

Phila. 

Philadelphia 

rac'd 

received 

D’r S’r 

Dear Sir 

4/20/— 

April 20.19— 

Gents 

Gentlemen 

Chi. 

Chicago 

Sec’y 

Secretary 

S. F. 

San Franciaco 

&Co. 

and Company 

Milw, 

Milwaukee 

Y’rs 

Yours 

In routine correspondence, in 

which the 

addressees are 


familiar with every term, shortened forms are permissible. In 
such cases the correspondents should standardize their abbre- 
viations according to a list like that in the Style Manual of the 
United States Government Printing Office. 

Second Sheets. Most business letters can be put on one 
sheet. Only when necessary should second pages be used. Yet 
this warning is important: Do not crowd one page merely to 
avoid the use of a second. 

Margins on the second page should match those on the 
first. The heading is written thus: 


UolverMl Corpontioo •• 2 JMuary 27* 19 — ^ ^ | 

A SECOND-PAGE HEADING 

Leave three to six spaces between this .second-page heading 
and the continuation of the message from the first page. 

Selecting the Complimentary Close. The complimentary 
close is the fifth structural part of the letter. Like the saluta¬ 
tion its choice is controlled (1) by good taste, (2) by the prac¬ 
tice of leading business organizations, and (3) by the degree 
of acquaintance you have with the reader. 

Match the Complimentary Close to the Salutation. There is 
a direct link between the salutation and the complimentary 
close. The most commonly used closes in business letters are: 

Very truly yours, 

Yours very truly, 
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The close Yours truly has dropped from favor because it 
sounds abrupt and because it has been worn out. 

Choose the complimentary close to match the salutation. 
Let it also match the tone and spirit of the message. Keep 
them in step. If the salutation is familiar because of a long¬ 
standing acquaintance, the complimentary close may be so. If 
the salutation is reserved because the message is directed to a 
person of high position with whom correspondence has never 
before been carried on, the complimentary close .should be like¬ 
wise. In brief, the two parts should match at beginning and 
end, should keep in step, grade by grade, from the most 
severely formal at one extreme to the most familiar and 
friendly at the other. Here is the approved list of closes: 

Severely formal or for use in 
official letters, reports, or com* 
munications to superior au* 
thority, or to indicate special 
respect. 

Severely formal 
Formal 

Semiformai 

Ordinary business matters 
Business acquaintance 
Ordinary business friendship 

Daily business contacts 
Close business friendship 
Informal business relations 
Personal friendship 

Close personal friendship with 
or without business 
Close confidential relations in¬ 
volving business 

‘'Goodwill Closes.” Closes that pivot on the goodwill words 
sincerely, cordially, and faithfully gain in use. Their choice 
should be governed by good taste and by the spirit of the mes¬ 
sage. In cases of doubt choose the conservative closes: Very 
truly yours, Yours very truly. 

How to Tsrpe, Capitalize, and Punctuate the Complimentary 
Close. (1) Type the complimentary close two spaces below the 
last line of the body. (2) Begin it at the same distance from 
the left edge of the sheet as the heading; or, if the heading has 


Respectfully yours, 
Yours respectfully, 
Respectfully submitted, 

\ Very truly yours, 

> Yours very truly, 

Very sincerely yours, 
Yours very sincerely, 

. Sincerely yours, 

Yours sincerely, 
Sincerely, 

) Cordially yours, 
y Yours cordially, 
j Cordially, 

1 Faithfully yours, 

Yours faithfully. 
Faithfully, 



UNIVERSAL BUSINESS CORPORATION 


%900 Mukct »OTci 

SAN nAsasco u» cautoinu 
7UB« 19 


The Ihiplaz Corporetloa 
2000 Berkeley Square 
Boeton 12, Neeeeehueette 

Attention Ur. Alneworth 

Oentlefflen: 

Thenk you for your inquiry of iley 27 end for 
your erpreeeion of interest in the series of hook* 
lets we hare been puhliabiog under the sponsorship 
of our Better Letters Division* 

Your request for these booklets pleases us 
arestl/i end we take pleasure In sending thSA to 
you with the hope that they will help you in many 
prsotloal ways to strengthen your business lettsr 
program* 

After you here epent the seven minutee and 
thirty seconds needed to read the introductory 
booklet, you will note that It develops ths vltsl 
subjeot of cooDunioetion. It demonstrates how ef* 
fsctlve ooBttunlcatlon in business involves time 
and plans, speed and direction. It tells you how 
to project the lines of your personal power, how 
to oapitalize on your own strength, and how to be 
in many places at the same timet 

After you have read the booklets, we hope you 
will let us know bow we may help you further. 

Sincerely youra, 

2/ 

^ James V. Whitcomb 

KDA Szeoutlve Vice Fresldsot 

Enclosures 2 




A LETTER WITH AN ATTENTION LINE AND 
ENCLOSURE NOTATION 


UNIVERSAL BUSINESS CORPORATION 

im Miifcft Srat 

SAN FUANOSCO ll, CAUPO&NIA 
August It 19 


Mr* A. L* MannerlfK 
President 

The fisBtport Corporstion 

400 Park Avenue 

Kew York 20» New York 

Pear Mr. Mennerlngt 

Sutjeot: Better Lettere 

You EBSY be sure that we appreoiate your most 
interesting oonAent on the iotroduotorp booklet of 
the series we beve presented to the business exeou* 
tlvee of Aaerloa under the sponsorship of our Better 
Letters Division. 

Letters like youra are enooureging. They sake 
tiB more oertain that we are giving an appreolated 
aervloe to AAerloan bualoesa» a service all the more 
appreciated beoauae it has an iAmedlete and practical 
application to problems that baset every company from 
ooaat to coast. 

Yxeoutivss are just beginning to come to the 
full realisation that business letters ars ons of 
America*s most powerful conounication ohsnnels. Moat 
universal of all. available to every man. they are 
the one medium that everyone can command. Instru¬ 
ment of greet individual power, the business latter 
wins the headlinee In the history of American busi* 
ness. 


filiUngsKDA 


Sincerely yours, 

UNIVERSAL BUSINESS CORPORATION 

TP, 

Direotor^ Letters DV^^sien 


A LETTER WITH THE ADDRESSEES TITLE ON A LINE BY ITSELF 

AND WITH A SUBJECT LINE 
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been centered, begin the close slightly to the left of the center 
of the paper. (S) Capitalize only the first word of the close. 
(4) When close punctuation is used, follow the complimen¬ 
tary close with a comma. When strict open punctuation is 
used and the colon is not used after the salutation, omit the 
comma after the complimentary close. If the colon is used 
after the salutation, with open punctuation in the heading and 
the address, the comma should be used after the complimen¬ 
tary close. 

Signature. The company signature is t3rped in solid capital 
letters, two single space.s below the complimentary close. In 
the block form the company signature is begun even with the 
complimentary close. In the indented form the company sig¬ 
nature is indented five spaces from the beginning of the close. 
If the company name i.s long, it must begin far enough to the 
left so that it will not extend noticeably into the right margin. 

The signature in its usual form has three parts: (1) the 
organization name (typed), (2) the dictator’s signature (pen- 
written), and (.*?) the dictator’s name, title in the organiza¬ 
tion, or both name and title. 

The official title is typed four single spaces below the com¬ 
pany signature and, in the block style, beginning even with it. 
In the indented style the official title is indented five spaces 
from the beginning of the company signature, or it may be 
spaced so that it will end at the right margin. The official title 
is typed in small letters, each word of the title beginning with 
a capital. If an official title is not used, the dictator’s name 
may be typed in the position usually given to the official title. 

MARSHALL-WELLS, INC. PITTSBURGH GLASS COMPANY 

H. A. Si'lgrove (penwritten) W. V. Sfitruon (penwritteti) 

H. A. Sulgrove Uacager, Glass Departoent 

When the name of the business comes first, as in the exam¬ 
ples given above, the business is felt to be responsible for what 
is said in the letter. If, however, the name of the individual 
appears first, he is felt to be primarily responsible for his 
statements. 
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A. Riehard%on (penwritten) Julian IK dark (pcnwritten) 
Secretary and Treasurer Executive Director 

RICE CHEMICAL COUPANY AUraiCAN ZINC INSTITUTE 

Standardize your i>er8onal signature in a simple form and 
do not deviate from that form in business documents. This 
plan reduces the chance of questions arising when signatures 
of the same individual vary. In legal disputes signatures are 
scrutinized to the minutest detail. Adopt the form of your 
name you like best and use that form. 

Penwritten Signature* Signature Identification* and Steno¬ 
graphic Reference. A penwritten signature should, if possible, 
be readable. Make your signature legible, if it is not already 
so, before your writing habits become too set. 

Some persons write signatures beyond the skill of even an 
expert to decipher. To forestall the difficulty of reading such 
a signature* type the name of the dictator (not just the ini¬ 
tials) either (1) directly under the )>enwritten signature or 
(2) flush with the left margin and on a line with the dictator's 
official title, either four single spaces below the complimentary 
close or four single spaces below the company signature when 
such a signature is used. The spelling of the dictator’s signa¬ 
ture may thus be positively Identified, even if the handwriting 
is beyond the power of the eye to decipher. For detail, .see the 
layout diagrams on page 147. If the name of the signer ap¬ 
pears on the letterhead in such a line as Office of It. H. liogers^ 
Executive Director^ it is unnecessary to type an identification. 
Here Initials are sufficient to indicate the dictator. 

When there is more than one dictator and more than one 
stenographer in the office, it must be possible to know who has 
dictated a letter and who has transcribed it. Initials or figures 
are used to indicate the stenographer. These follow the type¬ 
written name of the dictator. The preferred form is: 

Roy F. StovelliLR or Roy F. Stovell 

LR 

If the name of the dictator is typed below his penwritten sig¬ 
nature, the stenographic identification is typed after his ini¬ 
tials, which api:>^r at the left margin, thus: RFS:LR. 



RICHARD D. WHITTEMORE 

THB STATISWAN BUOOINO 
WASHINGTON. D. C 

AugaBt 5$ 19 


ytf d«ar Hr* 8 traoh« 7 s 

Tli« off! dial term of lottor^ of which 
this la an axampla^ diffora froa the standard 
arrangcaant of atnictural unita only in the poal* 
tlon of the addroaa* The official fomt as Ita 
name ioplleaf la used in letters of official ohar* 
aeter« It nay also be used In personal letters 
of a fomal and dignified nature* 

The date line is centered below the 
letterhead or la placed in the upper right•hand 
part of the sheet. The matter is optional. The 
position of the aalutatloa establishes the left 
margin. The salutation is plaoed from two to 
fire speoes or more below the date line» depending 
on the length of the letter. The address, which 
now loses its introductory ohsraoter, begins flueh 
vrlth the left margin, from two to flee spaces 
below the fiusl item of the signature, the prsoioe 
placement depending upon the length of the letter. 
The aignsture identification and stenographio raf« 
erence line is plsoed two spaces below the final 
item of the address. Signature reference Initials 
ars not expanded if the name of the signer already 
appears in the letterhead, as la the case in this 
letter. 


Toura eery sincerely, 


Hr. George W. Straohsy 
1210 Williamsport Avenue 
Danbury, Connaotiout 

KDW:ID 


THB OFFICIAL FORM OP LETTER 
Thii lorm U uMd in of oAeinl ch*r*et«r end In pttnonn) 
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The reference line is typed even with the lowest line of the 
signature or on the second space below that line. The former 
method keeps the base line of the letter even and thus enhances 
the attractiveness of the picture-frame margins. The second 
method is usually considered slightly easier to type. 

Indicating the Status of Women. Women whose signatures 
do not indicate whether or not they are married should iden¬ 
tify their status by either of the following methods: 

Kathryn D. French or (Urs.) Kathryn D. French 

(Urs. J. L, French) (Miss) Ethel Craig 

Enclosures* Call attention^ in the body of the letter^ to en- 
closures if any are included. Add a notation (usually the word 
Enclonure or the abbreviation End.) at the left margin, one 
double space below the stenographic identification. 

Janes W. SteadnantRWS or Jaaes W. Steadaan'.RWS 

Enclosures 2 Ends. 2 

The use of the double space after the identification line 
causes the word Enclosure or the abbreviation EncL to stand 
out clearly for the attention of the mail clerk. When the let¬ 
ters have been signed by the dictator and are being folded and 
prepared for the mail, the enclosure reference provides a 
check against failure to include the enclosure called for. 

PROBLEMS 

1. Arrange the following letter parts correctly on plain 
paper 8V^ by 11 inches. Use the current date and your own 
initials in the stenographic reference. Omit the body. Correct 
all errors. 

(1) advertising manager, L. W. Kimball, Chicago 24, 2840 
Archer Ave., Acme Steel Company, gentlemen,—, Yours, 
Jas. E. Mackin, Riverdale, 111. 

(2) Signode Steel Strapping Company, Dear Sir:, Chicago 19, 
2600 N. Western Ave., Illinois, cordially, E. C. Hammer, 
Elgin Creamery Co. 

(S) Harrison, Va., A. G. Prescott, 626 S. Merlin St, Gen. Hgr, 
House Outfitters, Inc. Gents Respectively y^rs, Henry 
Bishop Cotnpany, per E. R. Donovan, Sec'y 
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(4) Knipfel, Renk and Hill, Lawyers, Manhattan Bldg., 6600 
ninth at., Seattle 20, Wash, Dear Mr. Renk:, Yours truly, 
J. J. Holland, 2139 Atwood Ave., Wichita 8, Kans. 

(6) Hon. D. D. Murphy, Ch*m’n of B’d, General Pub. Serv. 
Corp., 659 Marshall St., My dear sir:, Milwaukee 16, Most, 
resp’y Yours, E. F. Rider, Exec. Director, Security State 
Bank, Peoria 8, Illinois 

2« Supply suitable titles, salutations, and complimentary 
closes for letters to the following (not acquaintances). Ar¬ 
range the letter parts correctly. 

(1) William H. Sprague F^urgeon], Alabama General Hospital, 
University Avenue, Montgomery 5, Alabama 

(2) W. M. Burns [supreme court justice], State House, Spring- 
field, Illinois 

(8) G. C. Mills [doctor of philosophy and dean of the College 
of Arts I, Plunk University, Metropolis, California 

(4) American Refiners, Inc., Sandusky. Ohio 

(6) Arthur H. Parker rROvernor*!, State Capitol Building, Har¬ 
risburg, Pennsylvania 

3. Arrange the following letter parts correctly on plain 
paper 8V^ by 11 inches. Use the current date. Omit the body. 
Correct all errors. 

(1) mr n b kerns cary Illinois dear mr kerns yours very truly 
b f eidmuUer for bonbright and company 

(2) messrs kerns and kerns 7 diana st cary Illinois gentlemen 
yours very truly carson jiirie scott & co 

(3) tempero and f^lon Inc 1009-1011 so tenth st manitowoc 
Wisconsin gentlemen yours truly mills co 

(4) mr alfred j hayes 600 university building milwaukee 8 Wis¬ 
consin my dear mr hayes yours very truly audit bureau of 
circulations c a chaml^rs promotion manager 

(5) mr c j dott nashville 3 tennessee dear sir yours sincerely 
Porterfield fiying school h g austin 

4. Lay out each of the following letters in an attractive 
picture frame, placing all parts correctly. 

(a) 

The Matthews-Northrup Works, Buffalo 16, New York, February 
1, 19—. Mr. Lewis Walton, 459 Lawn Avenue, Holland, Michigan. 
My dear Mr. Walton: We are glad to note from >'our letter of 
January 28 your Intereat in CLEMENT COMMENTS, [new para¬ 
graph] We shall be glad to place your name on the mailing list so 
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that you will receive copies regularly. The next issue will be ready 
for the mail within the next few weeks, and a copy of it will go 
forward to you. Cordially yours, W. D. Roesling. Sales Manager 


(b) 

August 19—. Professor F. W. James, Department of Business 
Administration, Chariton University, Cincinnati 12, Ohio. Dear 
Professor Janies: May I ask you to s^nd me the names of one or 
two books on buainess^letter writing? | new paragraph | 1 am plan¬ 
ning to do a large amount of correspondence in connection with my 
work this fall and should like to have moi'e information on the sub¬ 
ject to add to that which I received in your courses. I shall be very 
glad to hear of a good book supplementing your Bwineas Corre^ 
$pondence, [new paragraph] My address until September 15 is 2214 
Municipal Building, New York 19. You may be sure that I shall 
appreciate your help. Sincerely yours, W. A. Shield 

(C) 

June 4, 19—. Mr. James Spickard, 216 North Lake Street, Trenton 
6, New Jersey. Dear Mr. Spickard: Your letter of June 8, in which 
you apply for a position with this department during your vacation, 
suggests that you would like an tntcr\*]ew. [new paragraph! if you 
will call at this office Saturday morning, June 18, about ten o*c1ock, 
we shall be glad to discuss the matter with you. Yours very truly, 
New Jersey Highway Commission, G. C. Woods, Division Engineer 


5, These are practical experiments in layout. Typewrite 
your work if possible. Use white unruled paper. For black- 
board work use a space to represent the dimensions of the 
standard letter sheet. Arrange the material as if it were part 
of a typed letter not placed on a letterhead. 

Put the following letter parts in proper order and position 
on the letter sheet. Use the current date. Correct all errors. 
Omit the body of the letter. 


You are writing to: 

S. W. Rutherford 
Chicago 25, HI 
District Sales Mgr 
1305 Madison Bldg. 
Fibreboard Co. Inc. 

G. W. Blackburn ^ 


(a) 

You are: 

G. W. Blackburn 
221 Few Street, 
Princeton, N J 


(b) 

S. W. Rutherford 


Your object is: 

To ask for a auota- 
tion on Abreboard to 
be used for shipping 
cartons. 


To reply to (a). 
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Uni venal Stores 
Hdqtrs 
Uifflin Street 
Tunnel City> Okla. 


J. J. Nash 


G. W. Leach 
Tenney Bldg., 
Seventh Floor 
Indianapolis 2, Ind. 
Attomey-at-Uw 


(C) 

J. J. Nash 

Nash Food Company 
2246 Austin Ave. 

St. Louis 12, Mo. 

(d) 

General Manager 
Universal Stores 

(e) 

W. W. HanJey 
As:eDcy Mgrr 
Bankers Life Co 
Merchants Bldg. 
Indianapolis 3, Ind. 


To sell a wholesale 
order of Gold Band 
table condiments, 
especially mustard. 


To reply to (c). 


To quote on a new 
policy of insurance 
with privileges for 
professional men. 
Enclose a leaflet. 


6. William Rumford, an acquaintance of yours, is applying 
for a position in the company of a business friend, Mr. J. N. 
Ashton, manager of Ashton and Company, retail furniture 
dealers, 1710 State Street, Hartford, Pennsylvania. Mr. Ash¬ 
ton asks you for information about William Rumford. You 
have knowledge that will, you think, be useful to Mr. Ashton: 
Rumford is a high-school graduate with three years of experi¬ 
ence as a clerk in a retail grocery store. He dresses well, likes 
to read, is interested in athletics, and, as far as you know, has 
no bad habits. 

On the blackboard or a sheet of paper, according to the 
direction of your teacher, write a short letter of reply, com¬ 
plete in all its parts, giving the information requested, 

7. Obtain a business letter and count the number of abbre¬ 
viations you And, beginning with the first word in the letter¬ 
head and continuing to the last element. Give the total figure 
at the top of the page. In writing, answer the following ques¬ 
tions: (a) What do you recommend regarding the use of 
abbreviations? (b) When should they be avoided? (c) What 
is a good working rule for deciding whether an abbreviation 
should or should not be used? (d) List correctly the abbre¬ 
viation for the name of your state and for the names of the 
six nearest neighboring states. 



SECTION 5 

FOLDING THE LETTER; ADDRESSING THE 
ENVELOPE; USING POSTAL CARDS 

Folding the Letter. The size of the envelope largely con¬ 
trols how the letter must be folded. The folding method should 
economize time and energy and should make the unfolding easy 
for the receiver. An unfolded letter must be neat and attrac¬ 
tive as it comes forth from the envelope and first strikes the 
eye. These folding directions are recommended; 

For the Business Bnvelopt 

1. Place the letter face up on the desk. 

2. Fold the sheet up from the bottom to a point a half inch from 
the top edge. With the edges even at the sides, crease the fold. 

S. Fold from right to left not quite a third of the width of the 
sheet. 

4. Fold from left to right, leaving a margin of about a half 
inch at the right. 

5. Hold the envelope in your left hand; take the letter in your 
right hand, last crease at left, last fold up; insert it into the 
envelope, face downward, flap open toward the right. 



POLDIKG TBS LETTER FOE THE BU81NE88 ENVELOPE AKO THE 
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For the Ogicxal Envelope 

1. Place the letter face up on the desk. 

2-A. Fold the bottom third of the sheet toward the top. With 
the edges even at the sides, crease the fold. 

8-A. Fold the top downward not quite a third of the sheet. With 
the edges even at the sides, crease the fold. 

4. Hold the envelope in your left hand; take the letter in your 
right hand, last crease at left, last fold up; insert it into the 
envelope, face downward, ilap open toward the right. 

These folding methods assure the natural reading position 
of the letter, top edge up, as the sheet unfolds. 

Envelope Addresses. Although the envelope address should 
be essentially the same as the address in the letter, a few ex* 
ceptions should be noted. Three-line addresses for envelopes 
are often double-spaced for more legibility and hence more 
accuracy in the handling of mail. When four or more lines are 
to be used, however, the envelope address should be single¬ 
spaced. Always use at least three lines for an envelope address. 
If no street addresa is given, type the names of the city and 
the state on separate lines. The city and zone number should 
be separated from the state name by u comma when typed on 
the same line. Do not use the word City in the place of the 
correct name of the city. 

The top line of the address should not rise above the mid¬ 
dle of the enveioiie and should be centered from left to right. 
With the exception of the points noted above, the envelope 
address duplicates the address in the letter in form (block 
or indented) and in punctuation (close or open). The form 
should present the maximum in attractiveness and clearness, 
in accuracy and symmetry. Millions of pieces of valuable mail 
will waste their expensive contents in the Dead Letter Office 
this year because of defective addresses. Make all addresses 
accurate and complete. 

The illustration on page 191 shows five popular styles of 
envelope addresses. They are: 

1. Single-spaced, block-form, four-line address. Note the method 
of emphasizing the city and the state. 
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2. Slagle'spaeed, indented, four-iine addresa. This form is used 
with indented letters when the address is written in four 
lines. Note the method of emphasizing the city and the state. 

8. Double-spaced, indented, three-line address, showing one 
placement of ^e attention line. 

4. Single-epaced, block-form, fonr-line address, showing one 
placement of the attention line. Note the extra space before 
the last line. This extra space makes mail sorting easier. 

6. Double-spaced, indented, three-line address. This form is 
used wiUi indented letters when the address is written in 
three lines. 

Special Lines on the Envelope. The attention phrase may 
be typed on the line immediately following the company name, 
or it may be placed in the lower left corner of the envelope. 

In Care of, or the symbol e/o, may be tjrped in either of the 
positions Indicated for the attention phrase. If space permits, 
it is better to spell out In Care of instead of using the symbol 
e/o. Do not use the percentage sign (%) for this purpose. 

Window Envelopes. The window envelope—a special type 
—has a transparent “window” (of cellophane or similar mate¬ 
rial) at or near the center of its face, permitting the address 
typed on the letter itself to show through. The chief advan¬ 
tage of the window is that it cuts out the cost of addressing 
the envelope by letting the address on the letter serve the pur¬ 
pose. The window envelope is popular for sending out checks, 
invoices, bills, and similar items. Its chief disadvantage for 
use with letters is that it requires special letter framing, spac¬ 
ing, and folding which, in turn, may force the letter layout 
far out of balance. 

Postal Cards: Their Advantages. For routine or brief and 
impersonal correspondence, postal cards enjoy these advan¬ 
tages: (1) Their postal carrying charge is one third that of 
the first-class letter; (2) they obviate all costs of stationery, 
envelopes, folding, sealing, and stamping; (3) they call for the 
simplest arrangement, making for ease in writing the message 
and for speed in its preparation. 
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Deair Ur. Oreot: 


111 Alveredo Street 
UoBterey, Celii’or&le 
Jenuary 11 » 19 


Please accept our i&TltatioB to attend the eon* 
veation ot the Allied Chaabera of CooDeroe of 
Monterey County to be bald at Hotel San Carloa^ 
UoDterey, CaliforBia» January 21, 22, and 2}. 

The aeaslona of the convention will take up proh* 
less of apeeial intereat to every nerohani on 
the UoDterey Peainaula and in Monterey County. 
Plan to attend. Hark your oalendar now. 

Slnoerel)^ 

’^ 0 . 7 ^. 

R. R. Creene 

KROsKD Convention Cbainaan 


A STANDARD POSTAL CARD LAYOUT 

Nolv Uic cervCul pkture>freiDe errenrvment 


fron: 0. W. Pranklin, 1727 Park Avenue, Mew York 17i N* T. 


Septeaber 13, 19 


Dear Ur, March 


Aa you requeated in your letter of Septeaber 11, 
we bave made a reservation for you at the Hotel 
Ueorglen for the week of Septeaber 16. 


We ere very glad to be able to be of assletance to 
you. When you arrive in New York, we shall appre* 
oiata your calling us if there la anything that 
we can do to aake your stay a pleaeant one. 

Sincerely youre 


ARRANGEMENT OF THE 8TRAIGHT*UNE RETURN ADDRESS 
IN A STANDARD POSTAL CARD LAYOUT 
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Layout for Postal Cards. Because the space is so limited^ 
it is well to use a typewriter with the smaller elite type in 
order to get the message on the card without sacrificing ai>- 
pearance. Pica type permits ten strokes to an inch of line 
space; elite type permits twelve strokes. Hence, elite type 
allows 20 per cent more material in the same amount of space, 
or 20 per cent more margin for the same amount of material. 
For the details of standard postal card layout, see the illustra* 
tion on page 193. 

After the heading has been typed on the message side of 
the card I the typist next places the salutation, omitting what 
would be the address of a letter. (The address on the stamped 
side of the card is enough.) As the heading supplies the ad¬ 
dress of the sender, no return address is used on the stamped 
side of the card. One can still further lessen the work by print¬ 
ing the address of the sender on the message side of the card. 

To save space, the return address (normally a part of the 
heading) may be arranged in straight-line style, with the 
name of the individual or firm, the street, the city and zone 
number, and the state written on one line across the top of the 
card. See the illustration of this arrangement, page 193. 

Penwritten signatures add force to any message. If the 
number of cards is not too great, it is better to sign all cards. 
But on routine acknowledgments and mass announcements 
sent to large numbers of firms and individuals, penwritten 
signatures are seldom used. 

The use of the postal card depends upon common sense, 
sound judgment, and good taste. If the card will bring the 
desired results without sacrifice of prestige, use the card. 
Otherwise use the letter. 


PROBLEMS 

1. Following the directions given on page 189, take a sheet 
of standard stationery, SVi by 11 inches, and fold it properly 
as a letter for a business envelope. 
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2. Following the directions given on pagfes 189 and 190, 
take a sheet of standard stationery, by 11 inches, and fold 
it properly as a letter for an official envelope. 

3. Address a business envelope in each of the styles shown 
in the illustration on page 191 entitled “Styles of Envelope 
Addresses.” If possible, use a typewriter. Base your work on 
the following data: 

Mr. Thomas W. Laydon General Manager Universal Products Com¬ 
pany 561 Seventh Avenue Atlanta 17 Georgia 

4. Ask a business concern to save its old envelopes for a 
few days. Study the envelope addresses and the return ad¬ 
dresses. Write a short paragraph telling what the prevailing 
address forms are. 

5. On a sheet of typewriting paper mark off a space the 
exact size of a government postal card (3V^ by 6V'j inches). 
Using the standard postal card layout, as shown in the illus¬ 
tration on page 193, write the following message in the space 
you have marked off. If passible, use a typewriter. 

229 Chase Street Columbia 3 South Carolina November 7, 19— 

Dear Mr. Ford I wish I could tell you how much I appreciate your 
kindness in so promptly sending me the magazine references I 
asked for. The list j’ou sent is just the information that I needed. 
It will help me a great deal in preparing the assignment for my 
class. Sincerely yours Alfred C. White ACW:ST 

6. Follow the directions given in Problem 5; but in writing 
the message this time, use the straight-line return address 
arrangement illustrated on page 193. 


REVIEW 

1. The following sentences contain serious and common 
errors appearing in the written and oral work of high-school 
students. This list is based upon the studies of a trained in¬ 
vestigator. It presents a cross section of the most costly 
errors that appear in business writing and in business speak¬ 
ing. Rewrite eaci}. of these sentences correctly. 
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(1) Expect to get the order off for you today. 

(2) Courses helpful in business are englisb^ Spanish, and 
economics. 

(8) If the weather was not so bad more people would be 
anxious to attend the meeting. 

(4) The special sale of Winter suits is held early in the FalL 

(6) He don’t want any more. 

(6) He made more aales then he expected to make. 

(7) The principle involved made him feel angrily. 

(8) The criticism was not directed to you and 1. 

(9) They don’t know whether he done it. 

(10) There was two representatives present. 

(11) That Is too good to be truly. 

(12) Please take this book except you already have one. 

(18) He says that be is real pleas^ with the gift. 

(14) He did not get as many as he should have. 

(16) It don’t make much difference to them. 

(16) The quality of their products are excellent. 

(17) Was you there when he called? 

(18) The man who we are considering for the position and of 
whom you wrote us is coming for an interview. 

(19) He decided that in view of what had taken place at the 
meeting he ought to try and sell more tickets. 

(20) There Is the man who you spoke of. 

(21) He has went to the New York ofltee. 

(22) He give them the information they wanted. 

(28) He run the accounting department for one year. 

(24) He come back to the office unexpectedly. 

(25) Yesi Heed done it yesterday. 

(26) He seen it yesterday morning. 

(27) Lay down for a few minutes. 

(28) Set down. 

(29) Training in English enables us to talk good. 

(30) Let me look at those kind of material. 

(81) Think of it men a 60 per cent increase! 

(82) The meeting being over they adjourned. 

(88) Dr. John Rowland former president of the society gave 
the main address. 

(84) McGovern Curtis and Lyons attended the conference. 

(S6) Then he said what is to be done now. 

(36) Everyone must do their part. 

(37) A person has to watch their selling costs. 

(88) One must keep their records straight. 

(89) Send them orders up at once. 

(40) See that them letters go out today. 

(41) Mr. Stevenson has went to the meeting with his youngest 
brother Harry. 
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(42) Bagley and Roas referred to the Arteraft Producers whom 
canceled their agreement 

(45) Flint is a better letter writer than me. 

(44) Who’s sales manual is that? 

(46) There should be no misunderstanding between you and L 

(46) He says that he has read all Dicken’s novels. 

(47) We need a mens lounge. 

(48) What IB it’s name? 

(49) Here is Mr. Finchs whom I think knows. 

(60) Them are what he wants. 

(61) There was two gentlemen to see you. 

(62) This book emphasizes many things that is necessary in 
writing good letters. 

(53) He thinks 1 will find it hard to close the sale. 

(64) Do you think you shall be there? 

(66) The letter is considerable longer than necessary. 

(66) He reported that he had a real good time. 

(67) He has worked steady for the AC company. 

(68) Brown is doing good in his position. 

(69) These kind are not easy to get. 

(60) Of the three styles, 1 like this one better. 

(61) When the manager considered the two plans he decided 
that the one submitted by Smith was by far the best. 

(62) The letter was accompanied by an order for thirty4wo 
folders, sixteen guides, 135 special cards, and fifty card 
guides. 

(63) To properly understand the condition of the company it is 
necessary to study the background of it's president. 

(64) On April 2l8t the report as well as the letter were filed 
with the secretary of the company. 

(65) There was of course no valid excuses for him doing such 
a thing. 

(66) The man accepting the new position necessitated his 
family moving out of town. 

(67) We have received your letter of the 10th. Forwarded 
from our New York office. 

(68) We noticed a newly built culvert driving along the coun¬ 
try road. 

(69) The office staff was invited to bring its wives to the com¬ 
pany banquet 

(70) Typing the letter, several mistakes in punctuation or 
spelling was made by the stenographer. 

2. The following business letter has been correctly divided 
into sentences and paragraphs; but the letter contains errors 
in punctuation, capitalisation, and word usage. Rewrite tho 
letter; correct all^errors. 
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Dear Mr Bowens: 

I am glad to answer to the best of my present knowledge, the 
questions you raise in your letter of the 10. You will realize that 
from the nature of your questions certain technical terms must be 
involved but 1 shall try to handle these in such a fashion that the 
main current of fact may not be obscured. 

The engineering problems involved in the construction and main¬ 
tenance of a series of floating islands three hundred seventy-flve 
miles apart on a line across the atlantic are fairly on the way to 
being solved. So interesting has the topic become that the society 
of automotive engineers meeting at the book-Cadillac hotel selected 
it as one of their special considerations at the annual meeting. 

According to the paper there presented by my friend Robert R. 
Armstrong the establishment of profitable transatlantic airfreight 
operation in heavy volume is shown to be feasible. But the program 
will be speeded up if floating service stations are provided at proper 
intervals. The projected route calls for 8 such seadromes. 

In addition to presenting the calculations which are rather com¬ 
plicated for inclusion in this letter the paper takes up the question 
of models tests structural features methods of fabrication assem¬ 
bling towing to location and anchoring. 

You will be interested I am sure in the fact that such a chain 
of seadromes will in all probability give rise to several legal ques¬ 
tions involving possible international complications. As far as the 
law on international relations may be now interpreted however most 
authoritative opinion holds that the seadromes may be kept as pri¬ 
vate property subject to the protection of the American government. 

I have attempted of course only a condensed statement in this 
letter. If you wish me to enlarge upon any of the points in another 
letter count me at your service. 

Very truly yours. 
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SECTION 1 
COMPLETENESS 

Effective letter writing is straight thinking put on paper. 
Let us see how the efficient businessman plans each letter 
so that it carries a complete message. 

Planning a Business Letter* (1) The businessman visual¬ 
izes the reader. He pictures how the reader looks and acts. 
(2) Next he collects the material needed for the reply—facts, 
illustrations, figures, and examples. (3) Then he looks the 
material over, brings it together into related groups, and puts 
it into thought units, each of which is clear in itself and in 
relation to the others. He concentrates on what data are 
actually needed, how the data should be arranged, and what 
elements should come first and last. <4) Finally he checks the 
material to see that it is complete, that it fits the plan, and 
that the arrangement is right. 

The efficient businessman is careful to give all the informa¬ 
tion asked for, to the extent that he has it. For instance, if 
he is answering a request, he may jot down notes on the several 
points of the reply he plans to make. Perhaps he pencils these 
in the margin in the order of their importance to make sure 
he will cover all the important points. If the letter is an in¬ 
quiry, he tells his reader in the first sentence what the reader 
wants to know. If it is a request for an adjustment, he courte¬ 
ously grants or refuses it in the first sentence. 

But he does not start to write until the object at which 
he aims Is as sharp as a spike and as clear as a red flare. 
Then he drafts his thought as straight as an arrow. 


Back of Every Good Letter, an Intelligent Plan. ^^How can 
you tell what road to take unless you know where you are 
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GENERAL.motors CORPORATION 

. DETROJT. MICHIGAN 

Aufuat 


ProfAASor Fob»rt Aurcer 
^pt. of Buslnoee Adminlstratloa 
The ^Ivereitjr of Wiaconein 
Wedieoni Wleeonala 

^ar Pro feasor Aunsr: 

Uaoy of the toub^ folks »hos »s oontaet froa tbs 
preparstorf sobools sesa to leek ri^rous sohool 
discipline* Tbsy talk such about tbelr rights sad 
say eery little about their duties* They evidently 
do oot know how to study effeotively and have not 
aastered the subjects of besio isportaoee» suob as 
inglishf spelling, and simple matbsDatics* 

A good education is earned by hard work Just as 
anything else that is worth while* 

The most valuable product of the huoan mind Is an 
idea* Suob is the source of all human progress* 

An idea Impossibly clothed In words is unintel* 
liglble* So the mastery of togllab* our language 
uaed to ooamunlcete thoughts and ideas, is of 
great importenee* 

To young men and women about to enter bualness, I 
would say: 

Remember: Tou ere going to be e servant to some* 
body or something* It does not make much difference 
what It Is, so long as the thing la good. 

So — be prepared* 


Tours very sincerely, 
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C* F* Kettering 
General Director 
Research Laboratories 


THE MOST VALUABLE PRODUCT OP THE HUMAN MIND 

18 AN IDEA 

Aa expert hi aoMfectlee MMsreh nggmu eertala reaMse whf the aastw ot the 
Bnsttfth leefuese Ur la hi* jedriMati ci sreat teporteaee. 
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going?'’ once wrote Alexandre Dumas (the son). From ge¬ 
ometry you recall the familiar propositioii that a straight line 
is the shortest distance between two points. The clearer the 
plan, the straighter your way to lasting success as a corre¬ 
spondent. 

The Quality of Completeness. Completeness is reached, 
through a detailed outline so that the writer is sure he does 
not overlook any important topics. A useful rule is: Say 
enough, but just enough. The knack is to know when “just 
enough” has been said. Most experts know that brief sales 
letters often fail. A short letter may not get enough ideas into 
the mind of the prospect to bring him to the point where he 
is ready to act. 

The hnal test is this: Will the inclusion of the material 
make it easier to understand? Will it help the letter on its 
errand? Will it help the writer to reach his aim? 

With the rising volume of business, correspondence cost 
has mounted to unthought-of levels. Naturally the brief let¬ 
ter has the advantage. But it is a. mistake to admire brevity 
merely for the sake of brevity. No letter is too long if a 
reading proves every word necessary. Yet some half-page 
letters are hopelessly wordy. 

The chief art in writing is to know (1) how much to put 
in, (2) what to leave out, (3) when to quit. An eminent edi¬ 
torial writer once declared that, if half the words used by his 
news staff were cut out, the news would be clearer. 

Incompleteness Mnltiplies Needless Letters. One letter well 
planned and complete will often accomplish everything that 
otherwise would require three. An appalling number of need¬ 
less letters are exchanged week after week because the first 
letters were dictated by persona who had only a faulty grasp 
of the problem. Out of the first answer that fails because of 
a faulty plan, a string of letters must issue to clear up the 
matter The correspondent, for example, may answer only 
half your question because he reads your letter too hurriedly. 
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Or, in his desire to be brief, he may fail to cover the problem. 
In either case you must write a second letter, and he must 
answer with his second letter. Thus are needless letters 
multiplied. 

Incompleteness Caused by Oversight. Mail-order houses 
and the mail-order divisions of department stores know how 
often customers forget to mention the number of yards, or 
the color, or the size, or the dimensions, or the catalog num¬ 
ber, or some other similar important detail necessary to the 
filling of an order. Forgetting essential facts like these is so 
commonplace that stores can predict how many mail orders 
out of every hundred will be so incomplete as to require fur¬ 
ther correspondence. People forget the most obvious things. 
Needless waste is the result of these oversights. Private citi¬ 
zens are probably much more guilty of carelessness than is 
business. 

Leaving Actions Incomplete. Actions themselves may also 
be incomplete. Enclosures are carelessly omitted. The corre¬ 
spondent has to write for them. An inquiry or an agreement 
may be neglected for several days. Along comes a reminder 
—a second needless letter. The delay has cost everyone money. 
Had the action in each instance been completed—had the en¬ 
closure been made, the inquiry answered promptly, or the 
agreement fulfilled—bad a well-made plan been followed, 
needless waste could have been avoided. 

Summary of Steps in Planning for Completeness. You 
must take certain definite steps in planning a letter for com¬ 
pleteness. Before you touch pen to paper, you should: 
(1) Visualize the reader. Picture how he looks and how he 
acts. (2) Next collect your raw material—the facts, illustra¬ 
tions, figures, and examples that give your reply its value. 
(S) Then review this material, bring it together into related 
groups, and organize it into thought unite, each of which is 
clear in itself and in its relation to the others. Center your 
attention on what data are needed, how the data should be 
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arranged, and what elementa should come first and last. 
(4) Finally check through the material to see that it is com¬ 
plete, that it fits the plan, and that the arrangement of the 
elements is right. 

In summary, your task is, first, to outline; second, to select; 
and third, to plan and organize. For a time the outline should 
be written down on paper. Later it may be expanded in the 
mind. 


PROBLEMS 

1. You are the president of the Hyde Park High School 
Club. You have been commissioned to engage the speaker for 
your annual banquet three weeks hence. You are to write to 
Mr. C. C. Pennington, president and general manager of Asso¬ 
ciated Publishers, Inc., 4110 Blackstone Avenue, in a large 
city nearby. Mr. Pennington is a man active in civic affairs 
and an excellent speaker. The club will pay his expenses. 

(a) Outline your letter of invitation, showing the plan you 
expect to follow, (b) Write the letter of invitation to Mr. 
Pennington, suggesting the topic for his talk. 

2. You are the manager of your high-school football team. 
The merchants of your city have decided to organize a banquet 
in honor of the successful football season. Guests of honor 
will be the entire squad. The chairman of the banquet com¬ 
mittee wTites you, inviting the squad and inquiring whether 
December 4 (three weeks ahead) is an evening on which all 
can be present. Your head coach cannot be present that eve¬ 
ning, however, and the sponsors of the banquet want everyone 
present. 

(a) Outline the letter of invitation from the chairman of 
the banquet committee, (b) Write this letter, (c) Outline 
your answer to the invitation. Explain the situation regard¬ 
ing December 4; suggest another evening, near the fourth, 
on which everyone can be present, (d) Write this letter. 

3. Is the following letter complete? Write your answer, 
giving reasons for your opinion. For guidance review the dis¬ 
cussion of plan in this section.' 
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Dear Sir: 

We do not have any more of the Winchester 22-caliber repeating 
rifles you asked about in your recent letter. We do not expect to 
put any more of these in stock. 

Yours truly, 

4« Write a paragraph analyzing each of the following situ¬ 
ations. Decide whether any letters could be saved. Describe 
the difference between the two situations. 

(a) Mrs. Martha Hanson orders five yards of ice-blue Mallinson 
silk to match a sample, but she fails to enclose the sample. You 
answer. The customer answers. 

(b) Mr. John Hall sends a sample of buff sun-fast curtain 
material from which four pairs of curtains are to be made for his 
French doors and casement windows, but he does not give the length 
of either doors or windows. You answer. The customer answers, 

5« (a) Describe a situation in which an error or an omis- 
aion of some kind has made extra letters necessary. (For ex¬ 
ample: A customer forgets to mention the number of yards 
of goods wanted, or a mail-order house sends the wrong size 
of garden hose.) 

(b) For the situation you have outlined, write one of the 
letters made necessary by the error or the oversight. 

Suggestions: Omissions are common in inquiries and 
orders. People are liable to forget the most obvious things. 
Your problem is to catch the interest of the customer and off¬ 
set the disappointment of delay caused by his own careless¬ 
ness. Use tact and courtesy. 

6. (a) For part (a) of Problem 4, given above, write the 
customer’s letter ordering the five yards of silk to match the 
sample, (b) For part (a) of Problem 4, given above, write 
the store’s answer to your letter ordering the silk, (c) For 
part (b) of Problem 4, given above, write the customer’s let¬ 
ter ordering the four pairs of curtains to be made for French 
doors and casement windows, but write it so that no extra 
letters will be necessary. 
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COURTESY 


Courtesy is far more than the generous use of the words 
Please and Thank you. Courtesy is an attitude of mind, ex« 
pressed in its most genuine form by: 

1* The manner you assume toward others. 

2. The generous attitude you take toward others. 

3. The language and tone in which you express your- 
self. 

Courtesy Generates Goodwill* You owe courtesy to others 
as a matter of decent politeness. But if you want to look at 
it from the dollars-and-cents standpoint^ courtesy is also good 
business policy. Showing courtesy is one of the many in¬ 
stances in whicli doing the right thing is doing the profitable 
thing. 

^’Goodwill is the decision of the customer to return to the 
place where he has been well served/' says an important legal 
decision. The value of the goodwill, or public esteem, in which 
some businesses are held runs into the millions. This public 
esteem is based ui>on a good product plus public satisfaction 
with the courtesy shown in good service. 

Every Business Is Founded on Goodwill* No business 
ever grew to a large size without the goodwill of the public, 
won through fair dealings and courtesy. In a recent bulletin 
of Montgomery Ward and Company, three employees gave 
the followizig answers to the question ^*What are the responsi¬ 
bilities of a Ward correspondent?” 

“Our letters,” said the first, "represent this company, and 
they must show our friendliness. On our letters depend the 
customer’s goodwill and future business.” 

**To convey to the customer the facts in an honest, concise, 
tactful way and to instill goodwill and friendliness are our 
responsibility,” wrote the second. "This can be best accom** 
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plished by a thorough knowledge of the company’s policies, 
the catalog, and the letter we are answering/’ 

’^We have the responsibility, first of all, of satisfying the 
customer,” concluded the third. ”A good correspondent should 
be able to put himself in the customer’s place. The letter he 
writes should be the kind of letter he would like to receive— 
friendly, courteous, and sympathetic. All questions should be 
answered accurately and fully; and the letter, of course, 
should be honestly written.” 

Courtesy strengthens every message. Mr. John T. Mc- 
Cutcheon, in one of his famed Chicago Tribune cartoons, calls 
it, figuratively, the ^Hubricant” that cools the world’s friction 
points. Courtesy is well discussed in the letter given below, 
introducing to the market a book on business friendship: 

Does Every Communication Leaving 
Your Desk Build Goodwill? 

The present trend of legislation is to make everything in busi¬ 
ness equal except friendship. You should, therefore, see to the de¬ 
veloping of this most valuable of all assets. You must build a close 
feeling between your organization and your customers. Your cus¬ 
tomers must have the desire to return to your house over and over 
again when the need for your commodity arises. 

You can get real aid in this important problem—the building 
of goodwill—from John W. Doe's book, Courtesy in Business. 

Ur. Doe discusses the value of friendship and the part it plays 
in getting and holding more business. He shows in detail how good¬ 
will may be acquired and held, how friendship may be built by the 
written word. He gives plans for developing better letter writers 
and shows how you—an experienced letter writer—can put more 
goodwill building power into your letters. Space is given to the 
value the appearance of daily correspondence plays in building a 
favorable public attitude. 

“Ur. Doe shows the business world/’ writes one reviewer, 
‘'how to leave an ever-widening trail of goodwill after the job is 
completed.” 

If, like most of us, you are guilty of spending large sums for 
gener^ public contact, but nothing to see that each letter mailed on 
your letterhead is courteously and carefully written, see this book. 
Just fill out the enclosed card. The book will be placed on your desk 
without delay and without obligation except to return it if you do 
not find hundreds of friendship-building ideas in it. 
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THE IMPORTANCE OF POLITENESS 



A politCf good-natured conduce 
tor can start the day riaki for 
all his passengers. Politeness 
is **catching,'* 


A eullen, uncivil conductor can 
epread gloom through all who 
come in contact with him. 



The man who brings his grouch 
or his hangover to the office af¬ 
fects the whole force and weak¬ 
ens its efficiency. 


An impolite derk can make a 
customer vow never to patron¬ 
ize that store again. 



Politeness is a great help in 
winning life's race. 


Politeness it the world's lubri¬ 
cant, It makes everything eas¬ 
ier and pleasanter. 


JWpro4uc«d hr of Ur. ^obn T. U^^Cutcfa^on 4nd th* PhJc4#o Tribune 
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The Power of Courtesy Is Widely Recogmized. The Bell 
Telephone system requires operators on central exchanges 
not yet equipped with the dial system to answer the call num* 
her by saying "Thank you.” 

The Statler Hotels use every imaginable device to insure 
that every guest shall receive courteous treatment. Says one 
of their advertisements: 

A doorman can sling the door in such a way as to make the 
incoming guest expect to find a rusty pen stuck in a potato when 
he gets to the desk, or he can ao swing the door as to make him feel 
that this is His Hotel. 

The courtesy, now common in hotels, of pasting the "Good- 
moming” sticker on the morning paper slipped under the 
room door caused a mild sensation when it was first adopted. 

Countless millions of cash-register receipts go into the 
hands of buyers every day with some variant of "Thank you, 
call again” printed on their face or back. 

The advertisements of the Baltimore and Ohio Railroad 
develop a continuous theme of courtesy. Typical is the expres¬ 
sion "70,000 of us invite you to ride on our railroad.” 

MUlions Spent Annually for the Word Please. The word 
please costs ten million dollars a year and more in the tele¬ 
graph offices alone. It has been estimated that this amount 
is what the people of the United States pay in telegraph tolls 
just to add the word of courtesy. The money is well spent. 
Returns from the investment are respect, friendship, and 
goodwill. "Life is not so short,” writes Ralph Waldo Emer¬ 
son, "but there is always time for courtesy.” 

A wise man once wrote, "I do not know of a more certain 
key to success than courtesy. It will carry you further in this 
world and cost you less than any other single quality you 
could possess. If I could talk in twen^ languages, I would 
preach courtesy in all of them!” 

How Is Courtesy Put into a Letter? What do you do to 
put the quality of courtesy into a letter? You must do more 
’ than put in the words Please and Thank you, important 
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though these expressions may be. You must not only write 
these words but you must also feel them toward your reader. 


PROBLEMS 

1. Write a list of the features suggesting courtesy in the 
letters reproduced on pages 71» 153, 168, 180, 181, and 198. 

2. Several examples of business courtesy are listed on page 
208. Write a list of six more examples taken from your own 
experience. 

3. (a) Write a list of the violations of courtesy you find in 
the following letter, (b) Rewrite the letter in a way to show 
greater courtesy. Frame the letter carefully. Use modified 
block style with close punctuation. 

Dear Mr. Royal: 

We are certainly surprised at this claim regarding our de luxe 
line of garden hose. We have sold thousands of feet of this hose to 
customers all over the country and have hardly ever had any trouble 
like this reported. 

We And it hard to understand why this hose should have caused 
you any trouble at all. It is our very best line, and the factory that 
makes it has been making garden hose for a long time, and it really 
ought to know its business, don't you think? 

You must have handled this hose all wrong when you started to 
use it. Maybe you were careless the way you wound it up on the 
reel, because carelessness there can do damage. Another thing you 
may have done was to get this hose kinked under heavy water pres¬ 
sure, and that breaks the cords and the rubber fabric. 

Nevertheless, since you seem so disturbed about this matter, 
we have decided to grant your claim. Please return the hose that 
you claim is defective and we will send you a duplicate order. Be 
sure to read the instructions that come with the new shipment and 
learn to handle garden hose right, so you can stay out of trouble. 

Yours truly, 



SECTION 3 

CONSIDERATION 

Talk the Reader’s Language; Generate the YOU Attitude. 
President Theodore Roosevelt studied other people. His 
method was simple and sure. When a scientist, or a lawyer, 
or a banker was expected at the White House, the President 
informed himself as to his guest’s business, profession, or 
hobby, found out in advance what his visitor’s chief interests 
were, and centered the conversation around those subjects. 

Often he astonished his visitor with his detailed knowl¬ 
edge. He made the gathering of such information a required 
preparation, a regular technique, for every such visit. He 
went out of his way to learn what his caller was interested in. 
He took special pains to talk his caller’s language. He made 
a practiced effort to show consideration to his guest. 

As a result the President became a master of the strategy 
of successful associations. His thoughtfulness won him a 
warm place in the hearts of many who dealt with him, 
brought him new friends, cemented old friendships, even con¬ 
verted some of his worst enemies. 

To Get Along with Others, Emphasize Their Interests. 
To lay a foundation for a successful career, whether you 
meet your associates across a desk or across a thousand miles, 
think of other people’s work, Interests, and hobbies, other 
people’s ambitions, hopes, and aims. Here is the secret of 
getting along with others and winning their co-operation. 
Being interested in what the other fellow is doing and think¬ 
ing is a part of the preparation of the correspondent who 
must try to make his words on pai>er carry friendly warmth 
and sincerity, 

Self-Interest Drives the Average Person. The average 
person is self-centered. He lives in his own world. He gives 
scant consideration to the world of others. As a fact In 
psychology this self-centeredness should be familiar to every- 
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USING A METFRED MAILING MACHINE. AN INSURANCE COMPANY 
TRANSMITS THE “YOir ATTm^DE ON THE FACE 

OF OUTGOING ENVELOPES 


one in business. It suggests that every business writer must 
climb out of his own little world and learn to visit the worlds 
of the others. 

Visualize the Reader: Picture Him in Your Mind* The one 
person in whom your reader will forever be most interested 
is himself. You have heard the saying, “Put yourself in his 
shoes.'" That applies here. When you talk about the reader, 
you are discussing the most interesting thing in the world— 
to him. Make his interests, his wishes, his preferences, his 
hopes as nearly as possible yours. See, if you can, what he 
sees, through his eyes. Assume his viewpoint. Talk about 
your business in his terms, and you back up your appeal with 
the motive power of his self-centered attention. Take up your 
position beside him, look back at yourself, and ask, “What 
would I like to have myself say if I were over here with my 
reader instead of in my own office?" 

“To sell John Smith what John Smith buys, 

You must see John Smith with John Smith’s eyes." 


This convenient-verse contains both rhyme and reason. 
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Make the ‘*We*Yoa” Contrast. Which of the following 
expressions would command your attention and your consid¬ 
eration if they were addressed to you? 


“Vft" 

We wish to announce 

It is our opinion 

We are firmly of the belief 

We think that 

We are going to tell you 


‘To«" 

In your work you have noticed 

Your experience has shown 

Haven’t you wondered 

You will find 

You will be interested in 


The fact that the most interesting thing in the world to 
any person is himself makes it hard for a writer to bridge 
the gap between himself and others. When he begins to write, 
he thinks naturally of his own world—“our” company, “our” 
policy, "our” factory. Only with a struggle can he get over 
the barrier into “your” interests, “your” desires, “your” 
wants. 


The Winning Attitude Is a Spirit, Not a Word. The open¬ 
ing step in getting the right attitude is to learn to substitute 
the word you for the word we. But the use of you instead of 
we is only a mechanical help and does not in itself make the 
attitude. It simply tends to make you think first of the read¬ 
er's interest. You can adopt the “You” attitude without once 
using the pronoun you. Writers who sprinkle you's all over 
the page are wrong if they believe that, by that act alone, 
they have developed the “You” attitude; for the letter may 
still be intensely selfish in its point of view. 

The “You” attitude is not simply one multiplied pronoun 
but something deeper and bigger: the spirit back of the letter. 
To have it, you must feel it; you must believe in it; you must 
live it. The “You” attitude comes from the heart out. It can 
never be faked. 

The Reader Comes First. Let the reader know that you 
want to help him. Many writers fail to stand behind the 
reader and look over his shoulder. Instead they face him and 
talk at him. Naturally what they say sounds uninteresting 
because it does not touch the spark of his interests. But what 
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happens when writers get over on the reader’s side of the 
fence and begin to show him that his interests are theirs? 

"If 70U are sincere," writes a successful executive whose 
letters have scored high, “and can show your reader you have 
something for him and do not want to get something from 
him, if you can show that you are offering something for his 
persona] good, you immediately break down the wall between 
you. You are walking witk him. Instead of trying to sell him, 
you are helping him to buy. And just that little difference 
in attitude makes the most tremendous difference in sales 
results.” 

“And how do we put the ‘You’ attitude into our products?" 
he concludes. “Every piece of material, every strip of brass, 
every piece of iron or steel wire, or brass rod, goes through 
tests to see that it is the standard that we can conhdently 
talk about in our letters! The word You doesn’t do it. It’s the 
spirit back of the words.” 

The “You” Attitude Is Simply Thoughtfulness. The un¬ 
selfish person has many friends because he makes a point of 
being aware of the needs and the wishes of others. A man 
instinctively entertains a good opinion of another who is in¬ 
terested in him and who caters to his comforts. 

Consider the difference in these expressions: 

Score: 66-g/S% Score: 100% 

Will you do us a favor? We Do you want, free of cost, a 
are trying to compile statistics map that 1,498 men say is the 
in an important investigation, best of its kind they have seen? 

The expression at the right produced SO per cent more 
replies than did the one at the left. 

The Case of the Sheet>Mefa] Contractor. A contractor 
wrote a letter to send to prospective customers. It appears 
below as he originally wrote It and as it was revised. 

The Original Draftr-'-We” 

We wish to announce that we are in the sheet-metal business, 
using Pesisto Ingot sheets and specializing in cottage and residence 
work, such as gu^rs, downspouts, roofing, etc. 
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We can give immediate service with the best material and 
mechanics and will be glad to furnish you with an estimate. 

We do not care how large or how small the job may be, for we 
can assure you that it will be handled satisfactorily. 

Please let us hear from you. 

This letter failed. A second letter, drafted by an expert 
who had analyzed the selling job and planned his selling ap¬ 
peals, brought in a pleasing number of inquiries that resulted 
in profitable sheet-metal contracts. 

The Rewritten Draft —"Fow" 

Do you realise that rust eats away about as much sheet metal 
every year as is produced in the same period? Are you going to let 
it prey on your new building, or will you select lasting material? 

Resisto Ingot Iron galvanized sheet metal, which we use, is 
highly durable. Actual tests in service, covering many years, have 
proved the lasting qualities of this rust-resisting material, resistant 
because it is pure and dense. 

Quantities of Resisto galvanized sheets have been used in im¬ 
portant buidings in which durability is essential. The Lincoln 
Memorial Building, Washington, D. C., the Woolworth Building, 
and the Ford Hospital are buildings in which this material proves 
its lasting qualities. 

We can give you immediate service with the best of material 
and mechanics. Whether your building is large or small, you owe 
it to yourself to get an estimate from us. You will find Resisto 
service excellent for roofing, gutters, downspouts, flashings, and 
other metal work. 

Just call Division 8369, or write us a line, today, 


What Was the Difference? The first letter wrapped itself 
around the contractor's point of view and failed to interest 
the reader, who was not acquainted with this t 3 i>e of sheet 
metal. The first letter lacked sales material and based its weak 
case on generalities. Even the clincher (that which aims to 
bring about favorable action) was vague: . . let us hear 

from you/' When? Where? How? What telephone number? 

The second letter talked in terms that seized the reader's 
attention. An arresting fact about the colossal waste of rust, 
appealing to the reader's instinct for economy, was given in 
the first sentence. Then followed a challenging question, rep¬ 
resenting another appeal to thrift. The letter was studded 
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with concrete detail to make its statements vivid and con¬ 
vincing. Names of famous buildings were introduced as proof 
of severe tests through which this galvanized sheeting had 
been put. Action was invited and made easy. 

Avenues for Friendship. A letter is like a voice in the dark. 
We seek clues to help us visualize the kind of man the speaker 
is. Is he, we ask, dependable, trustworthy, thoughtful? Do 
we like him? 

When the letter gives us no hint about the writer, we have 
to depend on other clues. We discount the man and consider 
the business he is in. But when the message is phrased with 
courtesy, warmed with personality, illuminated with a desire 
to serve, we form a favorable impression. 

To make your writing effective, visualize the reader, put 
yourself in his shoes, see through his eyes, and appreciate, if 
you can, his feelings. 


PROBLEMS 

1. The Pine Foods Company, of 337 Superior Avenue, Cam¬ 
bridge, Ohio, sends the following letter to a grocery-store pro¬ 
prietor, Mr. S. F. Wood, of 993 Locust Street, Bangor, Indiana: 

This letter will surprise you. . . . Why? .... 

Because I don’t want you to rush me an order; in fact, I would 
prefer not to receive an order from you for at least a week. 

But I’ll appreciate it if you will try one experiment. Will you? 
Just take the enclosed dummy package of NEW NUCOA and dis¬ 
play it in a prominent place on top of your meat case for one week. 
During that week have your clerks keep an accurate count of the 
number of housewives who show a willingness to buy their require¬ 
ments of NEW NUCOA at your store. 

Of course, if some of your customers insist on buying NEW 
NUCOA from you, you need not wait until the week is over before 
mailing the enclosed order card. 

This letter was successful in bringing in a good order. 
Write a paragraph telling what may have been some reasons 
why the letter was successful. What changes would ypu like 
to make in the letter? 
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2* The following You-attitude analysis is used by a large 
organization: 

1. Is the writer of this letter writing directly to you or to some¬ 
one in general? 

2. Is his thinking logical and orderly? 

8« Does he have you and your interests in mind, or solely bis 
own interests? 

4. Does he make it plain why he wrote the letter? 

6. Does he accept responsibility? 

6. Do you trust him? 

7. Would you like to meet him? 

Judge the letter given in Problem I according to these 
questions. On a separate sheet write at least two sentences in 
response to each question. 

REVIEW 

Each of the following sentences contains at least one error. 
Rewrite the sentences; correct all errors. 

(1) The principal or the vice-principal were to be invited to 
the banquet. 

(2) If I was in your place I would be prepared to answer ques¬ 
tions proposed by the audience. 

(8) The manager, with his three assistants, were asked to 
attend the sales conference by the president, who they 
consulted. 

(4) The rumor of this firm opening a new branch store is 
based on fact; but since the store shall not be opened for 
three more months we should try and quiet the rumor. 

(6) Every clerk and every salesman were entitled to partici¬ 
pate in the selling contest. 

(6) I doubt but that its time for this matter to be called to 
his attention. 

(7) His classmate, Bill Bums, is one of those people who is 
often asked to serve on committees. 

(8) There is of course no excuse for him taking so long to 
answer such an important letter. 

(9) He asked, how will I be able to do this if I am not given 
the information required. 

(10) The data was sent to the accounting department because 
the bookkeeper wanted to immediately see the figures. 
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Command Your Own Language. Of writing in general Lord 
Chesterfield says, "Every paragraph should be so clear and 
unambiguous that the dullest fellow in the world will not be 
able to misstate it, nor be obliged to read it twice in order to 
understand it.” 

Clearness gives you personal power in two ways. First, 
your use of good English helps you to make an excellent im> 
pression on those with whom you deal. A superior control of 
the English language is your hallmark of distinction. Second, 
ease in speaking and writing is a strategic kind of power 
through which to convey clear ideas to others. 

Clearness Calls for a Careful Plan. The foundation of clear¬ 
ness is a well-built plan. Thought flows easily down a clear 
mental groove. Just as your car may speed down the wide 
straight ribbon of the highway, so your thought may speed 
down the clear straightaway of a good plan. You can go 
faster when you know where you are going. You do not have 
to puzzle out the route as you go. You do not wander off into 
the wrong bypaths. You do not get ensnared in dead-end 
lanes. You do not have to go back and retrace your thought- 
journey, because you stay on the marked highway. 

"Exactly What Am I Trying to S^?” Until you can give 
the right answer to this question, do not start to write any¬ 
thing. Otherwise your expression will be muddy because you 
will have tried to express an idea while you were still grop¬ 
ing in a mental fog. 

Poor sentences, for example, are the result of hazy think¬ 
ing and can bring only haze in the mind of the reader. Con¬ 
trast the wordy paragraph at the top of the following page 
with the simplified paragraph at its right. From the first, ver¬ 
sion twenty surplus words have been removed, and the para¬ 
graph has been Itnproved correspondingly. 
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Wordy 
{Si Wordt) 

We believe that by giving 
these independents an opportu¬ 
nity whereby they can have the 
same functions and weapons of 
attack that have been developed 
by the packers, they too will 
succeed in the trade. 

What a Telephone Traffic Saperintendent Demands. The 
traffic superintendent of a Bell Telephone subsidiary con¬ 
siders as many as two hundred applications for jobs each 
week. “Clearness,” he says, “is a quality we demand. We can 
hire any number of people who can write something that can 
be understood. But the people we are after are those who can 
write eometking that cannot be mieunderstoodl" 

How a President of the United States Kept His Messages 
Clear. “How,” Theodore Roosevelt was once asked, “do you 
make your messages so simple and gripping that you carry 
the common man with you?” 

The President replied: “Early in my first term there ap¬ 
peared in the Chicago Tribune a cartoon by John T. Mc- 
Cutcheon showing an old, spectacled, chin-whiskered Middle 
West farmer in a check shirt, collarless and in his shirt 
sleeves, with his feet propped against the nickeled fender of 
an upright stove, reading a front page headed, ‘The President’s 
Message.’ Under the cartoon was the title, ‘His Favorite 
Author.’ That cartoon tickled me so that I clipped it and hung 
it over the desk where I write my messages. And of every 
paragraph, every sentence of my message I ask myself, ‘Will 
that old fellow get the point?’ If I doubt he gets it, I simplify 
until I know he wiU get it.” • 

How a Goodyear\Vice-President Tests Clearness. A vice- 
president of the Goodyear Tire and Rubber Company, who 
handles legal matters, suggests one test of clearness: 

'Edward Alaworth Ross, Stventy Yean of li (New York: D. 
Appleton-Century Company, 1930), p. 246. 


Simplified 
{U Words) 

The independents will succeed 
if they are given the same weap¬ 
ons as the packers. 
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“I never," he says, "send out a contract or communication 
I have written until I allow some one or two other persons in 
the organization to read it. If that person questions the 
thought at any place, I rewrite that sentence, for I know a 
slight vagueness to any one right here will quite likely become 
a serious misunderstanding to a stranger, and misunderstand¬ 
ings cost both time and money." 

The Insurance Man and the Mountaineer. An insurance 
man once wrote the following letter to a mountaineer in the 
eastern part of our country. As you read it, put yourself in 
the mountaineer's place: 

Surrender of the policy is permissible only within the days 
attendant the grace period in compliance with citation relevant 
options accruing to the policy. We are stopped from acquiescing 
to a surrender prior to the policy's anniversary date. We are con¬ 
fident that an investigation relevant to the incorporation of this 
feature will substantiate that the policy is not at variance with 
policies of other companies. 

Discussing this cloud of verbiage, one commentator re¬ 
marks: “I suppose most of us in business are a little better 
equipped to understand the English language than that man 
of the hills. But tell me truthfully—did you understand the 
meaning of those sentences after the first reading? ... I 
think the insurance man should have been ashamed when he 
read the mountaineer’s simple answer: 

“Dear Mister: I am sorry, but I do not understand your letter. 
If you will explain what you mean, I will try to do as you ask.” 

Make Simple Clearness Your First Guide. The clearer the 
plan, and the simpler the language, the more quickly your 
message can be understood by even the humblest of minds. 
Unlimited damage may be done by letters filled with a jumble 
of scattered facts. So that readeni rci^f not have to grope 
through a dark maze of confusion, train the searchlight of a 
well-made plan and the floodlight of well-thought-out clearness 
on every line that you write. 
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PROBLEMS 

1. (a) At the top of a sheet of paper write a dehnition of 
clearness. Use the unabridged dictionary if you wish, (b) Clip 
one clearly written paragraph from each of the following: a 
magazine advertisement, a newspaper advertisement, a maga¬ 
zine article, a front-page news story, and, if possible, a business 
letter or a pamphlet or catalog, (c) Mount these paragraphs 
below the definition, (d) Number the paragraphs in order, 
(e) Write a sentence, numbered to correspond to its related 
paragraph, explaining what features make the paragraph clear. 

2. Write a definition of three of the following objects, so 
clear that no one could make an error in understanding what 
you mean: (a) a pocket flashlight, (b) a saw, (c) a nail file, 
(d) a paper clip, (e) a pair of scissors, (f) a fountain pen, 
(g) a hammer, (h) a screwdriver, (i) a card table. 

3. Turn to Problem 6 on page 143, and Problem 2 on page 
197. Study the paragraphs in the illustrations to discover 
what features make them clear. Then select one of these two 
problems, and write a paragraph regarding the illustration in 
that problem. Note word choice, vividness, sentence structure, 
and paragraph length. Prove your points by quoting brief 
parts of the material. 

4. Analyze the sentences that appear in Problem 2 on page 
118. Summarize in a paragraph the faults that cloud their 
meaning. 

5. (a) Study the paragraphs that appear in the letters on 
pages 71, 153, 168, 180, and 181 to find out what features 
make them clear. 

(b) Select one of these letters. Write a brief report sum¬ 
marizing the particular features that make its paragraphs 
clear and easy to read. 

(c) Select another of these letters. Write a brief report 
summarizing what you find as to its choice of words, its vivid¬ 
ness, its sentence structure, and the length and clearness of 
Its paragraphs. Wherever you can do so, illustrate your points 
with concrete examples. 



SECTION 5 

CONCISENESS 

How Long Should a Letter Be? Ten lines? twenty lines? 
thirty lines? No expert can give you the answer in figures, 
because the answer does not lie there. 

Although it has been told countless times, Abraham Lin¬ 
coln’s story is still the best illustration of the right answer. 
When President Lincoln was asked how long a man’s legs 
ought to be, he replied, “Just long enough to reach to the 
ground." 

A letter should be just long enough to do its job. By this 
test many letters are too long. On the other hand, some, in an 
effort for brevity, sacrifice completeness and achieve only 
curtness. The good letter strikes the happy medium. It fuses 
completeness and conciseness. Conciseness guarantees that 
the message will be pruned to the logical minimum. Complete¬ 
ness guarantees that the message will be transmitted in full. 
No gaps are left in the thought; nor is the thought obscured 
under a smother of useless words. 

The aim of language is to communicate complete thought 
in as few words as possible. Conciseness not only expands 
the force of the letter but also saves money. 

Briefness Can Be Overdone. You can easily run briefness 
into the ground and destroy goodwill that it may have taken 
years to build up. Why is there this danger? Because only a 
step separates brevity from curtness. If the object were 
merely to transmit a message and to do nothing more, the 
thought might be expressed in perhaps forty words instead 
of sixty-five. But machinelike curtness, carrying brevity to 
an extreme, may endanger goodwill. 

Beware of too much emphasis on saving three words in 
this sentence and seventeen words in that paragraph. Beware 
of statements like “Short letters are better than long ones," 
“Use short words instead of long ones,’’ “Short letters will 
be read first," Such statements do not furnish a safe guide. 
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To follow them blindly may injure both your message and the 
manner in which you write it. Brevity should not be gained 
at the expense of completeness and courtesy. 

Study the Gettysburg Address* On pages 256 and 267 of 
this book is the original text of Abraham Lincoln's Gettys¬ 
burg Address of immortal fame, thought by many competent 
critics to be the greatest utterance ever made by any Presi¬ 
dent of the United States. Bear in mind» as you study it, how 
simple it ts. This is not to say that all the words are simple. 
Not all of them are. But it would be hard to find a document 
into which is packed greater meaning and signihcance in the 
astounding conciseness of two hundred and sixty-eight words. 
Of these, one hundred and ninety-six are of one syllable, and 
of the rest only twenty have more than two syllables. 

Distinguished by clarity, straightforwardness, and power¬ 
ful sincerity, Abraham Lincoln's Gettysburg Address stands 
for critics eveiywhere as a superb example of the kind of 
prose most fitted for its purpose. 

Advertising Trains for Conciseness. Packing the maximum 
of thought into the minimum of words economizes time and 
gets attention. Concise writing cuts straight through non- 
essential verbiage. Study the compactness and word economy 
of the following advertisement for the Stillson pipe wrench: 

—and all they did was bend the handle. 

Four brawny boys in our wrench foundry once put a pipe on 
the end of an l^inch Stillson and swung on it—to see what would 
happen. The wrench handle bent, as tough steel should. The heavy¬ 
weight committee got tired and fell off. But the Stillson never 
budged a tooth. 

A real Stillson always bends before it breaks. It took four big 
men to bend this one. Any mechanic who risks his neck on high 
scaffolding knows what that means. 

But most men look for the Stillson trade-mark (on the top 
jaw) just to make sure of getting a husky tool that will turn any¬ 
thing and will probably last until their grandchildren need it moi^ 
than they do. 

'This is the age of condensation,'' writes Kenneth Col¬ 
lins, ''in news and its related field of advertising. Many news- 
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papermen used to be paid for the amount of space they filled 
in the paper. Today they are rewarded for their ability to 
boil down news and ideas to their very essence. The great 
editorial writers and the successful advertising writers have 
this talent. It is what makes their copy so readable, their 
message so vivid. They cut directly to the core.” • 

A Contrast in Conciseness. Businessmen have found that 
with attention to compactness they can cut down the length 
of their letters from one third to one fourth without sacrific- 
ing completeness or courtesy. Contrast the two letters illus* 
trated in parallel on page 224. 

Note in the short letter (1) the startling contrast in com¬ 
pactness, (2) the pruning out of stock phraseology, (3) the 
revision of sentence structure for simplicity and brevity, 
(4) the avoidance of phrases that might anger. 

Note also in the short letter: 

1. Interested directness (Go directly to the point). 

2. Courteous brevity (Say it and quit). 

3. Unmistakable friendliness (Be ready to serve). 

Here is another startling contrast in the art of deflat¬ 
ing surplus wordage. It is hard to believe that the two sen¬ 
tences say the same thing, but they do. 

Wordy Concise 

(4S Words') (7 Words) 

Assuming that you are in You earn more as you learn 
search of valuable information more, 
that may increase your earning 
capacity by a more complete 
knowledge of any subject in 
which you may be interested, 
we desire to state most emphati¬ 
cally that your wages increase 
with your intelligence. 

Trying It Gut on the Conductor. A sales executive who 
won remarkable results with direct mail was asked, “How do 
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you do it?” His letters were sent to people of from low to 
medium income. Each message brought a gratifying response. 
His answer was simple. He never, he said, sent a letter to a 
large number of people without first trying it out on his 
friend, the streetcar conductor. • 

“I have often boarded a streetcar to ride to the end 9t the 
line with a conductor in order to read him my letter. I found 
that those fellows get into the habit of thinking cJearly/anA 
dealing in short, direct statements. They taught me the'fine 
art of cutting out superfluous words. Often, too, I have ifead 
these letters to the janitor who cleans out the office at night. 
He has given me splendid help, unknowingly, in the line of 
simplifying my thoughts. That is why the letters I send out 
now are mighty crisp and to the point. Some think they are 
too plain. The facts, however, are that they bring me the 
business." • 

Great writers are agreed that the simple way of saying 
things is usually the better way. You gain simplicity by going 
directly to the point, by saying in a courteous way what you 
have to say, and by being friendly from beginning to end. 
The motto of the modern correspondent should be, “Say it 
courteously and quit.” 

Letters Must Now Meet New Competition. Today there are 
more letters to read and less time in which to read them, 
more letters to write and leas time in which to write them. 
Hence every good letter should be as short as completeness 
will permit. How to say more in fewer words is your goal. 

PROBLEMS 

1. Rewrite each of the following sentences, expressing the 
same idea more clearly in fewer words. Condense as sharply 
as possible without losing the value of the idea. 

(1) It may be that you and I have personally met each other 
somewhere before at some time or other in the past, but 
if BO I don’t seem to recall the occasion. 

* Bulletin of thr Direct Mail Advertising Association. 
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(2) If there were in the treasury a lot of money» plenty of 
resourcesi and abundant wealth, we should go ahead on this 
idea and carry it out to the fullest extent in every detail. 

(5) Every Red Edge file is very carefully manufactured with 
precision measurements, and is useful because it will do a 
lot of handy things in shaping metal, and can be put to 
many uses. 

(4) We wish to inform you that our company maintains a re¬ 
search division at the home office with the idea that such 
an organization can be of help iu solving problems that 
may come up in the course of business, such as unusual 
problems of marketing and distribution, and other difficul¬ 
ties of importance along the same line. 

(6) Perhaps you will need some additional machine tools one 
of these days in your business, and when you do we shall 
look for your order and shall be very glad indeed to fill it 
when it comes with promptness, and can assure you that 
it will be given best attention at all times. 

2. (a) Write a brief criticism of the long letter on page 
224. Classify the faults under different headings such as 
Wordiness, Fogginess of Meaning, Lack of Tact, and the like. 
Refer by number to the sentences in the letter. 

(b) Write a brief summary of the ways in which the short 
letter on page 224 is better than the long letter. 

3. In the following letter you will find poor sentences, 
shifts in person, stock phrasing, and wordiness. Rewrite the 
letter, condensing the thought and saving words. Correct all 
other types of mistakes. 

Your letter of the 25th received and in reply will say that these 
awnings would have to be made up and we would like to have, at 
this time of the year, about four days. We can turn them out in 
about half that time if absolutely necessary and when the hot 
weather comes, it generally takes about twice that long. The sum¬ 
mer rush always slows us up, but we can work faster now. 

We are mailing you under separate cover, two folders of awn¬ 
ing stripe samples and patterns. In figuring the size these awnings 
should be. we need to have the height of the window as well as the 
width. We need these measurements so that we can cut the awn¬ 
ings the right size. 

4. Analyze in a written paragraph the piece of advertising 
copy near the bottom of page 222, showing how clearness and 
conciseness have been obtained. 
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CONCRETENESS AND CORRECTNESS 

Concreteness 

Cdncreteness Flashes Pictures* Concreteness is the op¬ 
posite of abstractness and generality. We speak of an edge 
as *'razor-keen/^ a point as *^3harp as a needle/’ a light like 
flaming skyrocket against an ink-black sky/’ vivid com¬ 


parisons because they refer to 
Concreteness is most quickly 

Abstract and General 

A quick shave. 

This soap gives generous 
lather. 

This airplane is the fastest 
in the world. 

These tires stop the car with¬ 
in a short distance. 

Trees are lighted on Christ¬ 
mas Eve. 

The fire bums in the grate. 

This is a comfortable blanket. 

Laundered sheets. 

It was a wide cement road. 

We saw sparks at the break 
in the electric line. 

Steam came out of the big 
locomotive* 


familiar and concrete objects, 
understood through examples. 

Concrete and Vivid 

A TS-second shave. 

Multiplies itself in lather 260 
times. 

The Skystreak Jet Arrow 
holds the world’s speed record 
of 1,000 miles an hour. 

Four Champion heavy-duty 
tires stop this 2-ton car, from 
60 miles an hour, hi 285 feet. 

A thousand tiny star points 
of Christmas Eve twinkle and 
gleam on the firs. 

Rose-tinted flames leap and 
dance and glow in cozy warmth. 

Tuck the fluffy virgin-wool 
blanket around you—it’s feather¬ 
weight, yet warm as toast. 

Crisp snowy-white sheets. 

The new four-lane 100-foot 
cement road stretched away like 
a long, wide ribbon. 

A shower of eerie-blue sparks 
sputtered and crackled across the 
high-tension gap. 

Billowing white steam^louds 
hissed and swirled from the 
giant streamlined locomotive. 
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The slim forty-foot hull dipped 
and rolled aa it slid through the 
blue water. 

Like a great hawk the Vulcan- 
Fighter, its cyclone jets whin¬ 
ing, swooped down in a scream¬ 
ing dive. 

Concreteness multiplies descriptive power and vivid word 
choice. Descriptive power is developed through the skillful 
use of nouns, verbs, and adjectives that picture facts, situa¬ 
tions, events, and actions in colorful terms appealing to the 
senses of seeing, hearing, feeling, touching, and tasting. 
Words that stimulate these senses transform dull generalities 
into the colorful vividness of the concrete. 

For additional material on concreteness, review the dis¬ 
cussion of nouns, verbs, and adjectives (Sections 1, 2, 3, 4, 
and 7 of Unit I), and refer to the discussion of effective 
vocabulary and vivid word choice (pages 265 to 274). 

Correctness 

How Errors Affect Your Reader. When you write a letter, 
you hope it will be read attentively by the receiver. So, per¬ 
haps, do fifty other writers whose letters may reach the desk 
the same morning. With only moments to devote to each one, 
what will your reader do? 

First, his eye must find a way into the letter. If the 
letter is well typed, the wide and ample white margins will 
lead his eye to the proper point, the first sentence. 

Second, he hunts for the core idea. “What is this all 
about?” he inquires. His eye leaps from point to point as he 
scans the paragraphs for the gist of the message. 

Third, he formulates bis reply, pencils a note or two in 
the margin, and goes on to the next letter. 

What Happens When the Reader Trips Over an Error? 
A businessman has a limited time to give to each letter. That 
time can usually be counted in seconds. If there are no 
hurdles to leap, he will get the points forcefully. With every 


The small boat went over the 
waves. 

The airplane came down fast. 
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error burdle in his way, he has less attention to give to the 
essentials. 

Errors Clog the Flow of Thonght. Errors interfere because 
they distract attention from the subject. Poor spelling, care*- 
less letter layout, haphazard punctuation, defective grammar, 
all clog the flow of thought because they stop the eye, through 
which the thought is picked up. Too many errors may so 
befog attention as to derail the train of thought entirely. 

English Mistakes More Costly Than Engineering Mistakes. 
“Mistakes in English cost the company more than mistakes 
in engineering,” asserted an officer of the Westinghouse Elec¬ 
tric Corporation in discussing his work after a transfer from 
the engineering to the correspondence department. He ex¬ 
plained that, if letters and specifications from sales offices or 
from within the East Pittsburgh Works were incorrect or 
incomplete or ambiguous, the result might be prolonged corre¬ 
spondence and sometimes wrong designs and shipments. When 
he was in the engineering division, he accepted the tradition 
that it was the engineers who made the mistakes. But, he 
said, when he was transferred, he found that those who 
handle correspondence can make mistakes too. “And,” he 
added, “unless these [mistakes] are watched and avoided, they 
oiler a constant threat of unnecessary operating expense.” 

Accuracy Cuts Costs. One of the greatest single business 
savings that can be made is that of increasing letter accuracy. 
One correspondence supervisor keeps before his eyes the fol¬ 
lowing statement: To economize the reader^e attention, and 
to focus it on the message, be correct. 

Like a Sheet of Plate Glass. A letter is like a sheet of plate 
glass. It should be clean and polished. It should permit the 
light of the message to pass through with limpid clearness 
and without distortion. The language, like plate glass, should 
be flawless. It should be accurate enough, and therefore 
transparent enough, to let the reader perceive the message 
without being aware of the medium through which it passes. 



Does This Writer Win Your Respect? 

This is How the Letter Was Written: 



Bunuarr of aiiAlTvlet <]) ]>tter fiOed wHh gaplfoemt ne^tlves. <2) Weak 
tad trite opening nod eJoeiss sentenecn. (S) Kxnncrotas stoek pfamMS. <4) Bepeiitioo* 
<fi) Entire kCter built aromd the big **WE" and **OUB COMPAIfY** point of view? 
Uttie thought or consideration for the one the fnquirp. (6) Wordings and baek** 

neyed exprosslons: weak, onlntorestiAt. and eoetly letter. (7) Errors in spelling, typing^ 
and ftrammnr: omission of needed words. (6) Kot a hint of present hel^nlneas In the 
whole measate. Reralli This letter (1) injures iho reputation of the eompang, (8) 
ehlUs the interest of the man who made the inoulrf. (I| rains tbs opporttmlty for aa 
affective foIlow«Qp, and. henee. <41 loass poae^ business that might bars resuttad* 
Busineei goal wbera It la Ineitad and stays wbva it Is wall to«tsd> 
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Accuracy Cuts Costs 

This Is How the Letter Might Have Been Written: 


THE HEAT CONTROL COMPANY 

NfeW YORK. M. y. 

Harotx 11, 19 


Ifr. S. 

22SO 9*v«Bth Av«BU* 
li«« kmt Tafk 

DMr Mr. MfllaoB: 

1% la • plataura to oaod yM at oaoa, la rayly 
to your ro^uoat or Karoo 9. a ooyy of ao intoroitlof 
•lMO(p«^b«4 roport oa baatla^ probl«»o« 

Sroa tbooo oboota you ooa cot a vary fair idoa 
of tlia aotual aavtaca tbat aay bo aoda la oyaratiac 
a tu* riro box, tao alto you maotloa. tao oooKlot, 
*Ko« to Cut Tour Haotl&c Ceata ISS.* baa aoJoyaO auob 
an ubuaually baavy Oaaaad that all ovallobla ooplaa 
ora at thia aosaot aataauatao* Wban furtbar ooplaa 
bacoaa availabla, «a aball aao that you cot oaa at 
oado 

You «111 find Hoeb of tba aaao lafoiMtloa la 
tbo aavvral abaata aeoloaad. Aftor you bava axaalDaC 
aapaolally pacoo flva artd als, will you aot writ# ua 
■ora fully about your probiaKt 

fuat aa aoon aa you aro abia to ci^o uo furtbar 
datalla an your baatloc loatallatlon, ao aball ba 
Clad to put bafora you tba lobc azparla&oa of our 
flva azpart baatloc aaclaaara. 

Tbaok you for your inquiry. 

Vary alooaraly youra, 

THE KBAT COU^ML COtO^AlTr 


CBCocbrBD:L6 8alaa yroaotloa bapartoaat 

gneloaura 


KummaiT of nulyalo: U) Lettar vnttcn In a pleaaant. positive tone. (21 A 
courteous oponing aantene^ fuQ of plauing actiop sctioii in favor uf the one who baa 
inquirad. A eourtoaua elosina acntcnce. (d) Mo atoeh phrmat^. (4) Variety in verd 
eholee. (6) Eatira letter built around tba big "TOU" and *‘YO0R INTERESTS’* point 
of vlaw? in every paragraph, tboocht and oonaidcrataon for the one xnaking the inquiry. 
(81 Economy of words* fresh phraseclocy, ifitercstisg concreteness. (7) Glaani iecbnical 
sooarscy throufhout <8> Betire letter showing active interact In aapplylnc helpful, con¬ 
crete Informatloa. Ileratti This letter (1) builds up the repatatios of tba Arm, (2| 
varms the Interact of the aao who made tht loaulfT. (8) oreatat an csaalleDt opportmity 
fpr aa affaetiva foUow-up, *hod> banco. (4) tasy win future bnaineaa. Bualaasi coca whara 

it is Invltad aad ctm «b«ra It is waD treatad. 
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Utile Aeoms of Error Grow into Towering Oaks of Trouble. 
A small mistake in an office may become a giant mistake a 
thousand miles away. The error may be in figures or words: 
the wrong addition or subtraction of a unit or a cipher, the 
omission of a vital phrase, the blunder of a misleading 8tate> 
ment. Many can write a letter that can be understood. Few 
can write a letter that cannot be misunderstood. Hence, 
strive for a clear plan and guartl against misunderstanding 
by being courteous. 

Imagine, for example, the difficulties that might beset a 
utility company operating electric lines and electric rail¬ 
ways if: 

(1) A customer were quoted the wrong size of motor, 
and after purchase the motor proved too small to drive the 
machinery; or 

(2) A farmer were to find that the contract price for the 
extension of an electric line to his farm turned out to be three 
times as much as he was quoted; or 

(8) An extra cipher were, in error, added to the amount 
involved in the settlement of a thousand-dollar claim; or 

(4) A trainman’s instructions from the dispatcher’s office 
told him to take the siding at 2:10 P.M. instead of 2:01 P.M. 
and he continued for nine minutes on the right-of-way when 
he should have been on the siding. In this instance the dis¬ 
patcher might prevent the wreck, and probably would; but 
the high risk would still have been there. 

Anyone can realize what such cases might cost a company. 
Nop are such errors impossible. In cases on record, exactly 
such errors have occurred. 

Correctness Is Simply Good Manners. To the best of your 
ability, make everything you write, from this point on, cor¬ 
rect In grammar, spelling, punctuation, and layout. Remem¬ 
ber: There is no point in studying letters in their advanced 
stages until these technical details have been mastered. Clear 
away the error-blocks that clog the flow of thought. Haul 
away the hurdles that derail the train of thought. Clear the 
track for close attention—^through accuracy. 
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Sunmary of the Seven C's 


The seven C’s are the time-tested ways by which business 
writing has made itself cost-saving, human, sympathetic, and 
forceful. Taken together, they make up a series of guides, 
easy to remember and important to apply. Each one has been 
proved essential. Memorize the seven C’s. Make them your 
writing guides in all the interesting letter situations that lie 
ahead in the coming pages. 


1. COMPLETENESS 

2. COURTESY 

S. CONSIDERATION 

4. CLEARNESS 

5. CONCISENESS 

6. CONCRETENESS 

7. CORRECTNESS 


(Nothing left undone) 
(Pleasant feeling tone) 
(Thinking of the reader first) 
(No misunderstanding) 
(Every word counting) 
(Details sharp, definite) 
(No stumbling blocks) 


Completeness is essential in order that the full picture 
may be given, so that further inquiries may be avoided; cour¬ 
tesy, in order that the message may find a receptive hearing; 
consideration, in order that the reader may be truly helped 
and his wants truly understood; clearness, in order that the 
way shall not be clogged; conciseness, in order that the atten¬ 
tion shall not be wearied: concreteness, in order that every 
fact may be definite, informative, vivid, and interesting; and 
correctness, in order that costly delay and misunderstanding 
shall not occur, and that attention shall be neither diverted 
nor obstructed. 


The Letter Writer’s Creed 

1. Say enough but no more. 

2. Be pleasant, tactful, courteous. 

8. Be considerate. 

4. Think your way through. 

5. Save the reader’s time. 

6. Be informative; give facts. 

7. Be conect. 
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PROBLEMS 

1. Describe in a written paragraph what missing informa¬ 
tion makes the following letter incomplete, and how this incom¬ 
pleteness (a) violates consideration and (b) multiplies letters. 

Broom-Olsen Sales Co. 

991 Bast Lake Street 
Chicago Illinois 
Gentlemen: 

On January 26 we wrote you asking whether you would be able 
to supply us with Cotton Sash Board, which would be suitable for 
use in Uniplex batteries. You replied and wanted to know what size 
we would use—No. 6, 8, or 9. As we arc not familiar with these 
terms, we wish that you would submit a sample of each of these 
sizes so that we may give you definite information. As to the quan- 
tity» we believe we would use this material in reels of 1,600 feet 

Yours very truly, 

REPUBLIC BATTERY COMPANY 
EWB :EO E. W. Branson 

2« Does the following letter fail to apply any of the seven 
C’s ? Give your opinion in a written paragraph. 

Dear Sir: 

We are selling Edgekeen tools at greatly reduced prices. You 
need a good hatchet, brace and bit, saw, and possibly other tools. 
These prices are unheard of. 

Ordinarily you would have to pay 30 to 45 per cent more for 
these tools than the special prices we are putting on them. 

Why not call and let us show you some? 

Yours truly, 

3. (a) Outline what you believe should be put into the 
body of the letter given in Problem 3, pages 203 and 204. The 
store that wrote the letter now stocks the Ranger rifle. Facts 
for you to use are given below. You must plan, reorganize, 
and select from this group of facts. 

Ranger .22-cal. repeating target ride 119.96. 

Action: S-shot clip magazine. Bolt action, cocks on opening 
stroke of bolt. Recessed bolt head. Positive safety. Clean, “crisp- 
wiihout-creep“ trigger pull of about 3^/b to 4 Ibe.; adjustable to 
greater or lesser tension. Short, fast, Vi-ineb hammer fall—speed 
of lock is less than 2/10,000 of a second. 
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Barrel: Heavy, round, 26-inch length. Drilled, reamed, rifled, 
and lapped to exact standards. Tested for accuracy. Chambered 
for .22-cal. long rifle, regular or high speed cartridges. 

Sights: Rear receiver sight, H minute click adjustments. One 
click changes impact point ^4-in. at 100 yds. 

Stock: American walnut, oil finish, latest target design. Bea- 
vertail fore-end, sling loops for lU^inch sling. Length, from trig¬ 
ger to butt plate, 13V^-in. Generous amount of woof all over 
permits trimming to marksman's own requirements. 

The customer is interested in rifles. As you no longer stock 
the Winchester, you should, as a matter of consideration to 
him and possible profit to yourself, give him information about 
another rifle that will fit his requirements. 

(b) Write the letter you have outlined in (a) above. 

4« (a) Outline the contents of a new letter to take the 
place of the one given in Problem 2 above. The following con¬ 
crete detail will give you the necessary material: 

HATCHET: Half hatchets. FULTON—Forged steel head. Black 
run-resisting finish. Hickory handle. Size 1; with 8^4-inch cut. 
$2. Craftsman— High carbon steel, properly hardened and tem¬ 
pered. Cuts fast—stays sharp. Ivory black finished head. Securely 
wedged select white hickory handle. 

BRACE AND .BIT: Dunlap quality brace has a sturdy ratchet 
and heavy duty chuck with self-opening steel spring alligator jaws. 
Full steel clad head has thrust bearing. The heavy steel frame with 
10-inch sweep is nickel plated and highly polished. Takes all size 
square shank bits; also round shank bits. Yh to H'^inch. Brace 
alone is a $5 value. Set consists of brace with 7 Dunlap quality 
solid center auger bits (1/4, 5/16, 3/8, 7/16, 1/2, 3/4 and 1 inch), 
and a 5/16-inch screwdriver bit. Brace, 7 auger bits and screw¬ 
driver bit $6.76. Brace only $3.75. 

SAW: Thin back . . . taper ground 4 gauges. Perfect temper, 
balance and design. Light weight . . . fast, clean, easy cutting. 
Applewood carved handle. Blade is special analysis alloy steel, 
hardened to uniform temper in electrically controlled furnaces. 
Taper ground 4 gauges from teeth to back to prevent buckling. 
Tapered evenly from butt to* point. Same gauge tooth edge its 
entire length. Teeth bevel filed to diamond point. $4.50. 

(b) Write the letter you have outlined in (a) above. 
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REVIEW 

Each of the following sentences contains at least one error* 
Rewrite the sentences; correct all errors. 

(1) The train left on Monday June S at 2 15 p m. 

(2) The hit and skip driver was sentenced to ten days im¬ 
prisonment. 

(3) What is the special price of this article in quantities of 
100 of 500 of 1,000. 

(4) It is not possible he said for us to reduce the price further. 

(5) This house which was constructed by Smith and Sons Inc. 
is well insulated. 

(6) Mimeographing addressing folding and mailing are taken 
care of by us at a reasonable charge. 

(7) There arc three elements to be considered namely the de¬ 
mand for the article the distribution of the market for it 
and the cost of production. 

(8) The manufacturers association held it's meeting in the 
Eastern part of the state 

(9) The owner selling the building made it necessary for the 
agency to move their office. 

(10) They done a fine job in remodeling that house. 

(11) Whom in his opinion was at fault. 

(12) Three*fourths of the students in that class became well- 
known before they were 40 years of age. 

(15) The president Mr. Harold Morrisey looked finely even 
though he felt badly. 

(14) Except the weather changes, we will not be able to go. 

(16) He is one of those few people who is famous the world 
over. 

(16) Their present address is 2,197 Towner Street, their future 
address 3,468 Grand View avenue. 

(17) That being the case they may possible decide to pursue 
this course of action. 

(18) 1,000 names were on the membership list; but only 60 
members were present. 

(19) The letter was received today. Forwarded from our New 
York office. 

(20) We received notice of the meeting yesterday, notice was 
not sent to them at all. 



Unit VII 

CONSTRUCTING THE BODY OF 

THE LETTER 


SECTION 1 

EXPANDING THE MAIN THOUGHT 


The Body of the Letter Tells the Story. Into the body of 
the letter goes the message. To send this message is the rea¬ 
son for which the letter was created. If there were no message 
or if the message were jumbled and meaningless, the letter 
would be worthless. Hence the body, which carries the main 
thought, must be expanded according to an Intelligent plan. 

The Body Is Built Around a CorethoughU The subject or 
central thought of the letter is called the corethought. The 
corethought is the commander that gives orders to the pieces 
of material out of which the body of the letter is built, and 
that marshals the ideas into a well-planned unit. The core¬ 
thought is the subject you are writing about, the heart of the 
plan. It must be in supreme control. You must identify the 
corethought before the mass of ideas can be put into the right 
relation to one another. After you have identified the core- 
thought and have decided exactly what it is, you can put the 
essential ideas of the message into the proper order to make 
sense and to bring about the result you wish. 


How to Develop the Body of a Letter—Some ExampleSk 
What is the corethought of the following letter, sent by a 


large corporation to several thousand businessmen in all parts 
of the country? 


Would you like to see one hundred years of business history in 
a three-foot chart? 

On this chart you may study the upa and downs of a century 
of business activity. You may view the iuterplay of wages, prices, 
real-estate values, and the stock market, aU dearly shown for each 
of these hundred yeara. 
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We shall be glad to send you one of these charts as our small 
contribution toward business progress If you would like to have 
one, please return the attached card; and we shall see that you get 
one at once. No charge, of course. 

The corethought of this letter is announced like a trumpet 
call in the first sentence. You cannot mistake it. You can¬ 
not misunderstand it. The corethought dednes itself in six¬ 
teen little words. “Would you,” it inquires, “like to see one 
hundred years of business history in a three-foot chart?” 
The subject is (1) an offer (2) of a chart (3) three feet long 
(4) showing what has happened to business (6) in a hundred 
years. 

We have identified the corethought and have decided ex¬ 
actly what it is. We can now see how the essential ideas, all 
of them perfectly simple, are put into the proper order to 
make sense and to bring about the result the writer wishes. 
Once the subject is announced, the rest of the message tells 
(1) what may be done with this chart, (2) what advantages 
may come from its use, (3) the reason ior its distribution, 
and (4) how it may be had. 

l^et us try another test with a longer letter. The problem 
is this: The Kemington Arms Company, Inc., manufacturer 
of firearms, ammunition, cutlery, and targets, wishes to send 
a direct sales letter to boys between the ages of fifteen and 
eighteen years, in answer to inquiries about Remington 
.22-caliber repeating rifles. 

How should The Remington Arms Company solve this 
problem? What should be the corethought of the letter? How 
should this corethought be expanded in order to stimulate a 
lively interest in what the company has to sell? 

First, of course, the company must decide exactly what 
the subject should be. The one who plans the letter must 
study the inquiries and must determine what particular 
.22-caliber repeating rifle would best suit the needs of those 
who have inquired. He can then assemble all the material in 
a lajrge pile of unassorted but essential ideas In the follow- 
ing manner: 
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Features of the Remington Sportmaster: good for small game; 
accurate target rifle; durable^ built of wear^resisting materials to 
stand hard usage; double*locking lugs; larger barrel* heavier-gauge 
ateel; husky, man-sized stock; fore-end semibeavertail in effect; 
new peep sights; eight sighting combinations; Lyman No. 422 
Expert telescope sight optional at additional charge; genuine wal¬ 
nut stock of selected wood; special tempered-steel barrel; expert 
Remington workmanship; prices to be quoted; now lowest In past 
five years; apply for further information to dealer; handle gun; 
try it, teat it, sight it. 

Notice the sharp, concrete detail in these features he has 
brought together. Now (1) he studies them; (2) he puts the 
material into the right order to make sense; (3) he assorts 
the ideas into related groups; (4) he organizes each group 
into suitable paragraphs; (6) he prepares his final draft. 

The letter he writes is shown on page 240. 

In less than thirty words you are told precisely what you 
are going to read about. You cannot mistake the corethought. 
You cannot misunderstand it: the new Sportmaster Reming¬ 
ton, Model 341, .22-caliber bolt-action repeating rifle. The 
next six paragraphs describe this specific model. 

The opening paragraph, in two sentences, expresses cour¬ 
teous thanks for the inquiry and directs attention to the 
enclosed Sportmaster folder. The subject once launched, the 
rich fact-supply is marshaled in effective order to explain 
(1) the uses for the rifle, (2) the needs it will fill, (3) the 
convenient special features that may be had, (4) the way in 
which to test it, and (5) the favorable prices. The facts have 
been put into marching order and have been brought together 
into related squads. That is how the body of a letter is built 

Identify Your Subject, Select What Is Important, and 
Reject the Rest. Perhaps you remember in Aesop's Fables 
the story of the monkey that tried to take a handful of sweet¬ 
meats from a jar with a small neck. But he was greedy. He 
seized such a large handful that he could not draw his hand 
out of the jar. Many who write are like the monkey. In their 
haste to cover the subject, they seize too big a handful. Fail¬ 
ing to identify the corethought, they are liable to talk about 
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REMINGTON ARMS COMPANY, INC. 

MmwooQ a DUO 

Juno 6, 19 


Ur* JoQl? Swufton 
2906 IforthQut Stroot 
Dolunbuo 7> O^io 

Door Ur. Swonoon 

Tbonk you for your lottor ooklnn about tho Romington 
oalibor belt«ootlon ropootlog rlflo* Baoloaod it a folder tall* 
Ing all about tbo now SportBaator Raalogton Modol HI* 

Tho Spcrtmaator ia tho riflo you want for OBall^gaao hunt* 
ing in aoaeon and for aoeurato target ahootlng* Built for hard 
aorylooi tho Sportaaator roplaooa tho fonoua Roaington Uodol 
H ropoator* It haa all tho aaao adTOntagoOi inoludlng double* 
looking lugOf and in addition it hao aany fine new foaturea* 

Read about tho now rifle In the folder* Kotioe tho man* 
aised atook with wide soai^boavortail foro-ond| and tho iargeri 
heavier barrel* Notice* too* the new Realngton peep eigbte 
giving eight eightiog ocnbinatioae* 

Read alao about tho Lyaan No* 422 Sxport toloaoopo sight* 
which you may buy with tho Sportnastor if you wish* This pol* 
ishod toloeoope eight* although nodorately priood, la of high 
grade, in keeping with the superior quality of this rifle* 

See your favorite eporting^gooda or hardware dealer, and 
oak him to ahow you the Bportaaster Uodel Hl« Handle this 
rifle* Bring it to your ehoulder* Compare it with other rifles 
at or near the price* Notlee the fine worlona&ahlp and mate- 
riala—the high*grade steel barrel* the genuine walnut atook. 

Buy your Sportmaater now while the price ia low* If your 
local Remington dealer does not have it* he will get it for 
you* 

Cordially youra 

QUiTL RanNUTON ARMS CCglPANT* INC* 

Snoloaura 


A LETTER WITH THE CORETHOUGHT WELL EXPANDED 
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things that do not matter^ to ramble along about trivial side-* 
issues, to smother the significant facts and the important 
arguments in a cloud of inconsequential details. The rule is: 
Choose the chief point you want to make, and stick to it* 

PROBLEMS 

L In solving this problem, follow the method of the writer 
who prepared the letter for the Remington Arms Company, 
Inc. This method is outlined on pages 238 and 239. Write a 
sales letter answering an inquiry about a bicycle. The core- 
thought of your letter is the Elgin Bluebird bicycle de luxe, 
at $66.60. Here is plenty of material: 

Elgin Bluebird $66.50 cash. 

Brilliant, light-re fleeting opalescent colors baked-on over ruat- 
resisting coating in temperature controlled ovens. 

(A) 1-pc. pressed steel carrier with reflector. (B) Leather 
saddle mounted on patented auto-type leaf springs. (C) Alemite 
lubricating system. (D) Exclusive Elgin air-cooled coaster brake. 
(E) Instrument panel with Sears X-Pert speedometer—registers 
speed and total miles traveled. Handsome chrome plated ornament 
on fender—plus all other famous Elgin features. 

Note the modem sweeping lines of the light, pressed steel body, 
with built-in headlight, electric horn, two light and horn control 
buttons, tool compartment door. Full crescent fenders. Lobdell- 
Emery rims. Fine quality tested chain. Kick-up stand. Teardrop 
pedals. Novel handlebar posts. Shock-resisting handlebar grips 
with chrome plated bands. 

Choice of bright blue with red trim or gunmetal with ivory 
trim. (Gripfast enamel) chrome plated rims, handlebars, sprockets 
and coaster brake. A dry cell battery included. 

Full size, 19-in. frame, adjustable from 29 to 34 in. seat to 
pedal. Finest Everiest balloon tires, 26x2Vi in. with inner tubes. 

You may collect and add as much more material as you 
wish. You may substitute some of the details you have ob¬ 
tained for some of those given here. But all your material 
must be vivid, definite, and concrete. 

The first four of the following suggestions are steps for 
your own use. Only the fifth part is to be handed in. (1) Study 
the facts. (2) Put them into the order in which they seem 
to be most effective. (8) Assort them into related groups. 
(4) Organize each group of facta into paragraphs. (6) Pre¬ 
pare your final 4lraft, 
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2, Proceeding as you did in Problem 1, write a direct sales 
letter answering an inquiry about an inexpensive brief case. 
The corethought is to be the Automatic zipper brief case, at 
$6.49. Here is the material: 

3 pockets—split cowhide $5.49. 

Carry as brief case or envelope. A good-looking, full-sized case. 
No straps to fuss with. The heavy slide fastener zips smoothly 
across the top, protects the contents. Special design takes all strain 
off the slide fastener . . . the new D-typc drop style leather handle 
is attached so that the pull is evenly divided over entire case. Ideal 
for carrying books, papers, music. Made of full 4-ounce stock, split 
cowhide leather in baby shark grain. Leather handle. S spacious 
pockets with partitions. Strong leather gussets. Sewing, extra 
heavy. Size, 16x11 inches. Black or dark brown. Initials free. 

3. Write a paragraph discussing the letters appearing on 
pages 158,180, and 181. These letters are reproduced In this 
book to illustrate attractive layout. Decide whether they 
measure ug to the same high level in content. Give reasons 
for your conclusion. 



SECTION 2 

FIRST AND LAST SENTENCES: VITAL SPOTS 

Your First Sentence Is Your Headline. In your daily paper 
each news story carries a headline. The headline attracts 
attention, tells what the story is about. Veteran newswriters 
write the headlines, trying to make each one strong, brief, 
and dynamic. 

The first sentence of a letter is its headline. Its first im¬ 
pression counts heavily when you open the morning mail. 
Whether it is the first impression of handsome layout, picture- 
frame margins, expert typing, or the first “headline” sen¬ 
tence, you must place double importance on what comes first. 

A letter is written to say something. No letter should be 
written that does not say something important enough to 
justify the effort to dictate it, type it, fold it, address and 
stamp the envelope, and mail it—because this process costs 
money. 

Four Functions of the First Sentence. A good first sentence 
strengthens letter plan. It must do four thing.s; 

1. The first sentence shows courtesy and, if appro¬ 
priate, expresses action in favor of the reader. 

2. It indicates the subject of the present letter. 

S. It refers briefly to the subject of the preceding let¬ 
ter if such reference is necessary for clearness. 

4. It refers, in a subordinated position, to the date of 
the preceding letter so that the correspondent may 
refer to the filed carbon copy. 

Let us suppose that you are on the staff of the University 
Avenue National Bank. A customer sends in a deposit total¬ 
ing $824.50 and asks for an acknowledgment. What will he 
the corethought of your reply to him? Clearly, the corethought 
is the remittance of $824.50 and what has been done with it. 
Simple as this situation appears, it requires care if it is to be 
handled well. You have established the corethought, and you 
must now meet and conquer the problem of the first sentence. 
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What should the first sentence do? By looking back at the 
four functions, you find that it should be courteous, announce 
the subject, refer briefly to the subject of the preceding letter, 
and refer in an incidental way to the date of that letter. In 
accord with these four functions, the following first sentence 
is created: 

Thank you for the deposit of $824.60 enclosed in your letter 
of July 30. 

Flash the Meaning of the Letter: Tell the Reader What 
He Wants to Know. The first sentence is your opportunity 
to headline the news, to flash the meaning of the letter. Word 
it so that it becomes the key to the message. 

Let us picture your reader. He is likely to be even busier 
than you. He has his pile of mail to go through. The bigger 
it is, the less attention he will pay to each message. He will 
read rapidly. Perhaps he will only glance. His eye will sweep 
down the page, searching for the answer to the insistent ques¬ 
tion, “What's this all about?” Your letter will be read as one 
of many, each a different problem. For each his mind must 
adjust itself anew. 

Before every new problem ask yourself, “What does he 
want to know first?” And, again, “Exactly what does he 
want to know first?” This question is the starting point for 
the construction of a clear plan. When you have correctly 
answered your own question, you have the corethought. When 
you once have the corethought, your subordinate ideas may 
be brought into the right order. 

Give Your First Sentence a Flying Start. Action in favor 
of the reader makes a favorable impression. Of all styles of 
openings it is perhaps the most effective. You, the reader, 
want a two weeks’ vacation with pay during the Christmas 
season. You ask your employer, in a written memorandum, 
whether you may have the vacation. What more pleasing and 
effective first sentence could you read than that in the follow¬ 
ing note: 
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It is a pleasure to araut your request of December 10 for two 
weeks' vacation with pay. Your record has been of such faithful 
character that you have earned the privilege. Your vacation runs 
from December 16 to December 80» inclusive. 

Even in routine matters action makes a favorable impres¬ 
sion. Action implies decision, energy, and alertness. Most of 
us like to have our requests treated with decision, energy, and 
alertness. Note how, in these examples, action makes a favor¬ 
able impression: 

Promptly upon receipt of your telegram we telegraphed our 
Milwaukee distributors to release the shipment specified in your 
letter of September 10. 

We can furnish extra heavy XX linseed, as called for In your 
letter of February 2, at the following price schedule: 

The Man Who Forgot What the Reader Wanted to Know. 
A dealer wrote a prominent manufacturer of pai)6r bags, ex¬ 
pressing his intention to use a large quantity of a special kind 
of bag. The company replied as follows: 

Your letter of the 16th, addressed to our New York ofRce, has 
been turned over to this office inasmuch as your city is in our ter* 
ritory. We enclose a few samples of our beautiful bags, which we 
believe would be just the thing for your store. Our bag is distinc¬ 
tive in color, yet strong. People carrying it would be a walking 
advertisement for your store. It would be recognised as coming 
from your establishment. 

We suggest you tell us the quantity you would purchase. We 
shall be glad to quote you prices. 

The customer was disappointed because, although he was 
in a hurry to get the bags, the letter gave no information that 
would justify him in ordering. '*The thing I wanted to know,*’ 
he said, 'Vas the price of the bags, but this letter fails to tell 
me. I wanted quotations in 1,000, 5,000, or 10,000 lots. I 
wonder why this company did not quote.** 

The customer was right. Which is more important here: 
(1) the price of the bags in large lots or (2) the fact that 
“Your letter . . . has been turned over to this office**? This 
case is a well-dehned example of waste. Two extra letters 
had to be written because the test question ‘*What does he 
want to know—^first?** was not answered properly. 
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The Old Against the New. Many business people are quick 
to accept the newest ideas and the most modem systems in 
every phase of their work except in letter writing. In that 
phase they remain—and seem almost pleased to remain—old 
fadiioned, out of date, behind the times. In first sentences 
they refuse mhdern simplicity, preferring the archaic wordi¬ 
ness of a bygone day. Note this contrast: 

The Old Way The New Way 

(57 Words) Words) 

We desire herewith to ac* You are indeed fully covered 
knowledge the receipt of your under policy No. 2*40878, about 
letter of January 25, in which which you inquired in your let- 
you inquire whether you are ter of January 26. 
fully protected under our policy 
No. 2*40378, and we wish to 
advise that an examination of 
our records shows that your 
policy is in force and that you 
are protected according to the 
terms and stipulations therein. 

That it is old fashioned and wasteful to use fifty*seven 
words to say something that could be said better in nineteen, 
no one will deny. Yet many correspondents of this modern 
day, up to the minute in every other detail of their daily life, 
remain citizens of a bygone century in their first and last sen¬ 
tences. Here is another contrast: 

Irritating Wordiness Crisp Information 

We beg to acknowledge re* Here are the illustrations you 
ceipt of your kind favor of the requested in your letter of Oc- 
16th inst. and wish to state that toter 15. We were glad to have 
we appreciate the interest you a chance to see examples of yoiu^ 
have shown in our present sit- work. We shall now be better 
uatioD. In the matter of your guided in placing our future 
inquiry relative to your illus* orders, 
trations, we beg to advise that 
they have had our attention and 
are enclosed herewith. 

The letter in the left column maddens the reader with a 
cloud of verbiage. That in the right column gives the needed 
information in the first twelve words. 
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Last Sentences Make the Final Impression. The task of 
the writer is to leave his reader, if possible, with a favorable 
impression. Impressions are strongest when they are heavily 
emphasized. The beginning and the end of anything, because 
they are most conspicuous, are positions of emphasis. An in¬ 
dividual, for instance, who values his personal prestige must 
look to his hat and his shoes. The eye of a rapid reader is a 
skipping eye. It leaps from paragraph to paragraph. Any¬ 
thing that stands out, that serves as an eye-stopper, will get 
a little more of his fleeting attention than the rest. The eye 
can most easily get in to the letter at each end, the opening 
and the close. 

The last sentence performs three important duties: 

1. It rounds out the letter plan. 

2. It brings to a focus the action desired. 

3. It leaves an echo of courtesy. 

Beware the Participial Conclusion. The participial conclu¬ 
sion is old fashioned. Do not use it. An example: “Trusting 
that you will give this request your prompt attention, we re¬ 
main.’' Expressions like this are out of date and much too 
weak to justify their use as closing .sentences. 

The participle is, in fact, the weakest form of the verb. 
The participial construction introduced by lhanfcing, assur¬ 
ing, hoping, trusting, believing, or the like, hinging its weight 
on a participle, is the weakest verbal construction in the 
English language. Never use it to express important ideas. 
An idea important enough to hold the closing position is im¬ 
portant enough to deserve full strength. Full strength comes 
in a definite statement that rounds out the letter plan, focuses 
attention on the action desired, and leaves an echo of cour¬ 
tesy. Study these contrasts: 

Weak Better 

Trusting you will give this re- We shall appreciate it if you 
quest your prompt attention, we will act promptly upon this re- 
remain quest 

Hoping this will be satisfac- We want you to know that we 
tory, and thanking you for past appreciate your business, 
favors, we are 
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Weak 

Lookins forward to filling 
your order promptly* we are 

Thanking you for your order* 
and assuring you of our careful 
attention* we remain 

Regretting our inability to 
comply with your demand* we 
beg to assure you of our best 
regards and wish to remain 

Believing that you will find 
this number suitable to your re¬ 
quirements, we beg leave to re¬ 
main 

Assuring you in advance of 
our appreciation for your kind 
attention, and hoping that we 
may have the opportunity to re¬ 
turn the samei we are 


Better 

We look forward to filling your 
order promptly. 

We appreciate your order and 
are confident that it will reach 
you in excellent shape. 

We regret that we are unable 
to fill your exact requirements. 
May we serve in other ways? 

We feel sure that this article 
will suit your needs. We base 
our judgment on the profits of 
our other dealers. 

Thank you for the care with 
which you have handled thia 
transaction. We hope to return 
the courtesy soon. 


Do Not Thank People in Advance. Always thank people 
for their services. But let the thanks be expressed after the 
service has been performed, not in advance. 

The expression Thanking you in advance is a poisonous 
stock phrase, worn and weary with overuse. Like a raucous 
phonograph record, its sound irritates the ear. Even if it 
were not a stock phrase, its use would still be unwise because 
the one who feebly thanks in advance leaves the impression 
that he wants to save himself the trouble of expressing his 
appreciation later. 

Help the Reader Find the Important News; Do Not Make 
Him Hunt for It. The eye is most forcibly struck by the 
beginning and the end. Somewhere between these extremes 
the subsidiary and less important ideas are stowed away. To 
violate this principle may cause the reader needless irrita- 
tion. If he is forced to rummage long for the vital meaning, 
he may become wearied and quit the search. In the pace of 
modem business, make the reader’s job as light as possible 
hy indicating the prominent ideas. This you do by placing 
them in ibe positions of force^-the beginning and the end. 
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PROBLEMS 

1. The following sentences are'taken from the letters of 
three large manufacturing concerns. Rewrite them in the 
forms in which you would approve them for the mail. 

(1) Replying to your letter of January 14, in order to give the 
best of service throughout the country, we have established 
district offices to a limited territory. 

(2) In acknowledging your letter of February 19, in which you 
ask for detailed information so that you could pass it on to 
your repair department when they come across trouble on 
the Exide kitchen range, and in reply thereto, we beg to 
state .... 

(8) This is to inform you that your letter of January 20 has 
been received, and in reply we wish to state that while it is 
not possible to furnish you all the literature and informa¬ 
tion that you requested, it is uur intention to make as com¬ 
plete a shipment as circumstances at the present time will 
permit 

2. Revise the following first sentences to make them cor¬ 
rect: (These openings are from actual letters.) 

(1) Answering your letter of the 28th ult., I am sending you 
imder separate cover a copy of our bylaws, Chapter 10168, 
Acts of 1926, and forms to be used with same. 

(2) Referring to your letter of October 22, we wish to say that 
the position you applied for has been filled. 

(8) We are today in receipt of your favor of the 4th inst. ad¬ 
dressed to our Mr. Ward relative to prospective sale of 
ties to our company, and we will be very glad indeed to do 
anything we can to assist. 

(4) Replying to yours of the 13th, wish to say your order for 
No. 666 was forwarded to our New York office for ship¬ 
ment as we do not keep a stock of No. 666 in Chicago and 
all orders for this number are sent to New York. 

(6) In reply to your favor of the 22nd instant, we would advise 
that we credit interest on principal semiannually on June 
and December 1st. 

(6) We have your letter dated March 10 and are referring it 
to our Minneapolis branch which operates as the North¬ 
western Wind Engine Co., which branch has full charge 
of sales in your territory and can furnish you repair parts 
for pumps. 

3. Revise the following last sentences to make them 
stronger and cwrect: (These closes are from actual letters*) 
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(1) Trusting we may be favored with your valued orders and 
assuring you our prompt attention to same, we remain 

(2) Thanking you to hold up the payment of this coupon pend¬ 
ing the proof of ownership, we are 

(8) Hoping this will be the means of making a sale. 

(4) Always glad to be of service, and awaiting your further 
commands on any matters, we are 

(6) Wishing you the compliments of the season, we are 

(6) Thanking you in advance for a favorable reply. 


REVIEW 

The following letter contains ten sentences (numbered 
for your convenience) illustrating the uses of nouns, pro¬ 
nouns, verbs, adjectives, adverbs, prepositions, and conjunct 
tions. Classify the words in the sentences, orally or in writing 
as directed, according to the parts of speech you have studied 
in this book. 

Dear Sir: 

(1) Pictured on the enclosed sheet is Terrace Homes, the first 
co-operative apartment building in this city. 

(2) Located on Ocean Terrace at Cypress Street, Terrace Homes 
offers a new way to buy a home without paying the penalty of the 
worry and bother that home-owning usually brings with it. (3) 
Only a few blocks from the university, and close to transportation 
of motor coach and street railway, Terrace Homes is convenient, 
accessible, yet located in the heart of the restricted residential dis¬ 
trict that borders University Heights. 

(4) Terrace Homes offers you the chance to buy outright, at 
low cost, an apartment home in a restricted residential location. 

(5) Here is a new kind of apartment—one that you buy on 
easy terms and that becomes your permanent property. 

(6) A sum of five hundred million dollars has been written 
into the successful investment record of co-operative apartments. 

(7) You are further safeguarded by the integrity of the Thompson 
Company, which has brought the project to its completion. 

(8) The plan is simple. (D) Send now for an illustrated bro¬ 
chure, *‘Terrace Homes/* (10) Your copy will come to you with no 
obligation. 


Sincerely yours. 



Unit VIII 

THE PSYCHOLOGY OF TONE 

SKCTION 1 

EMOTIONS AND THE WRITTEN WORD 

Without the help of our personal gestures, physical pres¬ 
ence, or smile, our written words must stand alone as a perma¬ 
nent record of what we have said. Hence we must try to 
mold these written words so that they will carry pleasant 
overtones of feeling to take the place of the gestures and the 
facial expression we would use if we were speaking in face- 
to-face conversation. 

After the Letter Is in the Mailbox, You Cannot Change 
Your Mind. Once your letter is in the mailbox, it is gone. 
You cannot get it back. If you were indifferent, thoughtless, 
tactless, sarcastic, even angry, the record of your mood is 
there in black and white. It cannot be erased. You cannot be 
with the reader to excuse yourself or expunge your error or 
soften his anger. “The moving finger writes and having writ 
moves on. Nor all thy piety nor wit shall lure it back to cancel 
half a line.” 

Letters Run a Scale of Tones. Anyone with patience could 
build an album of letters written in as many keys as are on 
the piano, having more tone shadings than can be found in a 
color chart. Among the keys and tones are many discords. 
Some letters are curt; blunt; sharp; imsolent; boastful; swag¬ 
gering; formal; reserved; conservative; jocular; cajoling; 
buoyant; sprightly; jaunty; stem; insistent; convincing; 
persuasive; wheedling; meek; humble; juvenile; simple; lofty, 
superior; aristocratic; earnest; or sincere. And some letters 
are straightforward, courteous, and confident. 

Fact Writing and Power Writing, the Two Chief Types. 
Writing may be divided into two classes, each one easily 
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CENTRAL INVESTMENT C0RP0RATK3N 

BROAD AND WALL STREETS 

NEW YORK, NEW YORK 


Mr* A. B. Blllpa 
1260 ftsrior ATttOO 
imtor, Colorado 

Dt«r Mr* Billoa: 

The meeourl^Xlli&Die Bailroed^ eoatroUed bj the Mieeouri 
PdQlflO SeilroAd through o«aerehlp of 61 per eeht of the oepltel 
•took, le priaerlly « freight eerrler eud with Ite wholly omed 
a&d leeeed iQheldl«i7» the hieeleeippl River end Boase Terre 
Retlveyi le the oalp reilroad la {te territory eezrlag the 8t* 
Joeeph Lead Coapeayi the 8t« Loale Saeltlag ead Reflalag Coapeayi 
end the Beelodge Coneolldated Lead Coapeay* 

Plret-aortgege 8)( Serlee k boade of 1969» eaouBtlag to 
#8»600,000» ooaatltate the oaly foaded debt of the Mleeourl- 
Xlllnole Railroad Coapaay* and are aeoared by a flret-sortgage 
Ilea on the co&pany^e fixed property and a pledge of the leaae 
and of £9»992 eharee of the outetaadlag 60*000 eharee of the 
eabeldiary*e oapltal atook. Theee propertied* with tboee of the 
aubeldlajy* have been valued at #6*361*766« 

The aet iaeone of the eoapany and Ite eubeldlary hee aver* 
aged |483,052 per enasa for the eiz*year period ended Beeeaber Sl^ 
or approziaately 2 Z/A tlaee the aaxlia annual l&tereet requlra* 
■ante of ^ the Serlee k boade* fbr the year ended 

Beceaher 81, the ooapany reported e eurplue applloabie to later* 
aet, ete«, of |52d|68l* 

fheae bonds are, la the opinion of comb eel, legal lavaet* 
■ant for llfe*lneuranoe oospaniee in Bev To^, PMuaylvanla* 

■ev Jersey, and conaeotlout* 

Be offer a limited M»mt of thie leeue at 67 and aeorued 
Imtaraet, to yield 5*94 per oe&t**lees a oonoeeeion of 1 1/8 
frca this price* 

Ibure vesT tivly, 

BiBI GVSdL lOTXmQItT OOEPQfRAItOB 
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lo UNCOLN PAMCWAY 
CHiCAeO, ILUNdS 


llr» C» X» BaadoXpH 
1M5 Mala dtreat 
BalXa** Tftxaa 

Daar Ur. Ra&doXphs 

Bn>ANGBUDI 

la ararj clt^ of tho ooaatrj^ MtaiX aorohoate toda7 fooX 
tbo tightealB^ of aovoro ooapotitioa* Voldod Xlak by Xlak* 
tho throat of out prlooo io oiaklB^ into tho fXoob aad blood of 
aomal profltd. 

Paaldcy aad foarfox of tbo futuro of bio baolnoao^ Baay a 
doaXor hao triad to fiobt hlo way to oaooooa by vlplag out bio 
ova profit with out prlooo or* ooroo otiXl» by roduelng tho 
OuaXity of tbo artlcXoo bo oolXo* 

8otb aotbodo load oaly to dootxuotloa* 

Lot*o hoTo o boart^tO'boart taXb about tblo oorlouo oltua* 
tioa* Thoro io a vay out for job* aad wo woat to boXp you flad 
it* Tirot of all* lot uo aako tblo polat eloar: Vo baro or* 
ganlaod our oatiro morohaadlolag progroa for tbo oiaglo porpoaa 
of holplBg OTory dooorrlng aorobaat to laoroaoo tbo offleioaoy 
of bio otoro* If wo aeoo^Xlob that purpooo* wo aoouro OttrooXwoo 
aa ozpaadiag aarkot for our produoto* Tbuo wo all wlaS 

Take boartt Tbo OBalX aorcbaat lo not goiag to boro to go 
out of buaiaooo* ProTldod both bo aad tbo namifoeturor froa 
wbon bo buye aro prepared* through vutual co*oporatioa oad under* 
otaadlng* to ootablloh tholr buolnooe Botlndo oa the oolld rook 
of rapid turaoTor and Mdl iBTaatorloo* than a bright now futura 
of bettor profito lo already aoouredt 

Our aoxt latter will go late further detail o« HeamdilXe 
doa^t looo your nezro* TDU ARS GOStX TO mi Tltb our orgoaiaa* 
tloa and a^Io oapltaX we are going to help you win* 

Sincerely aad oaraootXy youro* 
Sr:(S m COXZJfi COBFORAnCdl 
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263 



264 


THE PSYCHOLOGY OF TONE 


[Units 


recosrnized: (1) writinsr to convey matter-of-fact information 
or knowledge and (2) writing to arouse emotion and to move 
or impress with power. 

Knowledge writing, to convey matter-of-fact information, 
is found in business reports, direction books, summaries, sta¬ 
tistical reports, abstracts, catalogs, fiscal reviews, quarterly 
reports, and the like. In documents of this kind, clearness, ex¬ 
actness, and accuracy are important. Attention and interest 
are secondary matters because they will be supplied volun¬ 
tarily. Knowledge writing, dealing as it does with matter-of- 
fact material, uses a simple, direct, and explanatory style. 
This style is illustrated in the letter on page 252. Notice that 
the tone is calm and matter of fact. 

Power writing, to arouse emotion and to move or impress 
with power, is found In sales letters and in similar forms of 
promotional writing, in which the aim is to stimulate lively 
interest and to move the reader to favorable action. The 
matter-of-fact tone is not adequate in power writing because 
there is nothing in it to persuade the reader to act The man¬ 
ner and the tone must now become persuasive, imaginative, 
alive, powerful in its appeal to human desires, passions, and 
emotions. Notice in the letter on page 25S how the vivid, 
picturemaking words build up a gripping appeal founded on 
a dynamic, emotional tone. 

The Literature of Knowledge and the Literature of Power. 
In the following famous passage Thomas De Quincey, a writer 
of gorgeous and glittering English prose, effectively describes 
the difference between the literature of knowledge and the 
literature of inspiration and emotional power: 

There is the literature of knowledge and there is the literature 
of power. The function of the first is to teach; the function of the 
second is to move. The first is a rudder; the second, an oar or a sail. 
The first speaks to the mere discursive understanding; the second 
speaks, ultimately it may happen, to th# higher understanding of 
reason, but always through affections of pleasure and sympathy. 

What do you learn from Pandue Lostt Nothing at aU. What 
d* you learn from a cookery-book? Something new—something 
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that Fou did not know before, in every paragraph. But would you 
therefore put the wretched cookery>book on a higher level of esti¬ 
mation than the divine poem? What you owe to Milton is not any 
knowledge, of which a million separate items are still but a million 
of advancing steps on the same earthly level; what you owe is 
power, that is, exercise and expansion to your own latent capacity 
of sympathy with the infinite, where every pulse and each separate 
influx is a step upwards—a step ascending as upon a Jacob’s ladder 
from earth to mysterious altitudes above the earth. AH the steps of 
knowledge, from first to last, carry you further on the s.ame plane, 
but could never raise you one foot above your ancient level of earth; 
whereas the very first step in power is a flight—is an ascending 
movement into another element where earth is forgotten. 

The Interesting Tone versus the Monotonous Tone. The 
first step in striking the right tone is to express what you 
have to say mtereHtingly. Hence, avoid monotonous sentence 
structure. Change the pace. Vary the sentence length. Busi¬ 
ness sentences, briefer than other types, average about twenty 
words each. But to gain rhythm, see that sentences do not 
fall into a deadly sameness of length and mold. To see how 
monotonous sentences of the same length become, go back to 
page 69. And on page 71 note how variety makes the same 
message interesting. 

Although sentences in letters may average less than twenty 
words and may fall sometimes as low as fourteen or fifteen, 
occasional sentences run thirty, forty, even fifty words Jong. 
The important rule is to vary the length and change the pace. 
Follow the occasional long sentence with a short one of ten 
words, seven words, three or four words. The extremely short 
sentence placed between longer ones is called, by professional 
writers, the “sentence whip.” The short sentence whips the 
reader’s mind to new attention by contrast with the longer 
one that went before. 

The Sincere Tone versus the Trite, the Commonplace, the 
Hollow Tone. So much shoddy language, so much stock phras¬ 
ing, so much false “pep,'* so much cheap vocabulary, so much 
trite wordage is liable to creep into the day’s work, that the 
student must ever be on his guard against the poisonous infeo> 
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tion. Business writing is ail too easily cursed with these insidi¬ 
ous diseases. 

Millions of pages of writing roll through the printis^ 
presses and the multigraphing machines each year. Not dl 
of it is good. Some is appallingly bad. Guide your own writing 
by the costly experience of others. Never approve shoddy 
language. Beware of a threadbare vocabulary. Use slang only 
under appropriate circumstances, as in sporting copy; and 
even then use it sparingly. 

Beginning on this page is Lincoln’s Gettysburg Address 
written in two styles. At the left is the original text of im¬ 
mortal fame. At the right is a rewritten version expressed in 
the trite phraseology of low-grade copy. Note how the beauty 
of the original has been smothered in the cheap version. 

The FoMed Original Text of A Rewitten Vereion on the 
Powerful Sincerity Level of Low-Grade 

TriteneeB 

Fourscore and seven years ago Back in 1776 our fathers 
our fathers brought forth on founded a new nation based on 
this continent a new nation, con- the proposition that all men are 
ceived in liberty, and dedicated born equal, 
to the proposition that all men 
are created equal. 

Now we are engaged in a Now we are engaged in a great 
great civil war, testing whether civil war, the aim being to save 
that nation, or any nation so the Union. We are met on a 
conceived and so dedicated, can great battlefield of that war to 
long endure. We are met on a dedicate a portion of that field as 
great battlefield of that war. a cemetery for those who here 
We have come to dedicate a made the supreme sacrifice. This 
portion of that field, as a final is a good idea, 
resting place for those who here 
gave their lives that that nation 
might live It is altogether fit¬ 
ting and proper that we should 
do this. 

But, in a larger sense, we can- Of course, the brave men, alive 
not dedicate—we cannot conse- and dead, who fought it out here 
crate—^we cannot hallow—^this have consecrated it better than 
ground. The brave men, living anything we can do. [Give the 
and dead, who struggled here size of our army here.] It’s not 
have consecrated it, far above so much what we aay. It’s what 
^r poor power to fuld or detract they did that counts. It’s up to 
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The world will little note, nor 
Jong remember, what we aay 
^ere, but it can never forget 
yhat they did here. It ia for us, 
the living, rather, to be dedicated 
here to the unfinished work 
which they who fought here have 
thus far so nobly advanced. It 
is rather for us to be here dedi* 
cated to the great task remain¬ 
ing before us—that from these 
honored dead we take increased 
devotion to that cause for which 
they gave the last full measure 
of devotion—that we here highly 
resolve that these dead shall not 
have died in vain—that this na<- 
tion, under God, shall have a 
new birth of freedom—and that 
government of the people, by the 
people, for the people, shall not 
perish from the earth. 


us to carry on the unfinished 
work which they who fought 
here brought so far along. It is 
also up to us to dedicate our«- 
selves to the real job ahead of 
us-^amely. to be brave and 
true, to support the Constitution 
of the U. S.. and to carry Old 
Glory to the heights, from the 
rock-ribbed coast of Maine to the 
sun-kissed shores of California. 


The Positive Tone versus the Negative Tone, Every type 
of expression carries a tone^tamp: the positive, the neutral, 
or the negative tone. The negative tone is dangerous, destruc¬ 
tive, and antagonistic. The positive tone is dependable, con¬ 
structive, and co-operative. The neutral tone is on dead center, 
informative, machinelike, often statistical, always emotionless. 

The negative tone The positive tone 

may result from any one of the may result from one or more 
following attitudes: of these attitudes: 

defeat disinterestedness success desire to serve 

failure slothfulness triumph initiative 

displeasure irritability pleasure level-beadednesa 

discontent insolence satisfaction diplomacy 

refusal bluntness co-operation tact 

hesitance curtneas willingness courtesy 

suspicion slovenliness trust neatness 

complaint laziness adjustment ambition 

fear anger assurance calm 

uncertainty obstinacy confidence understanding 

carelessness egotism accuracy thoughtfulness 

tricke ry selfishness honesty gener os ity 
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The positive tone la of huge value to the business writer. 
He should cultivate its use. Even in the hnal stages of collect¬ 
ing money overdue, when forceful and insistent language is 
the rule, one can maintain the positive tone. If it can be done 
under these circumstances, it can be done under all other cir¬ 
cumstances. The positive tone is always useful. 

A letter transmits a stream of impressions about itself and 
the business it represents. Once it starts its flow into the re¬ 
ceiving mind, that stream of impressions cannot be recalled 
for change or correction. A letter once in the mail is beyond 
recall; and so are the impressions, good or bad, with which it 
started its journey. Reware of a letter written while you are 
irritated or excited. Never mail it until the next morning. You 
will be glad you waited. 


A Bond House Turns Failure Into Success. A bond house 
sent out a follow-up letter to those who had received, upon 
their own request, an elaborate booklet The house planned to 
get action by requesting the return of the book after two weeks 
had passed without an order. The results from the letter were 
disappointing. Then, without any other change whatever, the 
second paragraph was put flrst and the first paragraph was 
put second. The results increased 40 per cent. Here are the 
two letters: 


The Original Letter a FaUure. 

Study the First Impression. 

If you have decided not to 
accept the invitation to owner¬ 
ship in this company, please re¬ 
turn the book that we sent you 
twelve days ago in response to 
your request. Postage for the 
return is enclosed. 

If you have decided to accept 
our invitation, you will still be 
in time to obtain one of the 
ownerships allotted to your state. 
Your application should be 
mailed promptly upon receipt of 
4 |i1b letter. 


The Rewritten Letter a Success, 
Returns Increased 

If you have decided to accept 
our invitation, you will still be 
in time to obtain one of the 
ownerships allotted to your state. 
Your application should be 
mailed promptly upon receipt of 
this letter. 

If you have decided not to 
accept the invitation to owner¬ 
ship in this company, please re¬ 
turn the book that we sent you 
twelve days ago in response to 
your request. Postage for the 
return is enclosed. 
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What the Bank President Asked. A bank president sub* 
mitted to an expert a letter acknowledging the receipt of two 
checks. Could the letter be improved? 

The OrigifuU VerRion 

We have your letter of June 7, and we acknowledge the receipt 
of the two checks that were enclosed. We have credited these checks 
in the sum of 934 to your account. 

An Improved Version 

We acknowledge receipt, in your letter of June 7, of two checks 

totaling $34, which we have credited to your account. 

% 

Much Better Version* 

Thank you for the two checks, in your letter of June 7, totaling 
$84. We have today credited them to your account. 

or 

We have promptly credited your two checks totaling $34, re> 
ceived today, to your account. 

In the original the tone is dull, the expression wordy. In 
the improved version some of the wordiness is corrected, but 
the action is still hidden. In the still better versions the tone 
becomes positive through the expression of courtesy or action 
in the opening words. Simple though these tone shifts are, 
thousands fail to understand them. 

The Sherry-Netherland Hotel. The scaffolding on the 
thirty-eighth story of the Sherry-Netherland Hotel caught 
fire. Although the firemen had trouble in smothering the 
fiames because of the height of the building, the fire did not 
spread and the huge building was saved. The next day the 
hotel announced that the fire would not interrupt construc¬ 
tion. Then it concluded, “And so is proved in a spectacular 
way that the Sherry-Netherland is fireproof.” A fire in any 
building is bad news. But the alert writer saw the favorable 
side, assumed a positive tone, and so turned the fire into an 
advantage. 

The Chicago Mail-Order House. A rural customer some 
time ago sent to a Chicago mail-order house an order for a 
stove that could not be shipped for three weeks. 
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As the Reply Was First Writ- As It Was Revised: Positive 
ten: Neyative Disappointment Satisfaction 

We regret that we are un- We acknowledge with sincere 
able to fill your order for three thanks your order for a stove, 
weeks. which we shall be able to send 

you in plenty of time for eet- 
ting up before cold weather. 

As first phrased, the reply was a stark disappointment. It 
emphasized what the company could not do and, therefore, 
was negative. As revised, the answer was gratifying. It 
showed that the company was thinking of the customer’s in¬ 
terests. The revision, therefore, was positive. 

The Letter That Nearly Lost a Costomer. A bank customer 
who had done business with the institution for years came up 
to the desk of one of its officers. He was choked with anger. 
He laid this letter on the desk: 

This Letter May Make Enemies 

Your recent favor has been received. Before we would con¬ 
sider granting you a new loan, we would have to make a thorough 
investigation as to your credit. We would ask. then, that you fill 
out and return to us the enclosed financial statement, to replace the 
one now in our files dated two years ago. 

Ail the facts were true. The practice of all good banks is 
to keep their financial statements up to date, and never to 
consider loans to persons about whom they have insufficient 
credit information. But because this routine letter had made 
an ordinary request in such an untactful and repellent tone, 
this good customer was angry enough to consider withdraw¬ 
ing his profitable account. A little skill in applied psychology 
and in the positive attitude would have saved the customer 
his anger and the bank much embarrassment. 

This Letter Makes Friends 

I was glad to learn from your letter of May 10 that you have 
another loan for us. Two years have passed since you made out a 
financial statement, I believe, so I am enclosing another blank. As 
soon as you fill it out for us, I shaU see that the loan goes at once 
before the committee. 
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To maintain a cordial attitude, even under trying condi¬ 
tions, is necessary in successful public relations. 

Positive People versus Negative People. Letters are like 
people—created with a positive or a negative twist. You may 
have acquaintances who are cheerful and buoyant or morose 
and sullen. No doubt you know others who are pleasant and 
tactful, as contrasted with some who seem to have been “born 
cross." Consider the case of the famous basketball coach, 
nationally known, who because of a self-centered attitude has 
only a small circle of friends: a teacher who, because of his 
belligerency, brusqueness, and infantile lack of self-control, 
has a knack for making a great many enemies; and the secre¬ 
tary of an association of commerce who, because of irritability 
and curtness, antagonized his associates, destroyed chances of 
teamwork, and made no progress. Thousands of letters are 
hampered because they carry the vicious faults of the basket¬ 
ball coach, the teacher, and the secretary. 

Search for the Positive Appeal. Here is a little story of 
Mr. Negative and Mr. Positive. Mr. Negative wanted to clean 
up his lawn. He ordered his children to rake up all the leaves. 
Reluctantly, yet obediently, they did so; but it was a dull and 
unpleasant chore. 

Mr. Positive also wanted to clean up his lawn. A thought 
struck him. Said he to his children, “Come on, let’s have a 
marshmallow roast. We’ll have to pile up a good, big bonfire 
with a lot of leaves.” “Let’s get started!” the youngsters 
shouted. As if by magic the children rushed for rakes; and, 
working with unleashed enthusiasm, they soon cleaned the 
lawn, oblivious of the labor and with thoughts on the succu¬ 
lent marshmallows about to be roasted. The force that re¬ 
leased the enthusiasm for raking leaves was powerful because 
it was right. Mr. Positive had made it easy. 

The Warm Sun and the Chill Wind. Remember the fable of 
the warm sun, the chill wind, and the man with the overcoat. 
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The sun and the wind wagered on which could make the man 
remove his coat more quickly. The wind intended to blow it 
off. The sun intended to warm it off. The outcome was not 
hard to foretell. The sun won. 


PROBLEMS 

1. Is the following letter positive or negative in tone? 
Dear Sir: 

In reference to your recent request for our booklet How So>fe /a 
Moiotingy we regret advising you that this publieotion is entirely 
out of stock. A new supply will be available about August 1, at 
which time your request will be honored unless you notify us to the 
contrary. 

(a) Write your analysis of the tone of this letter, (b) Re¬ 
write the letter as you would approve it. 

2. Select three examples of knowledge writing from a cur¬ 
rent business magazine. Select three examples of power writ¬ 
ing from literature, from advertisements, or from good sales 
letters. Show how the first set differs from the second set in 
aim, in tone, and in word choice. 

3. Write a paragraph on the difference in tone (a) between 
a cook book and a short mystery story; (b) between the 
annual report of the General Motors Corporation and a nar¬ 
rative account of the battle of Gettysburg. 

4. The income-tax collector for a certain state requested 
from an automobile company in a small town an immediate 
report on a delinquent income-tax return. The collector called 
attention to the fine for failure to file the report. The man¬ 
ager of the automobile company, confusing the income-tax 
report (which he had not filed) with another report sent to 
the secretary of state (which he had filed), lost his temper 
and wrote the following letter: 

Sir: 

Your statement *'that return was not received by you*' is an 
absolute falsehood and apparently deliberate as this report was 
inclosed in same envelope with the report of the County Dairy 
Breeders’ Association and this you can not deny receiving as you 
acknowledged the receipt of it and if you received one you received 
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the other. I resent your insultinR inference to cover the incom^ 
petency of your office force. Last year an attempt was made to put 
over the same in regard to the County Breeders’ Association. 

However, if you desire a duplicate I am willing to furnish it 
even if you have not the courtesy to ask for it. A gentleman will 
ask, a coward will threaten. 

The letter, including errors in sentence construction, is re¬ 
produced here exactly as it was sent, (a) Criticize the tone, 
using the left column on page 257 as a guide, (b) Criticize 
the accuracy, including that of sentence structure. 

5, Explain in a written paragraph why this lotter is effec¬ 
tive in content and tone. Illustrate your discussion by quoting 
phrases from the letter. 

Dear Mr. Young: 

We are grateful lo you for your letter of March IS, informing 
us that the property next to you ie to be sold and that, as you will 
not know the wishes of the new owners with reference to treatment 
of the tree on the property line, it is advisable to postpone this 
work indefinitely. 

We shall be glad to abide by your decision, of course, and we 
are notifying our local representative immediately in order that he 
may govern himself accoidingly. If and when the time comes that 
you wish to go ahead with this important work, we hope we may 
have the pleasure of serving you. 

Sincerely yours, 

Thk Davey Tree Expert Company 


6, Select one letter from a suitable source, under the direc¬ 
tion of your teacher. Discuss your letter in writing; use the 
following guide. 


A Plan for Letter Appraisal 

1-- 

Appearance , 

Content 

1. Stationery. Does it impress 
favorably or otherwise? 

2. Letterhead. Is it suitable? 

3. Neatness. Is the paper clean? 

4. Folding. Is it exact, straight? 

5. Ink (ribbon). Is it clear? 

6. Typing. Is it accurate, even? 

7. Letter layout. Is it pleasing, 
balanced, centered? 

1. Plan. Is it logical in core¬ 
thought, sequence? 

2- Paragraphs. Do they indi¬ 
cate thought units? 

3. Sentences. Are they gram¬ 
matical, varied, clear? 

4. Punctuation. Is it correct? 

6. Spelling. Is it correct? 

6. Tone. Is it positive? 
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7. The following letter score chart totals 100 points. 


Letter Score Chart 

Score 

1 

Plan 

Letter Plan (50) 

Clearness (10) 

Subject flrst (10) 

Para^aph sequence (10) 

Flexible sentence (10) 

Word choice—freedom from ‘lingo” (10) 


Tone 

Letter Tone (25) 

Courtesy (10) 

Directness (5) 

The “you” viewpoint (5) 

Character, individuality (5) 


Form 

Letter Form (26) 

Heading (5) 

Address (5) 

Salutation (6) 

Complimentary close (6) 

Picture-frame margin (6) 


TOTAL 



Select from suitable sources, under the direction of your 
teacher, two letters. Score each letter according to the fore¬ 
going chart. The number in parentheses after each line is the 
number awarded if the letter is perfect in that item. For 
example, if the courtesy of the letter is perfect, score 10 in 
the right-hand column opposite “Courtesy.” If the letter is a 
little short of perfect, score it 9 or 8 or 7. If the tone is angry 
or sarcastic, score it 0. If picture-frame margins are violated 
and the layout is poor, score the letter 0 or 1. If the margins 
are nearly perfect, score the letter 4. Follow the same plan 
with the other items. 

The highest possible total score is 100. A letter scoring 
less than 70 is poor; above 80, good; above 90, excellent. 

















SECTION 2 

MAKING VOCABULARY WORK FOR YOU 

Choosing the Right Wocd. “The selection of the right 
word,” wrote Alexander Hamilton, the great American states- 
man, “calls for the exercise of ma}i’s greatest faculty—^that 
of judgment.” 

Turn to the Bible and read in the Book of Job; “How 
forcible are right words.” Listen to Disraeli, famous states¬ 
man and one-time Prime Minister of England, conclude: 
“With words we govern men.” 

Yonr Vocabulary Goes Hand in Hand with Your Success. 
Dependable proof now shows that a wide and accurate vocabu¬ 
lary—a command of words—is closely linked with personal 
success.* 

“Why do large vocabularies characterize executives and 
possibly outstanding men and women in other fields?” asks 
Johnson O’Connor in discussing the connection between vo¬ 
cabulary and success. "The final answer seems to be that 
words are the instruments by means of which men and women 
grasp the thoughts of others and with which they do much of 
their own thinking. They are the tools of thought.”** (Italics 
are the author’s.) 

Can You Make the Right Word Come? Each of us has his 
own set of words. This set of words is like a bank deposit. 
Every time you deposit a new word, you increase your sav¬ 
ings account and it bears more interest! Each of us must 
experiment with his own word supply and increase it, refine 
it, and improve it. Every new word is another deposit on 
personal success, a new shield against ignorance, and a tool 
for winning friendship and understanding. 
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BUCiU£Y. DEMENT & COMPANY 

“Direct ^ail JIdvtrtising 
Pltnned * Mated * Melted 
Uee Je^ien Bealcvefd 
CHICAGO 



July 20 , 19 


Sr* Robert R. Aumer. 

Professor of Business AdninlstratleB* 

The University of VlsooDSio* 
lIsdlsOB dr Visconsia* 

Dear Dr. Aumers 

There oan be no doubt that the oain support of a sttoeessful 
business oareer is a sound tralniaa in the Sndiish Xanguage. 

The English language enters vitally and ioportantly into the 
everyday oonduet of business, to,carry on its duties vlth 
full sffeot. it ipuet be aeeurete. It oust be flexible, it 
Bust be persuasive. 

Flexible and persuasive English ie vitally neeossary when it 
ooaes to producing effective sales lettersr profitable direot- 
Bail pieoee, end vivid advertising copy. In our bubinsss, 
for SKSBiple, vs knew vs can dspsnd on the right vords in our 
appeals to bring in inquiries and orders •• to build ths 
businessea cf ths firos vo are servicins- 

A thorough and painstaking preparation in hov to vrite end 
spoak good English is one guarantee to a business suooess. 

It is not tho only guaronteo to be sure, but it is one of ths 
feresiost. Any oeurse of training in English for business 
should, as a natter of cosaon sense, place large esphasis on 
hov to vrite effective business letters and sales nessages— 
ths Best Inportant avenues through vhioh the overage business* 
nan expresses hiQssif in vritlng. 

Expressing thought clearly announcing nevs interestingly 
requesting action persuasively are daily necessities in 
ooBneroe. Our English language is siapiy a necessary vork- 
ing tool of a business oian or vosian. Only trained business 
writers will in future reach the high levels. 


HJBsE 



BUCKLEY, DEKEHT A COKPAKY 


**TB£ MAIN SUPPORT OF A SUCCBS 8 FUU BUSINESS CAREER*' 

. . «ss knevi ire ass dspsnd es cAs nigAt toerds . . . says a direet^wsD expert, 
the edBfBlstoBtfve bead of an orvmnlsatleTi dvroted to the eolotton of 
lateesity presttotd dafir bestasei proMemi 
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Does the right word come when you call for it? Can you 
summon from your mental stock the one word you want when 
you need it most? Certainly there are plenty from which to 
choose. The English language offers you three million. A 
million of these are basic terms. The other two million are 
grammatical variants of these basic terms. Yet even with 
half this treasure house between the covers of the unabridged 
dictionary and ready to serve, most people privately admit 
that they feel “word poor.” 

Fresh Vocabulary Needed to Smash Stock Phrasing. For 
years the business voice has been a rumbling treadmill of 
outworn expression. Some of the worst of these damaging 
stock expressions are discussed later. The average business 
house cries in desperate need for fresh words, clean, new 
phrases—in short, a wider vocabulary. Look for vivid word 
qualities and cultivate exactness in the use of words, us does 
Andre Maurois, in writing of a former British prime minister: 

In u few months an assembly prone to admiration would be 
listening to perfect periods, to muscular phrase.^, to the astounding 
conjunctions of rare adjectives and vigorous nouns. 

The Picture Power of Words. Words have moved men to 
achievement, inflamed them with enthusiasm, convinced them 
with wisdom. Words may be dull or diamond-pointed. Words 
may soothe or may smart like vitriol. Words may be as 
downy as ermine or as sharp as spikes. Some carry a tone of 
cool fairness; others, a warm cordiality. 

The colorful writer Lafcadio Hearn once said: 

For me words have colors, form, character . . . moods, humors, 
eccentricities . . . tints, tones, personalities. 

Because people cannot see the color in words, the tints of words 
• . . Because they cannot hear the whisperings of words, the rus¬ 
tling of the procession of letters . . . Because they cannot perceive 
. . . the frowning and fuming of words, the weeping, the raging 
and racketing and rioting of words . . . Because they are insensible 
to the phosphorescing of words, the fragrance of words .. . the ten¬ 
derness and hardness of words . . . 

Is that any reason why we should not try to make them hear, 
to make them see, to make them feel ? 
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Vividness. Fresh, vivid, smd pictorial words issue from 
an aroused enthusiasm. Here are practical examples. 

The Burlington Railroad, presenting its crack stream¬ 
liners, tells of the historical Mississippi route: 

^The Zephyrs streak, swift and lithe, along safe double tracks 
crossing a hundred ravines where wild ferns flourish; over the 
Wisconsin River, and the Chippewa and the St. Croix; around the 
big bulge of Lake Pepin where the Mississippi widens to three 
miles. Willows and dogwood Uue the small creeks that hustle busily 
down from the hills. In the marshes, red*wing blackbirds teeter on 
the cattails." 

Of different atmosphere is the following rugged narrative 
of an engineering triumph in the Mosul Province of Iraq. 
Note the feeling of vivid, compelling activity. 

On this, the world's longest petroleum pipe line built as a single 
construction job, the U. S. and British building crews turned in one 
of the smoothest jobs of pipe laying ever seen. They had to build 
camps, dig water wells, run water lines, telephone and telegraph 
lines. Huge 18-whee] trucks carried the 12*in. pipe in 40-ft. lengths 
over some of the world's worst terrain. An automatic ditch-digging 
caterpillar tractor scraped out the 3-foot trench; compressor drills 
took care of the rock; Texan welders joined the "firing lines" of 
six or eight lengths; Sudanese painted and poured boiling asphalt 
over the section, wrapped it in brown paper and lowered it into the 
trench; and another tractor shoveled the dirt bock. Two crews 
worked inland from the ports of Tripoli and Haifa, the third out 
from Kirkuk. 

These paragraphs capture the throbbing energy, the 
dynamic movement, the vivid spark that can live in words. 

Picture a sleek Diesel-electric locomotive standing, like a 
lonely giant, in dark silence. To bring this unmoving mass 
of steel and motors to life requires explosive force in the 
cylinders. What power is to the locomotive, enthusiasm is to 
a man—the driving, explosive spark. In business writing the 
vital spark that drives a message home is a live vocabulary. 

Vivid Verbs Generate Power; Nouns and Adjectives Follow* 
Verbs, nouns, and adjectives, in the order named, are strong 
because they are idea words. Choose the right verb, and the 
adverb may not be needed. Very, used to intensify an adjec- 
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tive (very fast), often weakens instead of strengthens the 
word to which it is linked. 

Vivid verbs head the list of power-makers. In the Bur¬ 
lington Railroad description of its streamlined Zephyrs, in 
the rugged engineering narrative from far-off Iraq, you are 
carried along with picture verbs like streak, flourish, hustle, 
teeter, scraped, painted, poured, shoveled. 

Vivid verba likewise lend rhythm. G. K. Chesterton, 

famed English author, writes in Lepanto: 

Strong gonga groaning as the guns boom far, 

Don John of Austria is going to the war . . ,* 

In the heavy beat and accent are heard the throbbing alarm 
of general military uproar and frenzied excitement. 

The average vocabulary is weak in verbs, fairly sprinkled 
with adjectives, and well stocked with nouns. Yet the English 
language is rich in verbs, hundreds of them dynamic. Note 
how color fuses into action in the following picture-painters: 


alarm 

clutch 

glare 

munch 

sling 

ally 

dangle 

glimmer 

probe 

slip 

badger 

dare 

glitter 

pry 

snip 

beguile 

dash 

gleam 

rake 

soothe 

caper 

dip 

glow 

ransack 

surge 

carve 

drag 

juggle 

rivet 

swoop 

cheer 

drive 

loaf 

rummage 

tickle 

chill 

fidget 

lock 

skimp 

track 

chisel 

flog 

lug 

slice 

tremble 

clang 

floor 

lunge 

slide 

wring 


Sales letters are made forceful by verbs that flash pic¬ 
tures. Experts use the verb dynamo. Study these examples: 

Call for the joUy Eskimo kid. Uncap a bottle of his gingery old 
drink. See the little bubbles sparkle to the top. 

Swoop into a soft snowbank amid a hubbub of shrieks and 
shouts. You’re snuggling into Jacob’s virgin woolens. 

Keep your curtains a~ftutter with a Robbins and Myers fan. 

Perfectly proportioned, delicately balanced, the Gray Goose 
cleaves the air in his effortless flight. 

• For forceful writing you will enjoy pleasure and profit from study¬ 
ing the word vividness, as well as the fascinating rhythm, of (1) G. K. 
Chesterton’s Lepanto, (2) John Masefield’s Cargoee, (8) Vaebel Lind¬ 
say’s The Congo. (4) Bliss Carmen's A Vagabond Song, and (6) Wil¬ 
liam Bose Benet's Uerchante from Cathay. 
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Letters in the quiet mood draw upon verbs to build an 
atmosphere of calm, a sense of peaceful beauty. Study these 
sentences in the quiet tone of a Christmas Eve: 

We cannot find the ma^ic words that will make the spirit march 
forwaro off the page and into your Season's joy. We cannot word** 
mirror the leaping flames that warm the hearth and paint a rosy 
tint on the deepening twilight. We cannot make our plodding Ian* 
guage foretell the dainty jingle of reindeer bells* nor the pearly 
twinkle of distant stars .... 

Note how your attention fastens on the movement in the ex¬ 
pressions march forward^ word-mirror, leaping, paint, deep¬ 
ening. plodding, foretell, jingle, twinkle. 

Contrast the descriptive overtones in the following coup* 
lets, in which a great poet contrasts two sharply different 
kinds of seacraft, one ^^rowing home to haven/’ the other 
"butting through the Channel**: 

Quinquireme of Nineveh from distant Ophir* 

Rowing home to haven in sunny Palestine . . . 

« • • « 

Dirty British coaster with a salt^aked smokestack. 

Butting through the Channel in the mad March days . . 

Sheer verb*and*word choice set these two couplets a world 
apart in both tone and connotation: one, a picture of roman* 
tic dignity, relaxed ease, and warmth; the other, a picture of 
an unromantic trade freighter, the struggle of windy sea- 
spray, and raw chill. 

Figures of Speech Paint Quick Word*Pictures. Every ele¬ 
ment in good writing speeds the message and adds force. 
Figures of speech, founded on concreteness, drive ideas home 
because they fire the imagination. Properly used, they make 
letters easier to read by creating lively pictorial images. Com¬ 
pare the abstract statements at the left on page 271 with the 
figures of speech at the right. 


*John Masefield, Cargoes. 
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The Generalized Ahetract 
Statement 

Words may be pleasing or 
harmful. 

Many cement roads were built. 

High quality and low prices. 

We are approaching the fun¬ 
damental factors involved here. 

He succeeded in finding the 
exact location of the difliculty. 

When you reduce it simply to 
the essential facts. . . . 

It would be best for him to 
proceed without any equivooa* 
tion in letting me know. 

He is bringing about impor¬ 
tant changes in the old ways. 

The last letter we sent brought 
back a large number of orders. 


The Vivid and Forceful 
Figure of Speech 

Words are like flowers—or 
knives. 

The country was ribboned 
with cement highways. 

Airplane quality at submarine 
prices. 

We are now getting down to 
the bedrock facts. 

He put his finger squarely on 
the trouble. 

When you boil it all down.. . . 

It would be best for him to 
come out straight from the 
shoulder and tell me. 

He is cutting the ground out 
from under the old ways. 

The last letter we sent brought 
back an avalunche of orders. 


Simplicity in Vocabulary. Avoid big words when simpler 
ones are as good. The English language has a one-syllable 
word for many a three-syllable one. Sometimes the one-syllable 
word does a better job. Contrast the following sentences: 

Pompous Simple 

Here is a common species of Here is a hen with a fine rec- 
that feathered creature belong- ord for laying eggs, 
ing to the general classification 
of gallinaceous biped, and noted 
for its egg-laying propensities. 


Words like gOf stay, flay, pact, foe, wed, hop, bid, tilt, bloc, 
scan, dig, snag, foU, and split are popular because they are 
simple and direct. Simplicity is illustrated in the following 
passage by H. Gordon Selfridge, of Selfridge’s, Oxford Street, 
London: 

Get the confldence of the public and you will have so difliculty 
in getting their patronage. Inspire your staff with the right spirit 
of service; encourage every sign of it So display and advertise 
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wares that customers shall buy with understanding. Treat them as 
guests when they come and when they go» whether or not they buy. 
Give them all that can be given fairly, on the principle that to him 
that giveth shall be given. Remember always that the recollection 
of quality remains long after the price is forgotten. 

Lincoln’s writing reached perhaps its climax in the Gettys* 
burg Address. This message is a masterpiece. It contains only 
two hundred and sixty-five words. Of these, one hundred and 
ninety-five are of one syllable. Forty-three are of two syl¬ 
lables. Most of the remainder are of three. The Gettysburg 
Address is in length less than three quarters of an ordinary 
one-page letter. Yet this deathless document of simple words 
is a greater monument than man can build of granite. 

In a breezy rhyme Don Marquis, late newspaper colum¬ 
nist, made the process of writing seem easier than it is, but 
correctly described the act of word choice: 

Webster has the words and I 
Pick them up from where they lie; 

Here a word and there a word— 

It’s so easy, 'tis absurd; 

I merely range them in a row, 

Webster's done the work, you know; 

Word follows word, till, inch by inch, 

I have a column, \iliat a cinch! 

I take the words that Webster penned 
And merely lay them end to end. 

How to Develop Your Own Vocabulary. To develop a busi¬ 
ness vocabulary, cultivate the dictionary habit. There is no 
royal road to a wide vocabulary. If you want an adequate 
command of words, you must work for that command. 

Now, how many words does the average person use? How 
large is his ’talking” vocabulary? How large a vocabulary 
can he understand when he reads? To find out, the Russell 
Sage Foundation analyzed three hundred and eighty thousand 
words written by twenty-five hundred x>®r3ons in seventy-five 
communities. More than two thirds of the writing consisted 
. of personal and business letters. Here are the results: 

(1) The ten commonest words, in the order named, are 
ih€f and, of, to, I, a, in, that, you, and for. (2) The fifty com- 
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monest words with their repetitions make up more than haU 
the words we use in writing. (8) The three hundred com* 
monest words and their repetitions make up three fourths of 
our writing. (4) Nine tenths of our writing is done with one 
thousand words. 

The editor of a leading dictionary concludes that an adult 
with a small range of information can understand three thou¬ 
sand words when he reads; a businessman or a skilled tech¬ 
nician, ten thousand; a college graduate, twenty thousand. 

A business vocabulary is composed of words used more 
commonly in business than elsewhere. The words so used are 
the common property of the English language. They may be 
used by others than businessmen, but they find their wider 
service in commerce. 

“The knowledge of words is the gate of scholarship,” said 
Woodrow Wilson, who knew words, became a scholar, and was 
later wartime President of the United States. The American 
dictionary contains today more than a half-million terms. Ex¬ 
cellent correspondence can be carried on with the use of only 
a fraction of this number. But the words that should be 
known and used must be accurately known and used. Accu¬ 
racy is your aim. 

One General Word Translated into Two Hundred and 
Twenty Specific Meanings. Translating one general word into 
all its possible specific meanings yields startling results. Let 
us take the common verb said. This hard-working daily serv¬ 
ant of the English language can be translated into not less 
than two hundred and twenty specific substitutes, each of 
which is descriptively more powerful than its mother-word! 
Here are a few of the two hundred and twenty: 


Specific OSs^oote of the General Verb “Said” 


announced 

cried 

exclaimed 

grumbled 

promised 

argued 

declared 

explained 

hinted 

recommended 

blurted 

denied 

exploded 

inaisted 

responded 

buret out 

drawled 

faltered 

maintained 

whispered 

conceded 

droned 

growled 

predicted 

jrelled 


(pita one hundred and ninetp’ihte more) 
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Try this type of translation once a week, each week selecting 
a new business verb. The exercise will help you to greater 
power of expression. 

In the following pages we continue our study of vocabu¬ 
lary and its development. 

PROBLEMS 

1. Translate each of the following general verbs into at 
least ten specific offshoots: (a) walk, (b) run, (c) eat. 
Helpful sources for synonyms are an unabridged dictionary, 
Roget’s Theaaurtus, Crabbe’s Synonyms. 

2. Write a brief summary of the link that seems to exist 
between vocabulary and success. Explain in your own words 
how a good vocabulary may help you to succeed. 

3. Discuss in writing the word quality of the following 
passages, which you read in the foregoing pages of this part: 

(a) Lafcadio Hearn's description, page 267 

(b) Burlington Zephyr description, page 268 

(c) Iraq pipe-line description, page 268 

(d) Christinas Eve description, page 270 

(e) Selfridge's statement, pages 271 and 272 

(a) Consider the following definite points: pictorial power, 
vividness, stimulus to imagination, use of the specific word, 
use of figures of speech, (b) On a separate sheet make a 
written list of expressions that seem to you particularly effec¬ 
tive in each passage. 

4. From each of ten different newspaper or magazine ad¬ 
vertisements select a phrase or a sentence containing effective 
words. Write each expression in a column at the left of the 
page. Underscore the words in each expression that seem 
colorful or vivid. At the right opposite each selection, explain 
in a sentence what qualities make it effective. 

5. “Two kinds of letters cross my desk,” writes a business 
commentator. “One—paper, ink, and formality—goes the way 
of the wastepaper basket; the other—logical, human, and ap¬ 
pealing—draws the eye, grips, sways, convinces. One is the 
inmduct of careless routine; the other, of conscious creation.” 
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Explain in a paragraph some of the differences between 
the two kinds of letters described by this critic. 

6« Discuss the word quality of the following passage. Con¬ 
sider pictorial power, vividness, stimulus to imagination, use 
of the specific word, and use of figures of speech. 

Words are almost living things. There are weak words and 
strong words, pallid words and red-blooded words, words splendid 
as precious gems . . . words as scorching as fire, words incan¬ 
descent with heat and light—words that seem to have dropped hiss¬ 
ing upon the page that holds them. There are words as dreadful as 
murderers, words that boil and swirl with meaning as dark as the 
black broth of a witch's caldron. 

7. Examine the list of verbs on page 269. (a) Look up 
each of these verbs in a dictionary, (b) Use each in a sen¬ 
tence suitable for inclusion in a sales letter. 

REVIEW 

Each of the following sentences contains at least one awk¬ 
ward construction or error. Rewrite the sentences; correct all 
errors, 

(1) There are two mistakes in the quotation made up by the 
Sales Manager. 

(2) The matter was handled good by the head of the Company. 

(8) The coat cost $45.00, the scarf .98/. 

(4) Even though the odds are great against us we shall play 
our best during the game. 

(5) 50 students were entitled to vote for the c]as.s president 
but only 20 exercised this privilege. 

(6) The well liked engineer was highly-trained in his work. 

(7) The new apartment building confined 2, 8, and 4 room 
suites. 

(8) We have this objection to the work It presents too diffi¬ 
cult a problem for the newer employees. 

(9) These kind of pencil is best for use in taking dictation. 

(10) He writes just like be had a course in journalism. 



SECTION 3 

STAMP OUT THE STOCK PHRASES 

The office door is open. Our ears catch a droning voice 
dictating a letter in something like the following language: 

‘^Gentlemen: ... er ... In reply ... uh ... to your 
favor of the tenth instant^ comma^ in which . . . hmmm 
• « . you give facts to support your claim for credit with us, 
comma» we beg to advise you that same is inadequate from 
the point of view of our company, period, paragraph. 

“Ah . . . hum . . . Although we regret that the informa¬ 
tion given us . . . er . . . makes it impossible to grant credit 
as requested, comma, we will ... uh ... fill your order pro¬ 
vided check is sent in advance as . . . er . . . specified per 
our quotation of . . . uh . . . recent date, period, paragraph. 

“Trusting this arrangement will be entirely satisfactory, 
and regretting that we are unable to extend credit on an open 
account at this time, comma, . . . er . . . we beg to remain, 
comma, . • and the voice drones on. 

If this letter were not so typical of many still being dic¬ 
tated today, it would seem a horrible travesty on modern 
correspondence, filled with worn and weary phrases and hope¬ 
lessly old fashioned. But that defect is not the most serious. 
The tone of the letter is so offensive that it would not be sur*- 
prising if the reader were never to place another order with 
the concern. Through faulty language and faulty tone, this 
dictator is an active business-killer. 

Stock Phrases Are Poison. The infection of the stock 
phrase is one that, in a sense, has been passed down from 
father to son. A century or two ago it was both polite and 
correct for gentlemen to write to one another in elevated and 
artificial language. Today the only remaining evidence of this 
early style is the hackneyed jargon illustrated in the opening 
paragraphs above. Nothing so quickly destroys the freshness 
and sincerity of a business letter as a set of stock phrases. 
Here is a selected list of the worst; 
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Stock Pkraseo 


Poisonous 

according to our records 

advise 

as per 

as stated above* 

at all times 

at an early date 

at hand 

at this time 

beg: to acknowledge 

beg to inform or advise 

beg to remain 

contents carefully noted 

enclosed herewith 

enclosed please And 

esteemed favor 

even date 

hand you herewith 

hoping to hear from you soon 


in reply we wish to advise 
permit us to state 
please be advised that 
recent date 

same or credit for same or Hope 
same is O. K. 
thanking you in advance 

[and all similar participial 
conclusions | 
the writer 

trusting this is satisfactory 
ultimo, proximo, instant (uit» 
prox., inst) 
we remain, and oblige 
wish to advise, say, or state 
would state, would say 
you claim 
your complaint 


Such curiosities are now not in use in the language any¬ 
where except in business letters. Wordy and clumsy^ they 
trip the correspondent into saying what he may not mean at 
all. Stock phrases are bad English and bad business. Mod¬ 
ern letters must be more than a typewritten rubber stamp. 
To be consistent, a man who uses phrases from which the 
dust flies should write his letters with a quill pen and blot 
the signature with powdered sand. Letters were prepared in 
that way in the days of powdered wigs, and stock phrases 
belong to that period. ‘‘Boiler-plate^’ messages, expressed in 
cast-iron phrasing, make letters commonplace and worn out 


^‘Old-Fashioned Language.” The archaic language of a by¬ 
gone day is as old fashioned as a horse and buggy. Grand¬ 
father read by the light of a flickering tallow candle. We 
read by a scientiflcally designed electric light. Grandfather’s 
letters may have been full of wordy, stilted, and legalistic 
phrases. Ours of today must be well planned, freshly worded, 
friendly, and conversational. That is the modern style. 


* Charles Lamb, the great English humorist, poked fun at this 
stock phrase. Be called the writers ef it “the above boys and the below 
boys.*^ 
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After an intensive study of carbon copies of letters ^ing 
out from his Arm, one executive calculated that to get rid of 
only the stock phrases would cut the average letter length SO 
per cent! 

Lost; A Million*Dollar Business. One company lost the 
valuable business of another, amounting to a million dollars 
a year. Reason: its letters were so poor. The second concern 
came to the conclusion that no organization could write let* 
ters so wooden, so inaccurate, so careless, and so slovenly and 
still be doing a sound business in other respects. To maintain 
careful appearance and friendly, positive tone is as important 
on paper as in personal conference. 

Study This Contrast. Some time ago the following letter* 
creaking with wooden language, arrived in the mail: 

How It Was First Written 

Id reply to your letter of the 26th isst., wish to advise that the 
writer Is contemplating a trip to your city August eighth or ninth, 
and will then call on you. 

We also wish to state that we have a very nice line of Wrought 
Iron and Copper, and feel quite certain that we will have what you 
want in our line of sketches. 

Thanking you for your inquir>% we beg to remain, 

The one who wrote that letter smothered his message in a 
mass of dull wordage. He missed a great chance to highlight 
his coming. His task was to heighten the desire of the reader 
to see the designs and illustrations. 

How It Was Revised 

Thank you for your letter of July 26, inviting me to come over 
to show you some of our interesting fixtures. I expect to reach 
Santa Barbara on August 8 or 9. Just as soon as I arrive, Ill 
arrange to call on you at a time convenient to you. 

You will admire some of our distinctive work in wrought iron 
and copper, in which you have expressed interest. I shall also bring 
along some hand«drawn designs and my illustrated brochures. 

Once more, thank you for your inquiry and your invitation. 
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Free the First Sentence from Stock Phrases* First sen¬ 
tences are easily susceptible to stock phrases unless they are 
written with care. Avoid these ''obsoletes*': 

Yours received and contents noted and in reply 

Replying to your letter, we would say 

We have your letter, and in reply will say 

Referring to [or Answering] your letter 

I write in regard to [Unnecessary—the reader can see from 
your letter that you are writing.] 

Use, instead, these strong openings: 

(1) Show action that has been taken: **We have decided to 
accept your recommendation of November 21, after conferring with 
our departmental executives.” “Our vice-president, Mr. Thompson, 
has just reported to mo the figures on the excellent showing you 
made in your recent regional contest.” 

(2) Express pleasure or regret: “Thank you for your Decem¬ 
ber 9 remittance of $85.” “We were pleased indeed to have you 
take us into your confidence in the matter of the AAA action.” 

(S) Make a specific statement: “The actual figure for car- 
loadings for August, about which you inquire in your letter of 
September 8, is 998,448.” 

These simple principles or a reasonable combination of 
them add power, variety, and originality. They cleanse the 
opening sentence from atock phrases. 

Old-Style First Sentences Try to “Fly on a Kitchen Table.** 
Wilbur Wright, the famou.s air iiionoer, once remarked that 
he could fly on a kitchen table if he could find a motor power¬ 
ful enough. So, too, regardless of how bad a first sentence 
you write, you can still carry your idea to the reader if you 
say it enough times and if he has patience enough to hear you 
through. But these are ^'kitchen-table** methods. Don’t try 
to make a flj’ing start with a “kitchen-table” first sentence. 

Old Style: Wordy Modem, Direct 

Your inquiry of November 21 We are glad to send you at 
re Encyclopedia Britanniea, 13th once, in response to your re- 
Edition Prospectus, at bend, and quest of November 21, a copy 
In reply wish to state that we of the Britanniea Prospectus, 
are this day forwarding to you From it you can get an excel- 
under separate cover, copy of lent idea of the contents of the 
prospectus asked for, which we latest Britanniea. 
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think will serve to give you a 
fair idea of what the latest edi¬ 
tion is like. 


We have received your letter 
of April 14, in which you ask 
about the current Packard pro¬ 
gram. In reply we wish to say 
that we shall be glad to give you 
the information requested* 


This is in reply to your letter 
of April 19, which was received 
today and In which you ask 
about a bond of the Hudson 
Towers issue, No. 82, for $1,000. 

In answer we wish to state that 
this bond was cashed on the date 
of maturity, June 26, 19—, by 
the University Avenue Nation^ 

Bank, and we wish to advise 
further that said bank credited 
the account in question with 
principal and interest in fuB. 

The most prominent place in a parade is the head of the 
column; at a public gathering, the platform; at a banquet, 
the speakers’ table; at a theater, the stage; in the letter, the 
first sentence. Ui>on these places attention is centered. Make 
the first impression count! 

Free the Last Sentence from Stock Phrases* Last sen« 
tences, like first sentences, are easily susceptible to stock 
phrases. Any participial conclusion (an expression beginning 
with thanking, tmsting, hoping, assuring, believing, or the 
like) is a stock phrase. Never use it. See the detailed dis* 
cussion of the last sentence and its importance in letter plan 
on pages 247 and 248. 

The Lest Sentence, the CBimax* The last sentence gives 
the final impression, brings everything to its peak. A short* 
story writer works for a strong climax. A good salesman 
knows that he most make the most of bis last minute. An 


Here is the information asked 
for in your letter of April 14, 
about the current Packard pro¬ 
gram. We are glad to serve you. 


The KudBOn Towers bond No. 
82 of $1,000, about which you 
inquire in your letter of April 
19, was cashed on June 26, 19—, 
the date of maturity, by the Uni¬ 
versity Avenue National Bank, 
which credited the account In 
full. 
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experienced jury lawyer^ in making his closing argument, 
may end on a crashing crescendo of emotional appeal or may 
lower his voice to a whisper. These skilled men stage their 
endings. They want their parting words to clinch their efforts. 
Letters, too, may end with force. But if they are to end with 
force, every stale, hackneyed, and commonplace expression 
must be sheared away. 

Why Stock Phrases Are Absurd: Try This Test. Suppose 
one of your friends walked up to you and in a singsong voice 
began: ^^Replying to your statement of yesterday when I met 
you on this same corner, would say that you were in error 
re the matter of Sail-High golf balls, as per your suggestions 
in our previous conversation. Hoping my conclusion meets 
with your approval, and trusting that we shall have the 
pleasure of meeting again on this corner tomorrow, I beg to 
remain, Yours very truly.” Your friend might escape before 
you led him off to the police station. But if he did, it would be 
because you were standing open-mouthed with astonishment. 

The Sure Cure for Stock Phraseology. A golden secret of 
letter writing is to be natural. Why do so many dictators 
cloak their thoughts in heavily pompous phraseology? Per¬ 
haps because they have never thought of a letter as natural 
conversation! ‘‘It’s always a pleasure to meet new friends,” 
writes an expert sales executive as the first sentence of a 
letter welcoming new customers, people whom he had never 
met. ”You feel it in business just as you do in everyday life.*’ 
That writing is good because it is natural talk. 

The sure cure for stock phraseology is clear, common- 
sense talk. Address the reader as if you were speaking to 
him naturally as he sits on the other side of the desk. Vis¬ 
ualize him, and then talk to him—carefully. Say to yourself, 

am mastering the art of letter^tolking. I am talking to my 
reader as if he were now with me, but I am putting my words 
in black and white only because distance makes it necessary 
to do so.” One businessman escapes the deadly grip of stock 
phraseology by saying to his secretary, ”Now, if you please, 
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1 want to talk to Mr. White about our electric generators*’; 
and he proceeds to talk in a conversational manner that sug¬ 
gests a living-and-breathing interview* 

A letter is simply a careful, natural, often pleasant, busi¬ 
ness conversation reduced to writing. Notice the emphasis on 
the word natural. A business letter must be more concise^ 
more logical, than average conversation; but it should use the 
same principles of personal force and conversational direct¬ 
ness that guide an interview between businessmen on opposite 
sides of a desk. 


PROBLEMS 


L On a separate sheet of paper rewrite the following poor 
first sentences in such a way as to rid them of their stock 
phrases and to improve fheir force. 


(1) We have your letter of the 28th, enclosing the note of the 
Continental Seed Comimny for $2,500 due April 11, which 
we have discounted as agreed at 6%, crediting your ac¬ 
count With the proceeds, as i)cr statement enclosed. 

(2) As per notation on your recent order we enclose copy of 
our late.st drill jig bushing catalog B-28 with price sheet. 

(8) In reply to your letter of the 17th, will say that it is only 
with the greatest reluctance that I would settle with Mr. 
Gifford for $25.00, for this would not reimburse me at the 
rate of 25c an hour for the time I actually put in on his 
place. 

(4) 1 have your favor of the 13th inst., and in response have 
to state that the case was set for trial here on the 25th. 

(5) We acknowledge receipt of your quotation of the 28th cov¬ 
ering 1x4 & 1x6—6' Select #3 Hemlock, S2S & R/S, 
and wo regret to advise that we have found your price too 
high for U5. 


2* On a separate sheet of paper rewrite the following poor 
last sentences in such a way as to rid them of their stock 
phrases and to avoid participial conclusions. 

(1) Thanking you very much for the opportunity of serving 
you in this instance and assuring you of our desire to be 
of service to you at any time in the future, we are 

(2) Trusting this will be taken care of and when sending the 
forms in let us know so that we can mark our records ac¬ 
cordingly, and thanking you for your co-operation, I remain 
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(8) Assuring you that I shall be glad to see you whenever you 
are back in this part of the country again, I remain 

(4) Thanking you in advance for this favor, we are 

(6) Again regretting the alow service on this order and assur¬ 
ing you of greater precautions in the future, we remain 

(6) Hoping you will be in position to favor us with an order 
to cover this car, we remain 

(7) Thanking you very much for this valued order and assur¬ 
ing you same is having our very best attention, we remain 

(8) Wishing you the compliments of the season, we are 

(9) Asking you to please keep me informed relative to same 

3« The following letter was received in answer to an in¬ 
quiry about office desks. Curiously enough the letter came 
from a company easily able to hire first-^rate correspondence 
guidance. 

Gentlemen: 

Your letter of September 21 at hand. We thank you for favor¬ 
ing us with this inquiry. We have at this time no Number 21 desks 
available for sale. Regretting that we are unable to sell you and 
hoping that we may have further dealings with you in the future, 
we are. 

The Blank Equipment Company 

(a) Write a brief criticism of this letter. Consider first 
and last sentences, stock phrasing, completeness, tone, (b) Re¬ 
write the letter as you would have sent it. 

4« A customer writes that he has found a sales manual of 
the Flynn Corporation helpful in his work and asks for five 
more copies. The correspondent of the Flynn Corporation 
sends the following answer, presented below without the 
changing of a word from the original draft. 

Dear Sir: 

We beg to acknowledge receipt of your communication of March 
14, and note that you found our manuals quite helpful, and that you 
would like to have five additional booklets. 

We beg to advise that we are sending you a dozen additional 
booklets under separate cover so that you will have an ample supply 
on hand. 

We trust our action in this matter meets with your approval 
and beg to remain 


Very truly yours, 
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(a) Write a brief criticism of this letter, covering first 
and last sentences, stock phrases, and tone, (b) Rewrite the 
letter as you would have sent it. 

5. This letter came from a great railroad: 

Dear Sir: 

In accordance with your request of October 11th, take pleasure 
in enclosing herewith copy of Mr. Morley's article entitled, “The 
Teller of Time/* 

Thanking you for this opportunity to serve. I remain, 

Yours truly, 

(a) Criticize it. (b) Rewrite it. 

6« The following letter came from a manufacturer of sum¬ 
mer clothing in one of America’s largest cities: 

Gentlemen: 

We are just in receipt of your valued order of the ninth, and 
are making you a shipment today as per the enclosed invoice. How- 
ever, on the faced coat we only had same up to size forty-four, and 
sent you the reinforced coat in the size of forty-six and trust this 
will be satisfactory. 

Are you interested as yet in Summer Clothing? As written you 
previously, we would like to submit you some samples, and trust to 
hear favorably from you. 

Thanking you for this order of today, and awaiting your fur¬ 
ther pleasures, we are, 

Yours truly, 

(a) Criticize it. (b) Rewrite it. 

7. A customer spending $16,000 a year with a certain con¬ 
cern sent an important inquiry about a delay that was holding 
up retail sales. The following are the first and last para¬ 
graphs of the reply he received: 

Gentlemen: 

Yours of the i7th regarding 9 doz. hammer handles at hand 
and contents carefully noted. In reply we beg to state that our rec¬ 
ords show these handles were shipped by the Chicago, Milwaukee, 
St Paul and Pacific Railroad on the 15th as per our letter of recent 
date. 

Thanking you for calling the facts to our attention arid assur¬ 
ing you of our desire to serve, we beg to remain 

Very truly yours, 

The customer canceled the order. Can you tell why? Re¬ 
write these paragraphs as you would approve them. 
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84 In an article in the Nation*8 Business^ sternly criticiz¬ 
ing stock phraseology* appeared this '^sample'’ letter: 

Your esteemed favor of the 28th instant to hand and the con¬ 
tents duly noted. In reply, beg leave to state same ’wUl receive 
careful consideration at earliest possible moment. 

In re the matter of curreot prices please find enclosed herewith 
latest quotations up to this writing, as per your kind request. 
Please be advised that new list will be forwarded in near future 
as soon as same comes off the press. 

Thanking you in advance for valued favor referring to above 
subject and waiting further favors along these lines writer begs 
to remain 

(a) Criticize this letter, (b) Rewrite it 


REVIEW 

Each of the following sentences contains at least one awk¬ 
ward construction or error. Rewrite the sentences; correct 
all errors. 

(1) There is a possibility that one will make a mistake in 
such a transaction, you must therefore be careful. 

(2) Mary proceeds deliberately as she works out her assign¬ 
ments; John is rapid in preparing his work. 

( 8 ) The train was late in arriving at the station, therefore 
we were unable to keep the appointment. 

(4) The room was eighteen feet long and thirteen feet wide; 
the rug was fifteen feet long and nine feet wide. 

(S') The article on Page 26 was entitled '^Drawing your own 
conclusions;” it was written by Alfred Doane. 

( 6 ) Ever since he has been carefuller in making up the sales 
reports. 

(7) In determining the profit he has to consider 1. the net 
sales 2. the cost of goods sold and 3. the total expenses. 

( 8 ) Mr. Franks please be more specific in your request for 
information. 

(9) I intend to go to the I think I shall change my mind and 
stay home. 

( 10 ) Couldnt you prevent them taking the trip at this time of 
year? 

(11) The student with the highest average was given the prize 
the girl named Ruth Royal. 

(12) The boy scouts, the girl scouts and the students in the 
eighth grade all of these attended the conference held on 
May 2lBt. 
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THE SIMPLER TYPES OF LETTERS 

SECTION 1 
PERSONAL LETTERS 

Personal Correspondence. Personal correspondence is a 
medium of exchange made up of all forms of written com¬ 
munication used for the purpose of carrying on personal 
affairs (as distinguished from business transactions). 

In writing personal letters, you enjoy considerable free¬ 
dom of choice in such matters as stationery, form of heading, 
width of margins, and the like. As in business correspond¬ 
ence, however, you must, in writing your personal letters, 
make the first impression favorable by seeing that the physi¬ 
cal appearance of your letter is handsome, the general form 
attractive, and the layout well centered. The suggestions and 
illustrations given in the following pages reflect acceptable 
and preferred usage. Your personal letters will be in good 
taste if you write them according to these suggestion.s. 

Stationery. A popular size for personal stationery is 7\4i 
inches in width by 10Y> inches in length, in single sheets or 
in four-page notepaper folded at the left edge. White sta¬ 
tionery is always in good taste. Light tints are acceptable. 

General Appearance. Most personal letters are written with 
a pen. Do not use a pencil. In recent years the typewritten 
personal letter has gained the approval of authorities and the 
acceptance of considerable usage. Whether the personal letter 
Is pen written or ts^pewritten, the following rules apply equally. 

Frame the Letter Like a Picture. Center the letter hand¬ 
somely on the page. Never crowd the writing. Leave an 
ample margin of three quarters of an inch or more on each 
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side of the sheet. If the stationery has a printed or an en¬ 
graved address, begin about half an inch below the lowest 
line thereof. If there is no printed or engraved address, be¬ 
gin about an inch and a half from the top of the sheet and 
allow at least a half-inch margin at the bottom, and more if 
the centering permits. If the letter runs to more than a page, 
leave an inch at the top of the second and succeeding pages. 

Parts of a Personal I<etter. A personal letter has six parts: 
(1) heading, (2) address, (S) salutation, (4) body, (5) com¬ 
plimentary close, (6) signature. The illustration on page 289 
shows how these parts are arranged in a handwritten letter. 
Each part of the letter in the illustration is numbered to 
correspond with the numbered list given above. 

Heading. The heading must give the complete address of 
the writer. This is for the convenience of the reader, who 
may wish to reply. Do not, in personal letters, abbreviate the 
words “avenue,” “boulevard," and “street.” Open, mixed, and 
close punctuation are permissible. In the illustration on page 
289, mixed punctuation with indented style is used. Close 
punctuation with block style appears thus: 



*Je^iZiL'rf^'£eA/ /f . 


A HEADING IN BLOCK STYLE WITH CLOSE PUNCTUATION 


If the street, city, and state names are short, you may 
write the address on one line, thus: 

/•? V 


AN ADDRSB8 IK ONE-UK8 BTYLS 


1 




2 7^7 ^'Wi'cAt^oyu 72't*^/>%uj/ 

3 ^ICOA/ ^^tv. 9^'^€^£ac9%^ : 


- A • - ^ ^ a 







f 

y6&^ y^OAA./y^’ 
y^^uA/ .><^ ^ > ^f 4.'^,y^^ y*>%€</c£y ^,><1^ '*^y^<.y/^ y^,^-u/ 

Xi^rru/, y£^ xC^ 

AiXiyA/rtJ yp*^4<^ y^t^-m/ y^’^'C*/ 


yti>^t4/c€\ 

{^ncd4^ 0^.4i^<L£ci^ y&tO/nSt 


A PERSONAL LETTER 

Thk lUutrftdon ili9«« kow th« pvt* *rt •rT%]ic«l to ft penonal haotlvritton l«tt«r. 
Tbft ftoflibftn 4t tb« Mt iw/tf* to ib« •!« pftrU «/ tof 
p« 90 Bftl Mtor, Uitod M »*«• Ul. 
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Handling Numbers. Numbers are usually handled in per¬ 
sonal letters just as they are in business letters. See pages 
106 to 110 for detailed directions on handling numbers. Spell 
out the name of the month and write the date in figures: 
August 20, 19—. 

If no street address is used, it is permissible and some¬ 
times convenient to place the city, state, and date on one line. 


A SINP.LE-UNE HEADING 


Address. Write the address in the position shown in the 
illustration on page 289. Spell out in full the words “avenue," 
“boulevard,” and “street," as well as the state name. Write 
“Mr.,” “Mrs.,” “Miss,” or other appropriate title (Dr., Pro¬ 
fessor, etc.) before the name in the address. Both open and 
close punctuation are permissible. Likewise, both block and 
indented style are permissible. In the illustration on page 
289 mixed punctuation with indented style is used. Close 
punctuation with block style would appear thus: 


9>Ta,. 

707 




AN ADDRESS IN BLOCK STYLE WITH CLOSE PUNCTUATION 


It is also permissible to place the address at the end of 
the letter. For this arrangement, see page 291. 


Salutation. How well do you know your correspondent? 
Choose your salutation to match. Adjust it to fit the degree 
of your acquaintance with the person who will read your 
letter, and make it match the tone and spirit of what you 
write. If, for instance, you know your correspondent as a 
close friend, you will naturally use his or her first name. Ex¬ 
amples of various personal salutations: 



1 


cHt '“' '' 

A 4 . 0 A/ hoJ 4 : 

,J>Ka^ 

0~^-^-<A^ xAa/ .>wxxi4; >^^^~i£6~iJLX^ 

--•Cw.,^^ 0-»V^ 




5 

6 


2 


e/ 0-W^fi«uJ 4« -t/^ 

Cooi. g^. Wl/ «--i4L/-tA^ uj^^, 

A.ACCdl 

eA>t^L!±J>>^ 

hxAJ, ^7^4^ariA%^jA^ 14-4 y^>-i“C>^ 

x^v^£o-^cc<£y4jfciA^^ ^KOjOj^ . 


A PERSONAL LETTER 

Thii JUwtHkttoi ftbow* how the po^ v« omac^d ia a jMiaoftal JHtiv wh^n th« addnas 
h pUead at tht hottoto. Nuaibm at tht l«fi r«f«r to tba 
all parta of tha lett^> Hated oa papa SSI. 
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Dear Mr. Flynn 
Dear Flynn 
Dear James 
Dear Jim 


Dear Father 
Dear Dad 
Dear Uncle 
Dear Uncle James 


Dear Aunt Helen 
Dear Cousin 
Dear Cousin Bill 
Dear Billy 


Begin the salutation at the left margin and» in personal 
correspondence, place a colon after It. A comma is permissible 
but less often used. Do not use a dash (—) after either colon 
or comma. If the heading and address have been written 
with open punctuation, the colon (or comma) may, if pre¬ 
ferred, be omitted after the salutation. Spell out titles like 
^Tresident,^' ^'General,** ‘‘Professor,'' and the like. Usage per¬ 
mits the abbreviation Dr. Examples: Dear General Avery, 
Dear President Young, Dear Doctor (or Dr.) Greene. 


Body of the Letter. In a handwritten letter indent the 
first line of each paragraph. Make the indentation the same 
as that of the second line of an indented address. This will 
be the penwritten equivalent of about five spaces of indenta¬ 
tion on the typewriter. Avoid the block style. In the body of 
a handwritten letter the eye needs indentations in order to 
identify the paragraph breaks. 


Complimentary Cloee. Choose the complimentary close to 
match the salutation. Let it also match the tone and spirit 
of the personal message. Keep them in step. If the salutation 
is familiar because of a long-standing acquaintance, or be¬ 
cause of a close personal or family relationship, the compli¬ 
mentary close may be familiar. The following are among the 
closes that are appropriate in personal letters: 


Yours sincerely 
Sincerely yours 
Sincerely 
Yours cordiaUy 
Cordially yours 
Cordially 


Yours faithfully 
Faithfully yours 
Faithfully 

Yours affectionately 
Affectionately yours 
Affectionately 


Write the complimentary close on a line by ite^elf. Capi¬ 
talize only the first word. Use a comma after the last word, 
unless you prefer to omit it because the heading and address 
of the letter use open punctuation. 
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Signature. Let the form of yotzr signature match the tone, 
spirit, and measure of personal relationship shown by your 
salutation and close. Tie them all together so that they match 
each other. In writing to close personal friends and to mem¬ 
bers of your own family, you will probably wish to use only 
your first name or some familiar variant of it. In other cases 
you will probably sign your full name. Use no punctuation 
after the signature. 

Women’s signatures indicate whether or not they are mar¬ 
ried. In ordinary personal letters outside the family, they 
identify their status by one of the following methods: 

1. An unmarried woman writes the word MUta in parentheses 
before her name. 


2. A married woman writes her first and last names and imme¬ 
diately beneath, in parentheses, the abbreviation Mrs. fol¬ 
lowed by her husband's name. 




8 . Optionally a married woman may write the abbreviation Mrs. 
in parentheses just before her signature. 

(nwj 

How to Fold Personal Letters. Since stationery and enve¬ 
lopes for personal correspondence vary in size and dimen¬ 
sions, the best general guide is to fold the sheet in accordance 
with the shape and size of the envelope. A four-page sheet 
usually folds across the center, top and bottom edges kept 
even. Insert the sheet so that the fold comes at the bottom of 
the envelope. See also pages 189 and 190 for other folds. 

How to Address Envelopes for Personal Letters. The enve¬ 
lope address for the personal letter should be essentially the 
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same as the address on the letter. Use the same style (block 
or indented) and the same type of punctuation (open or close) 
on the envelope that you have used on the heading and address 
of the letter. Write the address on the lower half of the 
envelope. The top line should not rise above the middle of 
the envelope and should be centered from left to right. Very 
long state names may, if necessary, be abbreviated; but abbre¬ 
viations elsewhere should, on a personal-letter envelope, be 
avoided. The addressed envelope illustrated on page 295 is to 
carry the letter pictured on page 289. Study its details. 

On the upper left comer of the envelope, or on the back 
flap, write your own name and full address so that if your 
personal letter proves undeliverable, it can be returned to you. 
Use block style for your return address even though you use 
indented style for the envelope address. 

Style and Manner in Personal Letters: Writing the Mes¬ 
sage. Personal letters are usually letters of friendship. Most 
of the time they are written in a friendly mood with the ut¬ 
most naturalness and in a manner of easy informality. Think 
of them as handwritten conversation. To get conversational 
naturalness into your personal letters, you may freely use 
conversational features such us these contractions: you’ll, 
we’ll, I’ll, he’U, she'll, they’ll. I’m, you’re, he’s, she’s, wouldn’t, 
couldn’t, can’t, won’t, don’t, and the like. As a courtesy to 
your correspondent, you should keep his interests foremost in 
choosing the information you put into your letter. 

Ask yourself guide questions like: What will my reader 
want to know? What news? What developments? What 
events? What decisions? What planst In personal corre¬ 
spondence there is nothing more natural than to use the pro¬ 
noun I. But do not overdo it. Remember the reader and 
include him frequently with you. Then your friends and 
acquaintances and all your social and personal contacts will 
enjoy your personal letters and come to look forward to them. 
Make this your rule: In your persona) letters, let your friends 
and family hear you UUkin^l 
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A HANDWRITTEN ENVELOPE ADDRESS 

The miiin *d^r<fta hB» bt^cn wHUcn in indc>ntrd ntvli* with open punrlualhm in rnnteh 
the letter tUuitrelcd «in pact* Th<* rtturn addreft** in (he ei>rner i* 

written in block atyk*. even though tbv main addrve» in wriUvn In the indented atylv. 


A young man writes the following lettei to a close per* 
sonal friend about an interview he had just enjoyed: 

Dear Jim* 

When I went up to Berkeley the other day, I had no idea Td 
get such a warm welcome from your friend Bill Brown. Honestly, 
Jim, he and his associates in the office made me feel so much at 
home that I almost kept wondering where 1 was. It wus u bit like 
being visiting royalty. 1 hud a grand time. 

Just before I left, they told me you’d written them a wonderful 
letter about me. For that, accept a million thanks! Tm indebted to 
you for your help, and someday soon I’ll try to repay it with plenty 
of interest. Believe me, 1 will. 

Faithfully yours, 

Bob 

In this letter Jim can hear Bob talking with a style as 
natural, as easy, as forthright, as informal, and as friendly 
as if the two were chatting easily on the front steps. Per¬ 
sonal letters are never written by rules. They are written 
from the heart, and they are pervaded by a spirit that makes 
friendliness shine through the lines. Personal letters are 
threads of thoughtfulness stretching across both time and 
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space, personal messengers sent to tell the news you are 
anxious to share with your friends and family. Write your¬ 
self into the lines. 


PROBLEMS 

1* Write the following headings, addresses, and salutations. 
Use the modifled block style, open punctuation, and the cur¬ 
rent date. 

(1) 911 North Boulevard Auburn Tennessee 

Mr. 'Frank Lester 1212 Grant Avenue Kent Ohio 
Dear Frank 

(2) 1612 Canal Street New Orleans 6 Louisiana 

President Joyce Famum 2S58 Newer Street Covington Ken¬ 
tucky 

Dear Mrs. Famum 

(8) 4769 Race Street Cleveland 2 Ohio 

Miss Jane Cunningham 1110 South Street Flint 2 Michigan 
Dear Jane 

(4) 22S4 Broadway Avon New York 

Mr. C. R. Dickens 1160 Wilmes Place Mason Ohio 
Dear Dick 

(5) 8356 Johnson Place Cincinnati S Ohio 

Reverend John Adams 1260 Lester Road Cincinnati 4 Ohio 
Dear Reverend Father 

2* Write the following headings, addresses, and salutations. 
Use indented style, close punctuation, and the current date. 

(1) McAIpin Building Helena Montana 

Miss Ruth Cartwright 16 Palm Avenue San Jose 2 California 
Dear Ruth 

(2) Munson Building Carson City Nevada 

Professor Charles Howell 2210 First Street Dallas 16 Texas 
Dear Professor Howell 
(8) 9002 Rushton Avenue Portland 6 Oregon 

Mrs. Robert Crane 6670 Duckton Street Tacoma 4 Wash¬ 
ington 

Dear Mildred 

(4) 4462 East Third Street Kansas City 4 Missouri 

Mr. John Tulles 6119 Eighth Street Omaha 2 Nebraska 
Dear Mr. Tulles 

(6) 2345 John Avenue Miami 14 Florida 

Mr. Harvey Webster 3162 Main Street Biloxi Mississippi 
Dear Harvey 

3. In spaces approximately 6^ by 8% inches, or on enve¬ 
lopes of about the same dimensions, write the following ad- 
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dresses. Place your own return address in the upper left 
comer. Use block style and open punctuation. 

(1) Dr. Wilfred C. Braxton 2121 San Carlos Street Clinton Iowa 

(2) Mr. J. C. Dodd 101 Ocean Avenue Carmel California 

(3) Miss Frieda Clawson Ingalls Building Saint ^aul 6 Minne¬ 
sota 

(4) Reverend Harold Jenkins 1634 Church Street Atlanta 9 
Georgia 

(6) Professor Mark Handal Merchants College Cincinnati 7 Ohio 

4. In spaces approximately fiVg by 3% inches, or on enve¬ 
lopes of about the same dimensions, write the following ad¬ 
dresses. Place your own return address in the upper left 
comer. For the envelope addresses use indented style and 
close punctuation; for your return address use block style and 
close punctuation. 

(1) Mr. L. Janies Dawes Worth Building Tulsa 6 Oklahoma 

(2) Robert Siegel D. D. S. Room 1229 Howard Building Deca¬ 
tur 1 Illinois 

(3) Mr. J. C. Brown Attomey-at-Law Lawyers Building Akron 
2 Ohio 

(4) Messrs. Royce and Kramer 12 Ida Street Tucson Arizona 

(6) Mr. Howard Nelson 8084 Hardin Avenue Silverton Ohio 

5. Select four of the complimentary closes listed on page 
292. Write each one with an appropriate matching signature, 
describing in each instance the person to whom you are writ¬ 
ing and your degree of acquaintance. 

6 . (a) Write a personal letter to your uncle at his home 
address. Enclose the letter in an envelope. Use indented style 
and close punctuation for the heading of the letter, the ad¬ 
dress of the letter, and the envelope addres.s. Use block style 
and close punctuation for your return address on the envelope. 

(b) If a typewriter is available, type the letter in block 
style and with open punctuation. 

7. You have just spent an especially pleasant week end 
with your uncle and aunt at their home in a town not far 
away. Write them a personal letter telling them of your appre¬ 
ciation and of matters of family interest. Supply names and 
the address. Use indented style and close punctuation in the 
heading and address. Use the current date. Prepare the env^ 
lope to ixiatch. Include your return address. 



298 THE SIMPLER TYPES OP LETTERS [Unit 9 



ROCKEFELLER CENTER. NEW YORK CITY 

In tnd out of the ofRm of of IndtMtrUl meroontfle restor?. in 

out of tho cntr«BC«A of rreat buHdlnff Uko thcM. flow hundreds of aUlfons of tottori. 
foeh a porsoaal mcfsase dieUUd tn the Mtbt of the needs 
and wants of an Indlvidnal reader. 


































SECTION 2 

LETTERS OF INQUIRY AND REPLY 


Before we plunge into a study of Inquiries and replies, 
suppose we find out, as a background for our work, how many 
business letters we Americans write each year. 


How Many Business Letters Do We Write Each Year? 
Through the courtesy of the office of the Postmaster General, 
here are figures for a tjrpical hscal year showing the number 
of pieces handled by the United States Post Office Department. 


Annual Postal Volume 

Pheeg 

FIRST CLASS: letters and other written 
and sealed matter 

20,565,020.753 

SECOND CLASS: newspapers, maga¬ 
zines, and other periodicals bearing 
notice of second-class entry 

6,123,782,423 

THIRD CLASS: circulars and other mis¬ 
cellaneous printed matter 

6,803,330,417 

FOURTH CLASS: parcel post, merchan¬ 
dise, books, printed matter, other mail- 
able matter not in first or second class 

1 

1,067,451.100 

PLUS OTHER SPECIAL CLASSES 

1 

2,768,102,481 

TOTAL ANNUAL POSTAL VOLUME 

87,427,706,174 


Another indicator of how busy we keep our United States 
Post Office Department is the figure showing the number of 
pound-miles of air mail flown by our airlines in a year. A 
**pound-inile’’ means one pound of mail flown one mile. Again 
the figures are colossal. 


Total Number of Pound-Miles of Air 
Mail Flown in One Year 
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How Much Does Each Business Letter Cost? The average 
personally dictated business letter costs seventy>five cents. A 
short letter dictated by a low-salaried executive may cost 
slightly less. A long letter produced by a high-salaried execu¬ 
tive may cost a great deal more. Business letters costing two 
or three dollars apiece are not at all exceptional today. The 
average cost is three quarters of a dollar. For the cost de¬ 
tails, see the Chart of Letter Costs, page 301. 

Perhaps you are surprised to find that a business letter 
may cost many times more than a telegram, yet this is often 
true. If a stenographer writes twenty-four letters a day and 
the cost is 76 cents apiece, the cost of the letters written by 
that one stenographer is $18 a day. 

American Correspondence a Huge Business. A fair esti¬ 
mate is that a fourth of the twenty billion pieces of annual 
first-class mail get expensive personal attention. If, to speak 
conservatively, five billion of our letters cost 76 cents each, our 
annual bill is $3,750,000,000. In addition to this, the total 
expenditures of the United States Postal Service, to carry 
your mail and the mail of all other citizens, is another billion 
and a half dollars each year. Now try a little short, simple 
arithmetic. If dictated letters can be made just 10 per cent 
more effective, or 5 per cent, or even only 1 per cent, figure 
how many hundreds of thousands of dollars can be recaptured 
and put to thrifty use somewhere else in business! 

Letters of Inquiry. Among the millions of business letters 
that speed back and forth across the country each day of the 
year are letters of inquiry. Inquiries are letters that ask for 
information: price quotations, terms of payment, folders, cata¬ 
logs, articles, services, special data, particular knowledge, and 
the like. An inquiry should indicate exactly what is wanted. 

Word your questions so clearly that even a dull reader will 
not fail to understand what you want to know. If your in¬ 
quiry covers several points, paragraph each or list them in 
numerical order. Follow this plan: 
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LETTER^OST CHART 

Dictator*s Time: based on an average salary of $76 
a week; a 40-hour week; and an average of eight 
minutes for each letter written... 

26 i 

Stenographie Cat: baaed on an average salary of 
$30 a week; a 40*hour week; and an average of 24 
letters a day, including time taking dictation .... 

1 

25 i 

Honproduetive Time: time lost by dietator and ste¬ 
nographer because of waiting, illness, and other 
causes .. 

13.2< 

Fixed Chargee: depreciation, supervision, rent, light, 
interest, taxes, insurance, and similar overhead .. 

Maieriole: letterheads, envelopes, carbon papers, 
typewriter ribbons, pencils, and other supplies .. 

3.9^ 

Filing Coeie: clerical time, depreciation on filing 
equipment, costs of filing supplies. 

1.24 

Mailing Conte: postage, gathering, sealing, stamp* 
ing, and delivering to the post office. 

Z.2i 

TOTAL 

7A.Z4 

The Cost of the Average-Length Dictated Bueineee Letter 

In 7U.8 Cents. This Letter-Cost C/tnrt Shows Why 


(1) State the subject of your inquiry. 

(2) Add whatever explanatory material will be helpful, 
such as specific details, definitions, and the like. 

(3) Briefly give the reason for your inquiry, making it 
clear why the letter is addressed to the reader. 

(4) End courteously and avoid the expression Thanking 
you in advance. This is a stock phrase of poor quality indeed. 
It is also a discourtesy because it takes too much for granted. 

When the answer to an inquiry will be a favor to you, you 
should enclose a stamped, self-addressed envelope of con¬ 
venient commercial size or a loose stamp. The latter plan is 
recoromepded when an inquiry goes to a business, as the busi- 
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ness may prefer to use its own stationery. If a letter of in¬ 
quiry is about a matter of mutual interest, or if it is sent to 
someone with whom you have regular dealings, enclosing a 
stamp or a stamped, self-addressed envelope is not necessary. 

Letter 0 / Inquiry 

May I ask what kind of typewriter you use in your office and 
why you prefer that machine? 

As you may have heard, our firm expects shortly to move its 
business offices into new quarters with entirely new equipment. In 
the stenofifraphic department thirty new t3T)ewriter8 are to be in¬ 
stalled. It becomes my duty to make the choice of machine. 

These definite questions occur to me: 

1. How does the typewriter you use stand wear and tear? 

2. Does it produce good stencils? 

3. Docs the typewriter company give uniform service in the 
way of reimirs and replacements? 

I know that you have had considerable experience with the 
leading typewriters because your company has tried out various 
machines since your connection with the firm. Your advice would 
be particularly valuable in helping me make a selection. 

1 shall greatly appreciate your reply. 

In asking for a catalog or a booklet, in requesting a sam¬ 
ple, in inquiring for general information on timetables and 
the like, the letter may be very brief. 

Routine Inquiry 

Please tell me whether you have on file an^* available publica¬ 
tions on stock control systems for retail sporting goods stores. 

Answering Inquiries. An inquiry should be handled cour* 
teously whether the desired information is supplied or with¬ 
held. The exact information, if available, should be given in 
the briefest possible form. Study this answer to the letter 
of inquiry shown at the top of this page. 

Answer to an Inquiry—Items numbered 

It is a pleasure to answer your inquiry of May 9 about type¬ 
writers. For the past two years we have made almost exclu&ive use 
of the Highclass typewriter. Perhaps a sununary of what we con¬ 
sider the particularly good points of the Highclass may help you to 
understand our preference: 
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1 . It is easily handled and cleaned. 

2. The touch is light and conducive to speed. 

8 . The parts are simple^ and their uses can be learned quickly 
by those not familiar with the Highclasa. 

4. Repairmen are efficient, dependable, and prompt. 

5. The company allows a good rate on old machines turned in, 

6 . Tabulators are exceptionally convenient. 

7. Clear-cut stencils may be produced. 

8 . Finally, the Highdass is rugged in its resistance to office 
wear and tear. On this point we have interesting compara¬ 
tive statistical records. 

If you have inquiries on other oKva equipment, let us have 
them. We are glad to assist. 

Numbered listing of questions and answers helps to keep 
the inquiry and the answer clear and brief. But tabulations 
like these are not always necessary. WelUjudged paragraph* 
ing is also effective. Note in the following letter how the first 
paragraph shows courtesy; the second discusses the Excel; 
the third, the Duplex; the fourth, the Multiplex; and the last 
extends a courteous Invitation. 


Anawer to an Inquiry—Hems Paragraphed 

We are glad to tell you of our experience with duplicating 
machines, about which you ask in your letter of April 20. 

For several years we used the Excel machine for interoffice 
notices, but even for that purpose we did not find it satisfactory. 
Clean, clear*cut copies are hard to make, wc have found. The A-B 
wax stencils are far better than the blue stencils, but the stenog* 
rapher must be accurate to use the wax stencils to advantage. 

For our shop orders we use a Duplex machine, which we find 
satisfactory. We can make about twenty clear copies from a Duplex 
carbon. By using a Duplex ribbon on the typewriter, we are able to 
make about fifty good copies from the original; but because we 
need only seven to twelve copies for shop orders, we do not set 
aside a ^pewriter for Duplex work. 

In our direct-mail work we make good use of the Multiplex 
machine that we have installed. As we use a ribbon on the machine 
in preference to the ink roller, we are able to fill in the address and 
the salutation either with the typewriter or with the addresser. We 
have no difficulty in obtaining matching ribbons for both the type¬ 
writer and the addresser. 

If you will call at our oflice before making your selection, we 
shall be glad to show you the equipment in operation. 



S04 THE SIMPLER TYPES OF l^TTEBS [Unit 9 

When the inquiry is for a booklet, a pamphlet, a catalog, 
a reprint, or the like, it is usually acknowledged in a brief 
note mailed either with the object asked for, or as a notifica¬ 
tion that the article is on its way. A note of this kind offers 
an opportunity for effective courtesy. 

Notice That Article Desired Is on the Way 

We take pleasure in sending to you under separate cover a re¬ 
print of the debate “Are We Debauched by Salesmanship?" between 
M. L. Croft and Ray Winfield, which appeared in the January issue 
of the Forum. 

See also the example shown under (a) below. 

Expressing Thanks. When helpful answers to inquiries, 
and other similar favors, are often interchanged—when, in 
other words, the obligations are kept about even—^letters of 

thanks are unnecessary. But 
all too often an expression of 
thanks is omitted when a de¬ 
cent and reasonable sense of 
gratitude would call for it. The 
writers of the following letters 
show their knowledge of good 
manners: 

(a) 

Thank you for forwarding to 
us the copy of the advertisement 
that was awarded first prize at 
the annual convention of the Na¬ 
tional Association of Real Estate 
Boards. If this should be repub¬ 
lished in the New York Times, 
copies will be forwarded to you. 

(b) 

Thank you for the care you 
have taken in answering our re¬ 
cent inquiry. We are surely glad 
to know that the divided page, the 
definitions, and the careful treatment of familiar aDuslons have 
commended themselves to you. 



AN ACKNOWLEDGMENT OF 
AN INQUIRT 

Th« ori#liul aUp, exit to lit • wnril boc4> 
lot. !• one qnnrter of the else of e ebeet 
of etnndmrd tTpinr 
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Your suggestion that some device be adopted lor supplying 
purchasers of the dictionary with later information in the form of 
supplementary pages is somewhat in accordance with what has been 
done with the loose-leaf encyclopedia. .The dictionary problem is 
more difficult to solve. We have already gone so far as to supply 
to former customers the present department of new words (thirty- 
two pages in number) when this was not included in their volumes^ 
and shall be glad to give some study to developing the idea further. 

We hope that you will feel free to write us later about any 
other suggestions that you may have. 

Stressing Favorable Action. In our study of first sentences 
we have seen thatAction First'" is an effective rule in many 
situations, and particularly so in answers to inquiries. Every 
reader is interested in action. Things in action are good. Peo¬ 
ple in action are better. Make the first sentence an action 
headline when it is appropriate to do so. An action headline 
is one with a verb in it. 

Observe the following action openings: 

(a) 

Thank you for your request of June 3. We are sending you our 
Catalog 7E, which fully describes our stock of rods. 

(b) 

Immediately after your long-distance call this morning, telling 
us of the shortage in your Triple-X order, we sent the seven items 
by fast express. 

(c) 

We are going to find out at once why your order No. 77761, 
brought to our attention in your letter of July 9, has been delayed. 

(d) 

At our request the Western Union began this morning to inves¬ 
tigate what caused the delay in the message you sent us, directing 
the sale of dM December com. Just as soon as it has the report, 
we will write you in fulL 

Use action openings like these to answer rush inquiries. 
When time is important, promptness is a form of courtesy. 
Action openings suggest promptness. 

Pi^chology of Tone in Anawering loqulria. Maintain the 
positive tone in answering inquiries. The positive tone means 
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(1) clearness, (2) an attitude of willingness to serve, (8) 
courtesy. Contrast the following letters: 


The Original 

(An Aetu»{ LrHcr) 

Slovenly structure, weak stock 
phraseolofry* elementary errors, 
favorable elements hidden. 

Dear Madam;— 

In reply to your favor will say 
that we have this ring on Order, 
the reason it is taken longer is 
that we waited for the Salesman 
instead of ordering right away, 
thinking he might have one with 
him, however he did not, so we 
have it on Order and just as 
soon as it arrives we will send 
the same to you. Trusting this 
will be satisfactory, we are 
Respectfully yours, 
Matson Importing Co. 

P. S. These being Imported 
Rings sometimes takes a little 
longer. 


The Revieton 

Clear structure, fresh vocabu¬ 
lary, favorable action /irst, tactful 
explanation, careful detail, courte¬ 
ous close. 

Dear Miss Brown: 

We have ordered the ring 
about which you inquire in your 
letter of October 1, and we shall 
forward it at once upon its ar¬ 
rival from abroad. 

It had been our hope to fill 
your order at once; but as our 
salesman did not have the right 
ring on hand, we were forced to 
order from our foreign agent. 

Our rings are imported by us 
directly from Csechoalovakia, 
where they are hand wrought by 
peasants noted for their fine 
workmanship. 

Thank you again for your 
order. We are sure the ring 
will please you. 


Promptness in Handling Inquiries. When, after spending 
thousands of dollars in advertising, a concern succeeds in 
getting inquiries from many prospective buyers, these in¬ 
quiries should be handled in a way to win the largest pos¬ 
sible amount of business and goodwill. Inquiries that may 
lead to valuable orders should be answered at once. Inquiries 
that involve the consulting of files, the tabulation of figures, 
or the preparation of estimates, consuming several days' time, 
should be acknowledged at once with a statement of progress 
and the probable date on which the information can be sent. 

A Simple Acknowledgment 

Your inquiry regarding a package design was referred imme¬ 
diately to our designing department Preliminary sketches are now 
being made, and we sh^ send you our recommendations by the end 
of the week. 
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If the prospective buyer requests a catalog, a booklet, or 
sales information, do not merely send the impersonal catalog 
or booklet. Today leading concerns send with the catalog or 
booklet a carefully prepared sales letter, designed to fan the 
flame of interest into a decision to buy. 

Promptness in answering is a form of courtesy to the 
inquirer. When you answer promptly, you say in effect, “By 
this prompt answer I want to show you that I appreciate your 
inquiry, value your patronage, and intend to conduct my busi¬ 
ness in a manner to win your approval. This promptness is 
one evidence.’* 

Some Actual Records of Delay. In plain truth a stalling 
quantity of mail is always late. Letters calling for an imme^^ 
diate answer fail to be singled out. Yet no matter how fine 
a letter may be in courtesy, action, or conciseness, it is not 
worth the proverbial nickel if it comes too late. To lost the 
matter, one investigator wrote 400 businesses, asking for in¬ 
formation on articles advertised. These were some results: 

10 answers came back within five days. 

65 came in on the eleventh day. 

12 answers arrived twenty days late. 

3 were a month late. 

1 came two months and five days late. 

64 of the remaining businesses never answered. 

Another man wrote a letter of inquiry to 119 manufac¬ 
turers and kept a record of the results. Straggling in over a 
period of thirty days came 97 answers. Forty of the com¬ 
panies misspelled the inquirer's name although it was en¬ 
graved on his letterhead. Sixty of the letters were so vague 
and stereotyped that they had no value. 

No justificatioD for such delay has ever been discovered. 
Aside from actual defects in letter construction, the tardy 
answer is the single greatest correspondence fault. Delaying 
answers costs each year immense sums in goodwill alone, not 
to mention lost orders and the sacrifice of future sales. 
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How to Change a Negative into a Positive Answer. A 
letter like this arrives: ^^Gentlemen: As we are planning to 
builds please send a copy of the booklet that you mention in 
your advertisement in the Saturday Evening Post^ot March 
4/’ This situation can be treated in two ways: 

(1) The Negative Way. The letter lies on the desk for a 
week or ten days. When the correspondent does answer it, 
he may write something like this: 

Negative: Kills Interest 

Dear Madam: 

Referring to your inquiry of March 6, in which you ask for a 
copy of our booklet TO-Degree Temperature in Arctics or Tropics, 
wish to advise that the last edition has just been exhausted, and 
we are unable to advise when other copies will be available inas¬ 
much as no new edition is planned. Regretting our present inability 
to comply with your request, we remain, 

This version kills interest and goodwill. 

(2) The Positive Way. The answer to the letter goes out» 
if possible, on the same day, certainly within not more than 
two days from the day on which the inquiry was received. 
Better time than one day is observed in many well-organized 
departments. Remember that buyers, too, want to save time. 
That is the reason they respond to the advertisements. They 
seek information that they can study in their homes or offices, 
and they want it while the fever of interest is upon them. 

Promptness is never more necessary than in the case of an 
interested person who has asked for information. If the an¬ 
swer is to be written at all, it will be most effective when the 
impulse that prompted the inquiry is fresh and alive. When 
interest has waned, when the psychological moment of lively 
inquiry has passed, a letter two weeks late is only a '‘cold 
potato.’^ And so, shortly after the inquiry is received, the fol¬ 
lowing letter is written: 

Positive: Warms Interest 
Dear Mrs. Robertson: 

We are glad to send you at once, in response to your inquiry 
of March 6, a copy of an interesting, multigraphed summary pf the 
superior qualities of the Arcto-Tropic insulating board. 
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This will give you much of the information presented in our 
booklet 70-Degree Temperature in Aretiee or Tropice, copies of 
which are just now exhausted because of an unexpectedly heavy 
demand. If further copies become available, we shall, of course, 
see that one goea to you at once. 

Meanwhile you vri]] find on pa^es 27 to 30 of the summary the 
heart of the insulation story. Note that these figures are support¬ 
ing proof of our statements about Arcto-Tropic insulating board. 

As more definite questions arise in your mind, will you not 
write us further? 

Very sincerely yours, 

Thus the correspondent shows courtesy through prompt¬ 
ness and develops goodwill through his wish to serve. 

Whatever the inquiry, the same principle applies. Show a 
desire to serve. Some concerns, of course, have no booklets 
or catalogs to send; but they get inquiries on dozens of topics 
each week. Answers should be written in the manner of the 
positive letter shown above. 


PROBLEMS 

!• Criticize the following letter of inquiry on the follow¬ 
ing points: (a) punctuation, spelling, sentences; (b) handling 
of the 7 C's; (c) plan. 

Gentlemen: 

Ploase send me full particulars of the different widths and 
thickneses of your product. 1 saw your exhibit at the Chicago 
Building Show, I spoke to your booth attendent, the lady that was 
there and I was told that I would recieve some samples of Shingle- 
tex, now I wish you would send me some samples of it so that I 
could take my choice. 

Now I just want to mention one thing that is, I have discovered 
a new method of aplying shingles, I mentioned that to your above 
said attendent. Maybe you would like to know who 1 am, Well I am 
just an ordinary working man, have traveled through all Americas 
N. & S. also better part of Europe, have been in the building busi¬ 
ness since 1915 & 16, have experimented with Shingletex only find 
it just a bit heavy and of course I would also like to get it a little 
cheaper, well, I hope to near from you soon, also would like to get 
samples and price list. 

Yours truly, 

2. Rgvrite the letter in Problem 1 as you would send It. 
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3. Criticize the following letter replying to an inquiry. 
Comment on general impression, correctness, tone, and plan. 

{Note: This letter is a literal transcript of the original, which 
was sent by a dealer in furniture. The woman to whom the letter 
was addressed had asked the dealer to pack and send her a table 
and a rocker. She had heard nothing from the dealer for many 
days and accordingly had sent a letter of inquiry as to the cause 
of the delay. The following was his answer.) 

Dear Madam: 

I Found Your Letter On The Table And Traced It And Found 
My Two Men Were Out There To Get A Table And Rocker The 
Partys Gave Them The Table And Would Not Give Them The 
Rocker The Table Was Crated And Shiped And The Rocker Is Our 
Where They Went To Get It , Did You Get The Table 

Yours Truly, 

4. Rewrite the letter in Problem 3, taking favorable action 
if you can. Be courteous. Supply the heading and the address. 
Use close punctuation, and complete the letter in the form in 
which you would be willing to send it. 

5. You are moving to Portland, Maine. Write to the secrC' 
tary of the Association of Commerce, inquiring about business 
colleges or similar institutions of business training in Port- 
land or neighboring cities. 

6 . As the association secretary answer the letter written 
for Problem 5. 

7. Select an advertisement from the Saturday Evening 
Post, Good Housekeeping, or a similar magazine. Write a 
letter asking for the booklet or other offering featured. 

8 . (a) Write a letter of inquiry asking about the sub¬ 
scription terms to the Best News Weekly, Strong Building, 
Milwaukee 3, Wisconsin, (b) Write the answer of the Best 
News Weekly subscription department, enclosing a sample of 
the weekly magazine and making a special introductory offer 
of sixteen issues for one dollar. 

9. Write a letter asking for a copy of the illustrated bro¬ 
chure ‘Terrace Homes,” offered in the letter in the review on 
page 250. Address: Terrace Homes Co-operative Apartment 
Company, Madison Avenue, Searille, Connecticut. 
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SPECIAL PROJECT 

School Supplies, Inc*, is an organization incorporated under 
the laws of Delaware. It deals in every type of equipment— 
desks, tables, chairs, dies, intertelephone systems, office acces¬ 
sories, and associated lines. 

The operation of this company, by which you are employed, 
calls for some of the following activities: 

Designing a letterhead 

Writing inquiries regarding prices and terms 

Writing letters quoting prices and terms 

Writing letters ordering goods 

Writing acknowledgments of orders 

Writing invoice and statement letters 

Writing sales letters to be sent with copies of a catalog 

Writing sales letters announcing a special introductory sale 

Doing salea-promotion work 

Making telephone calls 

Sending telegrams, cablegrams, and radiograms 
Using oral salesmanship 
Writing a series of follow-up sales letters 
Writing letters asking for adjustments 
Writing letters granting or refusing adjustments 
Writing collection letters 

Writing descriptions of articles for the catalog 


(a) Under the direction of your teacher (who is the gen¬ 
eral manager), write a letter announcing the organization of 
School Supplies, Inc. 

(b) Your company receives a shipment of gx>ds that is 
short two 4-drawer metal file cabinets, Catalog No. 62. Write 
a letter with the material arranged in the following order: 
first, inquire regarding the items missing from the order, 
making an exact statement of what items are missing; next, 
explain the circumstances that cause your inquiry; then, close 
with a courteous request for a prompt shipment. 

(Note: During the coming weeks you may write several letters 
dealing with the affairs of School Supplies, Inc. When you have 
completed a letter and when it has been approved by your teacher 
[who is general manager], file it in a special folder or portfolio 
reserved for the correspondence of the company. Follow the same 
procedure in completing each future assignment involving School 
Supplies, Inc.) 



SECTION 3 

ANNOUNCEMENTS, BUSINESS INVITATIONS, 

AND APPOINTMENTS 

Aimounceinents. Certain situations require letters of an* 
nouncement, notifleation, or information. Often these func* 
tions are combined in one letter. A new business opens. An 
office is moved to a new location. A committee meets. A store 
expands into a new building. One firm absorbs another. A 
new president is elected. 

htiiet of Announcement 

As announced in the newspapers a few days ago, we have sold 
our business and goodwill to Carson, Pirie, Scott and Company, of 
Chicago, who will in the near future conduct their increased busi* 
ness from our Market Street building, where you may expect to find 
many of your old Farwell Company friends. 

We bdieve that to most of you, some of whom have been cus¬ 
tomers for more than fifty years, the '‘goodwill’^ means more than 
can be expressed in a general letter of this kind. Of the thousands 
of our patrons, we find that 1,266 firms have been doing business 
with us for more than twenty^five years. 

Whether you may be old or new business friends, we ask that 
you give to Carson, Pirie, Scott and Company the full measure of 
goodwill which you have ^ways shown to us. 

It is with deep regret that we are to close these years of pleas¬ 
ant relatione. And it !s also with many thanks for all that you have 
done for us, as weU as for the cordial expression of interest which 
you have shown in our company, its officers, directors, department 
heads, salesmen, and other employees. 

More formal announcements may be printed or embossed 
in a handsome type face on heavy paper. But the copy usu¬ 
ally retains the style of the business letter. 

The newly elected president of Butler Brothers, the mail¬ 
order firm, sends the following announcement-greeting to his 
vast staff. 


Informal Announcement and Greeting 

For the first time 1 greet you as president of Butler Brothers. 
I hope before very tong 1 wilt have shidcen the band of every mem¬ 
ber of our organization from New Ifork to San FrandscOp from 
Minneapolis to Dallas. 


812 
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You and I have a great deal in common. We have a rich heri¬ 
tage to live up to and a great future to strive toward. Let’s do It 
together. 

I am proud to be your president—humble in the honor, grateful 
for the trust* appreciative of the challenge* and confident that with 
your help Butler Brothers* as you and I, will continue to progress. 

As your president, I pledge to you 100 per cent of my time at 
all times. Your ideas* your suggestions, and your co^)peration are 
needed. We can go just as far with Butler Brothers as we will. 
Let’s go forward* together! 

Business InviUtlons, Business invitations, like announce¬ 
ments* may be formal or informal. An example of a formal 
invitation is reproduced below. 


YOU ARE CORDIALLY INVITED TO ATTEND THE INITIAL SHOV^- 
INd OE THE NEW IMPERIAL AIRFLOWS .... THESE ARE 

CARS OF SUCH EXCEPTIONAL CHARACTER AND DISTINCTION 

that they are CERTAIN TO 8E THE TALK OF ALL MOTOR- 
OOM. NOW ON DISPLAY IN ALL AIRFLOW SHOWROOMS. 
AIRFLOW MOTOR CAR COMPANY . . DETROIT, MICHIGAN 


A rORMAL BUSINESS INVITATION 
Informal Business Invitation 

September 20, 21, and 22 are the red-letter days for the busi¬ 
ness executive who wants to do more business. 

On those three days there will be held in Cleveland, Ohio* the 
Central Convention and Exposition of the Direct Mail Advertising 
Association and its two affiliated bodies* the Better Letters Associa¬ 
tion and the Association of House Organ Editors. 

The purpose of this great three-day institute is to create a 
greater understanding in the minds of the businessman and busi¬ 
ness woman as to how to use and apply direct-mail advertising and 
selling to their own business* to study the solution of distribution 
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problems, and to make it possible for you to exchange experiences 
with others faced with your problems. 

This letter is your invitation to come. Read the inside and back 
pages, which give more complete information, and you will see that 
you must be there. 

Appointments* The letter of appointment differs from an 
announcement chiefly in that it goes to one person. 

Letter of Appointment 

I should like to appoint you a member of the Executive Com¬ 
mittee, to succeed Mr. F. G. Davis, whose term has expired. I hope 
it will be convenient for you to accept 

As a courtesy the appointee should acknowledge the noti- 
flcation of his appointment and promptly accept or decline. 

PROBLEMS 

1. The annual banquet of the Advertising Club, of which 
you are the secretary-treasurer, will take place in about three 
weeks. Write a letter of announcement and invitation to be 
sent to each member. Give the place, the date, and the time. 
The program will be informal and interesting. Mention some 
of its details and give the cost of the banquet ticket. 

Suggested facts that may be used are: character of the 
program: one entertaining talk, several orchestral selections, 
one novelty feature, and an address on ‘^Efficiency as an Aid 
to Business/^ by a prominent businessman of your community; 
price of the banquet: 32.25. You must know in advance how 
many are coming. 

2. Collect three formal or informal announcements by busi¬ 
nesses or individuals in your city. Mount these on sheets of 
typewriting paper, unless they are in letter form. 

3. Drs. C. W. and L. F. Windsor, dentists, have moved 
their joint offices from the Lanchester Building into the First 
National Bank Building. Write the announcement they expect 
to send their patients and friends. 

4« As president of the Commerce Club write a letter ap¬ 
pointing R. J. Hulbert, a young business acquaintance, to the 
executive committee. The chief function of the committee is 
to direct the affairs of the dub* 
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5. J. L. Bronson is one of your nominees for the executive 
committee. He finds himself unable to serve, however, be¬ 
cause, as a consulting engineer, he has accepted a commission 
that will take him out of the city for three months at a time. 
Write his letter declining your appointment. 

REVIEW 

Write, on a separate sheet of paper, the word or words 
correctly completing the following sentences. 

(I) The professor who (learned, tauffkt) the boy ssid that the 
boy ({earned, taught) quicldy. 

. (2) We can use (that, those) kind of wrapping paper in the 

shipping room. 

(8) She looks (as, like) a serious student. 

(4) The man handed the tickets to Jerry and (/, me). 

(6) The shipment of May 10 weighed (10, ten) pounds; the 
shipment of June 1, (20, ifonitg) pounds. 

(6) Brown, Young & Co. (are, in) a prosperous, progressive 
firm that (have, has) been in business for a long time. 

(7) Judging from your letter of September (to, tenth), I 
have decided that our prospects are not (as, so) good as 
we anticipated. 

(8) The entire office staff went to the affair cxcejit (he and I, 
him and me). 

(9) The office staff (ore, is) invited to hear the personnel 
manager speak. 

(10) The president and manager (are, is) the head nf the 
committee. 

(11) (Who, Whom) does he expect to see at the game? 

(12) The boy looks (as, like) his mother, but he acts (as, like) 
his father does. 

(18) The boy, as well as the girl, (was, were) given high 
grades. 

(14) The (first six, six first) entries in the contest received 
prizes. 

(15) (SS, Thirty^five) boys were honor students; (16, sixteen) 
girls held offices. 

(16) The material felt (soft, sofUy) to the touch; however, it 
was guaranteed to wear exceedingly (good, well). 

(17) I (will, shaU) go, (provided, providing) 1 feel well enough. 

(18) Both the teacher and the student, who (was, were) to¬ 
gether at the meeting, found the talk (entertaining, enters 
tniningly). 

(19) On the table (was, were) several books belonging to the 
l^y (who, whom) you saw in the corridor. 

(20) Eithtf the father or the son (is, are) to be present. 



SECTION 4 

ORDERS, REMITTANCES, AND ACKNOWLEDGMENTS 

Order Letters* An order letter is one that requests the 
shipment of goods or the giving of service, either in exchange 
for an agreed payment or under some special arrangement* 
The chief requirement of an order letter is clear arrangement 
and accuracy of specilications and details. Delay, financial 
loss, or perhaps legal entanglement may result from a mis¬ 
interpreted order. Every detail in an order letter should be 
checked before the letter is sent. 

Essentials of an Order* The order should specify the fol¬ 
lowing facts. Each item should be placed on a separate line. 
All items should be tabulated to show the total value. 

1. Quantity: Give the number of feet, yards, dozens, ounces, 
pounds, tons, gross, reams, or the like. For example: 
copies De Luxe Edition, Anthology.** 

2. Catalog Number: The catalog number is the short cut to the 
exact identification of the article. When no number is avail¬ 
able, every possible Item of identification, such as size, color, 
material, weight, finish, quality, or style, should be supplied. 

8. Price of Each Article: Supply the price of each artide in 
any case in which doubt may arise. 

4. Method of Shipment: Unless there is a fixed agreement be¬ 
tween the buyer and the seller on shipping methods and 
routes, specify whether the shipment is to go by freight, 
express, or parcel post, and if necessary indicate the route. 
Unless such specifi^tioDs are fixed by the buyer, the seller 
may choose his own method of shipment and route without 
liability. 

6. Destination of Shipment: This information is necessary if 
the goods are to ^ sent to an address different from that 
of the one placing the order. 

6. Desired Date of Shipment: This information indicates 
whether the goods are to be held for later delivery or must 
be delivered by a certain date. Need for haste should be 
given special note. 

7. Order Number: Concems doing a large volume of business 
number all orders as a method of control. 

8. Method of Payment: This information Is necessary if the 
method la not understood and agreed upon, or if the buyer 
is not a regular customer with credit terms. 

816 
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Use of Order Blanks. Order blanks should be used if avail¬ 
able. Printed forms save time and typewriting. The blank 
spaces of the printed form are automatic guides that indicate 
the required information. A purchase order form is illus¬ 
trated on this page. Such a form may be shaped to suit the 
needs of any business. 



Remittance Letters. Remittance letters should indicate 
the amount of the remittance and the form in which it is 
sent. The debtor may also specify how the money is to be 
applied. This information is important in case he has more 
than one account, owes a note, or is delinquent on an overdue 
remittance. Unless the debtor specifies to what item the 
money is to be applied, the creditor may apply it as he sees 
fit. Remittances, except checks, should be acknowledged. Can¬ 
celed checks are their own receipts. Remittance letters should 
indicate the enclosures by the note Enel, or Ends. S at the 
proper i>oint. 

Acknowledgment Letters. An order letter should, if pos¬ 
sible, be acknowledged on the day it is received. In the han- 
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dling of (1) orders from new customers, (2) large orders 
from regular customers, and (3) defective orders, personally 
dictated replies are necessary. Other orders that can be filled 
in full and without delay are acknowledged on a printed form 
with spaces for filling in information. 

(1) When an order from a new customer is received, a 
personal letter is sent on the same day. It should carry the 
qualities of warm appreciation and definiteness. Observe the 
following plan: 

(a) Thank the customer and welcome him. 

(b) Restate the order. 

(c) Make clear exactly how the order is being han¬ 
dled and shipped. 

(d) Express your cordial interest in serving him. 

A P/ew Customer Is Welcomed 

We appreciate the order for our monthly cut and copy service, 
which you gave to our representative, Mr. WeUs, on October 11. It 
is a pleasure to have you on our list of customer friends. 

The contract signed by you provides that the service is to be 
supplied for a period of one year, but you are to have the privilege 
of cancellation after two or three months if you are then convinced 
that the service will not prove profitable to you. 

Plates of the November release of the service are being shipped 
to you by express today. With them we are sending a special out* 
fit of metal bases to be used in mounting the cuts. 

We want to make our service prove of the greatest value to you 
in building up the reader-interest of your paper to higher levels. 
We have a very cordial interest in your success. 

(2) In accepting large orders from old customers, follow 
the same outline, expanding (d) to include vigorous sales 
material to center the customer’s attention on the selling 
points of the goods. The fact that the customer has sent a 
large order indicates that you have favorable ground in which 
to stimulate enthusiasm and to show a lively interest in his 
side of the transaction—^the profits he will make. 

Acknowledgment of a Large Order from an Old Cttsiomer 

We were pleased to learn yesterday from uur representative, 
Mr. Young, that you are placing an exclusive contract with us for 
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the current year, covering your entire requirements of kegs, bar¬ 
rels, and kits. He has asked us to forward to you for your signa¬ 
ture two copies of this contract, one to be retained for your flies 
aTMl the other to be returned for ours. 

You can rely upon us to give your orders, as they come in from 
time to time, our most prompt and careful attention. We shall 
observe your usual stipulations as to methods of shipment and 
routes until you give further notice. 

Perhaps the fact that you have awarded us the contract for 
your entire year's requirements is evidence enough that you have 
had ample proof of the ruggedness and durability of our products. 
Under the moat bruising conditions of service during long periods, 
Ironclad kegs and barrets with the corrugated stee)-lock bindings 
stand the gaff. 

For two reasons we hope that your consumption of barrels and 
kegs wiH be larger than ever this year. A larger consumption will 
indicate good business and profits for you, and It will give us more 
chance than ever to prove the economy of using Ironclad products. 

We are glad indeed to be taking care of you again for this year 
as we have for so many years past. 

(3) In handling defective orders, lacking in necessary 
data, never make the customer feel at fault. Ask tactfully 
for the additional information needed. Point out that the 
added information will prevent delay and assure accuracy in 
Ailing the order. Follow this plan: 

(a) Thank the customer. 

(b) Ask tactfully for additional information. Never 
suggest that the customer is at fault. 

(c) Show that your request is made in order to serve 
the customer well. 

Handling a Defective Order 
The Negative Way The Positive Way 

We have received your order Thank you for your order of 
for six Bulldog Grip pipe November 23. 
wrenches but can do nothing The sizes in which you want 
until we get more information, these six Bulldog Grip pipe 
You failed to state what size wrenches were not mentioned, 
or sizes you want us to send As you know, we stock 8-inch, 
these wrenches in. Naturally we 10-inch, 12-inch, and 14-inch in 
can’t guess at this, and we will the regular heads, 
have to hold your order up until If you will indicate the exact 
you give us the necessary sizes, sizes you want, we will see that 
Trusting you will correct this your order goes out at once, 
error, we remain 
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Part^Shipment, Oat*of«Stock, and Deferred^ipment Ac- 
knowled^ents. At times in evezy business only a part of an 
order can be shipped at once because of an unexpected de¬ 
mand that has exhausted the particular item called for. 
Sometimes deferred shipment is necessary when new stock 
is in production but has not yet been finished for shipping. 
Such situations should be handled with suitable acknowledg¬ 
ments. The man who handles such letters should have a cheer¬ 
ful outlook and a positive attitude toward the whole situation. 
All too often letters concerning exhausted stock mention only 
delay, inconvenience, disappointment—exactly the matters 
which should not be emphasized. In their place should appear: 

1. Appreciation for the order. 

2. Businesslike speed in filling it at the earliest possible 
moment. 

3. A cordial request to the customer for co-operation 
in overcoming the present difficulty. 

Note the contrast in the opening sentences of the out-of-stock 
letter, written by the Chicago mail-order house, at the top of 
page 260. Observe the positive tone in the following examples: 

Effective Deferred^Shipment Letters 

(a) 

You may be sure that we are pleased to receive your instruc¬ 
tions to forward the two black styles No. 851 and No. 805 listed on 
your spring order No. 1084, which was given to our representative. 
Mr. Kiley, for March 1 delivery. 

Because of a truly unexpected caU on these styles—and we be¬ 
lieve their popularity will continue to grow throughout the season 
—^we have had to make a new run, which is now in process and 
which will make it possible for us to get your order to you not 
later than March 5. 

We are confident that you will be well pleased when you receive 
these two outstanding Famous Five styles. You ought to enjoy an 
exceptionally good turnover on them. 

Thanks for this order. 

(b) 

Thank you for your confirmation of order No. 261, given to our 
represeoUtive, Mr. Sand. 

Style No. 808 could not be placed in process as soon as antici¬ 
pated, and we do not as yet have a run of B widths to use in your 
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order. Complete shipmest can be made about February 20. We 
believe you would prefer to have us hold your order on file until 
that time. 

If, however, you wish us to send ahead by express the eighteen 
pairs of style No. 232, and the five pairs of style No. 801 in D 
width, please let us have your instructions. 

You have our warm wishes for a profit-making spring. 

Refusing Orders. Established merchandising policies, ex¬ 
clusive agencies, and restricted territories sometimes make it 
necessary to refuse orders that come to the wrong ofRce. Na¬ 
tional advertisers selling exclusively through local dealers, 
for example, usually decline orders that come to the factory. 
The correspondent who handles this type of letter must de¬ 
velop and maintain a positive, willing-to-serve, Bs.<iuring atti¬ 
tude, which tactfully handles the customer in such a way as 
to induce him to finish the transaction through the proper 
channel. Such a letter requires: 

1. A statement of appreciation for the order. 

2. Complete information. 

8. Definite directions as to what the customer should 
do next. 

4. A closing sentence courteously suggesting the proper 
action. 

Note the following letters. The first shows how an order is 
refused in the wrong way; the second, how the business is 
tactfully saved by rerouting it through the local dealer. 

The Negative Refusal 

Discourteous: Emphasizes the Customer's Ignorance 

We are very sorry that we are unable to take care of your re¬ 
quest of March 17. Perhaps you did not know that all merchandise 
advertised by us in Chicago newspapers is intended for the resi¬ 
dents of Cook County only. Outside of this territory we sell only 
through home-fumishing dealers. 

Lawson and Fields of your town have a copy of our latest cata¬ 
log and can show you what we offer. Perhaps you can find a satis¬ 
factory model by consulting them, and we can then take your order 
through them in due course. 
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The Poeitive Revision TaetfvUy Saves the Business 

We appreciate your inquiry of March 17 and shall be glad to 
aid you in getting what you want 

Lawson and Fields, of Lincoln City, have a copy of our spring 
catalog and are prepared to take orders for any beds illustrated. 
We are writing them to call upon you with the catalog so that you 
can look over the attractive models. 

We provide for our customers outside of Cook County by selling 
to them through home-furnishing dealers. Residents of Cook County 
are generally made acquainted with our goods through advertise¬ 
ments in Chicago newspapers. As many people beyond the limits of 
the county do not read Chicago newspapers, we depend upon home- 
furnishing dealers for service to customers outside this territory. 

We are sure you will be able to find in this catalog just the kind 
of bed you wish. From the information in your letter we believe 
you would especially like the graceful Criterion model, illustrated 
in color on pages 27, 28, and 29. 

May we have the pleasure of filling your order through Lawson 
and Fields? 

The Tactful Handling of Orders by Letter Is Part of the 
Lifeblood of Business. The discussion of orders, remittances, 
and acknowledgments carries some value for everyone. Almost 
every person has to order something in writing at some time. 
He also needs some knowledge of handling remittances. Tact* 
ful acknowledgments, which play an important part in build¬ 
ing goodwill, are part of the lifeblood of business. Hence, 
even though these types of letters are relatively simple, they 
deserve attention. 


PROBLEMS 

1. Order from Charles Young’s Sons, 16 Lexington Ave¬ 
nue, New York 4, a copy of The Autobiography of Roosevelt, 
bound in two volumes with a gold-stamped cover, and printed 
in a limited edition at $6, postage prepaid. 

2. You are on an extended automobOe trip and are ap¬ 
proaching a mountainous region where field glasses are 
needed. Order from your jewelers, the Finley Optical Com- 
pany, Springfield, Illinois, a pair of Zenith eight-power binoc¬ 
ulars with individual eye adjustments. You know the price to 
be ^95 because you made inquiries from the Finley Optical 
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Company before you left. Describe the binoculars with care, 
using other details you learn for yourself. Give shipping 
directions. 

3. (a) Write a letter subscribing to the Commerce Week, 
published by the Grant Publishing Company, 10 Broadway, 
New York 12. (b) Write a letter to be sent one year later, re¬ 
newing the subscription. (You have mislaid the renewal card.) 

4. Study the letters on pages 320 to 322. Note how they 
follow the plan of acknowledgments outlined on page 318. Be 
able to discuss each. 

5« Criticize the plan, accuracy, and expression of the fol¬ 
lowing letter of acknowledgment. Then rewrite it. 
bear Sir: 

Your letter of sept 29 on hand we have gone over your agree¬ 
ment and will comply with it , we beleive the contract is O.K. 

You will find inclosed literature covering our oil burner, the 
winslow boiler & engr oo deliberatily set out to build the best oil 
burner , as to simlicity & efficiency. 

Trusting this wil meet with your aproval , will close all 
prospectsf or warded by you if possible. 

Send in your prospective names at one so as we can close them, 
will expect a letter by return mail. 

Yours truly, 

6. A customer has ordered from your company, the Ran¬ 
dolph Electric Manufacturing Co., 9779 Palmer Avenue, Cleve¬ 
land 11, Ohio, an electric clock in the Copley model, No, 207, 
10 inches high, radiolite face, with mechanism for striking the 
quarter hours. You have had an avalanche of orders for this 
popular model, and the factory is three weeks behind on re¬ 
placement stock. Write the proper letter of acknowledgment. 

7. Assume that you sell the Monroe model of clock only 
through jewelry stores to which your manufacturing company 
has given exclusive agencies. Write the proper acknowledg¬ 
ment of an order for the Monroe model. 

8. The Copley model (Problem 6) has now been discon¬ 
tinued, but a new model with electric illumination and musical 
chimes has been substituted. Write the proper acknowledg-* 
ment of an order for the discontinued model. 
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9. Assume that you, as one of the correspondents of 
Charles Young’s Sons, have received the order for The Auto¬ 
biography of Roosevelt, mentioned in Problem 1, page S22. 
Acknowl^ge the order you have received. In your letter of 
acknowledgment tactfully suggest that the person who ordered 
the book may have friends who also would desire a copy. Try 
to sell one or more copies through this letter of acknowledg¬ 
ment. 

10. You are a responsible officer of School Supplies, Inc. 
Review the description of this company given on page 311. 
Under the direction of your teacher (the general manager) 
write one or more of the following: 

(1) Letter of inquiry 

(2) Answer to an inquiry, giving information needed 

(3) Letter of thanks for an answer to an inquiry 

(4) Reply to a request for your catalog 

(6) Order for materials (wood, metal flttings, machine equip* 
ment, paper) for the manufacturing end of the business 

(6) Letter of remittance for an order 

(7) Letter of acknowledgment of— 

(a) An order from a new customer 

(b) A very large order from a former customer 
(e) A defective order 

(d) An order, only part of which can be sent 

(e) An order that cannot be filled (Suggest an alternative 
method of filling the order.) 

When you have completed the letters and they have been 
approved by the teacher, file them in your folder devoted to 
the correspondence of School Supplies, Inc. 



SECTION 5 

ASKING, GRANTING, AND DECLINING FAVORS 

Certain types of business messages involve sensitive per¬ 
sonal feelings. Suppose, for example, that you now have a 
good position. You ask to be granted a certain privilege that, 
although out of the ordinary routine, has been granted to 
others from time to time. If your request were to be given 
sympathetic consideration by your chief, and if it brought 
from him not only full approval of your request, but also a 
*'pat on the back’' for doing good work, the result would 
bring to your personal feelings a glow of pleasure. If, how« 
ever, your request were to be brusquely refused in a curt 
written note, that message would certainly involve your sensi¬ 
tive personal feelings in quite another way. 

Sensitive feelings may just as well be pleasantly stirred, 
as when, for instance, in recognition of some special success 
you have achieved, written notes of congratulation begin to 
flow in upon you. In brief, even the simple types of writing 
may stir personal emotions one way or another; and where 
these are likely to be stirred, you must step warily. 

Asking Favors* To ask others for favors or for certain 
kinds of co-operation is often necessary in business. Regard¬ 
less of whether the result is great or small in importance, 
each request should be written as persuasively as possible in 
order that it may receive a favorable hearing. 

What would you do in this case? The manager of the 
Nicollet Department Stores notices that his Arm is suffering 
an increasing loss caused by customers’ returning goods 
taken out on approval. The loss is due to the fact that goods 
taken out on approval are kept for several days before being 
returned. Only through agreement of all the Btoreb in the 
city to restrict the privilege of returning goods to forty- 
eight hours, can the evil be reduced. Such an agreement re¬ 
quires co-operation. The following letter to the managers of 
other important businesses in the city makes the request: 

A26 
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Taetfid 

Opening 


Specific 

Invitatiim 


Supporting 

Material 

Urging 

Co-operation 


Restatement 
of ExactTime 
and Place; 
Request 
Repeated 


Requesting Special Co-operation 

Because of your long experience in department* 
store management and because of your keen interest 
in all questions pertaining to the management of 
department stores in general^ will you not attend 

{ a meeting to be held at the Duqueane Club at noon 
on Tuesday^ July 6» for the purpose of discussing 
the question of limiting the privilege of returning 
department*store goods to forty^eight hours? 

It is hoped that this meeting will be attended by 
the managers of all the department stores of our 
city and by others Interested in this question, which 
is of paramount importance not only to the mer* 
chants but also to our patrons—a question deserv- 
' ing our most careful consideration. 

All who have discussed the matter with me be* 
lieve that only at such a meeting as that which has 
been arranged can the question be weighed frankly 
and a possible solution be reached. 

’ Your presence and your wise counsel will do much 
to make this meeting a great success. The place 
is the Duquesne Club, and the time is 12:00 o'clock, 
Tuesday, July 6. Will you let roe have a line indi¬ 
cating whether you can be present? 


Negative Suggestion Is Dangerous. Suggesting that the 
action your reader may take is liable to be unfavorable, or 
that your suggestion is unlikely to be a success, or that some¬ 
one will try to block the scheme, or that you know the reader 
is busy, is negative through and through and will defeat the 
proposal before it is wel! under way. Here is a typically nega- 
live appeal: 

Negative, Unsuccessful 

I know that you are extremely busy, and I further realise that 
you are bothered a great deal by people who are trying to sell you 
flour. I know also that you have some mill connections which have 
undoubtedly proved satisfactory to you. But I want to explain that 
the only reason I am endeavoring to sell you flour is that I am sat* 
isfied you can buy my brand to your advantage. 


Choose an appeal that makes the proposal interesting and 
important to the reader. Put yourself in bis place. Negative 
suggestion creeps in insidiously. Guard against it. 
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Study the following example of positive approach: 

Positive, Succeeeftd 

( As a part of my work in the Connecticut School 
of Business, 1 am asked to report on the quality of 
business letters sent and received in the state of 
Connecticut. 

Do you have any letters or carbon copies of letters 
of the following nature, for which you have no 
further use? If you wish to letain them in your 
files, may 1 make copies of them? 

An inquiry or an answer to an inquiry. 

A letter asking a favor or granting or refus¬ 
ing one. 

An acknowledgment. 

An application; a report. 

The letters may be good, bad, or indifferent. If 
it should be desirable not to reveal the name of 
either the sender or the recipient, I shall make 
copies without this inforaation. 
j 1 shall appreciate your help. 

Granting Favors, One would certainly expect it to be easy 
to grant favors Surprisingly enough, many letters of this 
kind are ruined by a grudging consent. A request should be 
granted cheerfully or not at all. To give grudging consent is 
to destroy the spirit of willingness and the value of the act. 
Co-operation is a matter of favors cheerfully given in the 
expectation of future favors cheerfully returned. 

A Formal Printed Acknowledgment Granting a Favor 

in a Pleasing Time 



Subject 

Request 

Explanation 

Courteous 

Close 


On page 328 ia an excellent letter granting a favor. This 
letter, with ungrudging and sincere cordiality, begets the full 
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measure of goodwil] it so highly deserves. Note, too, the 
courteous tone and the desire to assist, evident in the follow¬ 
ing letter from a large clothing manufacturer: 

CfiwUouBly Granting a Favor 

r We are pleased to send you a complete portfolio 
i of all our fall advertising, including our salesmen’s 
Ihelps, store material, and other services. 

It gives us a great deal of pleasure to be called 
on by students to assist them in their work. The 
advertising and merchandising holds are in need 
of trained men. The improvements in the methods 
* used in these industries rest very largely with 
young men who are now training themselves for this 
work. We are much intere.sted in the work that the 
western schools are doing for the merchants. We 
.read their bulletins carefully each month. 
r The portfolio now on its way to you is entirely 
i self-explanatory, and we therefore need not go into 
lany discussion of the material here. 

I Call on us when wc can help you further. 

Refusing Favors* When you must refuse a request for a 
particular favor or for special cooperation—and such a re¬ 
fusal is not infrequent—take the positive tone if possible. 
Mention first what you can do, if anything, rather than what 
you cannot do. Follow this opening with a frank statement 
of what cannot be granted, giving the reason if you believe 
it should be given. Impersonal reasons for refusal (fixed com¬ 
pany policies, regulations laid down by the board of directors, 
or the like) are effective in disarming the reader’s possible 
irritation. Under no circumstances should you give a curt 
refusal. Courtesy in tone and tact in choice of words are of 
highest importance. 

Refusing with Courtesy and Tact. The man who can refuse 
a request and leave the reader in almost as pleased a frame of 
mind as if he had granted it is as rare as the finding of the 
proverbial needle in the haystack. The following letters are 
skillful in developing the positive tone and the helpful atti- 


Pleaaing 

Action 

First 


Expression 
of Interest 


Comment 
on Material 

Courteous 

Close 
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hide* Each» however, refuses the request. Study the plan, the 
choice of words, and the use of the co-operative tone. Notice 
that each letter stresses courtesy. 

Refusing vrith Courtesy and Tact 

(a) A Busy Citizen Declines a Committee Appointment 

1 wish that it were possible to accept your kind 
invitation of October 6 to serve upon the Adjust- 

* inent Bureau Committee. So many responsibilities 
rest upon me ju.st now, however, that it would be 
.inadvisable for me to add to them. 

The effort you are putting forth to stimulate an 
interest and a spirit of loyalty in our local market 

* is most gratifying. It is a ftne project and one that 
I know will be of decided advantage to the business 

linterests of this city. 

I Accept my best wishes for your continued success. 

(b) A Personnel Manager Declines to Raise a Salary 

' We feel that the substantial increase in your 
salary, made seven months ago on December 1, after 
a year of service with our company, is still too 
recent to allow the additional increase requested 
in your letter of June 27. It is the policy of our 
company to start all our employees on an average 
salary with the understanding that increases will 
be considered on a yearly basis. 

Do not feel that your work is unappreciated. We 
carefully note the output of our employees. Mr. 
Grady, your department head, reports that your 
attitude is praiseworthy and your work promising. 
Keep up this standard, and the advances will come. 

Lay Emphasis on What CAN Be Done* Almost every sit¬ 
uation, however dark it may seem at a glance, has some fea¬ 
ture, faint perhaps, that may carry favorable emphasis. Look 
for that feature and give it prominence. 

A correspondent of a banking house makes a request, but 
what he asks is neither feasible nor desirable from the view¬ 
point of the bank. The bank can, however, suggest something 
that will fairly meet the correspondent’s original wishes. An 
executive of that bank writes: have had clerks who would 


Positive 

Opening: 

Careful 

Explanation 


Encouraging 
Tone; Posu 
tive Close 


Pleasing 
Tone; Gives 
Reason for 
Declining 

Expression 
of Interest 
and Support 

Courteous 

Close 
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answer such a letter by saying bluntly that the thing asked 
for could not be done, and by following the refusal with a 
statement of what we were willing to do. . . . If the answer 
had stated first what could be done* and the least emphasis 
possible had been laid on the refusal to do exactly what was 
asked for, the whole tone and effect of the letter would have 
been different. The letter would have indicuted a desire to 
meet the wishes of the correspondent. If it had been worded 
rightly, it would, quite likely, have presented a solution en¬ 
tirely satisfactory; and the refusal to do exactly what had 
been asked would have been lost sight of in the earlier grati¬ 
fication of learning that something would be done that would 
meet the wishes of the correspondent.” 

Emphasizing What CAN Be Done 

We are glad to be able to send you a sample copy 
of Effective Mamgemeni, which we hope will be of 
service to you in planning your campaign. We have 
found the book of exce])tional vnlue in all our work. 
The success of our recent campaign was due to this 
practical volume. 

Unfortunately, in our tyi)e of business, requests 
for examining our management methods are so 
« numerous and the expense involved in keeping the 
material open for inspection is so great, that it has 
^been necessary to decline all such requests. 

' We appreciate, however, your interest in our cam- 
* paign and are glad that you liked it enough to in¬ 
quire. 

A Discourteous and Untactful Refusal. A professor in a 
certain university accepted the leadership of a part of the 
Community Union drive for collecting money for charity. 
Others on the university staff normally co-operated in bring¬ 
ing the program to a successful conclusion. To one of these 
was sent the following request, which drew the following dis¬ 
courteous reply; 

Courteous Request Discourteous Refusal 

Accompanying this letter are I found on roy desk this mom- 
several cards of the Community ing a bunch of Community Union 
Union. Can you arrange to take literature with a letter from you 


What CAN 
Be Done; 
Favorable 
Action First 


The Refusal 


Courteous 

Close 
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cafe of them or delegate some* 
one in your department to do so? 

I shRll be glad to call some¬ 
one personally to help you if you 
wish. The cards are so few in 
number that I am taking this 
informal means of reaching your 
department with them. 

You may be sure 1 shall ap¬ 
preciate your help. 


asking me if I would take care 
of the matttr for the depart¬ 
ment. I have never done any 
solicit! ng» and I do not intend 
to begin now. Consequently, I 
shall refuse to help you in this 
matter. I do not want to start 
a thing of this kind, for it would 
result in a volume of such work 
being shifted to me. H. K. Lane 
has taken care of this matter in 
the past. I suggest that you ask 
him to act in this case. 


Note in the refusal the curt and tactless expressions: 
bunch,‘‘I do not intend to begin now/' “I shall refuse to 
help you/' ''I do not want to start a thing of this kind." These 
are unwise and shortsighted in their irritability and ruinous, 
of course, to goodwill. Imagine the dilemma in which this 
man will find himself when the situation is reversed and he 
wants some help from the man to whom he so untactfully 
refused it! 


Winning or Losing Friends and Sales* Inquiries and re¬ 
quests that are tactfully handled, no matter whether they are 
granted or refused, often lead to profitable business. Study 
the following instructive contrast on how an order for fifty 
books was lost and how it might have been won: 


How the Letter Was Written 

You write us asking for a 
copy of The Egotist, which you 
state is wanted as a desk copy. 
Would state that if we were to 
furnish copies free of charge for 
all requests that we have, we 
would be pretty busy, as such 
requests come in every day. 

We supply desk copy if asked 
for if an order is received for 
the book; that is, If a quantity 
of books are ordered, we will¬ 
ingly furnish the teacher with 


This Letter Would Have 
Been Better 

We shall be glad to send you 
a desk copy of The Egotist free 
of charge if you will accompany 
your request with an order for 
ten or more copies. 

The Egotist is attracting much 
attention and interest today, and 
we have hundreds of requests 
every month for desk copies. We 
have for this reason found it 
necessary to limit our free copies 
to instructors using the book as 
a text in the classroom. It is our 
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desk copy, but we do not think 
we should be called upon to fur¬ 
nish said copy unless accom¬ 
panied by an order. 

We have to pay a royalty on 
every copy sent out, whether for 
desk use or actual sale. Trusting 
you can see your way clear to 
order stock, when desk copy will 
be furnished. 


custom to furnish the desk copy 
free of charge with every order 
for ten or more copies. 

As soon as we receive your 
order, a desk copy will be sent 
to you promptly. 


After he read the original, the man who requested the 
desk copy declared: ^That discourteous letter has lost the 
company a sale of just fifty books. I was going to use their 
edition anyhow, without seeing the desk copy, but now I 
wouldn’t use their book, no matter how good it may beT’ 
Through blundering ignorance of human nature, lack of tact, 
and failure to see through the eyes of the other man, the sale 
of fifty books—a sale almost completed—was lost. 

In the failing letter the writer indulged in the expensive 
pastime of "'dressing down’^ his reader and of telling him 
testily why be was wrong. In the revision at the right 

(1) favorable action was suggested in the opening paragraph; 

(2) a tactful explanation of policy was contained in the sec¬ 
ond paragraph, with a note on the fast-selling success of the 
book; and (8) an invitation to act was repeated at the close. 


PROBLEMS 

For each problem requiring (1) an outline and (2) a well-developed 
letter, you are to hand in all working papers clipped together, with the 
final draft of the letter on top. 

1. You are one of the only two druggists in a small town 
in the northern part of your state. You write the other drug¬ 
gist, inviting him to discuss with you a plan by which you can 
arrange, to your mutual satisfaction, to stay open on alternate 
Sundays. By this plan each of you will receive the same total 
volume of business as now, taking the year as a whole. The 
object of the arrangement is to make it possible for each of 
you to enjoy every other Sunday as a holiday without sacri¬ 
ficing business to your competitor. 
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(a) Plan the letter, making a careful outline of content. 

(b) Write this letter according to your plan. 

2. As a responsible officer of School Supplies, Inc., write, 
under the direction of your general manager, one or more of 
the following letters; 

(a) A letter asking an officer on the staff of another office 
equipment company to send you copies of some of his best 
sales letters of two or three years ago. 

(b) A letter asking co-operation from the executive com¬ 
mittee of the Chamber of Commerce of your city, in joining 
their influence to that of your company in providing more 
dependable motor-truck transportation between your city and 
surrounding business centers. 

(c) A letter granting an incoming request for your usual 
company contribution to the Christmas Charity Fund. Your 
company will contribute $100 this year. 

3. You are the office manager in your firm. A concern that 
does a large amount of business with you asks for advice on 
office furniture, and especially on typewriter desks. It asks 
further whether you can, as a special favor, supply it with a 
detailed schedule of depreciation showing how much of the 
value of office equipment should be written off each year as an 
expense due to wear and tear. To supply the schedule will re¬ 
quire several hours of work by one of your typists, besides a 
half-day’s work by one of the junior clerks. The concern 
wishes this schedule as soon as possible. 

(a) Plan and outline a letter granting this request. Make 
it evident that the request is a sizable one, which you are glad 
to carry out for this customer but which will require consider¬ 
able time. Set a date several days ahead for the completion 
of the work. 

(b) Write this letter according to your plan. 

4. (a) Outline a plan for a letter to take the place of the 
discourteous answer to a request in behalf of the Community 
Union drive (page 331). In your letter refuse the request, as 
did the original writer, but plan your letter so that your re¬ 
fusal will be tactful and courteous in tone and expression. 

(b) Write the letter. 



SECTION 6 

LETTERS OF APPRECIATION, CONGRATULATION, 

AND PRAISE 

Showing Appreciation. A part of good manners is to show 
appreciation for service given. On the whole, appreciation 
for service well done, like recognition of an achievement well 
won, is rare. Yet to fail to pass along the good word for good 
work is both bad manners and poor business policy. An 
executive tells of a grizzled old salesman, a man who would 
never be suspected of caring a snap of his fingers for com¬ 
pliments, but who nevertheless grieved quietly and deeply 
over the fact that repeated good work called forth "no word 
of praise from his boss." 

Use Good Taste. No matter how illustrious, no matter how 
humble he may be, every man likes to know when he has 
done well. Of course, he wants the recognition to be genuine. 
He will detect the difference between true sincerity and oily 
superficiality. Warmth and friendship should be expressed; 
but, to preserve the genuineness of their meaning, they should 
be expressed with restraint. Little mention should be per¬ 
mitted of goods and profits because matters of this kind are 
inappropriate. 

Some persons should never attempt to write a note of 
appreciation because they are unable to put themselves into 
a generous frame of mind. The humiliating truth is that too 
many individuals find their chief pleasure in discovering weak¬ 
nesses in others. Acutely aware, perhaps, of the many faults 
of which they themselves are guilty, they unconsciously de¬ 
fend themselves by searching hopefully for even more numer¬ 
ous faults in their associates. Something that can be criticized 
wins lively attention; something worthy of praise earns only 
jealous silence. The mails are full of letters peppered with 
complaints. That is why business concerns have correspond- 

836 
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ents who spocializo in nothinff but adjustments. But rare is 
the letter praising good work. What are some of the occasions 
that call for letters of appreciation, congratulation, or praise? 

1. Appreciation for a faror granted. 

2. Acknowledgment of special consideration shown. 

3. Praise for a good record; for example, a strict devo¬ 
tion to duty during a difficult period. 

4. Congratulations for success well earned. 

5. Commendation for a public-spirited act. 

Such letters show generosity of thought and interest in 
the welfare of others. They cool the world’s friction points 
and pour goodwill on the business bearings of the world. 

Selected Examples for Stdfly. Following are a number of 
appreciative letters selected to illustrate typical occasions for 
use. Study them for (1) tone, (2) expression, (8) good taste 
and restraint. 


From a Student 

I wish I could tell you how much I really appreciate your kind¬ 
ness in complying so promptly with my request for reference books. 
The list you sent is just what I want. Good luck to you, and thank 
you. 

From a Parent 

Thank you very much for your letter of December 19. We have 
not definitely decided what we shall do for our son next year, but I 
appreciate greatly the information given and the courtesy shown. 

From a Manufacturing Company 

Congratulations on the manufacturing and shipping of the 
equipment we purchased from you for the Eloise Mine project. 
You made unusual time, and the way in which you handled the 
order is worthy of high praise. 

From a State Governor 

Many thanks for your letter of May 8. I am indeed grateful to 
you for sending me the list of hackneyed phrases. I am taking the 
liberty of referring that list to the tetter-writing committee, now 
studying this really serious problem. I think it will be of inesti¬ 
mable service to that committee. When the committee’s report is 
made, I shall be glad to send you a copy. 



CORPORA'TIOM 
MILWAUKEE. WI0..U.A.A. 



March 19, 19 


To all who eo-oporatad 
diirina Dlroot Mail Waoli 

GantloBens 


Subjietl Wa Thank You 

Even thoueh this is a rather late *thank 70 U 9 " we 
sent you to know that the Direet Mail Deportnent of the 
Kllwaiikee Advertising Club, and espeetally the ooBDittaa 
In eharge of the exhibit displayed at the Athletic Club 
during Sircot Mail Week, very Dueh appreciate the splsn* 
did way in which you oo«operated to sake this exhibit a 
aucoesa. Elfty^four Mllvaukee advertisers exhibited a 
total of ninety-seven panels, which made an excellent 
background for the neeting on March a and had such to do 
with its auocesa. 

Scae of you undoubtedly wonder what has happened to 
the panels. Ho—we did not scrap then. Sxeept for a fear 
which were oaiied for at the Athletic Club, the entire ex¬ 
hibit is now stored at the Milwaukee Voeational Sohool. 
where it will be displayed during a oeeting on April Xl. 

After that date the panels will be stored at the 
Mllvaukee Public Auditoriua until the convention this fall, 
at which tiae it ia the plan ef the Milwaukee Advertising 
Club to display thea again. You will bs given an oppor¬ 
tunity at that tine to change the material on your panola 
If you ao desire. 

Should It be that you need your panels now. you nay 
obtain thea by getting in touch with Mr. Pill lard of the 
Milwaukee Vocational School, who will arrange to get them 
out of 'Storage for you. You nay then call there for thea. 

Again we thank you for your co-operation. 


Very truly yours. 


The Exhibit Coamittee 


A MESSAGE SHOWING APPREaATION 

Loitvri oi. appreelstloD sro cajoriss acre fr«oo«st wm. Note is tbh exsmph (1) tho 
lateodoetory anotlaa. (S> tbo sttrsetivo Urost. (I) the eaehMU 

oa tbc Eioy of opproriaUoa. 
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From the Auditor of an Insurance Company 

I should be delighted to attend the Business Men's Conference 
on Monday next, were it not for the fact that Monday is always a 
very busy day in this office. The pleasure of seeing you and our 
mutual friends at this conference would add measurably to my en- 
joyment of the occasion, and, therefore, my regret is deepened that 
it will not be possible for me to be present. 

Please accept my thanks for your special invitation. 

The ordinary relationship between individuals may be 
wholly in the realm of business. But business acguaintance 
may give rise to tetters that cement friendships. However 
far removed from commerce letters of appreciation seem, 
they bring friendly understandings that may profoundly affect 
the course of future important transactions. 

Expressing Congratulations. Letters of congratulation, 
akin to those of appreciation, give opportunity to express 
pleasure in the success and good fortune of others. To send 
a letter of congratulation that rings true, its writer must feel 
a genuine pleasure in the good luck of his reader. If he does 
not, or if his feeling is tinged with envy, he will do better not 
to write. Insincerity betrays itself. 

In the following illustrations note the firm tone, the warm 
sincerity, and the restrained good taste: 

From a Business Friend 

Congratulations on your ^'Statistical Analysis." It has been pre* 
pared with a judgment that is obviously the result of keen analysis. 
We expect to make excellent use of it. 

From a CoUege Official 

I am delighted to learn that you will be chairman next year. It 
is a great satisfaction to know that Dr. North will be so ably sue- 
ceeded. Accept my congratulations and my assurance that you will 
have my earnest and friendly co-operation. It is easy to imagine 
you as an energetic, resourceful, and capable colleague in adminis- 
tration. It will be pleasant to work wi^ you. 

From a Former President of the United States to the Late 
Thomas A. Edison on His Eightieth Birthday 
Hy dear Mr. Edison: 

I am glad to have an opportunity to join with your friends 
throughout the world in extending hearty congratulations upon 
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your eightieth birthday. To your energy, courage, industry, and 
strong will the world owes a debt of gratitude which it is impos¬ 
sible to compute. Your inventions, placing the forces of nature at 
the service of humanity, have added to our comfort and happiness 
and are a benefaction to all mankind for generations to come. I 
trust that there are in store for you many more years of health 
and usefulness. 

Very truly yours, 

Calvin Coolidge 

The letter of courtesy has been used and will be used by 
potentates, princes, and presidents. Businessmen may prodt 
by their example. 

Expressing Praise or Censure. Even the young business 
writer may have occasion to write letters of praise or of 
censure. Letters of this type usually come, of course, from 
men of standing, experience, and maturity. 

Few people realize that Abraham Lincoln was a.s much a 
master of simplicity and human naturalne^^s in his letters as 
he was in the address at Gettysburg. First of all, Lincoln 
knew people as people, for he came out of the mass into emi¬ 
nence. Knowing human nature sensitively, he wrote letters 
of piercing common sense, letters of pure magnanimity, let¬ 
ters of keen and fair criticism, letters of magnificent conso¬ 
lation, letters of frank and astute reasoning, letters of sound 
and mellow advice. All these and more you can find in the 
Lincoln collection. 

Let us see how Lincoln could criticize and censure when 
it became necessary. Our example is the second most famous 
letter that President Lincoln ever wrote. 

This letter—which was sold at public auction some time 
ago for fifteen thousand dollars—was written during a criti¬ 
cal period of the War Between the States. For eighteen 
months the Union Army had met one severe defeat after 
another. are now on the brink of destruction,” Lincoln 
said of the northern cause. ‘Tt appears to me that even the 
Almighty is against us. I can hardly see a ray of hope,” This 
period was one of black sorrow. Out of it the letter came. 
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Kotice how the President tried to remold an obstinate 
eral while the fate of the Union was possibly hanging on the 
outcome. 

Although this is perhaps the sharpest letter Lincoln ever 
wrote after he became President, note that he praised Gen¬ 
eral Hooker before he censured him for his grave faults. And 
severe faults they were; yet Lincoln, tactful even in the act 
of pointing them out, wrote, “There are some things in re¬ 
gard to which I am not quite satisfied with you/* 

Note, too, how the letter, with all its frankness, maintains 
an even balance. Fearless in his reproval, the President 
phrased his thoughts so justly that he could scarcely fail to 
hold the goodwill of every fair-minded witness and of Gen¬ 
eral Joseph R. Hooker, whom he took to task. 

President Lincoln to General Hooker 

I have placed you at the head of the Army of the Potomac. Of 
course, I have done this upon what appear to me to be sufficient 
reasons, and yet 1 think it beq^ for you to know that there are some 
things in regard to which 1 am not quite satisfied with you. I be¬ 
lieve you to be a brave and skillful soldier, which, of course, I like. 
1 also believe you do not mix politics with your profession, in which 
you are right. You have confidence in yourself, which is a valuable, 
if not an indispensable, quality. You are ambitious, which, within 
reasonable bounds, does good rather than harm; but I think that 
during General Burnside’s command of the army, you have taken 
counsel of your ambition, and thwarted him as much as you could, 
in which you did a great wrong to the country and to a most meri¬ 
torious and honorable brother officer. I have heard, in such a way 
as to believe it, of your recently saying that both the army and the 
Government needed a dictator. Of course, it was not for this, but 
in spite of it, that 1 have given you the command. Only those gen¬ 
erals who gain successes can set up dictators. What I now ask of 
you is military success, and I wiU risk the dictatorship. The Gov¬ 
ernment will support you to the utmost of its ability, which is 
neither more nor leas than it hns done and will do for all com¬ 
manders. I much fear that the spirit, which you have aided to 
infuse into the army, of criticizing their commander and withhold¬ 
ing confidence from him, wUl now turn upon you. I shall assist you 
so far as I can to put it down. Neither you nor Napoleon, if he 
were alive again, could get any good out of an army while such a 
spirit prevailed in it. And now beware of rashness. Beware of 
rashness, but with energy and sleepless vigilance go forward and 
give us victories. 
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Expressing SympathF* X^etters of sympathF are scarcely 
to be written as exercises, because the heart of their meaning 
comes only from the reality of the misfortune that brings 
them forth. Everyone has his sorrows; but sorrows may be 
softened through the sympathetic expression of those who 
care. 

President Lincoln te Mrs. Bixby 

Dear Madam: 

I have been shown in the files of the War Department a state¬ 
ment of the Adjutant General of Massachusetts that you are the 
mother of five sons who have died gloriously on the field of battle. 
I feel how weak and fruitless must be any words of mine which 
should attempt to beguile you from the grief of a loss so over¬ 
whelming. But I cannot refrain from tendering to you the console* 
tion that may be found in the thanks of the Republic they died to 
save. 1 pray that our heavenly Father may assuage the anguish of 
your bereavement and leave you only the cherished memory of the 
loved and lost, and the solemn pride that must be yours to have 
laid so costly a sacrifice upon the attar of freedom. 

Yours very sincerely and respectfully, 

* Ahraham Lincoln 

This widely known letter of assuaging consolation, gem- 
like in its perfection of expression, leaves little to be said. It 
is the moat famous letter that Lincoln ever wrote. 

PROBLEMS 

1. The druggist in the small town in the northern part of 
your state (Problem 1 on page 383) has cordially offered to 
co-operate with you. You have arranged a satisfactory plan 
by which your store will be open on alternate Sundays. Write 
him a letter of appreciation for his co-operation. 

2. The Wisconsin Oil Distributing Company, 736 East 
Washington Avenue, Madison 4, Wisconsin, operates an inde¬ 
pendently owned chain of twenty automobile-service stations 
in the city and surrounding territory. In acknowledgment of 
the splendid continued patronage its stations have enjoyed 
during a change-over to a new brand of gasoline and oil, it 
wishes to send out a letter of appreciation. Write an outline 
of the points you think should be included in the letter. Iden- 
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tify each point that expresses or implies (a) appreciation and 
(b) a desire to serve. 

. 3. As secretary of the Chamber of Commerce of your city, 
you have requested and obtained the co-operation of a group 
of eight prominent businessmen. These men have given you 
their expert counsel and support in solving a serious traffic 
situation in the center of the city. You have also had to ask 
the chief of police for technical information for the several 
committee conferences. 

(a) Write a letter that will be suitable to send to each of 
the eight committee members, expressing your warm appre¬ 
ciation for his counsel and support. 

(b) Write a similar letter to the chief of police. 

4. A former classmate of yours, now a member of the 
senior class of the leading high school in a neighboring city, 
has, through superior scholarship, made himself the valedic¬ 
torian of his class. You wish to congratulate him on the dis¬ 
tinction he has won. Plan and write the letter. 

5. An older businessman of your city has written an article 
on selling for the Sales Management magazine. In reading it, 
you are struck by its crystal-clear organization and expres¬ 
sion, and you realize that it is an exceptionally valuable dis¬ 
cussion from beginning to end. You wish to have him know 
what an excellent article you think It is, especially for younger 
people about to enter business. Plan and write the letter of 
commendation. 

6. Give an oral report on the importance in business of 
'^putting a few bright rays into somebody else^s morning mail/’ 



SECTION 7 

LETTERS OF INTRODUCTION AND RECOMMENDATION 

The Letter of Introduction. The letter of introduction *ia 
helpful in establishing business and social contacts. Perhaps 
you are about to take a position in Minneapolis. You have 
no acquaintances in that city, but your present employer has 
business connections there. He gives you a letter of introduc¬ 
tion to one of his business friends, and as a courtesy to you 
he leaves it unsealed. When you arrive at your new location* 
you present the letter in person to the addressee, who may 
help you to make acquaintances with others who may be in¬ 
terested in your future career. 

Plan, In writing a letter of introduction, you make a state¬ 
ment about another person, telling who he is and why he is 
being introduced. Use the following plan: 

(1) Introduce the individual. 

(2) Give your reason for writing the letter. 

(3) Supply brief information about the person intro- 
troduced. 

(4) Express appreciation for any courtesies. 

A Letter of tntroduetian 

It is a pleasure to introduce to you Mr. Arthur 
French* who has up to the first of this month been on 
the staff of Management Associates* Ine.* New York City* 
as vice-president in charge of production. Ur. French 
has been oommissloned to open and take charge of the 
Chicago office. 

I have been fortunate in knowing Ur. French for a 
number of years. He is energetic, full of enthusiasm 
and leadership* and among the best of conuDunity citizens. 

Any aid you are able to give him in making eooe 
desirable contacts in his new location will be personally 
appreciated. 

When the occasion is simple, a substitute for a letter is a 
business card bearing the words “Introducing Mr. French." 

The envelope carrying the letter of introduction should be 
addressed in the usual manner. In the lower left corner, how¬ 
ever, a notation similar to the following one should be placed; 

Introduelnc 
Ur. Arthur French 

34S 
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The Letter of Recommendation. A letter of recommenda- 
tioti may be (1) specific, addressed to a particular individual, 
or (2) general, intended for anyone interested. The specific 
letter carries more weight because it contains more detail. It 

e 

is often written to cover an inquiry from’ an employer who 
is following up a reference given in a letter of application. 
An example of an inquiry follows: 

An 2n4iitiry 

Ur. Albert Kettering haa applied for a position in 
our Engineering Departoent. He oas given your nane as 
reference. Ve shall appreciate it if you vill let us 
have your impression of Ur. Kettering's character and 
ability. , 

The answer is the following recommendation; 

The Reply: A Specific Recommendation 

Ur. Albert Kettering, about vboa you inquire in your 
letter of August 4, was employed in our Engineering De¬ 
partment from 19-- to 19—. Before coming to us, ha 
spent several years in marina and stationary engineering 
work. During the time he was here, he developed into a 
capable draftsman. 

The experience he had la stationary and marine en¬ 
gineering work from the operating standpoint is of great 
value in boiler and power-plant engineering. Ur. Ketter¬ 
ing is industrious, of high character, and of distinctly 
superior ability. He is a man made a definite place 
for himself in our organization. 

During a slump, while he was tanporarily laid off, 
he obtained another position and made a change. We ware 
very sorry to lose him and should be glad to employ him 
again if the chance came. 

The general recoinnfendation, intended to be read by any¬ 
one interested, customarily carries the opening address *^To 
Whom It May Concern.” 

A General Recommendation 
TO WHOM IT UAV CONCQUI: 

Ur. Joseph Beeman, bearer, has been in the employ of 
the Weirton Company since 19--. During the last eight 
years he has been in the Department of General Superin¬ 
tendence. 

Ur. Beeman is a man of good habits and thorough 
reliability. He has given us entire satlefaotlon in his 
vork, and we oonaider him a capable workman. He is an 
excellent nan to handle a orew. 

THE WEIRTON COUPAHY 
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A general recommendation is valued at little more than 
a certificate of good standing. Much more valuable is the 
specific recommendation, giving definite information. 


PROBLEMS 

1. One of your friends is leaving for Houston, Texas, where 
he expects to enter business. You are a former resident of 
Houston. Write a suitable letter of introduction to a good 
friend of yours in Houston. 

2. Another member of your class hopes to get a position 
with the Watterson Company, of your city, but he knows no 
one in the concern. The president of the Watterson Company, 
F. W. Watterson, has known you and your family for many 
years. Write a letter of introduction. 

3. Select three different situations requiring the use of a 
letter of introduction. Choose in each instance the name of 
the addressee and the name of the person introduced, and 
supply the details of the introduction according to the plan 
on page 343. Write the three letters. 

4. Select three situations requiring general recommenda¬ 
tions and three requiring specific recommendations. Write the 
letters, supplying the facts for each. 

5. The Fisher Glass Works, of Schenectady, New York, is 
making inquiries about several men who have been recom¬ 
mended for the position of credit and collection manager. 
Among those recommended is the assistant to the credit and 
collection manager of your company. The Fisher Glass Works 
(through its vice-president) inquires as to his ability, busi¬ 
ness judgment, interest in his work, and reliability and char¬ 
acter. Write a specific recommendation. 

6. You are the manager of the Fisher Glass Works, at 
Schenectady, New York. A workman who has been in your 
factory employ for fourteen years is now moving to Ogden, 
Washington, to enter a similar factory. Write a specific rec¬ 
ommendation, stressing character, reliability, and ability to 
handle a crew of men. 
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7* Another workman in your sflass factory has been with 
you two years and has proved to be industrious and depend¬ 
able, but little more. He is forced by family needs to move to 
another city. Write a general recommendation. 


REVIEW 

Each of the following sentences contains one or more 
errors. Rewrite the sentences; correct all errors. 

(1) I saw he working industrious on the project. 

(2) There was only two articles left after the sale. 

(S) Thank you for your check. Enclosed in your letter of 
June 15. 

(4) John attends a military academy, Betty attends a private 
girls’ school. 

(5) We sold ninety-six articles at $2.00 each» fifty-eight arti¬ 
cles at .80, and one hundred two articles at $.60. 

(6) They couldnt go because the leader was ill. 

(7) Have you received quotations on the desks; the type¬ 
writers; the chairs; the tables. 

(8) The boy lost his books; but one of the girls found them. 

(9) The employee was given a two week vacation with pay. 

(10) The vice president was highly-praised for his handling 
of the situation. 

(11) When one is uncertain about a situation, you should not 
make an immediate decision. 

(12) Dr. Walter Hammers President of the school addressed 
the student body on August 21st. 

(13) He said, I have been asked to come home immediately, and 
then without waiting for a comment from his friend he 
rushed home. 

(14) 3 of the reports were finished on time, 2 of the reports 
were completed a day after they were required. 

(15) The erasers which was delivered yesterday are on my 
desk. 

(16) He dont want any more copies of that report made. 

(17) The office employees was asked to bring their friends to 
the lecture by the well known author. 

(18) In the books were found the answer to the question. 

(19) If it was raining, I would have to cancel our plans. 

(20) I shall go regar^eas of the consequences. 



Unit X 

LETTERS OF APPLICATION 

SECTION 1 

CREATING A SUCCESSFUL LETTER OF APPLICATION 

High Value for Personal Use. For peraonal-use value no 
letter ranks higher than the letter of application for a posi¬ 
tion. Everyone admits this fact. But not everyone has the 
will power to master the application art. Most placement 
directors, men whose professional task is to find positions for 
those who want them, conclude that an astonishing majority 
of job hunters do not have the slightest knowledge of how to 
write a letter that will advance their chances of getting work. 
Although many of these applicants have good educations, they 
appear to have been taught nothing whatever about applica¬ 
tion letters for personal use; or they have forgotten every¬ 
thing they once knew. 

Enormous Importance of Application Letters. Overwhelm¬ 
ing evidence now shows the vital importance of letters of 
application in winning interviews for jobs. “The letters a 
candidate writes probably have most weight/* concludes a 
recent survey, “in securing him an interview and a job. Most 
men complain that applicants for a job have no conception of 
what a good letter looks like.*’ 

An item significant to every business student and every 
person who will ever need a position appeared not long ago 
in a New York financial publication. It offered an unusual 
opportunity for a sales executive. The man, said the notice, 
must have a personality that will enable him to win the full 
co-operation of his associates and to Inspire confidence in his 
subordinates. Then the notice continued: 

Thie man must be old enough to have had the experience which 
will qualify him for this position and still be young enough to work 
with an aggressive organisation. 

847 
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The man securingr this position must be of a caliber and ability 
to command a salary of at least $26,000 a year to start. 

WRITE A LETTER giving in detail your qualifications. Your 
letter of application will be treated in strictest confidence. Address 
Sox CC87. 

You will notice that, although this invitation was directed 
to men who believed they were competent to handle the execu¬ 
tive burdens of a $25,000-a-year position, it asked them to 
write a letter of application. Prospective employers looking 
for men of this caliber still want to examine qualifications in 
advance before they grant interviews. 

An Intensely Personal Letter. Your application letter will 
be the most intensely personal letter you will ever write in 
business. It will represent you as it reaches your prospective 
employer’s desk; in one sense it will be you. It will be as if 
you said: “This, Mr. Employer, is my accredited representa¬ 
tive, my chief ambassador. This letter shows you what I 
think I am and gives you my own picture of myself. By it 
I am ready to stand or fall!” 

Things sold are sold in competition. So it will be with 
your ability. You must prepare yourself to compete with 
other applicants who, just as earnestly as you, will want the 
same position. They too will send their accredited represen¬ 
tatives to plead their cases. Like you, they will put their 
sole dependence on a letter in which they picture themselves 
as well as they know how. It is your task to make yourself 
more skillful than they in order that you may put your case 
more adroitly. The competition is keen and fair. To win, you 
must prove yourself the better applicant. 

The Application Letter Is Used by Everyone. Application 
letters are used universally. Young people must in some way 
get their first position. They turn to the application letter. 
Maturer people of energy and ambition are forever planning 
and making themselves ready for better positions than those 
they have. They turn, likewise, tu the application letter. Men 
already fortunate in bolding excellent positions are asked to 
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send in their credentials for positions of even £n*^ter re¬ 
sponsibility and opportunity. Their letters of credentials use 
the principles of the application letter. 

The compelling reason for mastering the art of applica¬ 
tion is this: prospective employers in every business like to 
“size up” applicants ahead of the interview. They want to 
determine in advance whether the applicants are worth tak¬ 
ing the time to see. Whether they are worth taking the time 
to see depends almost entirely upon the impression their let¬ 
ters of application make. 

Showing How What You Can Do Fits What Must Be Done. 
Of two men, equal in training and ability, the one who knows 
better the procedure of an application letter will get the 
position. He wins it for two reasons: (1) He knows how to 
state to advantage what he can do, and (2) he has the all¬ 
essential knack of showing how what he can do measures up 
with what the employer wants done. He fits together in his 
letter the teeth of two gears—“w’hat he can do” gears into 
"what must be done”—and shows to his prospective em¬ 
ployer how these two gears might work well together. Thus, 
one who has learned to write a forceful application letter pos¬ 
sesses a powerful protection in times of increasing competition, 
and an equally powerful protection in times of unemployment. 

Product and Market Analyses Are Necessary in Preparing 
to Win a Position. When you prepare to sell a product, you 
analyze it to discover its superior qualities and its valuable 
uses. You next analyze the market to discover who are your 
prospective purchasers, where they live, what their buying 
habits are, what features and qualities they are looking for in 
the article, and what appeals will be strongest in directing 
thes^e buyers to your product and in linking it to their needs. 

You follow this identical process in preparing to win a 
position. When you prepare to sell yourself, you analyze your¬ 
self closely to discover your personal qualities. You get ready 
to put into persuasive words a description of your training, 
your skilly your knowledge, and your ability. You study the 
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services you can perform in order to be able to place these 
services vividly on paper. In brief, you give yourself a 
realistic appraisal. 

You next comb the market and search out prospective 
employers who might have a need for the kind of ability you 
can offer. You find out where these employers work, when 
they do their interviewing, what specific opportunities are 
open, what qualifications are needed for handling these posi¬ 
tions. You then put yourself back on the examining stand and 
determine with cold realism whether the qualifications you 
have are those the employer wants. If your completed prod¬ 
uct and market analyses disclose that your qualifications fit 
those needed by the employer, you proceed to the third and 
final step—use of the proper medium; the application letter. 

In this way you complete the preparatory market research 
that gives your letter of application the advantage over its 
pressing competition. For competition you will have! To 
meet it, you must make every preparatory step count. The 
simple outline of your product and market study should look 
somewhat as follows: 

1. The product: yourself, your skills, your abilities 

2. The market: prospective employers whose locations, 
job opportunities, and needs have been studied 

8. The medium: your letter of application 

The Two Gasses of Application Letters. Two broad classes 
of applications are to be recognised: (1) solicited letters, 
written in response to advertisements (usually “want ads”), 
and (2) unsolicited letters. An unsolicited letter is one writ¬ 
ten by an applicant who hopes that there may be an employ¬ 
ment opening or who happens to hear of a vacancy. But more 
commonly it is written at the suggestion of a third person 
who may know the prospective employer or who may have 
knowledge of a specific position. The third person may be a 
friend or a representative of an unemployment agency or of 
an appointment bureau. 

The greater number of applications are drawn forth by 
want advertisements. Because of the scores and sometimes 
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hundreds of letters that result, your letter—if it is to obtain 
more than casual notice—must stimulate attention and inter¬ 
est throuerh its appearance, expression, and tone. 

Answering Blind Advertisements. The success of an an¬ 
swer to a blind advertisement—an advertisement in which 
the employer’s name is not revealed, and in which the require¬ 
ments for the position are mentioned only in general terms— 
must depend more or less upon chance. Although in this case 
it is hardly worth while to attempt a market analysis or to 
write more than the essentials of age, nationality, extent of 
education and experience, the re.sult.s often repay the effort. 
Because you know in advance that the application will be one 
of scores and perhaps hundreds, some mechanical rlistinc- 
tion like a long envelope or a tinted envelope may prove 
helpful. 

Make a Favorable First Impression. When an employer 
glances over a pile of from twenty-five to two hundred letters 
of application, he may select not more than ten or twenty of 
the best-looking letters for examination. A fine-looking letter 
has far more chance of attention than its les-s attractive com¬ 
petitors. Employers know by experience that a poor letter 
usually means a poor applicant. Whether from pressure of 
business or lack of time, they turn their attention to the fine- 
looking letter, knowing that it usually means a superior appli¬ 
cant. Handsome appearance is essential, as we know, in all 
letters, including applications. But it is doubly essential in 
applications responding to blind advertisements because it is 
the sole means by which distinction can be gained. 

Answering Complete Advertisements. An answer to a 
complete advertisement—an advertisement that gives enough 
information to make it possible for the applicant to conduct 
a market analysis and to harmonize his abilities with the 
needs of the employer—may be expanded with full informa¬ 
tion and evidence to show how the employer’s requirements 
are met. In general—^though this rule does not always hold— 
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complete advertisements offer opportunities for more desir¬ 
able and better paying positions than do blind advertisements. 
An applicant is, therefore, justified in putting more effort 
into studying the employer's needs and showing bow he can 
fill them. 

Planning the Application Letter. A plan for anything as 
individual and personal as an application letter must be adapt¬ 
able to many circumstances. Sometimes a man of rich per¬ 
sonality and engaging expression can win a position with an 
application that seems to have little plan and less structure. 
In his case he wins the job, not because of lack of plan, but 
in spite of it. His personality and his power of expression 
more than offset the structural defects of his letter. For 
applicants less gifted it is wise to follow a tested plan. The 
plan developed in the following paragraph.^ can be varied to 
express individuality without sacrificing logical strength. 

The Six Steps in the Plan. An application letter must 
(1) attract favorable attention, (2) arouse interest, (8) stimu¬ 
late desire, (4) obtain action. 

These four functions translate themselves into the six 
steps of the letter of application shown on the opposite page. 

Getting Favorable Attention—the Paper and the Make-up 
Details. The best-looking letter is given first attention. Buy 
a few sheets of good-quality bond paper with envelopes to 
match. The paper should be white, and the size should be the 
standard business sheet of 8^/^ by 11 inches. Avoid social, 
club, hotel, or fancy stationery. To use any of these is to run 
the risk of raising a prejudice against yourself. Do not use 
the letterhead of the business with which you are now em¬ 
ployed, because there is no justification for its use. 

Typewrite Your Letter or Have It Typewritten. Type¬ 
write your letter or have it typewritten to give it a strong 
competitive advantage over the large number of others that 
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The Six Steps of a Letter of Application 


1. Establishing a point of contact (attracting favorable 
attention) 

a. Physical appearance and arrangement 

b. Statement of nature and purpose of the letter 

2. Outlining your understanding of the requirements of 
the position (arousing interest with an analysis of 
the needs of this specific opening) 

3. Showing how your experience and education fit these 
requirements (sustaining interest and stimulating de¬ 
sire for a personal interview, as your qualifications 
begin to appear valuable) 

4. Mentioning personal qualifications (reinforcing de¬ 
sire for a iwrsonal interview that will check your 
letter against your actual personality 

a. Your interest in the employer’s type of business 

b. Reasons for leaving your present connection 

c. Personal desires and chief aim or interest 

d. Why you feel you can fill the requirements 

6. Giving references (reinforcing the employer’s desire 
to look more carefully into your qualifications, just as 
guaranties increase a buyer’s confidence in an article) 

6. Making the request for an interview—getting action 
(obtaining the result you desire) 


will come in handwriting. By contrast your letter will stand 
out. Typewriting may mean the difference between winning 
and losing the position you want most. 

If the advertisement asks you to submit the application 
in your own handwriting, do so—^but send along an excellent 
typewritten copy. Your prospective employer will then read 
the typewriting, may do no more than glance at the hand¬ 
writing. Thus you follow the employer’s instructions without 
losing your competitive advantage. 

Neatness Is a Golden Asset. Neatness and favorable first 
impressions are always a golden asset. They lay the ground¬ 
work for your later success. They throw open the outer doors 
and give you entry into the inner circle of chosen candidates. 
They bring to your letter that full and thoughtful considera- 
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tion that other letters less impressive will fail to get. “If 
this fine-looking letter truly represents the caliber of the 
man who wrote it,” thinks the prospective employer as he 
admires the neatness of the layout, “then I want to interview 
that man. Tell him to come in.” Thus, as if in obedience to 
the magic words “Open sesame,” the- doors of your oppor¬ 
tunity awing wide. 

Visualizing the Letter. When you prepare for a persona! 
interview, you are careful as to dress. The letter by which 
you hope to gain the interview must be equally attractive in 
dress. The appearance of the letter must command respect. 
Its strength will be tested by how it looks. Balance the letter; 
make it symmetrical by the proper arrangement of its parts. 
Frame it like a picture in the same proportions as those of 
the sheet upon which it is placed. 


The Point of Contact. The opening sentence, your point of 
contact, shows the purpose of the letter and tells where you, 
the applicant, learned of the position (through an advertise¬ 
ment or otherwise) or mentions the name of the individual 
with whom the prospective employer is acquainted and who 
has suggested that you write. Your opening sentence should 
be followed by a specific statement that you are applying. 
The fact that you are applying should not be left to sugges¬ 
tion or implication. It should be said outright. Apply in 
clear-cut terms: "Please consider me an applicant.” “I should 
like to apply for this position.” “May I be considered an 
applicant?” 


Point of 
Contact 


In Thursday’s DaUy Herald I noticed your adver¬ 
tisement for a private secretary and correspondent. 
May I be considered an applicant for this position? 


Your Understanding of the Requirements. If you are mak¬ 
ing your first application, your statement here will be fairly 
brief. Your understanding of the needs of the employer must 
come from general knowledge ond what you learn from 
friends. But if you were a person of experience and maturity. 
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this part of your letter would offer you a chance to show your 
understanding and capacity. Develop this section as far as 
your experience permits. 

' It is my undei'standing that you want a young 
man with a working knowledge of office methods. 
He must* also be able to take dictation rapidly and 
accurately, and he must have a background of gen- 
.eral business training. 

How Your Education and Experience Fit the RequiremenU. 
This part of your letter will give facts taken from your 
career. These facts should be chosen and sifted several times 
until you have found the ones that bear on the employer’s 
needs. Take the *’you” attitude. Assume the point of view 
of the employer. Try to see how what you can do fits into 
what he wants done. Imagine that you have two maps of the 
same size and shape. The one below is what the employer 
wants done. The one above is what you can do. Your task 
is to iit the two maps together so that the lines meet as closely 
as possible. From your experience^ education, and training, 
choose and sift until you find the facts that focus on the em¬ 
ployer’s needs.* 

I am a graduate of Hale Technical High School, 
where I took the four-year commercial course. Dur¬ 
ing the past four years since my graduation I have 
been private secretary to Mr. Stewart B. Alton, 
executive director of the Interstate Trade Board, 
Albany, New York. My work with Mr. Alton has 
been widely varied. I can take dictation at 145 
word.s a minute, transcribe my notes at 45 words 
a minute, and type straight copy at 80 words a 
minute. On my own responsibility I have handled 
much of the routine correspondence and have found 
this experience highly valuable in broadening my 
general business and secretarial ability. I have be¬ 
come thoroughly familiar with commercial and legal 
forms, including leases, deeds, mortgages, affidavits, 
releases, and vouchers. 


* This part of the letter may also be enlarged by use of a data 
sheet. The data sheet, discussed and illustrated in later pages, may 
car^ a tabulated summary of further details of your training and ex¬ 
perience. 


Uov) Expe¬ 
rience and 
Education 
Fit The$e 
Requirements 


Under¬ 
standing of 
Requirements 
of Position 
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Personal Qualifications. Explain modestly why you feel 
confident you can make a success in the position for which 
you are applying. Here touches of human interest—items 
revealing your human side rather than your business efii- 
ciency alone—^may be included. 

“I have sometimes had to scramble hard for money with 
which to continue my education,” runs a sentence that held 
the interest of one employer. “During the summer months 
between school terms, I have had jobs as a hodcarrier, a 
mason’s assistant, a lettuce packer, a salesman for two hard¬ 
ware stores, and a bill collector.” 

After he had hired this young man, the employer told him, 
"Your ‘hard scramble’ for money to continue your education 
got you your job. I like the kind of ambition that carried you 
through five jobs to your graduation.” 

Tell why you are interested in the employer’s kind of busi¬ 
ness, your reasons for leaving your present position if you 
have one, your chief aim, and why you feel confident that you 
can take care of the work that the employer wants done. 

1 believe I have developed the ability to handle 
this position. My training and experience have been 
of the type necessary to the competent handling of 
the duties you require. I enjoy thi.s kind of work. 
My reason for m^ing a change is to improve my 
position. Mr. Alton tells me that I have now reached 
the maximum salary permitted by the Board, and 
he fully understands and approves my wishes for 
.further advancement. 

References. References are something like guaranties. 
They increase the employer’s confidence in your ability. Give 
at least three references with correct and exact addresses, 
and make clear that you give these references with the per¬ 
mission of the persons named. The following expressions are 
suitable and courteous; ‘T have permission to refer . . . 

"I refer by permission . . . and "[place names here] have 
permitted me to refer . . . Choose references that repre¬ 
sent both business and personal character. 


Personal 

Hons 
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References 
and Men¬ 
tion of Data 
Sheet 


f Mr. Stewart B. AitOD has kindly permitted me to 
I use his name as a reference. On the enclosed data 
sheet you will find further references and also data 
with rearard to my general qualifications. 


Request for an Inteiriew: Getting Action. Your closing 
sentence should (1) suggest action for an interview and 
(2) make that action as easy as possible. Make a direct re¬ 
quest for an interview. Tell how and when the prospective 
employer may reach you. “May I have a personal interview 
at your convenience? I can be reached by telephone at Wood- 
lawn 8804 or by mail at 6161 Clinton Avenue" is typical of 
many possible requests for action. Use different kinds of clos¬ 
ings. Practice variety. 


Retjtteatfor f May I have a personal interview? If you wish 
Interview (to telephone me, my number ia Grandview 4177. 


A Successful Application. Now let us see how the whole 
letter looks and sounds when it is put together in one piece. 
The complete letter is reproduced on the following page. It 
was successful in winning a new position for the person who 
wrote it. Logical and well developed, the message emphasized 
facts that the employer wanted to know. 


How Not to Write a Letter of Application. Now let us turn 
for a moment to several true stories to find out why certain 
job-seekers failed to win work. 

The first true story concerns a penny post card on the 
back of which appeared the following careless message: 

A Failure 

Dear Sir: Noticed your ad of wanting reliable man for responsible 
position in local corporation. Think I can meet your requirements 
so please mail me particulars by return mall and when I may have 
interview. Very truly yours, [name] 

Needless to say, this man did not get the job. His care¬ 
less card was the first to be tossed out. 
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Point of 
Contact 


Under’- 
standing of 
Requirements 
of Position 


How Expe^ 
rience and 
Education 
Pit These 
Requirements 


Personal 

Qualifica¬ 

tions 


References 
and Men- 
Hon of Data 
Sheet 

Request for 
Interview 


In Thursday’s Daily Herald I noticed your adver- 

* tisement for a private secretary and correspondent. 
May I be considered an applicant for this position? 

It is my understanding that you want a young 
man with a working knowledge of office methods. 

* He must also be able to take dictation rapidly and 
accurately, and he must have a background of gen* 
.eral business training. 

T am a graduate of Hale Technical High School, 
where I took the four^ear commercial course. Dur¬ 
ing the past four years since my graduation I have 
been private secretary to Mr. Stewart B. Alton, 
executive director of the Interstate Trade Board, 
Albany, New York. My work with Mr. Alton has 
been widely varied. 1 can take dictation at 145 
^ words a minute, transcribe my notes at 45 words 

* a minute, and type straight copy at 80 words a 
minute. On my own rcs])onsibility I have handled 
much of the routine correspondence and have found 
this experience highly valuable in broadening my 
general business and secretarial ability. I have be¬ 
come thoroughly familiar with commercial and legal 
forms, including leases, deeds, mortgages, affidavits, 
releases, and vouchers. 

1 believe i have developed the ability to handle 
this position. My training and experience have been 
of the type necessary to the competent handling of 
the duties you require. I enjoy this kind of work. 
My reason for making a change is to improve my 
position. Mr. Alton tells me that I have now reached 
the maximum salary permitted by the Board, and 
he fully understands and approves my wishes for 
.further advancement. 

r Mr. Stewart B. Alton has kindly permitted me to 
I use his name as a reference. On the enclosed data 
] sheet you will find further references and also data 
[with regard to my general qualifications. 

[ May I have a personal interview? If you wish 
[to telephone me, my number is Grandview 4177. 


AN EFFECTIVE LETTER OP APPLICATION 

Not* hov thii in Iaakoac* that U both nimpW *nS elcar, off«rv eoneret* and 

QonvlstiiDC infonnatioa coaeernlnff «sp«ri*ne«. education. par*o&ai quail Aeatlom, and 
otbof rtqairad datalli. Lofteal and w*ll d«velop«d. tU» Wtter cmphulM* faeti that 

the c»p)<QW wanti to haow. 
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The second true story concerns a page of poor-grade 
scratch-paper carelessly torn from a notebook and bearing 
seven lines of hastily scrawled words» obviously dashed off in 
a great rush. The letter, addressed to a famous manufactur¬ 
ing company, ran as follows: 


Another Failure 

Bear Sir: 

Mr. A. B. Bliss of the Bliss School advises me that you have a 
vacancy in your research bureau. I am well qualified for such a 
position and would enjoy employment with your company. Please 
consider me. Awaiting your early reply. I am 

Yours truly, 

fNamc of applicant | 


Within a few days the educational director of the com¬ 
pany, who handles the hiring of personnel and who received 
and appraised this letter, wrote to the teacher in these 
words: am sending a note at once to this applicant in 

order that he may know definitely that there is no oppor¬ 
tunity for him in our organization. If a man were to write 
me an application which embodied in it the first half of the 
second sentence of this applicant's letter, it would be enough 
for me to decide at once that I did not want 


What Is Wrong in These Letters? The two examples you 
have just read reveal common and similar faults. They de¬ 
pend on unsupported assertions regarding ability. They make 
unjustified requests that would put the burden of continued 
correspondence on the prospective employer. When an appli¬ 
cant tries to shift the load of further correspondence over to 
the prospective employer, he almost guarantees his own fail¬ 
ure. In ninety-nine cases out of a hundred the employer will 
carry the matter no further; the applicant will not be notified 
concerning anything; and his chance for the position will be 
gone. 

Observe the emptiness of the second example. The form 
in which it was sent—a hasty scrawl on a piece of paper torn 
from a i\ptebook—was enough in itself to ruin anything the 
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writer might say. His “application” reveals careless incom¬ 
petence, an incompetence all the more surprising because it 
existed in a senior about to graduate. 

Dangerous Faults. An astonishing number of graduating 
seniors write “application” letters in which the plan and the 
material violate even the most elementary principles of an 
effective application. (1) The points of contact are weak. 
(2) The plan and the organization are illogical. (3) The 
facta are thin and poorly marshaled. (4) Personal claims 
appear without supporting details. (5) The requests in the 
action paragraph are often unjustified' and will, in most in¬ 
stances, be disregarded. This is the record of the majority 
of most graduating classes in the country. Bad though the 
record may seem, it can be improved by study and effort, the 
material for which is given in these and following pages. 


PROBLEMS 

1. Write an application letter in response to one of the 
following blind advertisements: 


YOUNG MAN. bifh-Mbool iitudcat. Mift 
tn Uvndry: Brooklyn or Roeknwoy noi- 
Arat praf114*OS Rock* 

nwny Park. L. I. 

STENOGRAPHER—State age. education* 
experience, aalary ezpeeted, and telephone 
number; opportunity. S 662 Timea Down* 
tivwo. 

YOUNG KAN oxpcrlonerd In fur vtora^ 
bnainoM; $26 wo^ to atari: ehanco for 
advaDcmrnt. 44 Went 67th St. 

YOUNG I*ADY. accurate, alert In Uata and 
dtaeounta for plambing aupply houae; atate 
fully experience, age. referencea, and aalary. 
W not Tfmt'B. 

GROCERY BOY. aomc «xper{a»ca. M.. 
1266 lat Av. 

3ECRETARY*STEKOORAPHER for up* 
town Manhattan; actaal experience and 
preferably college training: age 12 to 88 • 
opening aalary up to $36: aUte education, 
experience, referencea. age. 6 277 Timea. 

BOOKKEEPER, automobn« aceonntlnc cv- 
partenee: good aalary. complete charge: an* 
awer own eorreapondeace. 4720 Broadway. 

BOOKKEEPER^tcnogmpHer-typlat. egperi* 
anaed at Drurea and bUllng; atate educa¬ 
tion and experience. 8 210 Thnea. 

TYPIST-STENOGRAPRER. male, high- 
achool graduate, for atatiatlcal department 
Stock Exchange brokerage houae: favor* 
able opportunltim offered: atate aalary and 
particolara. D 767 Timea Downtown. 

BOOKKEEPER, knowledge of typewriting 
esaentlal: atate age. experience, and aalary 
dcalred. a 226 Timea. 

B00RREEPER*TYPI8T: aUte fnll qnaBfl* 
catlona. 8 284 Timea. 

YOUNG MAN. exceUent appearance, net 
over 28 yeara old. to aeli ready-to-wear to 
fine apeeiatty atorea > prerloui experience 
not regnired; aalary 186. Phone BBsmnt 
2*4066. 

BOOKKEEPER, yonng woman: tamgo ex- 
pvitnet preferr^: part Ume^ 10 to 2: 

Btata deuna. Box 062. 211 Ttk Ar. 

YOUNG MAN. ulea work, pro^amlve 
paper conetrn: aplendld opportunity for 
man wUUAg tn work and peraavera: amall 
drawing aeamat to itart. D 766 Ttam 
Downtown. 

XDIPROKB OPERATOR, t weeka* work 
only; avat b* faat. neeomte, and expari* 
onaad, taehnieal dictntiM. Call Friday. M 
Wmt <0th Bt. Ktw York. 
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2. This is a problem to develop variety of expression. 

(a) Write five different points of contact for five different, 

application letters, (b) Write five different closing paragraphs 

requesting the interview. 


3. Write a complete application in response to one of the 
following advertisements: 


VACATION POSITION IN MOUNTAINS. 
HlffbMehooJ Mnior or Above; eelcwfiiAn* 
uhlp inetructian f VAluebU* experiertce; en* 
joycble work; eteu red ineome for euzAiner; 
rommlMlon: tPAJn fsrr poid; eduoAtioik*] 
aervice. EDUCATORS ASS'N. Sd7 FIFTH 
4V. 


WANTlilDYoiinff mRti tn AaMit in n4* 
juelBipni dopnrtmrnt of mnll^rdrr house. 
Rsperiiitec hulpful. but knowledce of 
humAii notiife more tmpitrtsot. Stnte ex« 
perieoee. If nny. urc. rrfvrenrcA. Must be 
Able to write w«‘]1 and ert olooff with poo* 
pie. Bvcvlimt opi^ninit- Address Word* 
Mon Co.. Wost KorrUon ond 4(Hh. Chi* 
cofu 27. llUnolo. 


4. Write a brief discussion explaining how neatness affects 
the success of a letter of application* Illustrate your discus¬ 
sion with examples, particulars, and details. 


5. (a) Certain words come into common use in letters of 
application* Among them are the following, which should be 


studied closely for 

ref er ence 
in ter view 
po si tion 
ap pli ca tion 
be gin ning 
ex pe ri ence 


spelling and syllable 

ste nog ra pher 
sten o graph ic 
grad u a ted 
cor re spend ence 
type writ ing 
im por tant 


division: 

ad ver tise ment 
rec om men da tion 
book keep ing 
con ven ience 
sec re ta ry 
man u fac tur ing 


(b) Be prepared to write the preceding words correctly 
(both in spelling and syllabiiication) as they are dictated to 
you* 

6« Write a paragraph anal 3 rzing the several serious faults 
of the two letters of application appearing on pages 357 and 
359. (a) Make a list of the faults you hnd in each letter* 
Head the first list ^^Letter A’* and the second list “Letter B." 
(b) In a paragraph for each letter, give your recommenda¬ 
tions for improving the content and the plan* 

7. Select from the Help Wanted columns of a newspaper 
of your city or of a neighboring city an advertisement that 
interests you. Apply in writing for the position advertised. 



SECTION 2 

THE DATA SHEET 


Advantages of the Data Sheet. Many successful applicants 
use a data sheet, attached as the second page of their letter 
of application. The data sheet is a second sheet, the purpose 
of which is to provide space for classified personal details 
and tabulated general information. Its use relieves the letter 
of a mass of routine detail, lifts from it the weight of a great 
many cataloged facts. 

The purpose of the letter itself is to give a welUrounded 
Impression of the background and the ability of the applicant. 
The letter is the place to show personality, individuality, and 
ability. The data sheet, on the other hand, is the place to 
classify the assembled information in tabular form. It serves 
as a compact summary for quick reference. Many a letter of 
application has been saved from the wastebasket by a work¬ 
manlike data sheet. Employers may file the letter but detach 


Data Shevt Guide 


1. General detaiU—personal 
Name 
Age 

Birthplace 
Present address 


Permanent address 
Height and weight 
Physical condition 
Single or married 


2. Education 

High school 
Business college 
Junior college 
Institute 


Special field of stud> 

Courses taken in special field 
Courses allied to special field 
Books read on special field and 
allied subjects: magazines pre- 


University ferred 

Theoretical training, laboratory trainiug, field training 
Expvrintcv and praefical fraininff 


Positions held, with dates of tenure and names of em- 
ployers 

Any special training gained from practice 
4. AffiJiationa, lodges, clubs 


5. References (by permission): names, correct addresses 
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SIESOIAL DATA 


O^naral Pataila •• Paraonal 

Kasa; Vllllaa T» Ultchan 
Age: 23 yaara Sept. 19« 19-* 
Birtbplaoe: Waatilagton» D. C* 
Preaeat addreaa: 

Box 7CO« IVaeaington^ D* C 


BAuoatiott •• General 
Blaine Unlreraltp Graduate 
yrateroal Affillationa 
Maeon • Delta Slgcoa 


Eduoatlon 


Theoretleal Training , Onieeraity 
In Tocounting 

Ele&anta o?"Acoousting (1 year) 
Coat Aoeounting (1/2 * ) 

Advanaed Aoet. Problese (1/2 " j 
Auditing (1/2 " ) 

Aooountlng Syatasa (1/2 " 

OoveroBental Aooountlng (1/2 ** 
Inveatioante <1/2 " 

TBeela in Aooountlng ( 1/2 * 


Couraae 

In Bueinea^ 
General Econottr^ 

Honey and banking 
Bualneaa Lettera 
Management 
Marketing Methode 
Bueineea Statiatloe 
Bueineae law 
PubILo Utilitlea 


(1 paer) 

a/2 

a/2 

a/2 

a/2 

a/2 

a/2 

a/2 


Praotical Training and Bxnerlance 

Trained typiat and atenograpber: Can 

(1) Take diotation at 130 vorda a alnute 

(2) TranBOribe ny notea at 30 worda a ttlnute 

(3) Type atraigbt copy at BO wo 2 ^da a ninuta 

Ona year with tbe Baltisore and Ohio Bailway a a tiBekeepar^ oar de* 
partaent atockkeapar, eto., part tine 
One yeer with the National Trade Co&pany aa atatiatioal dark, oon- 
troller and auditor of warahouaa atooka, aa well aa apeoial 
reporter for the general aanager and treaeurar 


Uaohinee Uaed 


Ability to Uae 


Typewriter 

Monroe and Marchant oaloulatora 
Adding ftaohlnee, eleotrlo» hand 
and duplex addera 
Conptometer 

Ditto and Mimeograph ftaohinea 
Slide rule 

Billing and bookkeeping machinea 


Sxoellant (aee abora) 
Excellent 


Good 

Pair 

Pair 

Good 

Hare a knowledge Of 


Referenoea ( by Peraiaaicn i 

H« H* Leyden, Treaaurer, Mationel Trade Cospany, Meahlngton, D« C* 

P* H« Hall, Papt« of Accounting^ Blaine Unlyerelty, Weahlngton, D* C* 
Dr* C, B« Willlama, 707 Bey Building, Haeblngton, D. C* 

I. N* Flynn, Principal, Central High Sohool, Waahington, D* C# 


A DATA 8HKPT <A SECOND SHEET) 
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the convenient data sheet and keep it on the desk for further 
study. 

Classifying the Data. The tabular form of the data sheet 
makes it easy to look at for quick reference. Clip the data 
sheet firmly to the letter. Shape the data to fit your particu¬ 
lar needs, 

Applicants should adapt these headings to suit their re¬ 
quirements, making omissions or adding new headings where 
appropriate. The data sheet shown on page 363 was attached 
to a letter of application for a position in an accounting firm. 
Note bow its tabular plan approximates that on page 362. 

Large Concerns May Have Their Own Data Sheets. Large 
concerns, hiring employees by the score, have developed the 
data sheet to the fullest degree. To each applicant is given 
a printed information blank to be filled out in great detail. 
When an information blank is supplied, the data sheet be¬ 
comes unnecessary. Page one of a typical blank of four pages 
is reproduced on page 365. 

How a Student Won His Job—by Letter: a Case History. 
The letter of application and its data sheet, shown on pages 
S66 and 367, were written by a young man who had been 
trained in accounting. The letter was addressed to a com¬ 
pany of public accountants who have offices in New York and 
other cities. Note how the student unfolds his story. Note, 
too, in [laragraphs 8 and 6 the reference to the data sheet. 

When the letter arrived at the New York office, the New 
York manager was out of the city. The senior member of the 
company, however, happened to arrive at the office from a 
field trip on the same day as the letter. It was placed before 
him. His reply appears on page 368. 

The applicant, gratified by the favorable response, gave 
the requested information. See the letter on page 369. 

The successful conclusion is shown in the final letter of 
the series (on page 370), in which Mr. Robertson employs 
George White. And so, to the satisfaction of everyone, the 
sequence ends. 
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tjrfWilMifal. fcUnfc 

Purina MilU 

Smith Eifliih ^ hl«> 



You aft cnAsuIpnnc * p\. f.» <«t An>:'bi*r tA M^h 

9Mriltm bi'kt*. lu iHdl ■•t <a* Iwin Vim 9wlr* • dr. ra.M •bob io «<HJt %w<r*v If Mhv i)9FWoin 

don not oiQily to ym. tmi« "Nu" m '’Novr * iltn ft. ATIACII A BU’VKT f*ll«iTn(iKAM| >« eit4r iiufi* 
•hot yuurMlf tnli<r*natB>fk rrcktd.ac yottf «i p lo y ioowt «ifl 1 « flii.il. 


Ootober^? 


. I' - 


M«vt*Mi C»r»Ar frOder UkSMi 

Mill f-y .,m, "'• .. 

f—r* “•« CUy ii 

l(fir* 9 i tivis 4ffl you • wiuMhiMi 4iwbn 
P«r |MMm *• AiiJy* 

n^ycrk. KW J.r..T. r.i»..)-l..nl. 


Cut HwffAlO 
tatbifl.. «•* CUy 


litu drAflri«i)i lolofr •tpf 


•250 A Bonth 


flLKf HAL ^AUfKATXtWt 

Ctekmtoi U*««d( I i b>iw««*4( | WiAvH f t 


llm Im fliiowii* 


OM MVt < f • 


Oll»w w>>^ly «f M W»* 4»r»>«>f»t M>—- 
Haw iHv lx otf <ifl|'lA / iflib otm »n« •*• fl o ^—Oy 
NtBwr«laM*«i>« M*'•ttoy . 


HOQA 


CIlRb cflOKt Li.*»>Hi I«<««i»«a(latnb(>««»l«'h AmH ( }. ( >, fhM yM !*■ < > 


VhM « yw«r ShMi’i •' •) jw.* 

rw . tfd 


Lawyer 


PByOUUVlWMMAfMl* . 

Hh) JOM o«n ml ^ii«u P . Vlpvxf 


ft* y«i A«B tf<« bKf lufliji* 

YoA 


V«M;| 


I m ' v t * o vx 


Ford 


llPirfBlVtfllvt 


Ooimom*.*’ W«b.f r^r9 lip.rf.ivMivt. 

Ta* «w*.. U^Arty tank of fttifralo. . 

AMMMMAld tfsttar ln««. NonO 

!••••««& •>«.•»«» |4K» Il-•n,.l ^^•*®*‘* Ai.xlort.*. 

Av>nt itf ImM g( VM* ffOAa, . .llOTWtfM/ .. ..... 


S. 


td ImM m VMi 


H*x* ywi vw tuflfl UaiiA«J> 
)•• w bm KMM'. 


Tta 


>r. 7« - 


THE HRST PAGE OF A FOUR-PAGE PRINTED INFORMATION BLANK 


Thla if the first pace ol a four-pace tafonnntion blank lut'd by a larce coneern In 
obtaJnInc InformatlcA from applleaota. The ronaioinc paces ask for (1) details of 
education and experienoei (fi) information about physical quallfisatlosf, (I) oharactar 

relcrcneea. C4I data m past employment. 







ES£5 Ed^ewood Aranud 
9dw XoTtt Hev Toxic 
April Ztt 


Botoartson and Rand, Ioe» 

PuMlo Aooountanta 

410 north LezlngtoB Aveaua 

New Tork» Hew York 

OeotleBen: 

Because I aa deeply Interested in public aecountlngt 
I want to secure a position with an organization carrying on 
this kind of work4 Professor ?« R* Bigbeei In charge of the 
Accounting Department of the Manchester Business Institute^ 
speaks highly of your company* At his suggestion I wish to 
apply for a position with you* 

1 completed my high school course in 10 ** and entered 
the Manchester Business Institute* I am now a senior and 
shall he graduated from the four*year course in June* 

In ny work I here apeclallted in accounting* taking 
erery course offered* Air.ong the courses I hare taken are 
Auditing* C* P* A* Problems* Income Tax Accounting, Cost Ao* 
counting* Accounting Systems* and Coreromental Accounting* In 
addition I bare studied courses allied to accounting and hare 
read axtansiraly from books and periodioals daroted to the 
subject* I hare detailed these readings end other personal 
information on the attached sheet* 

During the past two years 1 here been doing accounting 
work for three small firms* With them I bare had complete 
charge of the hooka and income tax returns* I feel that this 
experience has been roluable to me In broadening my point of 
Tlew* 


Mr* ?• H» Rigbee* who is* as you no doubt know, the 
senior partner of a local fixm of public accountants* has 
kindly allowed me to use his name as a reference in regard to 
ay character and capacity* I am also permitted to use the 
names* on the attached sheet* of men irtio bare known me as a 
student or employee* 

If you will communicate with me at SB23 Edgewood Aye- 
Bue* I shall be glad to furnish you with further particulars 
of experience or any personal Information you may wish* 

Sincerely yours, 
George^ellson White 


A LETTER OF APPLICATION THAT SCORED A VICTORY 
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Nan* -•» Oaorge N^ilsoa Whita 

Prasaat Addraae 2223 Bdgawood ATanua, Haw Tork 

PamasaDt Address •• 3213 Hi Tar side Aaanua, Sprlngfialdi l(asa« 

Height — yil^ Weight 170 pounds 

Age 24 yaars Place of Birth Springfield» yaaa. 

Hot aarrlad and have no dependents 
Physleal Condition •• No defeots of any kind 

Iduoetion 


High School — Springfield, Hassaohusetta 
Uanoheatar Business Institute 


Aoeounting Courses Studied: 

11amentary Aoeounting 
Applied Accounting 
Cost Aoeounting 
Advanoad C« P* A* Problems 


Income Tax Accounting 
Accounting Systama 
Auditing 

Governmental Accounting 


Couraea Allied to Accounting Studied: 
Hathamatios of Investaanta 
Theory of Eoonomlos 
Corporation Finance 
Investmenta 
Money and Banking 
Buaineaa Law 


Corporation Law 
Credits and Colleetions 
Factory Adsiniatration 
Business Cornuunioation 
Marketing Methods 
Sales Administration 


Books Read on Accounting end Allied Subjects: 

Nobis, Aooountlog Principles 

Noble, Xarrenbrock, and Simona, Advanced Accounting 
Kennedy, Financial Statemente 
Holmes, Auditing Prinoiples end Procedure 
Neuner, Cost Accounting 

Croxton and Cowdsn, Applied General Stetletics 
Stockton, Introduction to Business Statistics 

Experience 


Two yeers of bookkeeping, The Central Pharmacy 
Aoeounting work, 19** to 19**, with three Bronx storee 

R eference8 

Prof* F* H. Hlgbee, llanoheeter Business Institute, Hew York 
Prof* James H* Mundt, Manchester Business Institute, New York, 
Theodore Reu, the Central Pharmacy, New York 
V* C* Brown, Tlce*Prea*, ConmonweeXth Bank, Springfield, Mass, 
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Ur* 0«org« K^llapn Whitt 
S8&3 Edwood ATonut 
lew Tork, Ntw Tork 

B!y dttr Hr. White: 

Tour letter of April SB coAts to our Rew Tork office 
et e tiae vAien our maoeger le ebaeut for e week or no re* But 
the letter hea ooae to the attention of the writer* aenlor 
aeaher of our eoapazqr* 

Tour applieetlon oeket a deeldedl^T fa terabit laprea* 
aton« It eeesa to indicate the IndlTlduelltf and the kind of 
training whioh we should like to bring Into our organisation* 
Whlla your application* partloularlf with the tabulated Infor* 
■ation on the second sheet* puts the natter before ua in a form 
far nore ooaplete than we uauallp get it lo an initial letter* 
it will be an additional oonTenience to ua If pou will alao fill 
in the enclosed personal record blank* As pou will see* this 
provides for a further.Tarletp of essential Infonation in the 
Bost convenient foxv* 

Besldee sending in the record blank* will pou Inform 
us* please* whether pou desire esplopaent soon after college 
is olosed in the earlp aunmer* or whether you would be wall 
satisfied to find enplopnent elsewhere and join our organise* 
tion in the fall* We are also interested in learning of pour 
preference as to location* If pou prefer Wew'Tork* how willing 
are pou to locate at one of our offices farther west? 

Our attitude on eoapeneatlon is to start beginners at 
a modest rate end to pap tbea according to their serits as 
these map develop after a few months* With that general state* 
sent* will pou kindlp tell ue pour ideas about an Initial aal- 
arp* 


We do not require a photograph* but if pou have a recent 
one available* it will help if pou will send it along* A for- 
■al photograph is to be preferred* A good snapshot, however* 
has served the purpose in other cases and will now* if more con* 
venlent to pou* 


Zf pou can give this aatter fairlp prompt attention* 
pour replp will probe blp come into mp hands some time during the 
first week in Hap, when I expect again to be in New Tork* 


Tours sinoerelp, 


Wmob art eon: OP 



President 


TftB HEPLY PBOM THE COUPAMY, DICTATED BY THE PRESIDENT 

Not* tbt roquoMs for furtbw lafonMUoa. 








222^ Ms^WDod Krwx9 
Mmm Torki K»w Tork 
April 26, 19 


Ut» R» R« Robert ton, PrAAldMt 
Robert eon oad R<aA, 1&o« 

Public Aocouatcnte 

410 Hortb Lazia^on Azanua 

Raw Tork, Raw-Tork 

Up daar Ur. Robartaon: 

Tbank you for your lottar of April 24* 

I as anoloaloa tba applioatloo blank, fllloA 
out aa you raquaatad, and also a fairly raoa&t pboto* 
dzapb* I bad intaodad to try to find a parmanant 
poaltlon aoos after oollaga la oloaad. if, howarar, 
wa oan naka acaa daflnlta arrangaaant wbaraby X oaa 
Join your oroAlzatlon early in tba fall, X aball ba 
Tory wall aatiaflad to find tanporary a&ployMant for 
tba aumar* 

Aa to location* I abould prafar to ba anployad 
in Raw York although, if nacaaaary, I ahould not ba 
UDWllliDg to go farther waat* X prafar Raw Tork alaply 
baoauea ay homo and frianda ara looatad in Raw York, 
and 1 would hara aa opportunity wore often to aaa ny 
aldarly parenta• 

Although I hate no daflnlta Idaaa aa to tba 
oofl^anaation I abould sarlt, I would aa a general 
atateunt auggaat that #250 to 9265 would be a fair 
Initial salary* 

X shall ba yary glad to fumlah you with any 
further infonuitlan oaoaaaary to a aatiafaotory ar» 
rang«aant« 


Tours yary alnaaraly, 



Oaorga Vallaon White 


FURTHER INFORMATION 8UPPUED BY THE APPLICANT 
Now bow tbt ■oooMlvf peUW or# h oaC M i 
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Rc^ertson and Rand) Lie- 


410 NcfJi a 

New Yoik New Yofl 



Vfty 7» 19 


llr« George Nellaoo Wblte 
2223 SAg6wao<t Aveaue 
Kew YorJe, New York 

Uy deer Ur. White: 

It is my pleasant opportunity to tell 
you that» on the haale of your aatlsfaotory 
note of April 26, you have been eoployed by 
NoberteoQ end Rand, lno« 

Your work will atart In our Mew York 
offloe 00 Septeaber 1, 19**, at a beginning 
salary of 9233 a aontb. We, are of tbe belief 
that you will abow the kind of proaising prog* 
reee Justifying a higher salary within a rea* 
sonable tiae* 


Accept our oongrotulatioos* 


RKRo ber t son: Of 


Tours sincerely, 



President 


THE ATPLICAMT IS HIRED 
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Search for Concreteness and Convincing; Detail. Concrete¬ 
ness is one of the most important of all the requirements that 
enter into an eflfective application letter. Concreteness is based 
upon convincing facta that make it possible for the prospec¬ 
tive employer to see what activities you have been engaged 
in, what your major interests are, what types of work you 
have a natural aptitude for, where you have gathered your 
past experience, and perhaps some of the little individual 
happenings and accompli-shments that give background to 
your personality. 

What are some of the convincing concrete details that 
make letters effective? Examine the thii*d paragraph of the 
letter on page 358: the second, third, and fourth paragraphs 
of the letter on page 366. Now read the following pa-ssage, 
taken from a current application: 

For one year I vas employed as instrument man for 
general survey work by Orbison and Orbison, Consulting 
Engineers. During this time I did a wide variety of in¬ 
strument work-- 

We interrupt the letter for a moment and ask you to note 

how weak and unconvincing the statement would have been. 

had the applicant stopped at the dash. But he did not stop 

there. He continued with this sharp detail: 

-•such as run levels, cross-sectioning, precise traverse, 
water-power survey, primary triangulation, and solar ob¬ 
servation, besides running a final location for tne key 
spur of the Green Bay and Western Railway Company at Iron 
Uountaln, Michigan. 

When an application letter yields only a weak impression, 
a rehearsal of fact is almost always missing and nothing but 
generality appears. Concreteness is the backbone of the letter. 
Study these examples: 

(1) A young woman applies for a position in a public 
library. In the course of her letter she write.s: 

As a library worker I have been a Jack-of-all- 
tradea. Soma of my tasks were sending books, keeping 
registration records, taking charge of the contingent 
fund, and acting ae reference librarian in the perled- 
ioal room of the library. 

These details give a definite picture of her background. 
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(2) A Swiss mechanical engineer^ a fradaate of the Fed* 
eral Technical University of Zurich, Switzerland, applies for 
a position in .^erica. Although he has some trouble in han¬ 
dling the English language, he knows the value of concrete¬ 
ness, and through its use he offsets errors in English idiom. 
An excerpt from his letter follows: 

Earoeriencfla : CaloulatIona in dynamics, thermo- 
dynaaios and heat engines, heat transmlsslona, tempera¬ 
ture of the walls In furnaces; calculations of the 
strength of materials: measurement of the temperature of 
gases. Calculation of steam turbines, Diesel engines, 
heat pumps. 

From these sharp details the manufacturer to whom he 
applies can form an accurate idea of his abilities. 

(3) A young man answers a magazine advertisement 
offering a position: 

I wish to sake applloatioa for the position of as¬ 
sistant laboratory teobnloian noted In your advertlss- 
aent In the February issue of the "Eleetrloal World." 

A later part of his letter reads: 

Our work oonslsted of pole setting, stringing of 
drop wire, poling conduit, pulling in oable, and offlos 
survey work. In the last-naaed project we laid out and 
designed a cable line and aade a drop-wire survey of the 
oity of Hllwaukee. 

The mind wraps itself around a sharply defined idea cast 
in concrete terms, but it is deflected from a vague, smooth 
idea cast in generality. You should project your training so 
clearly that it cannot be overlooked. Use concrete detail. 

Human Interest. Rays of human interest light up a letter. 
These may fall in the paragraph on personal qualifications. 
On page 366 may be found an example of the use of human 
interest. Sometimes the flash of one phrase or one detail that 
takes your prospective employer into some odd little comer 
of your personality or background is enough to make him 
remember you and your letter out of the entire mass of those 
that lie before him calling competitively for his attention. 
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work,” writes one applicant, ^was interrupted by 
the war, during which I served as an ensign in the navy.” 
This is a flash of human interest. Others, iaken from actual 
letters of application, center about items like these: 


Ability st handling foreign languages 

Artistic ability 

Skill in design, layout, and related iechnii]ues 

Knowledge of draftsmanship 

Musical training or skill with certain instruments 

Leadership in any particular activity—social, athletic, musical. 
[Handle this item with care in order to avoid any appear* 
ance of boasting} 

Exceptional proficiency in a special field—mathematics, copy* 
writing, secretariat skills, etc. 

Domestic or foreign travel, In war service or as a civilian 

Any special apprenticeship (Example: One young man had 
several years of apprenticeship to his father, an expert 
glassblower of forty years' experience. This apprenticeship 
got him a position in a chemical laboratory, where he him* 
self became an expert in blowing glass into intricate shapes 
to be used in chemical experiments.) 


Some Fields of Human Inieresi 

A young man who applies for a position with a market- 
research organization lights up his letter thus: 

During my spare time in the last few semesters I have been 
conducting market investigations for agencies and research con¬ 
cerns. I have made studies of the consumer's breakfast habits, 
radios, market possibilities for a cigarette-lighter company, and 
conditions in the building supply and material trades in Chicago. 
My thesis led me into a study of approximately eleven hundred 
different commodities in groceries, drugs, and confectioneries. I 
struggled with such problems as package weights and shapes in 
relation to marketing value. 

On the back of the application letter containing this para¬ 
graph, the employer penciled this note: ”Pat, Fd like to meet 
this young man. He sounds interesting.” 
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Among students in a large school are found some with 
unusual occupational experience, the very mention of which 
compels attention and interest. Young men are on record as 
working their way through school as milkman, tailor, golf 
caddy, tutor, violin teacher, old-English printer, worker in 
raw furs, meter reader, cartoonist, florist, and public speaker. 
Young women are on record as working their way through 
school in the occupation of hairdresser, sales representative 
for a variety of commodities (including tow ropes), griddle- 
cake flopper (expert demonstrator), linot}rper, and piano 
teacher. 

Most of these young men and women will doubtless apply 
for work when they have finished their schooling. They will 
have plenty of material to supply touches of human interest. 

Tone. Tone must strike a balance between two dangers. 
On the one side is the danger of arrogance, vanity, and self- 
conceit. On the other is the danger of timidity, diffidence, and 
self-abasement. Between these dangers you, the applicant, 
must make your way. You must avoid a cheap display of 
egotism, self-praise, and ostentation. Yet likewise you must 
avoid timorousness, overconstraint, and humility. The desir¬ 
able tone is that of raiional and modest confidence in your 
ability. 

For examples of satisfactory tone balance, study the illus¬ 
trative letters in this unit. 

How to Handle the Pronoun 7. Do not fear the first-person 
singular pronoun /. It is a good pronoun and more popular 
among people than any other. You are talking about your¬ 
self. You are giving information about your training and 
experience. You are conveying some idea of your personality 
and your individuality. If the general tone of your letter is 
modest, there is nothing objectionable in using 7 when you 
need to. To avoid I by elaborate circumlocutions may make 
the tone of your message seem artificial and insincere. 

At the same time the unpleasant repetition of any word 
should be avoided. A little attention to the phrasing will 
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disclose ways of keeping the /'« down to a reasonable num¬ 
ber without straining to hide them. A.s a general rule, try 
to begin alternate paragraphs with some word other than 7. 
The beginnings of paragraphs are conspicuous. If the same 
pronoun opens each paragraph, it may, through emphasis and 
repetition, gather unpleasant attention. 

Avoid Negative Suggestion. Certain negative suggestions 
tend to creep into applications. Guard against them. (1) Do 
not let your letter sound like a wholesale broadcast. It should 
be tailored to fit the specific situation. (2) 11 you have had no 
experience, do not mention ex)>erience at all. To say, “Al¬ 
though I lack experience in your ty)K* of busin(*s.s," or “I 
regret that I have no businc.ss exj>oriencu," is to put your.self 
on the defen.sive. Use the space to tell what your po.sitive 
qualifications are and leave the rest of the matter for discus¬ 
sion in the interview. (3) Defer a di.scus.sion of .suiary, if 
possible, until the interview. You will be unwise tt> write, 
“Salary is unimportant,” “I care nothing about salary,” or 
“I am willing to start at almo.st any wage." Such a state¬ 
ment may paint an unfair picture of you; it may cause the 
prospective employer to dismiss you from con.siderution as 
unambitious. 

NEVER Copy Other Letters. The fatal error is to attempt 
to express your individuality in the phrases of another. To 
use the phrases, the sentences, the paragrai»hs, or even the 
entire letter of another is only' to masquerade in the costume 
of someone else, to parade in borrowed plumage. You mis¬ 
represent yourself and risk your chances. Let us see how this 
risk may happen. 

Two letters of application came to an executive in a firm 
located on North Wabash Avenue, Chicago. The two letters 
were identical from beginning to end, without so much as the 
variation of a comma. The first paragraph of each was: 

You probably have been swamped with applications, both per¬ 
sonal and written, for positions with your company. Probably each 
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and every one of those applicants thinks he is essential to your 
success. And probably you are tired of reading applications, but 
here is mine. 


(For the complete letter see Problem 6 on page 878.) 

Each application, of course, killed the other, quite aside 
from the tone of negative suggestion rimning through the 
master model from which these letters were copied. The 
executive, disgusted, dropped both applicants from consid¬ 
eration, "There,” he said, “are two applicants who will ‘prob¬ 
ably’ never get positions with this firm!” 

Beware of "Models.” The application letters you have read 
in this unit are illustrations of how certain individuals pre¬ 
sented their cases. They are not “models.” So personal is an 
application that it must be the individual effort of each writer. 
There should be as many different application letters as there 
are people to write them. 


Do Employers Recognize Good Application Letters? A 
young woman applied for a position in a large public school 
system. She received this acknowledgment: 


We regret that your application for a position in the Depart¬ 
ment of Commercial Training in our Junior High School reached 
UB after the contract for the position had been given out. 

We are sorry for the simple reason that yours is one of the 
best-constructed application letters we have received this season. 
We would have been pleased indeed to study your credentials. 


In another instance a student wrote to his instructor: "I 
found out, after I had secured an excellent position at Cornell 
University, that the leading reason for my success was the 
letter of application I wrote.” 


PROBLEMS 

1. C. W. Whalen operates two summer camps on Trout 
Lake, Wisconsin. Boys and girls up to twelve years of age 
are admitted. Mr. Whalen begins to consider applications for 
(a) an athletic director of boys, (b) an athletic director of 
girls, (c) camp counselors, (d) a camp secretary, (e) a camp 
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mail clerk. Select the position for which you wish to apply 
and write your letter of application. Include a data sheet. 
On it reserve a space for a small photograph. 

2. An unexpected opportunity for a four-week po.sition as 
a correspondent of the General Mail Corporation has devel¬ 
oped. A friend employed by the corporation tells you about 
it. The position is to be filled within forty-eight hours. Write 
your letter of application, emphasizing your willingness to 
begin work at once. Include a data sheet, stressing your 
training and experience related to the needs of Ihc temporary 
employment. Supply for yourself the details of the work the 
correspondent is to do. 

3. You have wished for some time to live in the neighbor¬ 
ing largest city. You have studied the correspondence needs 
of two large firms. Select the department you prefer (general 
correspondence, adjustments, collections, advertising, sales), 
and write a letter of application to each of these two firms, 
shaping your material to fit the needs of each. The depart¬ 
ment to which you apply should be different in the case of 
each. Include a data sheet in each letter. 

4. You are about to graduate from your school. You have 
made a study of buuness writing, advertising, selling, and 
related subjects, and you would like a imsition in which you 
can make use of this training. Write an unsolicited letter of 
application to an advertising agency in your city or a neigh¬ 
boring city; or to a large department store in your city or a 
neighboring city; or to a similar office or concern that you 
believe may need your service. A.sk for a personal interview. 
Address your letter to the individual who would normally in¬ 
terview you. Include a data sheet. 

5. For two years you have been employed by the Ruxton 
Corporation, of your city, as adjustment correspondent. An 
opportunity for the same kind of position opens in the Ether 
Radio Corporation of your largest neighboring city. Write a 
letter of application to the general manager of the Ether Radio 
Corporation. Give specific information concerning your work 
and describe one or two examples of your effectiveness as an 
adjuster. Include a data sheet. 
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6* The background of the following letter is explained on 
pages S75 and 376« Turn to those pages and note the circum¬ 
stances under which this letter was sent to the same prospec¬ 
tive employer by two different individuals. 

You probably have been swamped with applications, both per¬ 
sonal and written, for positions with your company. Probably each 
and every one of those applicants thinks he is essential to your 
success. And probably you are tired of reading applications, but 
here is mine. 

1 need a position. I am a recent graduate of the Premier Busi¬ 
ness College, and feel that 1 am capable of handling a junior steno¬ 
graphic position. All that I need is the chance to prove it. Surely 
in view of the predicted increase of business, you are going to need 
an additional stenographer in your office, and I want to be that 
stenographer. 

May I hope for your consideration? I am enclosing a self- 
addressed, stamped envelope for your reply. 

Rewrite the letter, assuming that you have the necessary 
stenographic preparation to fill the position applied for. Do 
not prepare a data sheet. 

7* If you can get a part-time position while you are in col¬ 
lege, you will be able to obtain a higher education. Select the 
kind of position you would like to have and for which you 
have some qualifications, and write an unsolicited letter of 
application. Include a data sheet. 

8. To repay your father for a loan of $100 for a long vaca¬ 
tion that you look last summer, you wish to get a summer- 
vacation position. Select the typo of position you could fill and 
write an unsolicited application letter. Include a data sheet. 

9. From your city newspaper, clip three want advertise¬ 
ments detailing positions which interest you. Prom these 
three select one and w*rite a suitable letter of application. 
Include a data sheet if you think it advisable. Paste all three 
advertisements on a separate sheet, marking the one you have 
used. Attach this sheet to your letter. 

10. James Cumberland, the senior partner of Cumberland 
and Fortescue, a leading law firm of your city, is seeking a 
secretary-stenographer to take the place of his previous sec¬ 
retary, who has resigned. You feel yourself qualified for the 
position. Apply in a letter; include a data sheet. 



Unit XI 

ADJUSTMENT LETTERS 

SEC^ I()^ I 

MAKING ADJUSTMENTS: IRONIN(; OUT TROUBLE 

When Alexander Pope wrote the now famous line, ‘‘To 
err is human, to forgive, divine/^ he was commenting on 
human nature—not discussing how to handle trouble through 
business letters. Yet this one-line prononncemonl, written 
two centuries ago, carries u profound truth for adjustment 
officers who carry on their daily work in the mid-Twontieth 
Century. As long as business opcrHtion.H continue anywhere, 
a certain quota of daily trouble is unavoidable. No human 
being is perfect. No organization i.s perfect. To err is human. 

The best firm will make some errors, will .send out some 
imperfect goods, will be guilty of .some delays in shi|>ment. 
Some invoices will be checked wrongly, some orders will be 
canceled, some shipments will be returned, some one of an 
endless parade of errors will be committed. 

Errors Crop Out in Many Directions. Errors will not always 
be those of the firm. Sometimes the customer himself is to 
blame, sometimes the burden of the error is divided, some¬ 
times the fault is that of a third person or the transporting 
agent. Errors are common to everyone who has anything to 
do with business. Hence it is the common proi)lem r)f everyone 
to hold them down, to reduce them, and, if po«.siblc, to avoid 
them. When they do occur, they must be corrected as speedily 
as possible. No one has ever found customers' complaints 
pleasant to deal with; but experienced adjusters, skillful in 
the art of settling trouble, know that, if complaints are han¬ 
dled cheerfully, promptly, and fairly, they are builders of 
goodwill. 
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How to Ask for an Adjustment. us beerin our study 
of adjustments by taking the customer’s point of view and 
seeing through his eyes. When trouble happens to him, it 
looms large and black. He is liable to be bothered, worried, 
and irritable. Yet these are just the qualities he should not 
display when )||^ makes his request for the correction. 

The requirements for an effective request for adjustment 
are (1) clearness, (2) careful details, and (3) the smallest 
possible evidence of irritation. Let us now suppose that you 
are the customer doing the asking. You recently ordered from 
a lumber and millwork company a casement window with a 
lock to make the window burglarproof. You find that the lock 
is unsatisfactory. How will you write the letter requesting 
that the defect be corrected? Here is one version: 

ESeeiive Request for an Adjustment 

Can you supply me with a stronger lock for the casement window 
ordered from you on May 3? 

When I tested the catch after fitting the casement into place, 
I found that it would afford little protection because it pulls out too 
easily from the receiving socket. This window ia in a conspicuous 
location on the street front and will be much used. Hence, the lock 
must be secure. 

I shall be glad to return the original lock in exchange for a 
larger aiae if you wish me to do so, and I shall appreciate your help. 

Notice that the letter is constructed thus: (1) subject 
first, with a request for the adjustment in the same sentence; 
(2) explanatory detail giving the reason for making the 
request; (8) courteous suggestion for prompt action. 

When it becomes necessary to ask someone to make an 
adjustment, analyze the facts, determine the central subject, 
and place it first This is the analytical order. It is better 
than the chronological order, beginning “On May 8 I ordered 
from you a casement window with a lock.*' If the chrono¬ 
logical order is used, the reader is delayed in reaching the 
subject and the important point: the request. 

The more serious the trouble, the more details should be 
given and the more care should be taken to avoid anger. 
To show anger results only in angering the reader and may 
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defeat the adjustment. The exact difficulty or the extent of 
the damage should be defined. Charges of neglect, incom¬ 
petence, or double-dealing should never appear. 

Use the Positive Tone. In requests for adjustments the 
positive tone is the key to success. The posit^ tone suggests 
that your reader is fair and honest. It emphasizes remedies. 
The negative tone suggests that your reader is unfair and 
dishonest. It emphasizes that you have been injured and 
feel it necessary to fight back. Curb personal feelings and use 
the positive tone. “In building up a bu.sinuss,” writes the 
president of a well-known company, “we have less to fear 
from outside competition than from inside bungling, dis¬ 
courtesy, and inefficiency. These are the horse-weights that 
many a business is dragging around.” 

“Settle the Trouble and Keep the Customer.” Bungling, 
discourtesy, and inefficiency, plus the unavoidable mistakes 
that creep into the best-managed business, make adjustment 
departments necessary. The sole purpo.se of an adju.stment 
department is to take care of things that have gone askew 
and to set them right. An adjustment correspondent may 
meet with out-and-out dishone.sty, sometimes with stupidity, 
often with carelessness and ignorance. His patience may be 
drawn to the breaking point But he must force himself to 
remember that his company is in business to keep its cus¬ 
tomers, not to antagonize them, and that he is paid to take 
these troubles and handle them properly. The tested rule is: 
Settle the trouble arid keep the customer. 

Psychology of Adjustments. The psychology of adjust¬ 
ments is, in fact, the psychology of tone. Letters can run a 
full scale of tones from the positive, cordial, and constructive 
at the top, to the curt, blunt, and blundering at the bottom. 
Especially is this fact true of letters granting or refusing 
adjustments. A good adjuster must be an individual ac¬ 
quainted with human motives. He must have an even temper. 
He must know the power of constructive psychological appeals 
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and be able to employ them in auch a way as to bring about, 
if possible, a satisfactory co<operative result, A customer 
cannot be kept unless he feels that he has been well treated, 
A part of adjustment psychology is to make the customer feel 
60 , The adjustment department must deal with men and 
women who are disappointed, disgruntled, and irritated over 
real or fancied wrongs. Accusation, discontent, suspicion— 
these are the attitudes that the adjustment department must 
face. It must meet negative mental attitudes with powerful 
constructive ones. Thus the trouble is ironed out. 

The right psychology of adjustment must be observed 
in the naming of the department that handles the trouble. 
Years ago it was the custom to call it the ^'complaint depart¬ 
ment.’* But complaint is an ugly, negative, snarling wordy 
bristling with irritation and resentment. When this fact was 
discovered, companies looked around for a word that more 
truly represented the function of the department. Today we 
deal more frequently with ‘‘adjustment departments.” The 
change is worth while. The term complaini suggests only the 
trouble (negative). The term adjustment suggests the set- 
tling of the trouble (positive). 


Granting or Refusing Adjustments. Letters of adjustment 
are most effective when their materia] is arranged in the 
following steps: 


When You Grant 

1. Be prompt, courteous. 

2. Grant the request at once. 

S. Give any necessary exi)laiia- 
tion showing why you grant 
the request. 

4. Close with a cordial invita^ 
tion for future business. 


When You Refuse 

1. Be prompt; if possible, affirm 
the customer's mood. 

2. Explain the circumstances 
surrounding the claim. 

3. Give your decision. 

4. Close with a cordial invita¬ 
tion for future business. 


Note that each plan closes with a cordial invitation for 
future business. Too often an adjustment is made, appar¬ 
ently to the satisfaction of the customer. The episode is 
forgotten—and the customer never comes back. Yet no 
adjustment is successful unless the customer’s goodwUl is 
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held. The adjustment may fail because of a fault in tone or 
perhaps an insufficient explanation of how the error occurred. 

If You Grant an Adjustment, Grant it Cheerfully! A letter 
granting: an adjustment, like a letter granting a favor, is 
easy to write. The unsolved mystery is why an otherwise 
well-managed business will allow adjustments to ht so granted 
that they have an effect almost worse than a refu.'^al. If an 
adjustment is to be granted, it should bo gruntal cheerfully. 
An adjustment, like a favor, is ruined by grudging consent. 

When a business goes to the expense of granting an adjust¬ 
ment, it seems on inexcusable waste of opportunity not to 
gain from the adjustment every atom of goodwill. If. there¬ 
fore, the business is going to concede, it shcaild lake pains to 
make a cheerful concession, for, as has been well said, “You 
cannot sweeten a cup of coffee into which you have first ])ourc(l 
vinegar." Here, then, is the prize way wo/ to adjust: (1) Wn 
are right; (2) you are wrong; (3) w^e will, however, grant 
your claim. To follow this plan defeats the end for which 
the adjustment is made and cdnccls its value. 

Which of the following letters wins more goo<]w’ill? 

Grudging P<t9itir4' and Clurrful 

We are very much sun^rised We have carefully coiisidored 
at this claim, regarding our very the claim submitted in your let- 
boat line of hip boots. Wo have ter of May IG, and, us u mark of 
sold thousands to hunters all appreciation for your care in this 
over the country and have hardly rase and as an aid to you in giv- 
ever had any trouble like this ing satisfaction to your cus- 
reported. tomer, we arc honoring the claim 

Your customer should know in full, 
that any hip boot has a thin top A new pair of boots is being 
and should be strapped up. sent you at once. Will you help 

Id this instance, however, since to ensure the customer's future 
your customer seems much dis- satisfaction by telling him that 
turbed, we have decided to grant this pair will give the hnest serv- 
your claim. ice if it is strapped snugly ac- 

It seems to us that customers cording to the directions en- 
ought to be able to read plain closed? 

directions. We are enclosing an- We arc particularly proud of 
other folder. Please see that the this boot .... [and so on with 
customer reads this through. descriptive material) 
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Affinn the Customer's Mood. Getting in step with the 
customer is essential in handling those adjustments that must 
be refused. To get in step with him means to emphasize those 
points in which the buyer and the seller are in agreement. 
To emphasize agreement at the beginning is to soften resent¬ 
ment and to throw the reader into a receptive mood. The 
quickest way to get in step with the reader is to take the 
“you” attitude. 

Getting in step with the customer is possible in these 
specific ways, any one of which may be used in the first sen¬ 
tence: (1) Thank him for calling attention to the need for 
adjustment. (2) If the difficulty is a serious one, express 
emphatic regret. (3) Take a sympathetic attitude toward 
him. (4) If it is possible to grant the adjustment or part of it, 
do so at the beginning. 

Which of these openings will be used depends on whether 
the adjustment must be refused wholly or may be granted in 
part. Affirming the customer’s mood at the beginning of the 
letter is wi.se because it puts him in a receptive attitude. For 
the same reason it is good diplomacy, no matter what must be 
done with the claim. It helps to establish friendly relations 
before explanation and decision are given. “We certainly 
agree with you,” begins a skillful letter, “that your shipment 
should have arrived long before this. We are taking vigorous 
steps to trace it and will telegraph you as soon as we have 
further information.” 

But to affirm the customer’s mood does not necessarily 
mean to grant his wish. It merely helps to swing into step 
with him and to obtain his confidence. It makes it clear to 
him that the firm is with him and not against him. that fair¬ 
ness will control the final decision, and that his interests will 
be guarded. 


Work for Goodwill. The two letters given on page 385 
offer an instructive contrast. Note the effect of each upon 
your own feelings. Try to visualize the man who wrote it 
and the reaction of the one who received it 
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Curt, Sarcaatic, Insulting Toctful, Persuasive 

Your complaint of July 16 is We certainly agree with you 
entirely unjustified, although that your roof has not given you 
your dissatisfaction regarding the kind of service that most of 
the present state of your roof our jobs are known to give. Our 
was not unexpected. We warned understanding, however, was that 
you definitely when you asked you considered durability to be 
us to undertake the job that it less essential than low price and 
was risky to try to lay octag* quick protection. Hence, we 
onal asbestos half^hicknessea rushed the work through in three 
over that type of ridgework. days less time than we like to 
Most of our customers have got take. Our foreman, you will re* 
onto the fact by this time that member, advised against using 
they can do better by following octagonal asbestos half •thick* 
our 29 years in the lumber and nesses over your type of ridge* 
roofing business than by trying work. He himself did much of 
to decide such questions for the work at the most difficult 
themselves. The only way we are points. Frankly, your roof lasted 
to blame, as far as we can see, longer than could well have been 
is in allowing ourselves to be expected. 

guided by what you wanted. The Triple*Thjck Octagonal is 

We would suggest that in fu- unquestionably the type of shin* 
ture you follow the advice of gle for yotir roof and now ni our 
someone who knows shingles. slack time can be laid for you at 

low cost. To show you, also, that 
we appreciate your j>ast patron* 
age, we are quoting you these 
shingles at a rock*bottoin price 
of 20 per cent discount. When 
may we figure the new job? 

The letter at the left is curt, blunt, tactless, sarcastic, even 
insulting. In the first sentence it thrusts a hopeless barrier 
of antagonism between buyer and seller. In the last sentence 
it takes a superior fling at the customer’s ignorance. No effort 
is made to reclaim goodwill. Attitude and expression are ill 
mannered. 

The letter at the right is straightforward, courteous, tact¬ 
ful, genuine, sincere, and helpful. In the first sentence if 
affirms the customer's mood by stressing points on which there 
is agreement The explanation that follows is packed with 
careful detail based upon convincing facta. It stresses posi¬ 
tive elements. The closing paragraph, taking the customer's 
point of view, tactfully suggeste the type of shingle required, 
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makes a special offer with a discount, and suggests favorable 
action. An earnest effort is made to reclaim the customer’s 
goodwill. The attitude is sympathetic and courteous. 

Avoid Offensive Expressions* Certain harsh phrases carry 
bad associations and should never be used in adjustment work. 
Others, through overuse, are weak and undesirable. Avoid: 

(1) You state, you say, you claim, you assert Such 
expressions are dangerous because they suggest disbelief. Use, 
instead, you report, which were reported. When criticism 
hovers in the air, it is well to avoid you because it tends to 
fasten an accusation upon the reader. Contrast: 

Dangerous Safe 

You failed to enclose the sam- The sample, which was not en- 
pie. closed, . . . 

You are wrong in saying that. There is a misunderstanding. 

You never heard uh make such We were in error not to have 

a statement. made the matter clearer. 

You neglected to give the size. As size was not mentioned, 

(2) We are utterly at a loss, we cannot understand. These 
discourteous expressions imply ignorant carelessness on the 
part of the customer. They are often found in letters handling 
customer errors. The expressions also suggest incompetence 
or lack of alertness in the business itself. Contrast: 

Helpless or Tactless Alert or Courteous 

We are at a loss to know what We are sending a duplicate 
has become of your order. shipment of your order. 

We cannot understand why Just as soon as you let us 
you failed to include the sizes. know what sizes you wish, . . . 

(3) Your complaint The disagreeable atmosphere sur¬ 
rounding this word has already been mentioned. 

(4) If this is not satisfactory; or we hope (or trust) this 
will be satisfactory. Such expressions suggest that the busi¬ 
ness itself is not sure whether its adjustment has been correct. 
If the business is uncertain, the reader will be. The closing 
sentence should clinch the action taken. Say, for example, 
^'Because we prize our business associations with you, we are 
glad to make this adjustment” 

(6) Never happen again. A risky phrase. The error is 
bound to happen again sometime. But it must not happen too 
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frequently. A successful business is one that holds the good¬ 
will of customers and, through careful supervision of its 
activities, permits only the fewest possible mistakes. Say, for 
example, “We shall be careful to guard against this error in 
the future.” 

Business Is Friendship, Not Warfare. The difference be¬ 
tween the “crack” adjuster and the “third-rater” lies in the 
considerations that have been studied thus far: (1) a knowl¬ 
edge of the psychology of adjustments; (2) a knowledge of 
human nature; (3) use of the positive tone; (4) use of the 
“you” attitude—seeing the reader’s point of view; (6) avoid¬ 
ance of offensive phrases. 

Choose Friendship Phrases. Just as there arc harsh and 
undesirable phrases to avoid, so there are tactful and winning 
phrases to select. In writing adjustment letters that will hold 
customers, the skill lies in the phrases used and the particular 
turn given to them. Now and then a writer has the gift of 
knowing how to give a pleasant twist to an unpleasant sub¬ 
ject. While he actually says “No,” he comes as near to saying 
“Yes” as could well be imagined. One man can take a situa¬ 
tion and make it as bitter as gall. Another can take the same 
situation and make it almost as pleasant as a summer breeze. 
In following pages illustrations will be given to show how this 
is done. 

PROBLEMS 

1. (a) In each of the examples below, identify the nega¬ 
tive words and offensive phrases. 

(a) 

Your complaint regarding our Powerplus attachment is cer¬ 
tainly a big surprise to us, as it is the first of its kind we have 
ever had. You must have attached it wrong. 

(b) 

The set of lamps which you claim arrived in bad shape . . . . 

(0 

We wiU have to refuse to allow you to examine our reports, 
inasmuch as it would be a breach of confidence for us to allow you 
to do ibis. 
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(d) 

While this may not be satisfactory, we think it will settle the 
trouble. 

(e) 

Don't you think you are goiner pretty fast to talk about putting 
your daim for a little bundle of laundry into the hands of your 
attorney? Is that the way to treat a reliable firm like us? Now 
we are going to try to flx this up. 

(b) Rewrite each of the examples in such a way as to cure 
the defects of adjustment procedure. Suggestions: Affirm the 
customer’s mood. Use conciliatory expressions. 

2. You have purchased from Johnson Mail-Order Company, 
392 Main Street, Chicago 7, 60 feet of heavy ribbed garden 
hose. You requested in your order size % inch. The shipment 
is in size inch, and the ribbing and the weight are lighter 
than you had expected for the price. You checked your order 
before you sent it, by examining the garden hose belonging to 
your neighbor, who showed you in the catalog the exact num¬ 
ber and weight and size he ordered. Your shipment does not 
come up to his garden hose in quality. Ask for an adjustment. 

3. Ten days ago you bought a typewriter from the Recon¬ 
ditioner Typewriter Company, of Kansas City 6, Missouri, on 
the basis of this company’s advertising in Printers' Ink. The 
typewriter gave reasonable service for only six days, after 
which the shift key, the ribbon reverse, and the space bar 
began to cause trouble. The best local repair shop has quoted 
you a price of $7.50 for repairs. You feel that you were sold 
a defective typewriter. The company’s advertisement carried 
a guaranty. Ask for an adjustment, requesting instructions 
on what to do with the defective machine. 

4. You ordered by mail five days ago, on a C. 0. D. basis, 
one copy of Woolley and Scott’s New Handbook of Composi¬ 
tion from Brentano’s, 921 State Street, Chicago 4. The book 
was received and paid for by a member of your family during 
your absence. Through an error a secondhand copy was evi¬ 
dently sent, for you have found smudges and three damaged 
pages. Request an adjustment, asking permission to return 
the book in exchange for a new copy. 

5. In February you sent in a subscription to Best News 
Weekly. It Is now November, and you have received only 
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twelve copies. Write the Best News Weekly, Strong Buildings 
Milwaukee 8, Wisconsin, asking for the proper adjustment. 


6. Not long ago a certain manufacturing company wanted 


an advertisement placed in 
newspaper of a university. 
Through an error samples 
of the Cardinal, requested 
by the advertising depart¬ 
ment of the manufacturer 


the Daily Cardinal, the student 


CLASSIFIED ADVERTISING 
FOR SALE 

POPULAR oversized pearMnlaid 
fountain pen, unconditionally guar* 


before placing the adver¬ 
tisement, were not sent. 
The manufacturer decided 
to trust the staff of the 
paper to put the advertise* 
ment in the right place and 
form. The advertisement 
appeared as shown at the 
right. 


anteed to wear forever. Direct^to* 
user price, $5.96. Five*day return 
privilege. Specify Jet-Pearl or Ma¬ 
rine Pearl. Sent postage prepaid 
on receipt of your check or money 
order. The Crayton Company, 3201 
Washington Avenue, Flint, WU. 

BABY SEAL fur coat. Value, $200. 
Will sell for $85. Call BR6750. 


Four days after the advertisement appeared, the manufac¬ 
turer wrote the following letter to the Daily Cardinal: 


My dear Sir: 

Please refer to the Classified section of the Cardinal of May 1. 
Because some numbskull ran the Crayton ad under the *Tor Sale'’ 
caption, the first three lines give the reader the impression that 
someone ia trying to sell a second-hand fountain pen. 

For a week before we ran this ad we tried to get you to send us 
samples of your paper so that we might select the caption under 
whi^ to run a classified ad such as this. The samples were not 
forthcoming so we decided to trust to the judgment of the Cardinal 
to use a caption that would do us the most good. 

If you have any idea of getting more of our business, particularly 
display space that we had expected to run consistently in college 
periodicals throughout the country, you will recognize the wisdom, 
as well as the fairness, of running this same ad for two more days 
under a suitable caption, without further charge or delay. 

Just why your staff would place an ad such as we gave you under 
the same caption that is used to run a 26 cent ad about a second¬ 
hand fur coat is something that we should like to understand more 
about, if you wUl be so kind as to write us. 

Yours truly, 


(a) Criticize this letter from the viewpoint of tone, plan, 
attitude, and effectiveness as a request, (b) Rewrite it. 
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The Key Question: Where Does the Fault Lie? If human 
beings knew how to reach perfection, business would make no 
mistakes, customers would make no mistakes, transportation 
carriers would make no mistakes, and we would live in an 
errorless world. Adjustment departments would vanish, and 
adjustment officers would look for other jobs. No one would 
need to ask the key question: Where does the fault lie? 

Of course, no such millennium will ever arrive. Adjust¬ 
ment departments will be destined to the end of time to wage 
friendly warfare against human error. Like Shakespeare’s 
Hamlet they must 

. . take arms against a sea of troubles, 

And by opposing end them 

Writes the general manager of a company catering to 
women: costs our company several dollars to get a cus¬ 

tomer. Furthermore, each customer has friends who are 
customers. We know of actual cases where other companies 
by dissatisfying one customer have lost the business of from 
ten to a score of her friends. It does not take long for ripples 
of discontent to spread pretty widely.” 

No better confirmation could be given of the pressing need 
for keeping the sales point of view in analyzing adjustments. 
For the ripples of satisfaction that spread from a well- 
handled adjustment, concluded by an adjuster with his eye on 
future sales, spread just as widely as do ripples of discontent. 

The Adjustment Viewpoint of Marshall Field and Com* 
pany. Caleb, an editorial writer, in a series of editorials over 
the signature of Marshall Field and Company, of Chicago, 
speaks shrewdly of the vital role good adjusting plays in 
improving store service. sometimes happens,” writes 
Caleb, ”that complaints against the store are registered. . . . 
No matter what they involve, we are always glad to learn 
about such conversations, and if they serve to clear up a 

890 
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misunderstanding, we are more than pleased. In any organiza* 
tion as large as ours, errors will sometimes occur.*’ And note 
how, in the concluding paragraph, the friendly point of view 
emerges in Caleb’s analysis: 

Those friends who discuss such occurrences and bring them 
to our attention give ua the thing we most desire r a chance to 
straighten out the record for the benefit of our customera and to 
make a change or improvement if one seems to be needed. Some 
important improvements in and additions to our service have been 
brought about through such friendly criticism beginning in a casual 
conversation.* 

The Four Chief Classes of Adjustments. The four chief 
adjustment situations are classified according to the one who 
is at fault. Each situation calls for a tested arrangement of 
material varying according to the following circumstances: 

(1) when the company is at fault, (2) when a third agency 
is at fault, (3) when the fault is divided between the com¬ 
pany and the customer, (4) when the customer is at fault. 
Let us now consider each of these classes. 

When the Company Is at Fault. In this situation grant 
the adjustment instantly and completely with your material 
in this order: 

(1) Grant the request promptly and courteously. 

(2) Give any needed explanation for the action. 

(3) Close by cordially inviting future business. 

(4) Recheck to see that the adjustment is complete, that 
it is positive in tone, and that it will hold goodwill. 

When a Third Agency (Usually the (Airier) Is at Fault. 
A carrier may be at fault because of damage in transit or 
delay. If the carrier is shown to be responsible for either or 
both, the company’s adjustment letter must explain the action 
the customer should take to protect the company in case of 
damage or to speed the delivery. The consignee should, how¬ 
ever, make sure that there is no shortage or apparent damage 
before he signs the receipt acknowledging that the shipment 
was received in good condition. Concealed damage-—which 

' Editoriftl quotations by permission of Marshall Field and Corepany. 
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sometimes occurs in goods crated or wrapped in such a man- 
-ner as to keep the damage from being apparent—may be 
made the subject of a claim later. When goods have been 
damaged in transit, the consignee should be sure to have 
the freight agent make a notation of the damage on the 
freight receipt before it is signed. Afterwards the consignee 
may take the goods and make a claim against the carrier. No 
claim can be made against the shipper. He is not at fault. 

Some progressive companies—even though they may not 
be legally responsible for the safe delivery of a shipment by 
the carrier—gain goodwill by making a prompt adjustment 
themselves and putting in their own claim against the carrier. 
When necessary, they obtain the aid of the customer; but 
they win his valuable goodwill by taking the weight of the 
responsibility upon themselves. The plan followed is the same 
as that which would be used had the company itself been at 
fault. The difference is that the customer, knowing that the 
company is not obligated to act, doubly appreciates the help. 

When the Fault Is Divided Between the Company and the 
Customer. When the error is divided, first search for the 
positive elements and emphasize them. Follow this plan: 

(1) Be prompt and courteous. 

(2) Adjust at once your part of the fault. 

(3) Mention the customer’s share tactfully and as im¬ 
personally as possible. 

(4) Give any necessary further explanation. 

(6) Close on the note of future satisfaction. 

A customer may, for example, write a very vigorous letter 
asking for an instant correction of what he thinks is the com¬ 
pany’s error, but he may mention that in the past he has had 
pleasant dealings with the company. The latter is the i>ositive 
element you are looking for. Open with it: "We are always 
pleased to have our customers tell us of their many satisfac¬ 
tory dealings with us. We are then even more determined to 
keep up the good record." 



Sec. 2] THE FOUR CHIEF TYPES OP ADJUSTMENTS 398 

When the Customer Is at Fault. Unfortunately the dis¬ 
appointments arising from the customer’s own shortcomings 
do not make his grievances any the less real. Nor does he 
feel any obligation to keep his disappointments to himself. 

The customer is often at fault. Customers are no more 
infallible than the companies from which they buy. Everyone 
makes a mistake now and then. He puts the wrong figure 
down. He forgets something. He omits the samples, seals the 
envelope, and sends it on, not noticing his error. He neglects 
to give the size, the color, the quality, or the serial number. 
He misunderstands the directions on the order blank. He may 
commit scores of other human errors. Follow this plan in 
handling the difRcult situation: 

(1) Put something pleasant first. For example, thank the 
customer for the order. 

(2) Courteously state the facts and make the statement 
impersonal. Avoid: "You failed to give the size.” Use: "As 
the size was not given,.. 

(3) Assure favorable action as soon as the customer’s 
error is corrected. Stress future satisfaction. 

An Adjustment with the Company at Fault. In auditing 
its accounts, a firm found an error in one of the bills sent it 
by a company from which it made purchases. The necessary 
adjustment was requested thus: 

A Request for the Adjustment of a BUling Error 

In auditing our vouchers, we find a discrepancy in your invoices 
covering our purchase orders No. A-6162 and No. 5806. 

Both orders covered No. 2876 sections. On order No. A-6162 
you entered us for $54.75 each, less 20 per cent. On order No. 5806 
you entered us for $55 each, with no discount. 

Apparently this error is due to an oversight of both your billing 
department and our invoice department We feel that you will want 
to send us a credit memorandum for $33 to adjust. 

Notice the clearness with which the letter tells what the 
trouble is and what the customer wants. The exactness of 
detail helps to bring the desired results. The tone is cour¬ 
teous. Notice the appeal to fair play and the quiet assump¬ 
tion that the request will be granted. 
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Three days afterward caroe the following answer: 

Tht Correetion It Made 

Enclosed is our credit memorandum for $8S cover¬ 
ing the discount asked for in your letter of October 23. 

The correct list price on these files is $55, and the 
discount should be 20 per cent. It was our oversight 
in not allowing this 20 per cent discount on our invoice 
of August 15. 

The list price of $54.75 on the second invoice is, of 
course, in error. Although we have no record, it is pos¬ 
sible that the list price was quoted wrongly. The cor¬ 
rect liet price for August is $55, and we are crediting 
-your account on that basis. 

Thank you for calling the error to our attention. 
It is a pleasure to rectify it at once and to assure you 
that we are ready for your next order. 

An Adjustment with the Carrier at Fault, the Company 
Taking the Initiative. Progressive companies win goodwill by 
assuming some of the customer’s troubles caused by damage 
or loss in shipment. The customer is often unfamiliar with 
the steps to be taken; he may even be much distressed about 
the damaged or lost shipment. He finds it a welcome relief 
to have the company’s specialists take over the responsibility 
and save him the worry. The following letter is effective: 


Prompt 

Action 

First 


Explana- ■ 
tion 


Cordial 

Close 


Prompt 

Action 

First 


Explana¬ 

tion 


A Company Adjusts a Carrier's Fault 
We are sending you today another mission ma- 
• hogany smoking stand exactly like the one you first 
ordered. 


> 


Evidently the first shipment was damaged in transit, 
for we have a receipt from the Union Pacific indicating 
that the stand was received perfectly crated. This fact 
throws the responsibility for the adjustment on the rail¬ 
road. But railroad adjustments are usually slow; and, 
knowing how much you wish to give this gift to your 
husband on his birthday, we have taken this means to 
see that the beautiful stand gets to you at the time you 
want it most and in perfect condition. 

The damaged shipment should be left in the hands 
of the railroad agent We shall enter an immediate 
claim with the railroad, and you will not be troubled 
further. 
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Cordial r We are glad to get the gift to you in time. We hope 

Clo»e ( the birthday will be a most pleasant occasion. 

The customer was delighted to know that her birthday 
gift was to arrive in time after all. The goodwill and the 
future patronage earned by the company paid many times 
the expense of handling the adjustment with the railroad. 


An Adjustment with the Fault Divided. In the following 
case there was a possibility that the customer was a poor 
gardener. But the company had an opportunity to stimulate 
goodwill at small cost through duplicating the order willingly 
and tactfully. The iirst example was the original letter; the 
second, the revision. 


Antagonizes Customer 

We are at a loss to understand 
why your Gannas and Bush 
Limas did not do better. Ordi¬ 
narily we get no complaints at 
all on these. Moreover, it is not 
usually our custom to replace 
orders of this kind; for if we 
tried to guarantee them, we 
would always be getting fake 
comebacks. 

In your case, however, we will 
replace the order, asking that 
you be parti culariy careful in the 
planting this time. 


IMds Customer 

We were sorry to learn of the 
bad luck you had last spring 
with the Gannas and the Bush 
Limas. The season was not a 
good one and was a trying ex¬ 
perience for gardeners every¬ 
where. We hope that this spring 
will more than offset last year's 
poor results. 

By parcel post we are sending 
you more Ganna bulbs and an¬ 
other package of Limas, care¬ 
fully selected. With them go our 
best wishes for good luck. 


An Adjustment with the Customer at Fault. Dan Hardin, 
of Wichita, Kansas, requested an adjustment on his shingle 
slate rooAng almost three years after the rooflng had been 
put on. He addressed the president of the mail-order house 
from which he had made the purchase. An examination of 
the facts showed that Mr. Hardin was wholly at fault. 

So serious was this case that the facts were summarized 
at the beginning of the reply. The task was to place the 
blame where it belonged and yet to hold the customer. Note 
the clearness of the answer written by the general manager: 
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A Company Reftueo an Adjustment Because of ike 

Customer's Fault 


Courteous 

Neutral 

Opening 


Your letter of July 19 addressed to the president 
of this company, requesting an adjustment on your 
shingle slate roofing, has been referred to me for an 
.answer. I am glad to reply. 


Cartfid 
Review of 
AU Facts 


Decision 


Cordial 

Close 


To be able to write understandingly and clearly on 
this subject and also to review the facts for you, I have 
gathered the following information from those who 
have handled the previous correspondence: 

We received your order for this roofing on October 
18, 19—, and shipment was made ten days later. 

Two years after this purchase was made, your 
letter dated September 20, 19—, was received. It re* 
quested an adjustment on this roofing, which apparently 
was not giving satisfaction. 

Investigation was made to find the reason. It was 
discovered that the shingles, which should have been 
nailed at the apex of each triangular point according 
to directions, were also nailed at the sides. The neces¬ 
sary expansion and contraction of the roofing conse¬ 
quently tore holes in the shingles. 

In order to help you out of this difficulty, we offered, 
in our letter of November 7,19—, to pay half the price 
of a new roof. This is the last correspondence up to the 
present time. 

f We now renew our offer to you, subject to accept¬ 
ance within ten days. After August 3, 19—, it will be 
withdrawn. 

You will agree that this concession is liberal, con¬ 
sidering the lapse of time since our original offer. We 
shall be glad to receive your order for the roofing in 
accordance with our offer, and for any additional roof- 
. ing that you may need. 


V 


The general manager emphasizes the liberal steps that the 
house has taken to retain the goodwill of the customer. The 
firmness of the tone of the renewed offer is justified by the 
long delay that the customer has already made. 


Striving Adjustment Puzzles. Sometimes difficult situa¬ 
tions require exceptionally skillful handling to bring them out 
right side up. The more complex the situation, the more it 
tests the mettle of the adjustment officer. 
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The Case of the Collar Manafacturer. A retail haber¬ 
dasher returns a quanti^ of collars to the manufacturer! 
making the claim that they are unsatisfactory but failing to 
specify what is wrong. The manufacturer is of the opinion 
that the retailer is trying merely to return surplus stocky a 
privilege that the company does not permit. How would you^ 
as the company’s adjuster, handle this situation? The cus¬ 
tomer may believe himself right in claiming a defect. Prob¬ 
ably, however, the manufacturer is correct in his conclusion. 
Would you answer by making a direct refusal to accept the 
shipment when it arrives? The letter below at the left was 
used in handling the case. It lost the goodwill of the retailer. 
If the adjuster had been more skillful in interpreting his com¬ 
pany’s policy and in expressing it tactfully and positively, he 
might have written the version at the right. 


This Letter Lost the Retailer's 

Goodwill 

We note you have returned 
a quantity of collars, claiming 
that they are not satisfactory. 
You do not, however, state just 
what is wrong with them. As 
it is against our policy to accept 
the return of any collars for 
credit or exchange, we regret 
that we shall be unable to accept 
the package upon its arrival. 

We have on our books many 
thousands of accounts. Were we 
to accept returns for the reasons 
that might be advanced, each 
one of these customers would be 
justified in returning for credit 
his surplus stock at the end of 
each season. This condition would 
create an impossible situation for 
us. 

As a result we have made it 
a rule not to accept the return 
of collars for credit or exchange 
unleu they are defective. In 
that case we ask that we be noti- 


This Letter Would Have Held 
the Retailer's Goodwill 

Just as soon as the package 
of collars, specified in your let¬ 
ter of June 27, has arrived, we 
will route it to the inspection de¬ 
partment. 

If the report they give us con¬ 
firms your belief that there is 
a defect, we will credit your ac¬ 
count in accordance with our 
policy of guaranteeing perfection 
in quali^ and workmanship. 

As you know, the company 
does not accept the return of any 
collars for credit or exchange 
unless they are defective, in 
which Instance we are glad to 
make an adjustment. 

If our inspection shows that 
this shipment meets our exact¬ 
ing standards and that no defect 
is in evidence, we shall be unable 
to accept the collars for credit 
and shall hold them here for you. 

We appreciate the co-operation 
of our dealers, and in any future 
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fied of the defective goods eo c&se of possible defects we ask 
that we can suggest the proper that you first notify us before 
disposition of them. sending the package. 

Kote contrast in plan and tone. The first letter refuses 
outright without recourse, risking a grave error in judgment. 
The second makes its refusal contingent upon the outcome of 
the inspection. It gives the customer the benefit of the doubt, 
a policy wise in adjustments because it often prevents embar¬ 
rassing errors. The rewritten version makes clear the fixed 
policy, but it seasons its expression with courtesy. 

The Case of the Defective Book. A customer, after buying 
a book from a publishing company, claims that it is dirty and 
shelf-worn. He sends an irritable letter announcing that he 
is going to put the book on his desk with a sign on it telling 
the public about the kind of books this publishing company 
foists onto its customers. How would you, as the company’s 
adjuster, handle this situation? Would you assume a lofty air 
and chastise the customer for losing his temper? Would you 
humble yourself in a tearful apology, assenting to every slur 
he has made? Or would you take a sporting attitude, as did 
the adjuster in the following letter, getting in step with the 
complainant in the first sentence and vigorously affirming his 
mood? * 

Conversational, Sporting Answer 

You certainly have every right to rise up in wrath if that book 
is only half as bad as you report it to be. In putting it up on your 
desk with a big sign telling the story about your experience, you 
are doing the right thing. You are doing it because at the present 
time you are convinced that people cannot deal with us without 
g:etting “stung.” 

But as your only wish is to be fair—and we are sure of that— 
you must also tell on that sign what we did when you called to our 
attention our failure to give you 100 per cent service. 

This is what we do: First of all, we are asking the shipping 
clerk to send a brand-new book, and Heaven help him if he doesn’t! 
Then we are going to say this: You can have your money back in 
addition to the new book, or we will do any other thing you want 
us to do that will convince you that we are a fairly decent lot of 
folks in this office. 

* Adapted from a letter in the Btmnett Kdueator, XXVIII, p. 18. 
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This letter recaptured the customer's goodwill. The in* 
formal tone, just touched with whimsical humor, gives the 
impression that the writer is talking to his reader face to 
face. There shines through the lines the personality of a 
man who wants to work with others in the spirit of fairness. 
The customer later called upon the company and met the 
writer of this letter. The two became personal friends. 

The Case of the Rude Salespeople. Two salespeople in a 
department store are rude to a customer. The usual pen¬ 
alty for this offense is dismissal or the sincerest of apologies. 
The employees, as accredited representatives of the store, 
have caused serious damage to the store's good name. Unless 
the damage is repaired, a valuable customer will l^e lost Yet 
to dismiss the two salespeople may cripple the personnel of 
the department and may not be at all effective in bringing the 
customer back. How would you solve this puzzle? Here is 
how one store manager handled it: 

A Department Store Solves a Difficult Problem 

We deeply regret to learn from your letter of 
December 19 of the disrespect and discourteMy shown 
you by two of our employees on December 17. We have 
investigated this matter carefully, and we are sure 
that you will have no further annoyance. 

These two people have apologized most sincerely 
for their actions. We feel confident that with your 
fair-mindedness you wUl forgive them for their con¬ 
duct and will not hold any ill feeling toward them or 
this organization. 

We are very glad that you brought this matter 
to our attention because it has made it possible for 
us to eliminate any probable recurrence of such ob¬ 
jectionable incidents. The policy of this store is^ to 
give service with courtesy, and we are endeavoring 
to perfect this system to the highest degree. 

Our records show that in the past you have placed 
great confidence in us, if we are to judge by the amount 
of buying that you have done in our store. Will you 
not overlook this unfortunate episode and give us an 
opportunity to make good our policy by calling on us 
in the near future? 


Explana¬ 

tory 

Material, 

Store 

Policy 


Courteous 
Apology 
and Action 
First 
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We bare recently added a new feature to our 
shopping helps. Miss Kathryn Dayton, our shopping 
lady, is prepared to give you personal suggestions for 
your Christmas gifts and to assist you in the selection 
of these gifts. Just ask for Hiss Dayton—she is at 
your service. 

Serious situations usually make it wise to apologize at the 
outset. This letter does so. The positive elements of the 
customer's co-operation and the store’s favorable policy are 
taken up in the third paragraph. Then follows appreciation 
for past patronage and finally emphasis on a new shopping 
feature, which draws matters back into the normal channel 
of cordial relationship. 

Settle the Trouble and Keep the Customer. In all four of 
the chief adjustment situations the aim is to settle the trouble 
and keep the customer. Experience shows that this is best 
done by following the plans given. The easiest thing to do 
in business is to lose a customer; the hardest thing to do is to 
get one. The adjuster must abolish anger, forget resentment, 
put the best foot forward, and work for the next order. 

Summary of Adjustment Procedure. The adjuster, whose 
professional job is trouble-smoothing, must: 

(1) Take each request seriously. To the customer the 
smallest claim is important. What may seem to the company 
the tiniest trifle is to the customer perhaps mountainous in 
significance. Do not underestimate. 

(2) Be sure to satisfy as far as satisfaction can be car¬ 
ried in the light of justice to both the company and the 
customer. 

(3) Show a desire to be helpful in smoothing out the 
trouble. Work for the next order. Many companies compro¬ 
mise on the side of generosity because of what such a 
compromise may mean in future patronage. 

(4) Analyze each letter for the right solution. An adjust¬ 
ment letter is a delicate instrument and must be based upon 
the right reasoning, (a) Determine what is best to do in the 
given situation, (b) make a plan, and (c) choose tactful 
expressions. The man who complains is in a sensitive state 


Cordial 

Cloie 
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of mind. Choose words warily to fit the delicate instrument 
of which they become a part. 

*'How do you mix your paints?” inquired an art student 
of a master painter. "Easily enough,” was the great painter’s 
laconic reply. "I mix them with brains.” 

"How do you write your letters?” might be asked of a 
master writer of adjustment letters or. as we shall see in the 
coming pages, a master writer of collection letters. "How do 
I write my letters?” is the answer. "I write them with 
brains.” 

Writers of adjustment letters—the trouble^sinoothers— 
must, to do their best work, equip themselves with an attitude 
of understanding, a fair grasp of human nature, and a good 
supply of common sense. 


PROBLEMS 

1. W. R. Warren, 525 Elmside Boulevard, Massillon, Ohio, 
has ordered, as a Christmas gift for his sister, a necklace 
from The Marshall Company, 604 South Marquette Street, 
Sandusky, Ohio. The order is misplaced and comes to light 
only three weeks before Christmas, although it had been 
placed early in November. The necklace is rushed to Mr. 
Warren, but it is found to be of the wrong length and design. 
It is now too late to obtain the right necklace in the time re¬ 
maining, although there would have been ample time to make 
the adjustment if the original delay had not occurred. Mr. 
Warren knows this fact. Write the adjustment letter for this 
serious situation. Accept full responsibility and suggest that 
the customer let the company make up a necklace to be worn 
during the Christmas holidays and to be later exchanged for 
one of the exact design ordered. Make use of resale with 
regard to both the article and the company policy. 

2. You have ordered a special chair-side magazine rack as 
a birthday present for your mother. The rack arrives eight 
days beforehand and in a badly damaged condition. The dam¬ 
age evidently has taken place in transit, but you have no clear 
Idea as to how to make a claim against the railroad. More¬ 
over, you have no time to wait for a long-delayed adjustment. 
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The present must be on hand on the occasion for which it was 
ordered. Write the furniture company asking for its help in 
this situation and requesting it to adjust the difficulty by ship¬ 
ping you a new rack. 

3. You are the business manager of the Daily Cardinal, a 
student newspaper. You receive the letter reproduced in full 
on page S89, which was written by the advertising manager 
of The Crayton Company. Grant the adjustment asked for. 
Of course, you do not like the tone of the letter requesting the 
adjustment, but you do not allow your dislike to color your 
answer. Work to reclaim the goodwill and the future patron¬ 
age of The Crayton Company. 

4. You are an adjuster for the Johnson Mail-Order Com¬ 
pany, of Chicago. Grant the adjustment asked for in Prob¬ 
lem 2 on page 388. The error was made by the company. 

5. You are the manager of the Reconditioner Typewriter 
Company, of Kansas City 5, Missouri. Grant the adjustment 
asked for in Problem 3 on page 388. In this instance ask the 
claimant to return the defective typewriter by express collect, 
telling him that you will service it, remove all defects, and 
return it with your usual guaranty. 

6. You are a correspondent for Brentano's, Inc. Grant the 
adjustment asked for in Problem 4 on page 388. 

7. You are the circulation manager of the Best News 
Weekly. Grant the adjustment asked for in Problem 5 on 
page 388. 

8. The Universal Auto Parts Company, 110 East Main 
Street, Providence 2, Rhode Island, returns to the Six-Ply 
Rubber Company, 619 West Washington Street, Akron 7, Ohio, 
eleven sets of assorted brake linings and asks that its account 
be credited properly. Write the letter requesting the adjust¬ 
ment. 

9. The credit asked for by the Universal Auto Parts Com¬ 
pany in Problem 8 has not been issued, although a month has 
passed. They send a second request to the Six-Ply Rubber 
Company, for which you are now the correspondent. Your 
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company is at fault. Write the Universal Auto Parts Com¬ 
pany, granting the adjustment at once. 

10. The firm of Thomas and Brown, 311 North Park Street, 
Herkimer, Virginia, dealer in glassware, ships four mirrors to 
the Pittsburgh Plate Glass Company, 7000 Duquesne Way, 
Pittsburgh 21, Pennsylvania, presumably for resilvering, but 
no definite instructions come with the shipment. The Pitts¬ 
burgh Plate Glass Company is unable to proceed with the mat¬ 
ter until it has a definite order for the work, to protect both 
the company and the customer. Write the proper adjustment 
letter. 

11. It develops that the entry department of the Pittsburgh 
Plate Glass Company overlooked instructions contained in a 
letter that came a day or so before the four mirrors mentioned 
in Problem 10. These instructions were detailed and correct, 
and they included a definite order for the work. Write the 
necessary letter, including an apology for the needless delay. 

12. You are a member of the adjustment department of 
School Supplies, Inc. Under the direction of your general 
manager: 

(a) Make a list of six adjustment situations that have 
arisen. Three of these are to range from mild to fairly serious. 
The other three are to range from serious to very serious. In 
two cases your company is at fault; in two cases the fault is 
divided; and in two cases the customer is at fault, (b) Write 
a suitable adjustment letter for one of the very serious situa¬ 
tions. (c) Write one letter for a situation in which the fault is 
divided, (d) Write one letter for a situation in which the cus¬ 
tomer is at fault. 

13. The following letters are reproduced exactly as they 
went into the mail. Write a brief criticism of each one on 
<a) plan, (b) tone, (c) expression, (d) attitude, (e) adjust¬ 
ment success. 

(a) 

We have your favor of the 19th, in reference to the lost pack¬ 
age of goods, which were shipped to you last Fall. 

We have sent out a tracer from this end, and as soon as we 
hear the results, we shall communicate with you. However, it is not 
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our fault that this delay bad been caused, as you took months and 
months time to let us know that this parcel was lost 

We positively resent the last paragraph of your letter in which 
you state that you want to turn this matter over to an attorney 
for handling. That is what we should have done after you didn’t 
pay our bill for over five months last fall. 

(b) 

We are rather surprised at the contents of your letter of April 
80th, as we thought we were doing you a favor by sending Rock 
Island Sheepawool, worth 60^ a pound more, instead of Cuba’s, as 
the Cuba Wools have not been running well. 

We have no objection to this, however, and are sending you 
Cuba Sponges instead. We cannot express outselves mildly at your 
action, as this whole matter has been disgusting. 

We know that you won’t favor us with future business and for 
this reason do not hesitate to tell you so. 

14. You are adjustment ofllcer of the Anson^Calderwood 
Company, importer and packer of sponges and chamois, 1118 
King Avenue, Toledo 3, Ohio. Rewrite letters (a) and (b) in 
Problem 18. 

REVIEW 

Each of the following sentences contains at least one error. 
Rewrite the sentences; correct all errors. 

(1) We received his check. Made out for the wrong amount. 

(2) The merchandise you returned have been received, it has 
been credited to your account. 

(8) Your account which amounts to $60.87 is now one month 
overdue. 

(4) We will be glad to have you as one of our charge cus¬ 
tomers. 

(5) There was two mistakes in the statement sent to the 
customer. 

(6) He felt badly when the store closed his account. 

(7) We have received your check but we notice that it is for 
the wrong amount. 

(8) The invoice sent to the retailer covered one hundred 
ninety-two items and amounted to five hundred dollars 
and seventy-five cents. 

(9) Although he has sufficient capital the bank refused to lend 
him the money because he was considered a poor credit 
risk. 

(10) The company changed it’s policy of requiring a down pay¬ 
ment on pui^ases amounting tn two hundred fifty dofiars 
or more. 
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CREDIT AND COLLECTION LETTERS 

SECTION 1 

GRANTING AND REFUSING CREDIT 

The Credit Privilege. From the customer’s viewpoint credit 
is the privilege of getting the goods now and paying for them 
later. This privilege is valuable. In effect the firm says, 
‘T believe that this customer will be able and willing to pay 
for these goods when he is notified that the payment is due. 
Therefore I am willing to ship these goods to him without 
requiring him to pay cash for them until later.” 

Credit is the company’s faith, belief, and confidence in the 
customer’s ability to pay for goods within a specified time 
after they have been delivered. The specified time is usually 
thirty days; but it may be sixty days, ninety days, or longer 
according to the character of the business. 

Credit Multiplies the Volume of Business. One may ask, 
*‘As credit extension is expensive, why not do all business on 
B cash basis?” The answer is this: the extension of credit 
multiplies the amount of business that can be done with a 
given capital. Suppose that a merchant has $100 to use in 
stocking one department of his store. The markup (the dif* 
ference between the wholesale price and the retail price) on 
the goods is 25 per cent,* which will cover his cost of doing 
business and leave him a net profit. He buys these goods from 
the wholesaler on terms of 2/10, net 30, meaning two per cent 
discount for payment within ten days, the net amount due at 
the end of thirty days. Through good management the mer¬ 
chant sells these goods at retail prices in twenty-five dasrs 

* The markup in this illustration is figured on coat, for the sake of 
almpllelty. The modem method, and the better one. for figuring markup 
U to bale It on the selling price. 

406 
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and therefore takes in a total of $125. But, as the net amount 
is not due the wholesaler until thirty days after the date of 
purchase, the merchant does not have to pay until the expira¬ 
tion of dve more days. In short, he has made his profit without 
spending a single dollar of his own capital. In the meantime 
he has had this $100 of capital available for active use in a 
hundred other ways. Usually he has to have the capital before 
he can get the credit. The possession of the capital simply 
multiplies, through additional credit, the volume of business 
the merchant can undertake and, hence, the profit he can make. 
Credit has made possible the development of a volume of 
business equal to many times the volume that could otherwise 
be transacted. 

Taking the Discount. Merchants try to take their dis¬ 
counts as a matter of business efficiency. Under terms of 2/10, 
for example, they pay a bill within ten days from the date of 
purchase. They are then privileged to deduct 2 per cent from 
the amount of the bill and to remit the balance. They are 
credited with payment in full. Thus they make 2 per cent 
(by saving it) besides the normal profit on the retail sale of 
the goods. In hard times even the best merchants find it 
difficult to discount their bills. A merchant who discounts his 
bills is never subject to collection pressure because he is never 
delinquent. He belongs to the gilt-edge credit group. 

Business Value of Credit. Credit represents the customer’s 
power to buy without paying cash. The credit officer must 
determine whether the customer really has this power or 
only an imitation of it. Alexander White carries on a profit¬ 
able department-store business in a city of seventy thousand. 
He has just erected an ultramodern five-story building. In¬ 
vestigation shows him to have adequate capital, a satisfactory 
stock turnover, sound policies of markup and markdown, and 
up-to-the-minute systems of stock control. He has purchased 
merchandise wisely and in large quantities. In a cun ent year 
he has done a business volume of $2,000,000. Does Mr. White 
possess the power to buy without paying cash ? There can be 



Sec.l] 


GRANTING AND REFUSING CREDIT 


407 


no doubt of it. The credit man of the wholesale house recog¬ 
nizes Mr. White’s ability to pay within thirty days or sixty 
days, and he approves the application. 

Character, Capital, and Capacity. The credit man appraises 
every application for three factors: 

(1) Has the applicant ckaraeter^ Is his record that of 
a man who is steady and dependable? Does it indicate integ¬ 
rity in the man behind it? In negotiations with others, does 
the applicant show a sense of obligation? Is he honest, straight¬ 
forward, aboveboard in his business dealings? 

(2) Has the applicant capital Does he have enough 
money in his business to “turn around on”? Is he, in other 
words, adequately capitalized? What is the present ratio of 
his assets to his liabilities? of his assets quickly convertible 
into cash (quick assets) to his liabilities that must be met in 
the near future? What is his general financial status? 

(3) Has the applicant capacity^ Does his record show 
that he can carry on a successful business, that he has a 
business head ? Is he making progress or losing ground ? Has 
he chosen his location well? Has he chosen a business in which 
there are expanding opportunities? In general, does he show 
an aptitude for management and good judgment in meeting 
business situations? 

Of the three credit C’s the most important is character. 
A famous international banker once lent a large sum to a 
young man with almost no capital and with no material secu¬ 
rity. Asked why he was willing to assume such a risk, he 
answered; “First and foremost, character. Second, capacity. 
That young man has both. I’m supplying the capital. I’ve 
seen to it that he has adequate life insurance. The rest is a 
foregone conclusion. I’ll get my money back.” 

Alexander White, the owner of the department store in 
a city of seventy thousand (page 406). shows a dependable 
character in his record of achievements. He meets his obliga¬ 
tions promptly. He takes his discounts. He has a reputation 
for fairness. The figures show his capital to be adequate. 
Finally, his capacity is proved by his efficient management 
and by the growth of his business. 
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Inrentigating Credit. A credit account may be opened by 
any of several methods. (1) The customer may request credit 
in a letter. (2) He may request it with his first order. (8) He 
may simply send in the first order and leave the credit decision 
to the company. (4) A merchant buying on a cash basis may 
show promising growth^ and the seller may offer him credit. 
No matter what the method, credit is granted only after 
investigation. In requesting information from the customer, 
emphasize that the facts requested form a part of the uni¬ 
form requirements for credit extension. This statement avoids 
the implication that the customer’s financial standing has been 
questioned. 

The following letter was sent to a retail customer who 
had requested the privilege of opening a charge account. 

R€qU€$ting Credit Information 

It is a pleasure to consider the matter of opening a charge ac¬ 
count for you. We have enjoyed your past patronage. 

Before opening charge accounts, we must have certain refer* 
ences and information as a matter of customary credit routine. In 
your answer will you please include the name of a bank with which 
you do business, and the names and the addresses of two persons 
in the city to whom we may refer? From the length of time we have 
enjoyed your patronage, we judge that you have been for several 
years a resident of Springfield. Have you charge accounts at other 
department stores? 

Just arrived are some attractive patterns in table linen of the 
same quality as the piece you were considering on Friday when you 
asked about credit. Perhaps you wQl want to see them. 

The following letter handles the case of a customer about 
whom certain favorable information is available—enough, in 
fact, to warrant the extension of credit—but not enough to 
complete the records. 

Asking for Addxiionol Credit Information 

Your name now appears on our list of credit customers. Thank 
you for the opportunity you have given us to show the service we 
are prei>ared to offer. 

As the information from the various agencies is somewhat In* 
adequate, we are enclosing a card that, when returned, will enable 
us to know more about your business interests and desires. With 
this information we sh^ be able to serve you promptly In the 
future. We look forward to pleasant business associations. 
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A Chicago wholesale house writes to a tanning company 
in Buffalo, New York, for information on the credit standing 
of a Buffalo retailer. The retailer has given the Buffalo manu¬ 
facturing company as a reference. 

From One Company to Another, Aeleinff jot Creiit 

Information on a Retailer 

Please inform us confidentially as to the credit standing of Mr. 
Richard Cary, 1690 State Street, Buffalo 10, New York. 

Would you consider him worthy of credit? Is he prospering or 
retrograding? Information on this man's character, capital, capac¬ 
ity, and methods of meeting his obligations will be appreciated. 
Enclosed is a stamped return envelope for your answer. 

Granting and Refusing Credit, A letter granting credit 
follows the same principles of structure as a letter granting 
a favor (see pages 327 to 329). 

Granting Credit 

(1) Extend credit with courtesy. 

(2) Express your wish for cordial relations. 

(3) Refer to the value of the credit privilege as a commercial 
advantage to the businessman, or as a convenience to the retail 
customer. 


A letter refusing credit follows the same principles of 
structure as a letter refusing a favor (see pages 829 to 331). 
A man who can refuse credit and make a friend shows his 
mettle. The following plan is sound: 

Refusing Credit 

(1) Thank the customer for his order, for his information and 
references, and for his co-operation. 

(2) Be frank in explaining the situation, mentioning first the 
favorable factors, then the less favorable ones. 

(3) Suggest as a temporary solution that dealings be under¬ 
taken on a cash basis. Offer full co-operation toward reaching a 
aatiafactory future credit basis. 


In the letter at the top of page 412, the writer refuses 
cfkfiit; but in doing so, he makes every effort to maintain the 
[will of the prospective customer. 





Sec. 1] 


GRANTING AND REFUSING CREDIT 


411 


C. R. BROVWE CO.. INC. 

IfMM TBflH ntHT 
OMAHA » » NEIftASKA 

Harob as, 19 

Cltiseaa National Bank 
764*732 Baelna Straat 
Topeka, Kanaaa 

GeatlenKo: 

We ihall appreciate iofonnation regtrdlDg the integrity, re- 
ipOQiibility, capicat^ and promptneu of 

_Riokard Rowan, 1933 Main Street 


For thii information, thank you. Encloeed ia a aelf^addreiied, 
itamped enyelope for your anewer. 



Pletit reply ea tkn sheet 

Credit Infomation on: Riobard Rowan, 1932 Main Street 


We have the following credit information with which we are 
glad to supply you: Integrity and reapooelbllitp are 
.A*l» Capital ia adequate^_ 


FOa PURPOSES OP tDCNTiFICATiaN, PLEASE SIGN THIS SHEET BE¬ 
FORE YOU RETURN IT. 



CREDIT INFORMATION FORMS LIKE THIS MAKE 
DICTATED LETTERS UNNECESSARY 
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Rtfuting Credit to a Bu»ino9$man 

Thank you for your order of November 4 and for your courteay 
in enclosing credit information and references. We have examined 
your business statement with care. 

We have gathered some complimentary opinions about your 
personal character and business ability^ showing that you have de* 
veloped an enviable reputation among those with whom you have 
done business. Our study of your balance sheet reveals* however* 
certain aspects that might easily endanger your entire hnancial 
position. The ratio of aasets to liabilities shows you to be at the 
moment Inadequately capitalised. You need additional capital. This 
should not be difficult to obtain in view of the favorable business 
opportunities promised by your present location. A capital addition 
of 96,000 would be satisfactory. 

We shall be glad to co-operate with you to the fullest extent In 
any way that may lead to a satisfactory future credit basis. Mean¬ 
while we shall be glad to take care of your current needs with our 
most favorable cash terms. 

We believe you will find this arrangement satisfactory for the 
present and a good basis for becoming better acquainted. 

Our first shipment will go to you at once if we may have your 
favorable answer. 

Credit Is BuUt on Confidence in Others, Credit binds the 
world of commerce together. It draws all its power from a 
faith in others. Its structure is built on a foundation of belief 
that others will live up to their promises. The function of 
credit men is to see that these promises are kept. Only when 
obligations are defaulted does collection pressure begin, 

PROBLEMS 

1« Mrs. James F. Kilboum* 3199 Forest Boulevard^ your 
city> has applied for a charge account at your department 
store. You are the credit manager. The credit information 
that you have gathered regarding Mrs. Kilboum proves her 
to be a first-class risk. Write her, granting her request for a 
charge account. Include material on store policies, stressing 
the fact that credit accounts are to be paid in full by the tenth 
of the following month. Indicate the company’s desire for 
cordial and satisfactory relations. 

r 

* 2. The Delafield Compftuy, whiuli operates a large depart¬ 
ment ^tore, maintains a policy of selling for cash only. No 
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credit is extended. In its grenerel statement to the public Dela- 
field’s points out: “We pay cash for all purchases. Hence we 
are able to obtain the lowest possible prices from our sup¬ 
pliers. In turn we sell only for cash and have no lar^e sums 
of money tied up, nor have we any bad debts. We therefore 
maintain a fixed policy of selling for 5 per cent leas than does 
any other store. Under our deposit-account arrangement you 
may, as a customer, deposit in advance cash ranging from $6 
to $6,000. We charge your purchases to your deposit account 
and pay interest on all balances. Our deposit-account depart¬ 
ment is under the supervision of the banking department of 
the state of Illinois.” 

Mrs. R. K. Fiske, 1322 Racine Street, Wilmette, Illinois, 
not aware of the Delafield policy of selling only for cash, asks 
that an account be opened in her name and supplies as refer¬ 
ences the name of her bank and the names of two well-known 
Chicago department stores. 

As a Delafield correspondent write to Mrs. Fiske. Present 
in your own words some of the points that are outlined above. 
The credit letter must sell the store, its policies, and its ability 
to serve its customers. 

3. The Bridges Company, a hardware dealer, 4217 North 
St., Rochester 7, New York, sends Carlton and Searles, Inc., 
wholesale hardware dealers, 703 Manhattan Ave., Brooklyn 28, 
New York, an order amounting to $247.60 marked “Rush.” 
As credit manager for Carlton and Searles, Inc., you have had 
no previous dealings with The Bridges Company. It is not 
rat^ in the agency reports. Write a letter suggesting a 
C. 0. D. shipment. A suggested plan is: (a) Thank the com¬ 
pany for the order, (b) Promise immediate action, (c) As no 
credit information is available, request it with references so 
that you may make an investigation, (d) Suggest a C. 0. D. 
shipment to save time, (e) Give the best cash terras of two 
per cent discount, (f) Welcome the company as a patron. 

4. Your examination of all information gathered about The 
Bridges Company shows only a fair risk. The company is 
undercapitalized, but its financial condition is improving. The 
next order is for $360. Ask the company to reduce the order 
to one half of the amount, and grant credit. Show interest 
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5. Mr. A. W. Krehl, the owner of a retail hardware store, 
1291 First Ave., Youngstown, Missouri, has for years been a 
customer of the National Wholesale Hardware Company, 
Fourth and Grand Streets, Kansas City 6, Missouri. Until 
about eighteen months ago he discounted all invoices of the 
National Company. His record shows that shortly thereafter 
he took the full period allowed for payment. Within the last 
six months his account has run thirty, sixty, and even ninety 
days over the limit. Upon investigation you learn that Mr. 
Krehl’s inventory has evidently been poorly managed, has 
been allowed to get badly out of balance, and is now weighted 
down with an accumulation of unsalable merchandise. You 
also discover that Mr. Krehl’s sales volume is falling off. As 
the credit manager write Mr. Krehl, reviewing the situation 
as outlined above. Notify him that he must pay cash for 
future hardware orders until earlier invoices have been paid 
in full. Maintain a helpful and constructive tone. Suggest 
the remedies for the trouble. 

6. Mr. Krehl, whose situation has been described in Prob¬ 
lem 6, decides, after reading the letter from you, to open a 
new account with the Mainz Wholesale Company, of Brent¬ 
wood, Kansas. Write the letter Mr. Krehl will send. 

7. The credit manager of the Mainz Company, having re¬ 
ceived Mr. Krehl’s letter, answers with thanks for the inquiry 
and asks for the customary credit information. Write the 
credit manager’s letter to Mr. Krehl. 

8. You are the credit manager of School Supplies, Inc. A 
letter requesting your latest catalog of ofBce equipment comes 
to your office. The inquirer. The Acme Products Company, 
612 Broadway, Cincinnati 2, Ohio, refers you for its business 
standing to two banks in Cincinnati. Your investigation dis¬ 
closes that the applicant is a poor risk. Write the letter, em¬ 
phasizing prompt delivery and offering cash terms. Ask for 
a check with the order. 

{Note: When you have completed this letter snd it has been 
approved, file it with any other letters written previously for this 
corporation.) 



SECTION 2 

COLLECTION LETTERS AND FOLLOW-UP SYSTEMS 

The collection officer combines the points of view of the 
sales department and the credit department. He knows that 
his company is in business to make sales, to obtain profits, and 
to hold goodwill. Yet he also knows that making sales is 
futile unless the customer pays for what he gets. 

The Credit and Collection Man Is a Salesman. The credit 
and the collection departments are often combined into one. 
The credit man is a salesman who sells the privilege of credit 
to good risks, and who, through credit education, impresses 
his customers with the seriousness of the credit obligation. 
Sy the careful extension of credit and credit education, he 
reduces to a minimum the losses of his company due to bad 
debts. The wiser the credit extension, the lighter is the load 
of the collection system because fewer invoices become delin¬ 
quent. The best way to reduce bad debts is to extend credit 
carefully. 

No matter how keen and shrewd the credit man may be, 
however, in identifying good credit risks and detecting bad 
ones, he occasionally makes a mistake. Dealing as he does 
with human factors, he cannot hope to make a perfect record. 
Changes may develop in the customer’s financial status, 
changes that injure his credit and cause him to fall behind 
in meeting his obligations. The collection system must handle 
such situations. 

What a Successful Collection Letter Is. A successful col¬ 
lection letter is one that holds the goodwill of the customer 
while it obtains the payment of a pa?t-due account. A collec¬ 
tion manager must be sensitively aware of what is happening 
to the sales curve, because he must protect sales volume at the 
same time that he is collecting money owed the company. 
Responsible for collecting delinquent accounts, yet knowing 
that he must, if possible, preserve satisfactory and friendly 
relations with customers, he finds himself in a dilemma. 

415 
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He must not otFend the customer if he can help it. But 
he must get the money. If he is too drastic, he drives away 
business. This would do no harm if only the faithless individ¬ 
ual who has betrayed his business reputation and who never 
intends to pay anyhow were driven away. Such a loss would 
be helpful. But unless the collection manasrer handles his 
appeals and threats with great care, he sometimes finds that 
he has alienated some of his steady buyers who are good but 
slow pay. Yet he dare not forget the other side of the picture. 
If he is too lenient, his own company will fall short of funds 
to carry on its own business. Debtors, becoming familiar with 
his reputation for being easy, may let him wait for the money 
while they pay others who are more strict. 

Three Broad Classes of Credit Customers. Credit cus¬ 
tomers are classified as those who are (1) good pay, (2) good 
pay but slow, (3) uncertain. 

(1) Those who are good pay are reliable. They pay when 
noticed. They are anxious to keep their credit unimpaired and 
co-operate with the credit department when they delay a 
payment. This class is gilt edged. 

(2) Those who are good pay but slow are probably reliable 
in the long run, but they cause the collection department most 
of its correspondence. These customers are careless but rarely 
dishonest. They intend to pay—eventually. 

(3} Those who are uncertain will creep into the credit 
list in spite of the shrewdest judgment of the credit man. 
They are unreliable, and their unreliability may at first fail 
to come to light, even under careful investigation. Some of 
them are dishonest. They pay under pressure. When dis¬ 
covered, they are reduced to a cash basis. This class is a bad 
risk. 

Creating a CoUeetion F<dIow-ap System. Collection letters 
are usually written in a series with the pressure increasing 
from the first letter to the last Collection procedure tails 
into four stages: 

1. Reminder S. Discussion 

2. Stronger reminder 4. Urgency 
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Psychology of CoUectioQ. Select your appeals to match the 
stage at which your letter is sent. In Stages 1 and 2 appeals 
are mild; in Stages 3 and 4 they are vigorous. 

When to Use Important Appeals. Important appeals are 
used as follows: 

In all letters: fairness, co-operation, self-respect 

Helpful in every letter: pride, self-interest, honor 

Useful in any letter: success, fair play, wish to avoid 
unpleasant things, force of habit 

To be used when appropriate: self-esteem, community 
prestige, desire for comfort, acquisitiveness, family 
affection, imitation (of other good businessmen), loy¬ 
alty (to a friendly house), competition, curiosity, 
shame (to be used sparingly) 

Important in later letters: fear, threat, annoyance of legal 
force, ultimatum 

Never to be used: anger, contempt, pity 

We now apply these appeals to the three main classes of 
delinquents. 

(1) To those who are good pay: 

Have you overlooked this account? Is our memorandum of the 
account correct? May we have your check for g39.42 in order that 
we can close accounts by Friday? Is there some reason for delay? 
We know that this statement has merely escaped your attention, and 
we suggest that when you send in your check you also make a trial 
order, [followed by sales material] 

(2) To those who are good pay but slow: 

Self-interest (reselling the customer the value of the goods 
originally ordered; reinstating in his mind how the goods looked 
when they arrived; suggesting concrete ways in which he has been 
benefited). Pride. Goodwill. Co-operation. Fair dealing. Honesty. 
Good nature. Wish to avoid annoyance. Good reputation. Success. 
Family affection. Imitation. Competition. Value of keeping credit 
undamaged. Are you short of capital? Are your own collections 
slow? Our salesman, Mr. Blank, tells us business is pretty slow in 
your locality. How about a bank draft? Won’t you tell u« why your 
account has gone unpaid? If you will only give us the details of 
your present situation, perhaps we can arrange a partial-payment 
plan. Fear, phrased gently. Mild threats, growing stronger. 
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(8) To those who are uncertain, perhaps bad, pay: 

Appeal to discouraged delinquents through pride, imitation of 
other successful merchants, shame, fear, and threat of a lawsuit. 
Appeal to dishonest delinquents simply through fear, threat of a 
lawsuit, and direct legal steps. 

The Four Stages of Collection Procedure Illustrated. Most 
customers pay when they receive a statement. If they did not, 
business could not be done on credit because the confidence 
that supports the credit structure would collapse. A customer 
is not delinquent until his Invoice runs unpaid past the date 
on which it was due. Collection pressure does not begin until 
the flrst reminder is sent. 

(1) Reminder. Collection reminders are memory helps. 
They keep the invoices before the eyes of the delinquents. 
They may embody sales material suggesting reorders; they 
may carry an enclosure introducing new goods. A news item 
of current interest may be used. The assumption is oversight. 
You assume that the customer has overlooked the invoice and 
will pay as soon as he reads the reminder. 


Timely 

Contact 

Reminder 


Sales^ 

Material 

^•Softener** 


Stage I: Reminder Including Sales Material 

In these summer days we are sure that you are 
• thoroughly enjoying the Polar Cub electric fan pur¬ 
chased from us. 

. 

< May we count on receiving promptly a check for 
i $12.50, which is the balance due on your account? 

Enclosed is information on the new electric drier 
to be used with the Easy washer you bought from us 
some time ago. 

' We think you will be interested in it, and, as sug¬ 
gested, a demonstration will be given in your home. 
Just indicate your desire with regard to this when 
.sending in your check. 


(2) Stronger Reminder. The stronger reminder is a sec¬ 
ond memory jog put in stronger terms. The news item or the 
sales material, which, like a shock absorber, insulated the 
money request in the first notice, is now withdrawn, because 
attention must be concentrated on getting the check and 
balancing the account The phraseology becomes more definite, 
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added pressure appears, and the request for the check is 
forthright. 

Courtesy is maintained. The assumption is again over¬ 
sight. You assume that the customer has once more over¬ 
looked the invoice and will pay as soon as he receives the 
second notice. Questions may be included to make sure that 
the amount is correct or the goods are satisfactory. 


Stage II: Stronger Reminder—Request More Definite 


Direct 

Strong 

Reminder 

Making 

Action 

Easy 


You will note from the attached statement that 
our July invoice has apparently been overlooked. This 
. amount is small, and we feol that we may rely on you 
to make payment now in order to avoid the annoyance 
of further correspondence. 

J A stamped, self-addressed envelope is enclosed for 
1 your convenience. 


(3) Discussion, The aim of the letter of discussion is to 
get the check or to draw a reply from the customer. The cus¬ 
tomer has now ignored a simple reminder and a stronger 
reminder of his obligation, and his account has run perhaps 
several weeks i)ast the due dale. He must be made to send 
a check or to break his silence and tell what the difficulty is 
that prevents him from doing so. 

The appeal to friendly co-operation is now brought into 
play: “Won't you tell us frankly what the difficulty is?” The 
assumption is financial difficulty. You assume the customer is 
in the midst of money troubles and has hesitated to tell about 
them. The request for a check or an explanation is insistent. 
The customer must pay. Although the letter exerts increasing 
pressure, its tone is courteous. 

Stage III: DiscusMon—Get the Cheek or Draw a Reply 

✓ 

Can you help us out? Won't you tell us frankly 
just what the difficulty is? Six week? have now gone 
by since your account, itemized on the enclosed state¬ 
ment. became due. To our letters of July 15 and 
August 1. calling attention to the evident oversight, 
we have bad no answer. 


Contact: 

Restates 

Facts 



420 


CREDIT AND COLLECTION LETTERS 


[Unit 12 


Appeal to 
Co-operation 


Reheareee 

Credit 

Afateriol 


Appeal to 
Fair Play 


Direct 

Demand 


As we have had do word to the contrary, we feel 
confident that the purchase made has proved satis* 
factory, that our records are correct, and that you 
are indebted for the amount indicated. We want to 
enjoy the moat cordial relations with our customers. 
We want them to buy freely and to use their credit 
privileges to the fullest extent. But to make it pos¬ 
sible for us to offer such services, we must have equal 
cooperation from our customers. We must have 
prompt payment of accounts when they become due. 

Your credit privilege is valuable. Your credit 
record has been sound. We want you to keep it so 
because of the advantages it opens to you. For ex¬ 
ample, we are just now beginning to receive our new 
fall stock, fresh, beautiful, and promising splendid 
selections. We want you to be among the customers 
who will enjoy a chance to make advance selections, 
and we are therefore anxious that you do not allow 
this small amount to prevent your taking advantage 
of the opportunity. 

You have already enjoyed a liberal extension of 
time. As a matter of fair play and in justice to other 
customers, we cannot longer permit a delay in pay¬ 
ment We hope you will let us know at once the dif¬ 
ficulty that has caused the delay, and we urge you 
to retain your past good credit standing in our estab¬ 
lishment. 

{ If you are to do so, your check to cover the full 
amount of the statement must be in our hands by 
noon of August 21. 

This discussion rehearses credit material and stresses the 


appeals of fair play and co-operation. Attention is called to 
the exact amount of the statement, the dates of previous let¬ 
ters, and the amount of time during which the debt has been 
overdue. The message closes with a direct, imperative demand 
for explanation and a payment. 

(4) Urgency. A letter of urgency is a letter of foree» 
delivering the ultimatum to the customer who has chosen to 
ignore two letters of reminder and a third letter inviting dis¬ 


cussion. The urgency letter should be promptly followed by 
the action it threatens to take. That concern is most respected 
which lives up to its word. The assumption is that the cus¬ 
tomer must be made to pay. 
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The language of urgency is sharp and imperative. Leni¬ 
ency, offered in previous letters, is now excluded. The key¬ 
note is ftnality, an insistence on immediate payment. But the 
insistence must be in a reasoned phraseology that avoids show 
of anger. The threat of action to be taken in case of failure 
to pay may be to place the account in the hands of a collection 
agency or to institute a suit at law. 


Stage TV: Urgency—Threat of Other Action 


Final 

Restatement 
of Facts 


Appeal to 
Fair Play 


Appeals 
to Fear, 
Self-Esteem, 
Community 
Standing 


Final 

Action; 

Urgent 

Demand 


We regret that our letters calling attention to 
your indebtedness and urging payment of your ac- 
• count have received no consideration. The attached 
statement indicates the exact amount of your account 
.and the full period of your delinquency. 

You have already enjoyed an extension of time 
far in excess of that permitting good credit standing. 
Justice to our customers makes a further delay of 
the payment of your account out of the question. 

We must now inform you that, unless your check 
for your account in full is in our hands by September 
5, we shall be forced to consider that you have no 
desire whatever to co-operate with us. Your account 
will then leave our office and will be transferred to a 
collection agency. You are aware, of course, that 
such action lowers one^s credit rating in the com¬ 
munity. We fee] certain that you will prevent such 
an unfavorable situation by attending to this matter 
at once. 

Let US urge you to act immediately in order that 
it will not be necessary for us to resort to this un¬ 
friendly method of protecting our interests. To fore¬ 
stall this more rigorous and unpleasant action, it is 
imperative that your check be in our hands not later 
.thw September 5. 


Note how this letter uses one insistent phrase after an¬ 
other to emphasize the necessity for final action if another 
measure is to be avoided. Appeal is made to self-esteem, 
community prestige, fair play, and fear. 


Time Inteirals in Collection Procedure. The time interval 
between letters depends on several factors: (1) the credit 
standing of the customer on the basis of the original credit 
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investigation and his past record, (2) the fact that the cus¬ 
tomer has or has not been delinquent before, (3) the nature 
of the business of the company—whether usual credit prac¬ 
tice allows long or short collection periods, (4) business con¬ 
ditions. Businessmen are not in full accord among themselves 
in regard to the proper time intervals; but they are in general 
agreement that the more serious and urgent the case, the 
shorter should be the time between letters and the sooner the 
matter should go to legal action. 

If the customer has always been known as good pay, the 
time intervals are liberal. If he has earned the reputation of 
being slow or uncertain, the time intervals are shortened. 
If he has been delinquent shortly before, it would be foolish 
to attempt to use all the letters of the same series in the same 
order because he would know at what point his payment would 
be forced and would be inclined to wait for that point. The 
collection manager then employs surprise tactics by dropping 
out one or more of the steps, moving from hrst reminder to 
discussion, or beginning at once with a stronger reminder 
and then bringing matters to an abrupt conclusion by sending 
the last-chance urgency letter. 

Accepted custom in the trade also dictates the usual period 
allowable for bringing in slow accounts. The farm-implement 
business may allow credit terms extending over months with 
a collection period thereafter running for more months. At 
the other extreme a specialty manufacturer, selling a product 
in high demand and operating on small capital and fast turn¬ 
over, may shorten his collection period to a matter of days 
from the reminder to the Anal letter. 

Business Conditions Affect Timing. In flush times col¬ 
lections come in with ease. Everyone has money because 
everyone is enjoying prosperous trade, is making more than 
normal profits, and is optimistic. Under these conditions col¬ 
lections are prompt and systematic, and regular procedure is 
strictly enforced. In times of severe depression no one seems 
to have money because merchants are suffering subnormal 



S«c. 2] COLLECTION LETTESS AND FOLLOW-UP SYSTEMS 423 


trade, are making little if any profit, and are in an attitude 
of fear that worse things are ahead. They hoard what little 
resources they have. Under these conditions'one can not hope 
to make collections with normal promptness. Intervals be¬ 
tween letters are widened, and collection policies are modified 
to fit the situation while it endures. 

In the collection follow-up procedure analyzed on pages 
418 to 421, the interval between letters was approximately 
two weeks. The fan was bought on June 1. Under the terms 
of the store the invoice became delinquent, and therefore 
subject to collection, after July 10. On July 16 the store sent 
what was in effect a sales letter with a mild collection re¬ 
minder tucked in. On August 1 the stronger reminder went 
out. On August 15 the letter of discussion asked for an 
explanation and the check. On September 1 the five-day 
ultimatum was sent. Observe that a two-month period was 
allowed to pass before the threat of the collection agency and 
the resulting damage to credit standing was made. Such col¬ 
lection procedure is close. Good-pay accounts are permitted 
to run longer. The intervals between reminders and later let¬ 
ters may then become four weeks or longer. 

Collections Naturally Follow Adjustments. One must set¬ 
tle trouble, complaint, and difiicuity before one can collect 
money owed. Thus we study adjustment correspondence be¬ 
fore that of collection. Only when any dissatisfaction of the 
customer with the product or the service has been removed 
can the account be collected. No one expects either to pay or 
to collect an account until all errors have been rectified. Hence, 
in normal business operations, adjustments must be taken care 
of before collections can be made. 

Modem Collections "Save the Customer.” The ordinary 
run-of-the-mill collection letter depends far too much on fear 
and threat. A customer-killer, it smashes goodwill, even if it 
does frighten the money out of the debtor. 

The good collection letter does not unleash fear and threat 
until the closing stages. Instead it relies on the constructive 
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appeals of pride, self-esteem, reputation, fair play, and the 
golden-rule co-operative spirit. So vivid does the modem 
letter make the obligation that the debtor’s conscience goads 
him into paying. In other words, the modem collection letter 
literally sells the delinquent into paying his account. The 
hammer and tongs of yesterday yield to the collection sales¬ 
manship of today. 

‘‘Save the Customer” is the modem collection manager’s 
slogan. “Save the Customer” runs the motto he keeps on the 
wall. It has been well said that, although the sales-letter writer 
of olden times used to write his sales letters as if they were 
collection letters, the modem collection manager writes his 
collection letters as if they were sales letters. 

PROBLEMS 

1. A publishing house used the following letter in an at¬ 
tempt to collect a small* sum from a retail book firm, which 
had allowed the account to run for twelve months: 

We wish you would be good enough to send us the $1.76 you 
are owing us for two Nature Story Books shipped you last year. 
We don’t quite understand how this order got past our credit de¬ 
partment as your rating in the mercantile agency books is not such 
as would entitle you to 6c worth of credit from any responsible 
firm. Of course you know that the amount of this bill is too small 
for us to send out to an attorney for collection and we take it you 
are just simply disposed to be nasty about it and not pay it. We 
don’t know but we have a hunch that we can give you $1.76 worth 
of advertising if you don’t come along with this money and do it 
promptly. 

(a) Hand in a written summary of the faults of this letter, 
making special note of tone, appeal, and threat. 

(b) Rewrite the letter, using suitable appeals and a force¬ 
ful close. Use any name and address you wish. 

2. You are the manager of the Granville Hardware Store, 
1312 Beechwood Avenue, smur city. Charles Farrell, 2298 
Meridian Street, owes $91.47 for garden tools purchased on 
March 12. It is now June 20. (a) Plan the collection proce¬ 
dure with dates, (b) Write the reminder and the stronger 
reminder. 
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3. Mrs. Brandon Willets, of 2911 Sheridan Place, Chicago 
33, whose husband is a man of wealth and of A credit rating, 
has purchased a $950 fur coat from the fur department of the 
Burton-Macy Dwartment Store, of which you are the collec¬ 
tion manager. The coat, you find, was entirely satisfactory; 
and the customer, the department reports, was much pleased 
with it. The account is four months old, and no payment has 
been made, although you have sent two statements, two 
printed formal reminders, a first letter of reminder phrased 
very mildly, and a letter of strong reminder based entirely on 
the assumption of oversight. The case has now been brought 
to you for special treatment. 

Write the letter of discussion, bearing in mind that you 
are dealing with the wife of a wealthy man whose credit and 
buying power are gilt edged. Aim to obtain payment without 
offending. 

4. As the collection manager of the Whitehall Wholesale 
Hardware Company, 479 McNichols Road, Detroit 23, Michi¬ 
gan, take care of the following situations: 

(a) Mr. Ford Wentworth, a customer with a past good 
record, has ignored your reminders, but he writes a reply of 
explanation in answer to your letter of discussion. He asks 
for an extension of time, promising payment within three 
weeks from date. Grant the extension, but explain precisely 
why you are doing so, and emphasize that the date of three 
weeks hence is final. Use courtesy but maintain a firm tone. 

(b) Mr. Samuel Waite, another slow-pay customer with 
a past good record, replies to your discussion letter with an 
explanation and a request for the privilege of paying off his 
balance in installments. Grant the request, fixing the exact 
dates on which payments must come in and suggesting the 
final time limit and the size of payments. Be firm but courteous. 

5. As the manager of the Crystal Falls Sports Goods Shop, 
883 Rahway Avenue, Newark 9, New Jersey, you sell sports 
equipment to well-to-do customers who have the means to 
select practically whatever they want. Mr. Norton Caldwell, 
a fishing enthusiast, has purchased from you an elaborate set 
of rods, reels, and flies, his purchase totaling $129.50. His 
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credit rating at the time of the purchase is “good but slow." 
He is now delinquent five months. 

Assume that you have already sent Mr. Caldwell two 
printed notices, a letter of reminder, and a letter of strong 
reminder, (a) Write a letter of discussion, using chiefiy the 
appeals of fair play, co-operation, and the sporting attitude, 
(b) Write a letter of urgency, appealing chiefly to personal 
pride and self-esteem, and using a final threat of a suit at law. 
Make it evident that you accept the last resource with per¬ 
sonal regret, and keep the sporting atmosphere evident up to 
the last paragraph. 

6. As the comptroller of the Fitch Woodworking Company, 
8200 Oak Avenue, Omaha 7, Nebraska, you have received a 
memorandum from the manager of the collection department, 
containing the detailed account of $678 due from the Fanchon- 
Lebberley Company, of Dover, Delaware. An examination of 
the records shows that you have had some difficulty with this 
firm in the past, apparently because of faulty methods in its 
accounting department. Never before, however, has the situa¬ 
tion reached the point where you have been forced to mention 
legal action. Write a letter of urgency appealing to the desire 
to succeed, to business efficiency, and to credit as an asset now 
being risked. Mention your reluctance to resort to legal action 
and your disinclination to hand the matter over to your attor¬ 
neys. Set a final date for payment, and ask the firm to tele¬ 
graph you the moment its check goes into the mail. 

7. You are collection manager for School Supplies, Inc. A 
number of accounts have run past the due dates. 

{Note: General background material for these problems may 
be found by glancing about the average classroom. Chairs, desks, 
tables, files, globes, maps, library equipment, desk accessories, and 
the like may be used as the subjects of the collection letters.) 

(a) Write a first reminder to a normally good-pay cus¬ 
tomer. Enclose a statement. 

(b) From the customer mentioned in (a) no response has 
been received. Write a strong reminder. Enclose a statement. 
Suggest the desirability of establishing mutual understanding 
and credit on a firm basis at the very beginning. 
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(c) Outline the time schedule for your collection follow-up 
system for School Supplies, Inc. Assume that, before you 
send your collection letters, you use the following devices: 

(1) A statement with a reminder printed in red at the 
bottom 

(2) A statement with a printed colored sticker of re¬ 
minder 

(3) A statement with a formal printed card of re¬ 
minder 

(Note: The use of these forms is assumed. All that you need 
to do here is to suggest when such forms as these would be sent. 
The schedule for your collection follow-up system is to include dates 
showing the normal interval after each mailing.) 

(d) A number of slow-pay cases have developed. Write a 
letter of discus-sion to a slow-pay customer who has had a past 
good record but who has ignored your first two letters of re¬ 
minder. Develop appeals of self-esteem, imitation of others, 
co-operation, and the like. 

(e) Write a letter of urgency to the customer in (d), who 
has failed to answer your letter of discussion. Select your 
own appeals from the lists on pages 417 and 418. 

(f) Write a letter of discussion to a customer who has de¬ 
veloped into a bad-pay case and who is now delinquent for the 
second time in six months. Stress fair play and co-operation. 

(g) Write a letter of urgency to the customer mentioned 
in the previous paragraph. He has failed to answer your letter 
of discussion. Your urgency appeal should be insistent. 

(h) A slow-pay customer with a past good record has 
ignored your reminders, but he writes a letter of explanation 
in answer to your letter of discussion. He asks for an exten¬ 
sion of time, promising payment within three weeks from 
date. Grant the extension, but explain precisely why you are 
doing so, and emphasize that the date of three weeks hence is 
final. Use courtesy but maintain a firm tone. 

(i) Another slow-pay customer with a past good record 
answers your discussion letter with an explanation and a re¬ 
quest for the privilege of paying off his balance in install¬ 
ments. Grant the request, fixing the exact dates on which 
payments must come in and stating the final time limit and 
the size of payments. Be firm but courteous. 
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REVIEW 

The following letter is correct in its sentence and para¬ 
graph division, but it does not (x^ntain any punctuation except 
the periods at the end of the sentences* Rewrite the lett^ 
with the correct punctuation inserted* 

Gentlemen: 

Eighty flve stories up go the silvery Lines of Enduro the per- 
lected stainless steel. 

On the historic site of the famous old Waldorf Astoria the 
tallest structure in the world pierces the changing sky line of New 
York a majestic study in gray and shimmering silver. It is the 
Empire State Building. 

Stretching up two aides of the building for more than 1,200 
feet glittering ribbons of Enduro catch and reflect the light produc¬ 
ing the same impressive effect that this new perfected stainless steel 
gives to the silvery summit of the Chrysler Building. 

Enduro flts into the modem trend in industry. Because it does 
not tarnish or rust automobile manufacturers have adopted it for 
radiator shells head lamps and other lustrous parts. 

Because It resists acids and is so easily cleaned it is widely used 
In the manufacture of dairy machinery s(^a fountains hospital and 
restaurant equipment. In the oil and chemical fields where for years 
corrosion has been a constant spectre Enduro has brought new 
economies and greater efficiency. 

The uses of this revolutionary metal seem almost limitless for 
in spite of its amazing properties Enduro is easy to work. It can 
be welded stamped cast deep drawn or wire drawn and it is stronger 
than carbon steel Its glittering finish cannot chip or wear thin 
because it is the same all the way through. 

Republic’s tremendous facilities are backed by a special metal¬ 
lurgical department which will work with any manufacturer in 
applying this new znetal to his product. 

A request will bring you an instructive series of booklets deal¬ 
ing with Enduro and its uses. 

Very truly yours 
Central Alloy Division 
Refubug Steel Corporation 
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AND BUSINESS PROMOTION 


INTRODUCTION 

The aim of business is to serve the public by providing 
needed services and articles at fair prices. The sales program 
Is the motive power, the heart of it. The other essentials— 
adjustments, credits, collections, and the supply of informa¬ 
tion—have grown up as needed auxiliaries. 

Every business letter is a sales letter, whether it is a letter 
offering goods or services or building reputation. All letters— 
answers to inquiries and requests, sales letters, adjustment 
letters, and collection letters—^must try to turn people into 
customers, make them permanent customers, and keep them 
as friends. Hence, every letter, sells goods or goodwill, articles 
or reputation. 

Not only the sales writer, but the general correspondent 
as well, operating in whatever department, can be as much 
a sales representative as the man who travels with his sample 
case. The chance to make hundreds and thousands of personal 
contacts each year by letter is full of creative possibilities, if 
the writer is gifted with a touch of imagination and a feeling 
for tact. 

What Is Selling? Selling is the act of establishing a desire 
to buy and bringing about a decision to act upon that desire. 
The fault of thousands of sales letters is that they try too hard 
to '*seir’ (that is, to force something upon) the reader instead 
of making the reader, through interest and keen desire, want 
to buy. He who roasters this vital difference at the beginning 
is already on the way to success. He has learned the secret. 
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Some Advantages of the Sales Letter. A sales letter is: 

1. Personal: it is a message sent to an individual at a 
specific address; it can be made direct and personal 

2. Adaptable: it is a medium used to market products 
costing as little as $5, as much as $5,000 

3. Economical if properly used: it costs about 3 per cent 
of sales in contrast with the services of salesmen, which 
coat about 10 per cent; the letter, except for postage, 
has no traveling expenses, no hotel bills 

4. Capable of being checked for exact results: the mailing 
list shows where each letter goes 

6. Flexible: it will reach as many or as few people as 
desired, without waste circulation and with a message 
as short or as long as needed 

Meeting Customers by Letter. If you were the manager of 
a small retail store, you and your sales force could enjoy 
personal talks with all your customers—pleasant conversa¬ 
tional contacts. This you find ever harder to do, however, 
because as your store becomes larger and more successful, 
your customers increase in number. Finally it becomes physi¬ 
cally impossible for you to have a personal talk with even a 
tenth of your customers. 

You may then turn to the sales letter as the closest ap¬ 
proach to a personal interview. You can give it human 
qualities—courtesy, naturalness, logic, interesting manner, 
and enthusiasm. Through such letters you extend yourself 
and your personality. You now talk not to one customer but 
to five hundred or a thousand at once, each getting his own 
sealed message. Your letter has become a multiplier of your¬ 
self. 



SECTION 1 

PREPARING TO WRITE A SALES LETTER 
Studying the Product and the Buyer: 

!• What Have We to Sell? 

2. Who Will Buy It? 

In getting ready to write a sales letter, you will follow 
eight vital steps. Here they are: 

The Eight Steps in Market Analysis * 

(1) Study the product {or the service). Learn what mate¬ 
rials go into it, how It is made, what its advantages are, what 
its uses are. 

(2) Study the market for the product. Study the man 
to whom you are about to write. Consider where he lives, 
whether he is an old customer or a new one. Are you answer¬ 
ing his inquiry? 

(3) Determine the aim of your message. It he has not 
inquired, decide whether you want to persuade him to visit 
your store, to order your article by mail, to try your article 
for a few days, or to take some other definite action. 

(4) Determine how interested the reader is. How much 
interest has your reader in your product? How much does 
he know about it? Only when you have the right answers to 
these questions can you choose the right appeal. If he has 
never heard of a coal stoker for his furnace, you will have 
to describe it for him in order to develop hia interest. If he 
knows all about a coal stoker and its usefulness in his furnace, 
you can assume his interest and go on to list the superior 
features of your particular make. 

(5) Determine whether the results will justify writing 
the letter to him. This point must be decided by past records 


* All of these steps except the fifth may be followed in solving class 
problems. For the futh step a favorable answer must be assumed. 
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and experience. If a similar letter to a similar prospect under 
similar conditions has been successful, this one probably 
will be. 

(6) Choose the central selling point {buying point). The 
central selling point of the article is identical with the central 
buying point: the feature best designed (a) to make the 
strongest impression and (b) to make the product most 
wanted by your reader. 

(7) Assemble the supporting facts and choose those of 
strongest appeal to your particular reader. 

(8) Organize your selected facts according to an effective 
plan. This plan will be outlined In later pages. 

Use This Practical Guide. If a motorist wants to make 
a trip from Portland, Maine, to Portland, Oregon, or from 
Los Angeles to New York, he consults the road maps and 
makes a routing, or he has one made for him. Just so, if you 
want to write to a buyer about an article, you must know 
first how the article can be used, what it will do, who will 
need It, who has the money to buy it, and where the buyer, or 
group of buyers, may live. Use the following simple guide: 


Market'Analysis Guide 


1. The article (or service) 

2. The market 
8. The medium 

A sales writer who failed to study his article and who 
paid no attention to the character and the location of the 
individual (or group) to whom he was writing would invite 
disaster as surely as a transoceanic flyer who would take off 
in a thick fog without instruments. (!>ne would be as blind 
as the other. 


OB 


1. What do we have to sdlT 

2. Who will buy it? 

3. How shall we reach him? 


Studying the Article (or Service) 

Digging for Facts. You must dig for facts about your 
product. How can such facts be found? Suppose we select 
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a hammer and a thermos jug as illustrations. What facts 
can we gather about these articles? We must search for facts 
about (a) materials^ (b) manufacturing methods^ (c) con* 
structiont (d) method of operation, (e) design and appearance 
of the finished product, and (f) uses. Let us set to work. 

Th€ hamm€r. Made of drop-forged steel, tempered to super- 
hardness; nail-pulling claw split to fine point; full nickel-plated 
flnish on head; head anchored to handle with adjustable wedge- 
screw that can be tightened whenever needed; handle of selected 
second-growth hickory with mahogany finish; price, $2.50. 

The thermoB jug. Ground-cork insulation; glazed stoneware 
liner; substantial and durable metal case; baked enamel flnish; 
convenient flat rubber-insulated stopper; smooth-threaded screw top 
that can be used as cup; colors, green, tan, cordovan, and sky blue; 
chromium flnish on screw top; jug of full-gallon capacity; liquids 
or foods kept hot or cold eight to ten hours; price, $3.26. 

Studying the Market 

What Kind of Person Is Your Reader? If a man, is he 
young or old; wealthy, middle class, or poor; married or 
single; a laborer, mechanic, farmer, professional man, or busi¬ 
nessman ; of broad, average, or slight education ? If a woman, 
what are her age, ability to buy, station in life—housewife, 
servant, office or factory worker, club woman, or society 
leader? We must aim the letter at the central interests of the 
man or the woman to whom we are about to write. We can 
identify the central interests only after we have the answers 
to these important questions. 

Discovering Buying Habits. An agency survey of New 
York retail stores shows that women outrank men as cus¬ 
tomers. This fact confirms the opinion of experts that women 
do from 70 per cent to 90 per cent of all buying. In only two 
out of twelve kinds of establishments did men outrank women 
as buyers. These two were automobile agencies and hard¬ 
ware stores. The table at the top of page 434 gives the de¬ 
tails in relative percentage of purchases by men and by 
women. This study of the market reveals buying habits. 
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CLASS OF MERCHANDISE 

: PERCENTAGE OF PUEGHASES 

BY MEN 

BY WOMEN 

Drugs . 

22% 

78% 

Department-store goods. 

18% 

82% 

Groceries . 

19% 

81% 

Silks . 

2% 

98% 

Pianos ... 

22% ' 

78% 

Leather goods . 

33% 

67% 

Automobiles . 

59% 

41% 

Hardware . 

51% 1 

49% 

Electrical supplies.. 

20% ! 

80% 

Men's socks . 

25% 

76% 

Jewelry . 

20% 

80% 

Men's neckwear. 

37% 

68% 


Finding the Educational Level of the Market. The people 
in a small town are chiefly interested in farming and lumber¬ 
ing. The fifty firms range in size from a large canning factory 
and a large lumber mill down to small filling stations. Of the 
heads of these fifty establishments, only seven have had edu¬ 
cation in schools higher than high schools, twenty have had 
high-school training, and the remaining twenty-three have had 
only eighth-grade training or less. Here the study of the 
market shows the educational level of the town's businessmen. 

Finding What the Market Wants. Finding out what peo¬ 
ple want is of vast importance to every business. England’s 
Lord Inchcape tells of the interesting things he found as a 
member of the Commercial Intelligence Service, provided for 
manufacturers by the British Board of Trade. The English 
manufacturers were sending British goods to foreign coun¬ 
tries. Hence they had to know what countries wanted their 
goods and what sort of goods were wanted. Lord Inchcape 
gives two examples: • 

Before the First World War Lancashire was sending great 
quantities of turkey-red handkerchiefs to Russia, where women 
used them as head coverings. These handkerchiefs were ob- 

• Bridget and Tiltman, Kingt of CommoTco (New York: Crowell 
publiebing Company). 
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long in shape, but the Russians preferred them square. Ger¬ 
man manufacturers discovered this preference before the 
Lancashire people did, and they flooded the market with cheap 
square handkerchiefs. Lancashire lost the trade. 

The second case was that of the Serbian kitchen knives. 
At one time Sheffield, England, had all of this trade, but a 
German commercial traveler discovered that the Serbian peo¬ 
ple liked a knife broader at the point of insertion in the handle 
than the English model. The German manufacturer yielded 
to the Serbian whim and made knives in this shape. The steel 
was not so good as that of the British knives; but in spite of 
that, Germany won the whole market. In the East, however, 
where the English were quick to adapt themselves, British 
trade boomed. 

These studies of the market show what people want. 

An Actual Market Analysis— 

The Case of the Klean-Rite Motor Service, Inc. 

The following case takes you behind the scenes and shows 
you how one market was put under the microscope and ana¬ 
lyzed. The president of the Klean-Rite Motor Service, Inc., 
the leading car-washing service in a city of eighty thousand 
people, knew that, if sales could be increased, his operating 
costs could be reduced. At his request an expert analyzed the 
market and made recommendations, as shown below and on 
pages 436 to 438. 


Market Analysis 

I. The Service: What Do We Have to Sell? 

(1) Car wash: the main service. Every car is given a more 
thorough cleaning than it gets on the best of other garage wash 
racks. Methods and equipment are specialized, and the employees 
are highly skilled in their operations. Each man has only a certain 
part of the job to perform. The wash is divided into three phases: 

(a) Chassis wash: This is performed by two men using streams 
of hot water under pressure induced by special air pumps. These 
men give their attention solely to the chassis. Standing In pits 
along each side of the car, they have easy access to the under parts. 
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(b) Body wash: The car is enveloped in lathery suds and swabbed 
with long-handled brushes and sponges on every inch of its surface. * 
The top, often neglected by car washers, is thoroughly cleansed be¬ 
cause water dripping from a carelessly cleaned top will cause un¬ 
sightly streaks on the body, (c) Drying and polishing: The body is 
dried with chamois skins; the inside of the car is vacuum-cleaned; 
all nickel and chromium are polished. 

That is the regular wash job, done at a flat rate for various 
types of ears and including just the services mentioned. There are, 
however, a number of other services: 

(2) Greasing: Using the modern automatic-pressure 

greasing apparatus. 

(5) Crank-case service: Drained and refilled with Pennco motor 
oil. The old motor oil is forced by compressed air through pipes 
directly from the draining pit into a steel reservoir outside. 

(4) Body polish: Performed at once after the body wash, if re¬ 
quested, with Brilliant-Shine, an excellent finish preservative. 

(6) Reflnisher: A semipermanent body polish of a more lasting 
nature, having the qualities of the well-known Gleamize. About a 
half day is required to apply it and rub it down properly. An ad¬ 
vantage of this polish over Gleamize is that, while the latter must 
be applied in small areas about a foot square, Reflnisher may be 
spread over the entire polish surface before rubbing is begun and 
BO yields a smoother ftnish. 

(6) Vacuum cleaning of the car interior: A goodwill service in 
connection with the wash job. The equipment consists of a large 
stationary vacuum dust-tank and a long hose. 

(7) Uotor wash: The motor is washed dean of grease through 
the use of a mixture of hot water and kerosene. 

(8) Gear-case service: By special apparatus, differential and 
transmission housing are flushed out with a grease-cutting mixture 
and refilled with a high-quality grease. 

II. The Market: Who WiU Buy Our Servicet 

Two classes of car owners must be approached: (1) The man 
who washes bis own car and performs other services for it. He 
must be shown how much more thorough a job can be done at the 
auto laundry, and how it is a waste of his time to perform those 
tasks which can be done here so much more effectively at reasunable 
cost. (2) The man who takes his car to another garage, but who 
can be shown the faster and more specialized service given here. 

III. The Medium: How Shall We Reach Proepective Cuetomerst 

Because of our location, seven blocks off the square on Mifflin 
Street, newspaper advertising would be unwise. Much of it would 
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be wasted on car owners who live too far away to be prospects. The 
solution to the problem is direct mail. Our recommendations are: 

(1) A mailing list of 1,000 car owners on the east side, indud* 
ing businessmen, should be compiled. 

(2) A four^page illustrated letter, to be printed on twenty- 
eight-pound substance two-text paper, and folded once to the size 
of the regulation business letter, 8% by 11 inches, should be pre¬ 
pared. The advantage of this paper is that the front page, which 
will bear the letterhead of the company and the multigraphed letter, 
has a bond surface with the texture of high-grade business sta¬ 
tionery. The inside of the letter, however (see enclosed sample), is 
coated and presents a fine printing surface for small-screen halftones. 

(3) Two human-interest appeals should be used. The first 
should be a comparison of the ordinary method of washing a car 
with the way In which a small boy washes his face. He leaves a 
water line. There is a water line on every car washed in the ordinary 
way. There is, however, no water line on a car when it comes from 
Klean-Rite. 

The second human-interest appeal is Hr. Manville himself, an 
exceptionally good personality that can be used in bringing in and 
keeping customers. Mr. Manville is a pleasant and likable man. 
His picture, showing his smile, should be featured. 

(4) Now should come a description of how K-R cleans the car 
and a list of some of the more important services rendered. The 
services that are distinctive to this organization alone should be 
emphasized. 

(6) The city survey made by Miss Barnes furnishes the com¬ 
pany with an effective mailing list for future broadsides or selling 
letters. Every name on the list represents a prospective customer. 

The cards can be sorted into any number of classifications: for 
instance, territory, newness of car, customer or good prospect, model 
of car, kind of car. Each letter can he made a personal letter be- 
cause we now have specific knowledge about each customer. 

IV. Recomm^cTided Sales Letter Program 

(1) Letters telling of the convenience offered by Klean-Rite 
should be sent to the people living near the company. 

(2) Letters telling about ''call-and-delivery plan/’ which brings 
the service as near as the telephone, should be sent to people who 
live at greater distances from the company. 

(3) To owners of new cars, letters should be sent telling them 
how Klean-Rite service protects for years the original brilliance of 
their cars. These owners should be warned of the harm done to 
the finish by sun, by rain, and especially by traffic film, when the 
ear is not thoroughly cleaned and polished. 
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(4) The owners of cars that have been driven several seasons 
should be impressed with the possibility of restoring the original 
brilliance to ^eir car through K-R service. 

(6) Car owners who have not been customers can be approached 
through testimonials of satisfied K-R patrons. 

(6) Former customers of the company can be reminded of the 
thorough servicing done by experts at the K-R shop. 

Note the plan of this market study. The service is ana¬ 
lyzed in eight sections, the character of the market is plainly 
defined, and six clear-cut recommendations are given for the 
use of illustrated sales letters. 

PROBLEMS 

1. Following the method used in this section, assemble as 
many selling points as you can for one or more of the articles 
listed below. Include points on material, manufacturing meth¬ 
ods, construction, method of operation, design and appearance, 
and uses. The articles are: (a) a small hatchet; (b) a foun¬ 
tain pen; (c) a pair of gloves; (d) a candid camera; (e) an 
electric fan; (f) an automatic pencil; (g) fifty feet of four- 
ply garden hose; (h) an 18-inch lawnmower. Keep the cus¬ 
tomer’s viewpoint. Dig for your facts. 

2. Write a paragraph about the process you must follow 
to make a market analysis for one of these articles. Give 
samples of the detail you must assemble: (a) a target pistol, 
(b) summer silks, (c) a sports sweater, (d) your favorite 
type of sports equipment. 

3. As manager of School Supplies, Inc., write a letter to 
Merchandising Counselors, Inc., asking them to send a repre¬ 
sentative to discuss your marketing situation. Point out that 
you want more sales in order to reduce selling costs. Indicate 
that your first talk is to clear the field and uncover possibili- 
ties for co-operation. Suggest that, if you ask Merchandising 
Counselors, Inc., to make a study of your market, their recom¬ 
mendations must come before your directors for approval. 

4. Write a description, about a page in length, telling how 
you would conduct a market analysis for any of the publica¬ 
tions issued by your school. 
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5. Write a one-page statement outlining the information 
you will need before you can make a sales presentation for 
Webster's Secondary School Dictionary, latest edition. 

6. Write a one-page explanation of the purpose of the 
report concerning the Klean-Rite Motor Service, Inc. 

7. Choose a downtown business in which you have a friend 
or acquaintance. Ask the manager, or someone representing 
him, about how the store finds out who its customers are, 
what they want, where they live, and the best way to reach 
them. Ask about the use of sales letters. 

(a) Prepare an oral report, to be given before the class, 
on “What I Have Learned from Talking to the Manager of 
. . . . Store about His Customers.” 

(b) Write a paragraph on how a store manager can k^p 
in touch with old and new customers, no matter how large 
the establishment becomes. Give one example. 

8. Below are given the names of a number of familiar 
branded articles. Select one of these articles and indicate, in 
a four-hundred-word statement, the process you must follow 
to complete a basic data analysis and a market analysis in 
preparation for writing a sales letter for the article you have 
selected. In the course of your statement, supply samples of 
the kind of detail you must discover. 

(a) Stanley bench hardware; (b) Keen Kutter tools; (c) 
Mallinson or Stehli summer silks; <d) Remington automatics: 
(e) Winchester rifles and shotguns; (f) Stevens target pis¬ 
tols; (g) Blue Streak ice skates; (h) Bradley sport sweaters; 
(i) Pennsylvania lawn mowers; (j) South Bend fishing tackle; 
(k) Spalding tennis balls, Wright and Ditson racquets; (1) 
Wilson Brothers sporting goods. 



SECTION 2 

CHOOSING THE CENTRAL SELLING POINT AND GET- 
TING ATTENTION IN THE SALES LETTER 

Stimulating the Desire to Buy. Of the three chief methods 
for stimulating human wants, the first is based on the use of 
the article itself. You try the article. You like it better than 
others of its type. As long as you can conveniently get it at 
a price you think satisfactory, you buy it in preference to any 
other. Note this: the article must be conveniently available. 
You must be able to find it without using up energy hunting 
for It. 

The second method is personal selling, usually by salesmen 
who travel from buyer to buyer with facts about the product 
and the uses to which it can be put. 

The third and most widely used method is the written 
sales message. All three methods of stimulating wants may 
be used together in an interwoven program. 

The Sales Letter: Its Four Parts. The sales letter, an 
example of the third method for stimulating wants, performs 
four major duties: 

' 1. It attracts favorable attention (discussed on pages 446 
to 450). 

2. It arouses interest (discussed on pages 453 and 454). 

8. It stimulates desire and convinces the mind (discussed 
on pages 464 to 468). 

4. It gets action (discussed on pages 473 to 486). 

Few letters express these four aims with equal emphasis. 
But when one dominates, the others are implied. For exam¬ 
ple, letters answering inquiries may assume that interest 
already exists and may proceed at once to stimulating desire 
and convincing the mind. 

Let it be understood, of course, that the four structural 
parts are never boxed off in separate compartments. Although 
we study them separately for convenience in discussing and 
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illustrating them, we recognize that they flow together into 
a logical unit of thought. In brief, the four parts shade into 
one another like the colors of a rainbow, the thought stream 
flowing smoothly ahead from one part to the next until it 
reaches a final focus in action. 

The sales letter follows the principles of personal sales¬ 
manship. How close the parallel is may be seen from what 
every good salesman must do: 

(1) Attract attention. 

(2) Maintain interest by giving plentiful facts showing 
the value of the article. 

(3) Stimulate desire and convince the mind by demon¬ 
strating the features that make the article valuable 
to the purchaser. 

(4) Close, that is, secure favorable action. 

A Sales Letter Analyzed. To show how they are performed, 
let us analyze a sales letter that carried out all four functions 
in a complete sales appeal. The tested letter beginning on 
page 442 sold more than one hundred thousand dollars’ worth 
of books. 

You can recognize the unfolding of a complete sales appeal 

after you see the letter broken down into its underlying struc- 
% 

ture. A gripping concrete fact seizes your attention in the 
first line. The first three short paragraphs place you in the 
midst of a little drama and whip up curiosity. Now come two 
paragraphs of factual material to develop and sustain the 
interest aroused by the point of contact. These paragraphs 
then swing around to you, showing how you, too, may master 
the same methods that brought such unexpected success to the 
general manager. These two paragraphs, and the two that 
follow, develop desire for the book and convince the mind that 
it is worthy. Finally come three brief paragraphs to stimulate 
and make easy the desired action. 

This letter discloses the essential features of a complete 
sales message. We shall presently look more closely at each 
of these essential features in order to understand better how 
they work. 
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Attention 


Interest 


^ $itjt67.6t from a single letter! 

The General Manager waa amazed. He hadn't 
the remotest idea that Ae could write a letter that 
would bring in more than 820,000 worth of business. 
But there were the returns to prove it—order after 
order from his circu)ar*letter campaign to win back 
1,305 old customers. 

Was, then, this $22,267.64 letter pure luck? 

Not exactly! For when the General Manager 
heard of our unusual publication on business corre* 
spondence, containing the actual working methods 
of K. R. King, the well-known specialist, he was 
among the flrst to send for a copy. A few weeks 
later he wrote us: 

*'1 must say that I never knew there were so 
many Ane points in business letters as I found In 
Mr. King’s work. Below are the detailed results of 
my circular-letter campaign to win back 1,806 old 
customers. I most certainly owe the unusually good 


results to your publication. 

Business received from Arst letter.$22,267.64 

Business received from second letter. 8,879.67 

Total .$26,147.31 

Average invoice .$82.74 

Average business for each name.$20.03 

Percentage of returns from Arst letter.17.90% 


Percentage of returns from second letter . .10.70%” 
i This is the very frank statement of the treaS'i 
urer and general manager of an important concern 
in , Wisconsin. (The name is on Ale in our 
office.) Seldom, if ever, has there been such a whole¬ 
hearted endorsement of a publication. None the less 
interesting, however, is the experience of W. W. 
Mays, of Albany, New York, who, after reading the 
part dealing witii the power a letter must develop, 
wrote one that made a $1,200 sale. As soon as Whitly 
Supplies, Inc., heard of the publication, they bought 
a copy and later reordered Ave copies. Hundreds 
of concerns are using this book to increase sales, 
collect slow accounts, and soothe disgruntled cus¬ 
tomers. Their letters are becoming more human, 
more compelling, more effective. 

Now, the same methods that these concerns have 
found so valuable are offered to you in Effective 
Communication in Business, the new 660-page book 
by R. R. King. Here are really explained, illustrated, 
and applied the basic princites behind all letters, 
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Desire and 
Conviction 


Action 


including those that win orders, bring delinquents 
to time, build up goodwill and prestige. 

This remarkable book shows how to judge the 
weight of the work a letter must do, how to express 


* feelings or ideas in words, how to overcome indif** 
ference or opposition, how to make your meaning 
clear, how to make your letter get action, how to 
make your letter grip attention, how to plan letter¬ 
heads, how to organize correspondence work, how to 
teat letters, how to find and use ideas for letters— 
650 pages on the preparation of business-winning 
letters and methods that make for success in mail 
work. (See the circular enclosed.) 


Will you examine a copy of this book? 

Send no money now. The book is yours on ap* 
proval for five days’ free examination. If you are 
entirely satisfied, remit according to the terms on 
the card enclosed. Otherwise return the book. 

The sooner you get this book, the more quickly 
you can begin to use it. So send the convenient ex- 
^aminatioD card today—now! 


Selecting the Central Selling Point (Buying Feature). That 
feature of the article most likely to make the strongest im¬ 
pression upon the prospective buyer should be made the 
centra] thought of the letter. That feature is called the central 
selling point. From the buyer’s view* it is the feature that 
makes him most want the product, the feature that is moat 
lUcely to make him buy. 

To find the central selling point, you must know (1) what 
the reader wants and (2) what the article can give, and then 
you must bring these two points forcefully together. Among 
the many qualities discovered in analyzing the product, there 
will be one—possibly a striking feature that sets it off from 
all other products of its type—that makes it particularly de¬ 
sirable to the class of readers you are addressing. This is 
your central selling point. You determine this central point 
by studying the features of the product in relation to the 
needs and the desires of the reader. You sift the qualities of 
the product through your sieve of market analysis and draw 
forth the one central selling point that most powerfully har¬ 
monizes the product with the buyer’s chief need. 
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Example of Findlnfi' the Central Selling Point. A manu¬ 
facturer of electrical equipment brings forth a new electric 
fan. It has all the qualities of competing electric fans. It is 
handsome in appearance, attractive in finish, efficient in opera¬ 
tion, equipped with several speeds, capable of delivering huge 
quantities of air, as silent as most fans. But it needs no safety 
guard because its blades are made of Kamdess rubber. Near 
this fan small children can play in safety. This feature is the 
central selling point, for buyers are seeking a safe fan. 

Bring the Product Into Focus With the Reader’s Wants. 
You have now brought your electric fan into focus with the 
desire of the reader for a safe fan. You have harmonized 
your product with the reader’s need. The harmless rubber 
blades are the one point about which everything else in your 
letter turns. For the buyer who will use this fan in the home, 
the flexible blades are the valuable central feature. 

The Central Selling Point ^ifts as the Class of Buyer 
Shifts. The class of buyer determines the central selling 
point. For example, to the careful mother the central i>oint is 
the harmless rubber blades of the fan; to the electric-appliance 
dealer the central point is that the fan sells faster than other 
competing fans in the same price class and therefore will give 
him more profit through faster turnover; to a purchasing 
agent buying fifty fans for a company with a large office, 
the central point may be that the fan costa no more than 
competing types and needs little adjustment or repair. 

Selecting Material tq Support the Central Selling Point. 
Do not confuse your reader by giving him too many points. 
Emphasize one. Then add concrete facts that support the 
central point, seeing that they are sharp, definite, and detailed, 
and that they give useful information. 

For example, in addition to the central safety feature of 
the rubber-bladed electric fan, you will probably want to tell 
the reader that the new model is streamlined and crinkle- 
finished in soft shades of brown, green, or ivory; operates for 
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two hours at a cost of one cent; has three speeds from zephyr 
to whirlwind; delivers by test 25 per cent more air volume 
than any earlier model; and has an improved Silent-Night 
motor with bearings permanently oiled and sealed for long 
life. A second letter may take up other selling points (buying 
features) and present them in turn. 

Attracting Favorable Attention. Beginning a sales let¬ 
ter is like boarding a moving train. The act may be done 
with faultless ease or with a dangerous jar. No wise man 
jumps at the car steps headlong. Instead, he runs beside the 
coach, increasing his speed until he is moving as fast as the 
car. Then he swings aboard. 

Something like this action is taken by the skillful writer 
in opening his sales message. He swings aboard the reader’s 
train of thought. He diverts the reader’s attention from for¬ 
eign distractions and centers it upon what he has to say. He 
does so through the statement of an arresting fact, or through 
a question, or through an agreeable assertion. Perhaps he 
makes a statement that puts the reader into an attitude of 
assent; that will make him say, “Yes, I’ve often thought of 
that msrself,” or, “No question about that; it’s true.” Such 
openings incline the reader to say, several paragraphs later, 
“Yes, I am certain that I want this article.” 

To intercept the reader’s attention, sales writers use: 

Methods for Getting Attention 

(1) A significant fact; “$22,267.64 from a single letter!” 
“Yale University orders 84!” 

(2) An agreeable assertion: “You readily pay four or 
five pennies for a newspaper. But for this booklet, much more 
interesting than a newspaper, I believe you will willingly pay 
several pennies more.” “The life of a bubble is a matter of 
fleeting seconds.” 

(8) A reference to current events: “This morning the 
President, the ten members of his Cabinet, the nine members 
of the Supreme Court, and the five hundred and thirty-one 
members of the Senate and House of Representatives are 
receiving their copies of the United Statee Newa." 
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(4) An item of news: “Sixty per cent of merchandise is 
bought on or after the salesman's fifth call. But only 12.7 
per cent of the salesmen make a fifth call.” 

(5) A phrase of human interest: “Andrew Carnegie said 
that his recipe to enable a poor man to get rich was to save 
$1,000 and then begin prudent investing.” 

(6) A quotation or an epigram not overused: “ 'If at first 
you don’t succeed,’ was carried to the seventh degree by the 
famous old Scottish warrior.” 

(7) A phrase that compresses the point of the letter: “The 
owners of the woolen mills in Scotland are making you a 
present of a twenty*dollar bill.” (For a letter stressing a 
reduction) 

(8) A question: “Could you obtain a blank piece of 
United States bank-note paper? No, because each sheet is 
registered and guarded.” “Have you a hungry wastebasket?” 
(For a sales letter on wastebaskets) Avoid trite and heavily 
overused questions like, “Have you ever stopped to think... ?” 

(9) A striking parallel: “In the Bay of Fundy every¬ 
thing afloat rises and falls fifty feet every twenty-four hours. 
Business in the United States and Canada periodically under¬ 
goes similar conditions.” “The controlled key is to the Comp¬ 
tometer what the block signal is to the railroad. It doesn’t let 
you proceed until everything is right.” 

(10) A miniature testimonial: “‘Ride-control has given 
my car the most velvety ease and me the most velvety ride 
I have ever known,’ remarked an owner recently. ‘How did 
you invent it?’ That is a story we want to tell you.” 

(11) The “ir’opening: “If we should place in your office 
a typewriter and demonstrate that it would save you 32 per 
cent of your stenographic cost each day, you would let the 
old machines out by the shortest route.” 

(12) An action-picture or a little story: “A snap of the 
wrist. . . the line sailed out over the stream, the reel hummed 
merrily ... a strike!” (For a sales letter on fishing rods and 
reels) “A flash ... a flame ... a puff of smoke . . . and 
precious papers gone!” (For a letter on safe-deposit boxes) 
“A foreigner, docking at New York, was told that the build¬ 
ings were so tall that some of them were snowcapped all year. 
He believed this fairy tale; but when told about the mi^ern 
miracle of the television receiver, he burst into unbelieving 
laughter.” 
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Action-Pietiires Arrest Attentkm. “A window with some¬ 
thing moving in it attracts dozens of people. The same win¬ 
dow without the moving feature passes unnoticed," runs the 
comment of a display expert. “Let me give you an illustration. 
One of our toy windows had a moving train in it There was 
a crowd four deep along the entire length of this twenty-foot 
window. As an experiment the train was stopped. Inside of 
ten minutes there were only two people left. The train was 
again turned on, and very shortly another large crowd was 
again looking in the window." Action always arrests attention. 

Things to Avoid in Opening Paragraphs. Avoid these 
errors in opening paragraphs: (a) Emphasis on “we" and 
“our company.” (b) Trite questions, (c) Unconnected and 
irrelevant beginnings: “Captain Hawk's round-trip flight to 
Rome in a day may be fast but so is our speed in getting in the 
latest styles for fall.” (d) “Scare” openings: “Beware!” 
“Wanted at Once!” and the like, (e) Negative suggestions: 
“We know that you are beset on all sides by people wanting to 
sell you things, but we, too, should like a moment of your 
time.” (f) Weak generalities. 

Color and lUastration Strengthen Attention. Tinted sta¬ 
tionery in pink, buff, or blue, and illustrations in one or more 
colors are not uncommon in sales letters. A certain manufac¬ 
turer tested two letters, one on white and the other on tinted 
paper. The returns from the white letter were 10.6 per cent; 
those from the tinted, 19.2 per cent. He then tested two more 
letters, adding to each an illustration. The illustrated white 
letter drew returns of 20 i)er cent; the Ulustrated tinted letter, 
returns of 84 per cent. 

The American Payer Merchant presents an account of 
another test that brought startling results. A manufacturer 
desired to market a new electrical appliance. A careful market 
analysis was made, a sales letter was decided upon, a ninety- 
nine per cent perfect mailing list was compiled, the sales 
copy was produced, and the mailing went out to eleven thou¬ 
sand selected prospects. 
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in consultation, approved the copy but criticized its presenta¬ 
tion. He planned a new letterhead. He divided the mailing 
into a number of color combinations. Finally he prepared the 
mailing in such a way that one half of the letters carried an 
illustration of the product, the other half, no illustration. 

The same eleven thousand persons were again circularized, 
this time in eleven groups of one thousand each. Each group 
received the same copy with the same new letterhead design; 
but each group except two received the message on a different 
color of paper, with an envelope of a contrasting color. One 
half of the groups received the message with an illustration 
of the product, the other half with no illustration. 

You will recall that the total return from the original 


mailing was 

four per cent 

Now note the 

results of the 

eleven groups constituting the second mailing: 

Percentage 

Color of 

Illustrated 

Color of 

of List 

Letter Paper 

Envelope 

Responding* 

White 

No 

White 

9% 

White 

No 

Blue 

12% 

Corn 

No 

White 

14% 

Green 

No 

White 

16% 

White 

Yes 

White 

18% 

Canary 

No 

White 

21% 

Com 

Yes 

Blue 

26% 

Pink 

No 

White 

26% 

Green 

Yes 

Blue 

28% 

Canary 

Yes 

Blue 

34% 

Pink 

Yes 

Blue 

48% 

If mail were to be too liberally sprinkled with blue enve- 


lopes and pink letterheads, the effectiveness of this high- 
pulling color combination would be reduced, if not wholly 
destroyed. But without question the results of this test con¬ 
clusively demonstrate the power of distinctive color combina¬ 
tions under prevailing customs and present conditions. 


* For normal direct-mall offers, responses as high as these are nc4 
to be expected. For some offers a two per cent response is considered 
satisfactory. 
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PROBLEMS 

1., Write sales-letter opening paragraphs for the following: 

(a) A letter to sell The Autobiography of Theodore Roosevelt 
[Use a significant fact.] 

(b) A letter to sell Fenestra steel window sash [Use a ques¬ 
tion.] 

(c) A letter to sell High-Lo super-spotlights, hand flashlights 
of high power [Use a brief story or a dramatic situation. 1 

(d) A letter to sell the use of safe-deposit boxes [Use a striking 
parallel.] 

(e) A letter to sell Yale locks for doors [Use the “if” opening.] 

At the top of each opening paragraph indicate in a paren¬ 
thesis the type of buyer to whom you are writing. 

2. Assume that you are going to write a sales letter for 
(a) a rubber-bladed electric fan, (b) a Lifeguard inner tube 
riiai can’t blow out, (c) a leak-proof fountain pen with a 
sealing-valve construction that prevents leaks, (d) a turntable 
wardrobe trunk that has a turning platform in its base to 
make it easy to revolve the trunk with the touch of a finger 
and that gives quick access to garments or drawer sections. 
Using one of the twelve methods listed in this section, write 
the opening paragraph for each of these four products. 

3. You are about to prepare a letter, with an illustrated 
leaflet enclosure, to sell to well-to-do housewives the follow¬ 
ing article: 

Berkley eight-eup percolator: a graceful spout-type percolator 
in polished, nontamishing chrome-plated finish, with a cool, com¬ 
fortable handle in natural walnut finish, an adjustable-speed electric 
heating unit in the base, and a safety thermostat switch-control to 
prevent overheating, 

(a) Select the central selling point, (b) Explain in writ¬ 
ing how you arrived at this selection, (c) Write the opening 
paragraph for the sales letter. The housewives will be invited 
in this letter to visit an electrical-appliance store of your 
town, the Kendall Lighting and Equipment Company, 2040 
Mandan Street, and enjoy a sample cup of coffee brewed in 
the Berkley eight-cup percolator. If this information helps 
you in writing your opening paragraph, use it. 
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4. From a leading national magazine select twelve articles, 
preferably priced under $26. Make a list of these articles. 
Assuming that you are going to write a sales letter for each 
one, write the opening paragraph for each. Try to use a dif¬ 
ferent method for each. 

5. From a leading national magazine select two or three 
articles that sell to consumers for $250 or more. Make a list 
of these articles. Assuming that you are going to write a 
sales letter for each one, write the opening paragraph for 
each. Try to use a different method for each. 

6. Suppose that the “$22,267.64 letter” analyzed in the 
early pages of this section is to be sent to the general man¬ 
agers of five hundred business concerns using sales letters 
and other direct mail in developing business. In a written 
one-page statement select the central selling point, and explain 
how you arrived at your decision. In another paragraph In¬ 
clude some of the important facts that might be used as 
material to support the central selling point. 



SECTION 3 

AROUSING INTEREST AND DESIRE IN THE 

SALES LETTER 

The first sentence of a sales letter should switch the 
reader’s thoughts away from the business engaging them and 
secure his undivided attention. The subject of the letter then 
has a chance to gain a clear field, to make a forceful impres* 
sion, and to arouse sustained interest. 

Arousing Interest. Interest, leading directly Into desire, is 
aroused by facte, specific information, and concrete detail. 
As the facts become clearer and the details more vivid, the 
reader begins to visualize the article, see what it can do, 
appreciate his need for it. His interest mounts steadily higher 
until, by imperceptible shift, it becomes desire. 

Physical and Emotional Description. Two commonly used 
types of description, each of which is given concreteness and 
vividness through sharp detail, are: 

(1) Physical description, in which the literal details of 

* 

the exterior of an article are ^ven: size, shape^ color^ lengthy 
breadth, height, texture, taste, sound, odor, or the like. (2) 
Emotional description^ in which the uses of the article are 
pictured: the pleasure, the satisfaction, the joy the buyer will 
have in using the article to dll his needs. 

Physical description lays the groundwork on which inter¬ 
est is built. It may tell of the velvety texture of cloth, the 
rich tone of a musical instrument, the petal delicacy of lace 
or perfume. It may give the brute power of a tractor, the 
tensile strength of a steel girder, the speed of a diamond drill 
Emotional description lays the groundwork on which de¬ 
sire and action are built up to a favorable climax. It translates 
the cloth, the musical instrument, the lace, the perfume, the 

tractor, the steel girder, and the diamond drill into uses that 
IW a human need. A television cabinet, pictured by physical 

45S 
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deacription, may be handsome burled walnut, measuring 
2 by 4 by 4 feet and finished in late Italian scroll with 
concealed controls. But the same television cabinet, by emo¬ 
tional description, becomes a miraculous box of mystery by 
which one can vault the hemispheres and see around the earth, 
can visualize from his armchair the tossing waves of the 
Atlantic, can see from his living room the British Prime 
Minister addressing the House of Commons. 

Stimulating Desire and Convincing the Mind. Materials 
for interest and desire can rarely be separated into sections. 
Like quicksilver, they run together, each reinforcing the 
other. A personal tone, thoughtful of the reader’s interest, 
develops confidence and persuasive force. This personal tone 
should run straight through the letter from beginning to end, 
across each of the four sections. The difference between inter¬ 
est and desire is largely a matter of (1) degree and (2) appeal 
to emotions. The interest begins with impersonal facts but 
moves on to personal appeals linked to the reader’s needs, and 
thence to action. 

Developing Interest and Desire 

Rhino Foundry wheelbarrows should be “gluttons for punish¬ 
ment’’ Overload, bump, jolt, and jar these husky barrows, but you 
simply cannot make them quit. Day after day, month after month, 
they stick on the job long after we^er barrows have retired to the 
junk heap. The men like them, for they put weight where it belongs 
—on the wheels, not on the wheeler. 

There are special barrows for sand, charging, castings, and 
cores, besides general-purpose barrows of differing capacities. AH 
have rugged strength for heavy foundry duty. 

In this vivid physical description of the Rhino wheel¬ 
barrow, interest shades into desire as the product is fitted 
to the reader’s need and its special uses are stressed. 

Types of Evidence for Proof of Value. On page 455 are the 
types of evidence most useful to arouse interest, to stimulate 
desire, to lay the groundwork for confidence and belief, to 
convince the mind, and to give proof of value: 
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(1) Facti 

(2) Figures 

(3) Explanation of construction; how the product ia built 

(4) Testa by the maker, laboratory, dealer, consumer 

(5) Samples, sometimes enclosed with the letter 

(6) Trial use 

(7) References, such as a list of satisfied owners 

(8) Testimonials; (a) expert testimony of acientista or 
authorities; (b) user's testimony as to satisfaction in use. 
A testimonial, like a gruaranty, is a powerful device toward 
action because it removes skepticism. Example; “Ask the 
Man Who Owns One.” 

(9) Guaranties 

(10) The product in use: lively and pleasant pictures of 
the product in use—not merely the air-conditioning unit, but 
“a living room of coo! comfort through summer heat” 

(11) Savings and economies made by purchase 

(12) Pleasure of immediate ownership, and similar appeals 
to powerful human motives (listed in later pages) 

These twelve types of evidence give force to sales letters 
and all other kinds of sales work. 

Let us illustrate these types. A business executive is 
accustomed to methodical reasoning. He will be interested in 
any article—a dictating machine, a computing machine, a 
duplicator, a tabulator—if you can supply facts, figures, evi¬ 
dence, and definite proof, which show that he can make more 
money, cut his costs, increase his output, simplify his routine, 
increase his sales, or stop losses. These are centers of interest 
that call for facts and more facts, sharply and concretely 
laid before him. Present such facts, and you tap these centers 
of interest and gain power for your appeals. 

The following facts will prove interesting and convincing 
to a hardware dealer or a hardware buyer: 

Effective Choice of Construction Details 

Klamp-Jaw pliers are hand forged and hand finished from high- 
carbon steel with a grain as fine as that of a file. Their clean, drilled 
pivots will never jam, and the handles are forged to fit the grip. 
The finish is chromium on satin steel. 
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In this short paragraph the crisp explanation of con¬ 
struction, how it is built, detail by detail, convinces the reader 
that the product is excellent. 

A sales letter is like a short story or a hundred-yard dash. 
To win, it must get a fast start and keep up the pace to the 
final spurt. “Write a first sentence,” says a short-story critic, 
“that will drop the reader into the opening of the action and 
make him read on to find out what spurs his curiosity.” Con¬ 
tinue with tested facts that picture the quality of the product 
and cause the reader to accept its excellence. The reader must 
have enough facts before he will buy. 

The following paragraph chooses details of construction, 
carefully selected to highlight desirable features and to con¬ 
vince the reader with proof of value: 

Faet» and DetaiU for Proof of Value 

You will like Sllkfit shirts for the extremely close weave of their 
fine lustrous broadcloth, their customlike tailoring, their full, roomy 
cut, the preshrinking of their material, and their precision fit for 
men of every build—from our range of fifty-eight different sizes 
and sleeve lengths. 

Dramatizing Evidence. In the sales letter on page 467 
note the high quality of attention, the atmosphere of narrative 
suspense, which is the heart of good short-story writing. Ob¬ 
serve the excellent contact paragraph, the array of interest- 
arousing facts, the pictorial detail, and the dramatizing of 
the setting. 

Note how in this letter (as well as in the letter begin¬ 
ning on page 442 and that on page 447) interest is warmed 
into desire. Facts alone may leave the reader cold and un¬ 
moved until he is made to see that they have a particular 
application to himself. To stimulate'desire, the letter must fit 
the article to the reader’s needs by picturing it in use or by 
showing the advantages of its use. The reader, (1) his inter¬ 
est aroused, (2) his desire sharpened, (S) his mind convinced, 
and (4) his buying mood established, quickly puts himself 
into the picture. 
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Atttntion 


Interest 
and Dtiite 


Action 


A Letter Dramatizing Evidence 


They are waiting for you to speak. ... It is 
the end of the chapter. The pens of the distin^ 
guished poets, novelists, philosophers, critics, ad¬ 
venturers, who W the pages of Harper^s Magazine, 
^are still. 


The whole famous company pauses. Your sub¬ 
scription to Harper*8 has expir^, and they are wait¬ 
ing for your approval of their past efforts to present 
to you the best of the thought of today. 

Christopher Morley in Normandy. . . . William 
McFee in the New Granada. . . . American radi¬ 
calism with Bertrand Russell. . . . Rollo Walter 
Brown on the creative spirit and the church. The 
new twelvemonth will be a rich one. Sheila Kaye- 
Smith, Gamaliel Bradford, Ernest Boyd, Philip 
Guedalla, Ludwig Lewisohn, Rebecca West, W. L. 
George, Jerome K. Jerome, Katharine Fullerton 
Gerould—all these, and many more, will contribute 
to your delight. 

I The January number defies us to do more than 
suggest its amasing contents. With the genial 
humor that endears him to the discriminating pub- 
I lie, Christopher Morley tells of rollicking through 
France. The recollections of General Grant’s son of 
life in and out of the White House begin a fasci¬ 
nating story. 

This leaves still immentioned Rollo Walter 
Brown’s searching indictment of that singular preju¬ 
dice that follows art: W. L. George's raillery at 
the folly that is Palm Beach; the latest prize stories 
of the Harper contest; and a continuation of Sheila 
Kaye-Smith’s intriguing novel The George and the 
sCrovm. 


Because we believe you will not want your seat 
at the Harper table to fall vacant, we include a 
memorandum bill. We take this moment to inform 
. you of our special two-year rate of only eight dollars, 
as compared with the one-year price of five dollars. 
May we suggest that your renewal be sent to us 
in time to avoid any chance of missed issues ? 


Vivid and Concrete Detail Generates Interest and Desire. 
Nowhere are vividness, coiorful concreteness, and pictorial 
fact more essential than in sales writing:. Contrast, for exam¬ 
ple, the two paragraphs at the top of page 458: 
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Vague, Drab, Dull 

Models of our vacuum cleaners 
are supplied with control switches 
in those locations which ex¬ 
perience has shown to be most 
convenient. 


Vivid, Pictorial, Dynamic 

For convenient control you 
may have your choice of kick 
switch in the handle fork or 
snap switch in the pistol grip. 


This is the right time to review the discussion of concrete¬ 
ness, pages 227 and 228, and vivid word choice, pages 266 to 
274. This review Vfiil give you a better start on problems to 
come. 


Developing Pictorial Power* The popularity of picture 
magazines supports the belief of the ancients thousands of 
years ago. Down the dim corridors of time has come the oft- 
quoted historic saying of the Chinese philosopher, picture 
is wortivten thousand words.’’ 

Adjectives, the picturemakers, add power to the picture 
that vivid nouns and colorful verbs begin to paint. With a 
deft touch here, quick suggestion there, neat adjectives can 
turn a printed page into luminous glow. With a frightful 
crash here, a sledge-hammer blow there, burly adjectives can 
transform a printed page into terrorizing fear. 

How Professional Writers Develop Picture Power* Profes¬ 
sional writers develop power in sales letters, direct-mail 
pieces, catalogs, and booklets through selected illustrations, 
colorful verbs, pictorial adjectives, and concrete nouns. Note 
the vital part adjectives play in the following contrast: 

Original Selling Copy 

Crystal of rare design and ex¬ 
cellence sparkles here. Formal 
patterns glitter starlike in rock 
crystal, decorative Bohemian 
glass, fragile Venetian ware. 

Choose, if you will, from crjrstal 
salad sets, cocktail sets, and 
grapefruit sets—gallant gifts, all 
of them. [Ovington’s] 


Stripped of lie Adjeciiven, 
silling Power Gone 

We offer high-quality glass¬ 
ware in a number of varieties 
of glass and in several kinds of 
table sets. 
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Id its original message Ovington’s, a famous gift shop in 
New York and Chicago, captures much of the fragile glitter, 
the crystalline sparkle, and the delicate tracery of its beauti* 
ful glassware. Here is another contrast: 

Stripped of Its Adjectives, 

Original Selling Copy Selling Power Gone 

In the beautiful nothingness Our glassware is attractive be- 
of crystal is hidden magic; its cause it has color and light. On 
secret art is reflection of danc- some of our items we add at- 
ing lights and mysterious col- traction by putting on a design, 
ors. There’s a deep-etched ware Such glassware has to be made 
encrusted with coin gold; iri- carefully, 
descent crystal of conspicuous 
loveliness; hand-blown glass with 
fairylike etching. 

The skilled copy writers of a famous agency produced the 
original copy for the Fostoria message above. Their task was 
to give point and power and descriptive vividness through 
rich adjectives of beautiful delicacy. 

How Vivid Pictures Add Selling Power. You are now the 
manager of the safe-deposit department of the First National 
Bank. You are preparing a sales letter to increase the num¬ 
ber of rentals of safe-deposit boxes in your bank vault. How 
will you analyze this problem? First you make a simple 
market analysis: 

(1) The service: Rental of a safe-deposit box for one 
year for the positive safeguarding of valuable papers 

(2) The market: Persons of sufiicient means to have 
papers or valuables important enough to need safeguarding 

(3) The medium: A sales letter with a descriptive enclos¬ 
ure. 

Next you select the central selling point—safety, pro¬ 
tection against thievery, and freedom from the worry of 
destructive loss. Then you assemble supporting facts, and 
decide on a narrative appeal to the emotion of fear and the 
desire to protect personal property. Your letter may appear 
like one of those given on page 460. 



460 


SALES LITERS, FOLLOW*UP SYSTEMS 


[Unit 13 


Contact Paragraphs FxdL of Gripping Attention 

And then— 

^There was a crash, and the room was plunged into darkness. 
1 turned and fired at a masked figure silhouetted against the open 
window—” 

Now go on with the story in "Security,” the folder enclosed 
with this letter. This has probably never happened to you, and 
we hope it never will. But it did happen to , . • [and so on]. 

Striking Appeal to Mofivce of Fear and Protection 

Passing his fingers over one of the twenty-seven expanding bolts 
on the seventeen-ton steel door of our new vault, the manager of 
our safe-deposit department said to me: 

"You know, this department of mine is really offering the 
patrons of this bank fire insurance without any premium.” 

That remark set me to thinking. It flashed into my mind that 
we are doing something even more than insurance could ever hope 
to do—we guarantee to our patrons the return of an article when 
it is called for, and not merely payment of its assessed value after 
the article is smoldering in ruins. 

Your bonds, your contracts, your insurance policies, your wife’s 
bracelet heirloom, or perhaps the ring great-grandmother bequeathed 
to her great-grandaughter, all will be safe in our massive new vault. 
Safe! No matter if all Trenton should be swept by a holocaust! 
For a penny a day you can place your valuables behind heavy con¬ 
crete bastions reinforced with thiik walls of bent railroad iron and 
battleship steel. 

Before red tongues of flame sear into ashes the precious docu¬ 
ments you would not lose, think and—ACT! 

Vivid constructive (or positive) appeals are ordinarily 
preferred to vivid fear (or negative) appeals. But when the 
product or the service is one of protection to human life or 
property—as in the case of safe-deposit boxes, life and fire 
insurance, automobile chains, firearms, inspection services, 
alarm equipment, and the like—appeals to the motives of fear 
and self-protection are in order. Hence, the vivid danger-of- 
loss appeals in these letters are justilied. 

'^Subordinate-Action Suggestion^ Strengthens Interest and 
Desire. Any kind of action, suggested or otherwise, seizes 
attention. An object or a person in motion attracts more 
attention than an object or a person still. 
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Action is &n almost certain device for catching attention 
at the point of contact. Test yourself on these action pictures: 

(a) 

When Mr. Sedgwick told me that he had on his desk the five 
most extraordinarily interesting manuscripts that had ever come 
into his hands, 1 thought, “Something special must be dune." 

(h) 

A short time ago we received the enclosed letter from Madame 
de la Fichet, now busy scanning styles on the Rue dc la Paix. 
Since then she has excitedly cabled. . . . 

(c> 

While waiting on the tenth tee, where the ball must be played 
over a pond, I watched four golfers making their shots. 

Invite the Reader to Test It Himself. Similarly, an effec¬ 
tive device to seize attention and stimulate interest and desire 
is to suggest that the reader himself do something to test the 
article, to try out the product, to put it through its paces. 
This is called “test-it-yourself” suggestion. The suggestion is 
usually made in the body of the letter, although it may appear 
in a postscript or on an enclosed slip or leaflet. Perhaps the 
most famous of all “test-it-yourself" suggestions is that which 
has been used for years by the manufacturer of Iver Johnson 
revolvers: as a test for safety, “Hammer the hammer!’’ 

Stockholders of the Duplan Corporation, New York, re¬ 
cently received a sample of glass cloth woven by the company, 
with the following invitation: “Touch a lighted match to this 
fabric. It will not bum!” The glass-cloth sample, inside a 
folder telling where and how the cloth is used, came along 
with a dividend check. 

The idea of the mailing was to assure stockholder par¬ 
ticipation by inviting action, just as audience participation is 
obtained on a radio broadcast. It also seemed an excellent 
way to show stockholders one of the company’s products. Since 
glass cloth is readily dramatized, it was selected for high¬ 
lighting. 

Results of the mailing surpassed ail expectations. Not 
only did stockholders try the match test, participating as 




A TEST-rr-YOURSELF SUGGESTION 
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hoped, but they also started telephoning the company before 
ten o'clock the day the check and sample were received, ask¬ 
ing where the fabric could be bought. There had been no 
intention of building a market through stockholders. The 
market just seemed to create itself. 

A parallel example is that of an insulation company selling 
home insulation made of rock-wool fiber. To demonstrate its 
fireproof safety, the company enclosed a small sample and in 
the body of the sales letter made the same test-it-yourself 
suggestion: "Strike a match, hold the rock wool in the flame, 
and try to burn it!” 

A similar method is used by salesmen of the National Cash 
Register Company: “Press this button, Mr. Forbes, and see 
what happens.” By test-it-yourself suggestion they invite the 
prospective buyer to demonstrate the action. They do not my 
what the machine will do. They suggest that the prospect 
press the button and nee what it will do. 

The illustration at the bottom of this page presents an¬ 
other example of test-it-yourself suggestion. 


Hold a lighted match behind a flat surface 
such as a safety match packet. Then blow 
at it. The flame is sucked toward you. 


Then use a tumbler, instead of the match 
packet. Blow again. The air flows around 
the tumbler without any disturbance and 
the flame is blown away from you, if not 
completely extinguished. 

This simple test explains the basic aero¬ 
dynamic idea behind the new Airflow. This 
car has no flat surfaces and therefore 
eliminates wind resistance. The air flows 
around and over it exactly in the manner 
illustrated in the test with the tumbler. 



A TEST-IT-YOURSELF SUGGESTION 
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Results of Trial AetioiL When the reader performs trial 
actions and makes tests for himself, four valuable results 
take place: (1) The prospect does something that dramatizes 
the central point the seller wants to drive home. (2) A mental 
association is built up on one strong selling point. (3) Inter¬ 
est is aroused. (4) The reader is put into a receptive attitude 
for further information. Testing is commonly associated with 
enclosed samples. 

When material of any kind is enclosed in an envelope, it 
should be clearly referred to in the sales letter. The reader 
should be urged to examine and act upon the enclosures, which, 
of course, are included for this very purpose. Note how the 
following letter moves swiftly along toward the action request: 

To the Man With His Eye on the Balance Sheet: 

When your fireman slips his shovel into your pile 
of coal, fills it to the edge, and pitches it into the 
yawning maw of tho boiler firebox, he’s drawing 
on your bank account just as truly as the bookkeeper 
who fills out checks for you to sign. 

Now, if there’s a way in which you can coax 
more of the heat units out of those thousands of 
shovelfuls of coal— 

If there are leaks you can stop— 

And wastes you can prevent— 

You want to know about it! 

f Just turn this page—and, in a glance or two, 
(learn the full significance of the message there. 

r Then use the information blank to get a better 
^ view of your steam and fuel condition— 

[ All without expense or obligation to you. 

Enclosures Reinforce Interest and Desire. Supplementary 
material in the form of testimonial letters, leaflets, folders, 
pamphlets, samples, an order blank, and a business reply 
card or envelope may be enclosed in various combinations with 
the sales letter. They become particularly important when 
only one sales letter Is to be used with no follow-up. Here 
they carry the greater part of the sales load, as they may 
also in a follow-up sales campaign. Enclosures make possible 


Attention 


Interest 


Desire and 
Conviction 
(Enclosure) 

Action 
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TYPICAL 8ALES-LBTTER ENCLOSUKES 


the use of display type, headlines, illustrations, and color. At 
the top of this page are illustrated several typical sales-letter 
enclosures. 

Testimonial Letters as Convincing Enclosures. Copies of 
testimonial letters, made by the photographic, photostatic, or 
facsimile process, are often enclosed with sales letters to add 
a new type of evidence. Note these two types of testimony: 
(1) user’s, or ordinary, testimony and (2) expert, or authori¬ 
tative, testimony. The second type is preferred because the 
expert knowledge of the person giving the testimony enables 
him to be more accurate in his statements. Both types, if 
hone.st, are effective, but the second is almost always the 
stronger of the two. 

Two examples of expert testimony from two eminent citi¬ 
zens are reproduced on page 466. Photographic copies of 
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these letters were enclosed in one mailing of a follow-up 
campaign for the United States Daily. Testimonial letters 
are, in effect, indirect sales letters. 

Adapt the Letter to the I^der. The “you" attitude is, of 
course, as important in sales letters as in other types. No 
man will spend his money unless he sees that a resulting 
advantage will accrue to him. For this reason it is important 
to dramatize the use of the article, with the reader, if possible, 
doing the using. The "you” attitude, with sales-letter exam¬ 
ples, is discussed on pages 210 to 215, under “Consideration.” 

In sales writing, select 
one person out of the 
group you are addressing 
and write directly to him. 

Convince him and you will 
convince the others. If 
you write with one person 
in mind, thinking of him 
as a living being with 
human likes and dislikes, 
human instincts and mo¬ 
tives, you will talk to him 
in a natural style. But if 
you let yourself think of a thousand at once, you may lose the 
sense of intimacy, the feeling of individuality, and the atmos¬ 
phere of direct communication. 

The subscriber to a magazine rarely considers that the 
magazine has perhaps millions of other readers. So far as 
each individual is concerned, that publication has a circula¬ 
tion of just one, and he is the one. Similarly, although a 
concern may have thousands of other buyers of its products, 
the customer sees only himself, will tolerate no mistakes, and 
will be interested only in messages that tap his centers of 
interest. 

Fit the Language to the Reader. To achieve the "you" 
attitude, fit the language to the reader. Scientific terms may 


Tbt Secret 

That Makes a Store a Store 
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worda **wv M the tiore to the people.*’ Thla unall 
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be used in messages to scientists; legal terms, to lawyers; 
medical terms, to doctors; chemical formulae, to chemists; 
electrical terms, to electricians and electrical engineers; and 
so on. Special trade terms will be intelligible only to members 
of the trade. For that reason fivoid such terms in letters to 
other classes. 

Note how the “you” attitude has been maintained and 
the language fitted to the reader in the letters or the para¬ 
graphs on pages 447, 454, 457, 460, and 464, and in the letter 
in the right-hand column on page 488. For a good example 
of financial terms adapted to their proper audience, study the 
letter on page 252. 

To a man who had never heard of golf, it would be useless 
to talk of using a number seven iron to lift the ball out of the 
rough, or of being stymied near the cup. To a woman who 
had never seen a football game, it would be useless to talk 
of a double wing-back formation or a smash off left tackle. 
To a layman unfamiliar with certain types of factory opera¬ 
tion, it would be useless to talk of driving fit, sliding fit, and 
running fit. Such terms must be used only with those classes 
who understand them as everyday language. Adapt your 
language to the reader. 


PROBLEMS 


1. Expand the following vague, trite, and empty generali¬ 
ties into concrete written statements. In completing this as¬ 
signment, you may draw as you wish upon the several blocks 
of description given for products in the following problems. 


(a) As good as the best. 

(b) We point with pride to its excellent workmanship and 
superior finish. 

(c) Try us just once. 

(d) Silkfit broadcioth shirts are what you are looking for. 

(e) We have been tried by time and have survived successfully. 

(f) We carry a complete line of supplies. 

(g) Try US and be convinced. 

(h) Our product is as good as the beat. 

(1) Our service assures economy in operation. 

(j) Try our product and you will come back for more. 
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2. Write one paragraph of fact*packed physical descrip* 
tion, and one paragraph of emotional description dramatizing 
use, for one or more of the following articles. For each prod¬ 
uct a block of facts is supplied for your convenience. 

(a) Tempered Steel Sciaeore 

FamouB for their lastingly keen cutting edges, these 5-inch sewing 
scissors and S^-inch embroidery scissors both have blades of genuine 
forged steel—hardened and tempered. Heavily nickel-plated, carefully 
ground and ftted. Useful a hundred ways in every household; India* 
pensable for sewing. $2 

(b) Powcrmaeler Flashlight 

(a) 'True Light** Dual Refieetor, SUver*plaWd. Clear, bright I'ght 
at any point of locus—eliminates the dark spots and rings common with 
other flashlights. Over ^*HUc Beam. 3*Cell 

(b) Focueing Switch. Bulb is mounted on carriage frame that is 
part of thumb switch. Moving switch moves bulb in reflector to change 
focus. Bulb is not shaded—you get 100% of the light at any point of 
focus. 

(e) Spars Bulb Holder, Spare bulb is held In end cap so jars and 
bumps can’t break it. 

(d) 22H inches long; 3%*inch head. Super-Brilliant” ‘/^-ampere. 
Mazda bulbs, and POWERMASTER cells. (2.75 

—New streamlined design. —Heavy-gaugo brass construction. 
—Nickel•plated. —Octagonal nonroll head. —Reliable "push-type” 
switch. —Anchored polished zinc reflector. —Improved focusing head. 

(e) Mohawk Champion Tennie Racket 

Special 3-piece laminated ash frame. Calf leather grip. Walnut 
shoulder overlay. Inside bevel of bow lacquered bright yellow; yellow 
lacquered handle above grip. Reinforced throat, shoulders, moisture- 
proof strings. Light, medium, or heavy. $12 

(d) Speed^Bunnsr Hockey Skatee Mounted on Shoce 

Fast, tool-steel blades take and bold sharp edges; diamond-tested 
for hardness. Heavy aluminum flnish. 

Sturdy, cold-rolled steel tubes are electrically welded. 1-piece seam¬ 
less steel cups, scientifically placed to give proper foot support. 

Heavy box toe; strong, pliable, full-grain black leather shoe. Leather 
insole and outsole. Comfortable padded tongue. 

Correct in detail and pattern for hockey players, who demand a 
combination of durability and speed. Extra-heavy box toe gives protec¬ 
tion against bruises. Sizes 6 to 11. $8.50 

3« (a) Write a sales letter for one of the four articles de¬ 
scribed in Problem 2. Make whatever use you wish of the 
block of facts supplied. Assume an enclosure picturing the 
product In appearance and in use. Be sure to refer to the en¬ 
closure in the course of your letter, (b) Under the direction 
of your teacher, write additional sales letters for each of the 
other three products listed in Problem 2. 
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4. The current number of a leading national magazine car-- 
ries an announcement of a new automatic twin waffle iron and 
a new Heatmaster de luxe toaster. The descriptions follow: 

Automatic Tmn Waffle Iron 

New. Automatic. Each iron works separately. Bake two 6-inch 
waffles at once! Serve them twice as fast. You can make a light 
waffle in one iron and a dark one in the other to suit individual 
tastes. Set lever adjustment on each iron for the brownness you 
want. Signal light on each iron shows when to pour batter. Light 
shows when waffles are done and heat turns off automatically. Nat¬ 
ural walnut handles and feet. Long-life elements. Cast aluminum 
grids need no grease after first time. Chromium finish; will not 
rust or tarnish. Special detachable cord operates one or both irons 
at same time. Instruction book. Listed by Underwriters. For 110- 
120 volt A.C. only, f 16.60 

Heatmaster De Luxe Toaster 

Fully automatic and adjustable. Extra heating element keeps 
toast warm. Keeps the whole family supplied as fast as you want 
it. Current used costs as little as 12^ a month. 

Practical oven type. Signals when toast is done, and warming 
element automatically turns on and keeps toast warm until served. 
Adjustable for any brownness of toast you want. Toasts two slices 
at once. Heavily chromium-plated—will not rust or tarnish. Cool 
bakelite handle and non-scratch bakelite feet. Detachable cord and 
plug. High quality, long-life mica elements. Raising handle removes 
toast. Complete with instructions and some valuable hints on mak¬ 
ing the best toast. For any 110-120 volt current. Listed by Under¬ 
writers. ^16.50 

(a) Write one paragraph of physical description, and one 
paragraph of emotional description dramatizing use, for each 
of these products, (b) Under the direction of your teacher, 
write a sales letter for each of these products. Assume an 
enclosure picturing the product in appearance and in use, and 
refer to this enclosure in your letter. 

5« As the manager of a local book and supplies store, the 
Famham Brothers Company, 472 Main Street, your city, write 
a sales letter to a group of business-college students to per¬ 
suade them to come in to see a demonstration of the new Sim¬ 
plex portable typewriter. Assume that you enclose a descriptive 
leaflet. Refer to this leaflet in your interest-desire paragraphs. 
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The following block of facts and features about the Sim¬ 
plex portable typewriter will help you in your letter; 


Includes All Standard 

Standard^Sise Four-Rov 
84-Character Keyboard 
Long-Carriage Return and 
Line-Space Lever 
Variable Line Spacer 
Back-Space Key 
Warning Bell 
Non-Glare Keyboard 


Mechanical Features 

Two-Color Ribbon With 
Automatic Ribbon Reverse 

Adjustable L*nc-Space 
Regulator 

Paper and Carriage Release 
Stencil-Cutting Device 
Double Margin Release 
Carriage Lock 


Plus Five Special Simplex Features: 

(1) Segment cAi/L Shift key raises type only* not carriage; makes 
shifting lighter and easier. (2) Tabulator koy with adjustable stops; 
can also be used for indenting par»raphR. (3) Removable platen 
(roller) makes cleaning easier. (4) aaoif typtraivng ball-bearing car- 
riage^ and a special holder on right side of machine for typewriter 
eraser. (5) Left and right automatic margin set keys. 

Full-sised, fully equipped portable—a dependable service-giving ma¬ 
chine. Modem and efficient in design, quick and smooth in operation 
. . . a practical portable for school, business, or home. Huskily built to 
give years of service. Weight in case, 20 lbs. Black crackle enamel 
nnish does not mar, scratch, or chip. Full nickel trim. Complete with 
Touch Typewritnig Pamphlet, operating instructions, and airplane- 
design, fabric-covered carrying case. 

—Pica Type (Cash or •atten Down* 

—Elite Type \ Easy Terms $5 Monthly 


6* (a) Prepare a written analysis of one of the letters ap¬ 
pearing on the following pages of this book: 143, 260, and 
428. In your analysis discuss these points; 

(a) Concreteness [Supply illustrations.] 

(b) Pictorial vividness [Supply au illustration.] 

(c) Specific illustration [Supply an illustration.] 

(d) Use of facts and informative detail [Illustrate.] 

(e) Features developing interest and desire [Illustrate.] 

(b) Under the direction of your teacher, prepare a similar 
written analysis for each of the other letters on the pages 
referred to. 


7« Prepare a sales letter for an electric fan, a leak-proof 
fountain pen, or a wardrobe trunk. Write the attention, in-* 
terest, and desire sections (and the section on action if you 
wish) of a single sales letter to sell one of these three prod¬ 
ucts. Assume an enclosure. Refer to the enclosure in one of 
your paragraphs developing interest and desire, (b) Under the 



472 


SALES LETTERS, FOLLOW-UP SYSTEMS 


[Unit 13 


direction of your teacher, write sales letters for the other two 
products, following the same instructions as those under (a)« 

8. Write the attention, interest, desire, and action parts of 
a sales letter for the Berkley eight<up percolator, descriptive 
details for which appear in Problem 3 on page 45 L Assume 
an enclosure picturing and describing the percolator, and refer 
to it in the paragraphs developing interest and desire. 

9. You are the advertising manager of Printers* Ink or 
Business Week (or a similar business magazine with which 
you are familiar). Write a complete single sales letter to sell 
one year’s subscription to a group of prospects in your school. 
Proceed as follows: (a) Study a copy of the magazine; (b) 
select the central selling point; (c) assemble supporting facts; 
(d) write the letter, assuming an enclosure and referring to it. 

REVIEW 

On a separate sheet of paper rewrite the following poor 
first sentences in such a way as to rid them of their stock 
phrases and to improve their force. 

(1) We acknowledge receipt of your favor of the 31st ultimo 
regarding our recent inquiry covering Selected #3 Hemlock. 

(2) Replying to yours of the 2l8t ult., we are glad to advise we 
have adopted your 1/16^' three ply Birch Aircraft Plywood 
as standard and will be able to use other thicknesses as 
well. 

(3) We have your favor of the 24th and would like very much 
to move this car of mill run 24^' staves but not bad enough 
to accept $10 delivered Philadelphia rate. 

(4) We have yours of the 4th and will ship the car of 20'' Pine 
heading from Borden Springs to you at Cjncinnati. 

(6) Answering your inquiry of the 16th instant, reference to 
market and price on Jackpine pulp wood, we wish to advise 
that we can pay you $7.00 per cord of 128 cu. feet for 
sound green Jackpine puipwood cut in 8 foot lengths, not 
less than 4 inches in diameter at the small end, and the 
ends to be sawed. 



SECTION 4 

GETTING ACTION IN THE SALES LETTER 

To turn interest and desire into favorable action is the 
purpose of the closing paragraph or clincher, as it is some¬ 
times called. The aim is to clinch success by bringing about 
the action for which the letter has been working. The best 
time for such action is the moment when the reader’s interest 
and desire are keenest and when his buying impulse is highest. 

Getting Action. To stimulate the reader to favorable 
action, there are three tested methods: (1) Offer him cer¬ 
tain inducements; (2) make it easy for him to act; (8) sug¬ 
gest that he act at once. Remembering that the aim is the 
reader’s order or some other favorable act, that the chief 
obstacles in the path are procrastination (“I’ll wait and order 
it tomorrow”) and a natural dislike to part with money, let us 
now examine at greater length each of the three tested 
methods for getting action. 

Offer the Reader Certain Inducementa. One or more of the 
following inducements may be offered the prospect: (1) Send 
no money in advance. (2) Examine the article for five days 
on approval. (3) Your money will be refunded if you are not 
satisfied. (4) We give you an unqualified guaranty. (5) Pay 
for the article in installments or by the deferred-payment plan. 
(6) This offer is open only until [a final date]. (7) Send your 
money in by [mention a time limit] and get this additional 
premium. [A good example of this inducement is: “If your 
order for the revised edition of the Britannica arrives by 
September 28, midnight, we shall include, free of charge, a 
handsome bookcase with leaded glass doors.”] (8) You will 
receive a special 20 per cent discount if you send your order 
in at once, and an additional 2 per cent discount if you send 
cash in full. (9) The price of this identical article will go up 
$6 after June 16. (10) There are only 167 copies of this 
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edition left, and at $14.98 they are going fast. Act now before 
the supply is exhausted. (11) Order now—pay in 30 days. 
(12) Use this vacuum cleaner without obligation for five 
days. [Trial offer, no money down] 

Make It Easy for the Reader to Act. To make it easy for 
the reader to act : 

(1) Enclose an order blank. 

(2) Keep the blank as simple as it can be made. 

(8) Plan the blank, if possible, so that the customer can 
use check marks in spaces. Some companies omit the blank 
and suggest to the customer, “Don’t bother to make out an 
order blank or to write a note. Just check off the items you 
want right on this letter, sign your name, and mail the letter 
to us.” These sentences are placed at the bottom of the sales 
letter. Listed at some convenient point are the items for sale, 
with a space left before each item for a check mark. 

(4) Enclose a business reply card or envelope when fea¬ 
sible. When letters are 
sent to home addresses, a 
certain percentage of the 
readers will have neither 
stamps nor envelopes. The 
business reply card and 
the business reply enve¬ 
lope, now widely used for 
mailings in which action 
is important, leave noth¬ 
ing for the reader to do 
except check, sign, and 
drop in the mall. Under 
postal regulations the 
business concern pays 
postage on business reply 
cards and envelopes only 
if they are returned. 
Hence cards and envelopes 
not used cost the concern 
nothing BO far as postage 
is concerned. 
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(6) When money is to be sent, state to the exact detail in 
what form you want it sent [stamps, cash, check, draft, 
itioaey orderj. Examples; “Use the enclosed coin card,” or 
“Fold a dollar bill and place it in this letter; slip the letter 
into the envelope, which needs no postage; and drop it in the 
mail.” 

Suggest That the Reader Act at Once. Three successful 
methods of suggesting immediate action are: 

(1) The definite command: “Mail the card now.” “Fill 
out the order and send it today.” “Sign the card and drop 
it in the mail at once.” The command runs the risk, with 
people who are more used to issuing commands than to obey¬ 
ing them, of arousing antagonism and of defeating itself. 
Experience seems to show that women dislike the command. 

(2) The persuasive suggestion: “Why not fill out the 
order blank now, slip it into the mail, and let us send you a 
set of these attractive samples?” “Signing the enclosed card 
is all you need to do in order to obtain your copy of this book.” 

(3) The brisk action request: This takes a middle position, 
suggesting the force of the definite command while retaining 
the courtesy of the persuasive suggestion. Examples; “If 
you’ll print your name and address on the enclosed blank, 
place the blank in the stamped envelope, and drop the envelope 
in the mail at once, we’ll see that your name is stamped in gold 
on the flyleaf of each one of the twenty-four volumes.” “Check 
the word yes on the handy card now and get your pair of 
Roycroft book ends free.” 

Action Devices Illustrated. Illustrated on page 477 are 
samples of effective reply cards designed for the purpose 
of stimulating action. Note how the details of each card pic¬ 
ture the desired action. 

On page 478 is illustrated a mailing piece that provides 
its own action card. 

The Britannica sales letter illustrated on page 480 is an 
example of a sales message devoted to the fourth selling func¬ 
tion—action. The letter depends on previous mailings and on 
five separate enclosures to carry out the other functions of 
attention, interest, and desire. With this letter were enclosed 
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fVhile the Second-hand 
mooes around once 

yoQ eta tigo «nd mill ihU ctrd. 
Then—wc'U 9r« thit f og gei com* 
plcte lAformaiioa oA our heating 
plan bf return mail. 


Ststt. 





Hands 

Waiting to Address 
your Catalog 

All we need is your request on this 
card and you*ll receive your copy 
promptly 




REPLY CARDS DESIGNED TO STIMULATE ACTION 
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(1) an announcement of a short-time sale, using persuasive 
argument to overcome price objections and delay, (2) a sheet 
picturing two Britannica bindings in color and actual size, 
(S) two different order blanks for selection between two 
different offers, and (4) a business reply envelope. All the 
contents of the envelope concentrate on action. 

A business reply envelope and a business reply card are 
illustrated on page 474. The envelope was used in the Encyclo¬ 
paedia Britannica mailing described above. 

Emphasis Stimulates Action. EmphasU, which helps to 
get action, is introduced by three methods. In the order of 
importance they are: (1) logical arrangement, (2) short 
paragraphs and sentences, (8) mechanical aids. 

Emphasis by Logical Arrangement. Emphasis by logical 
arrangement is the most forceful method. Emphasis in (1) 
sentences, (2) paragraphs, and (3) the whole letter and its 
corethought has been discussed in preceding section.s. (See 
pages 125,138,237, and 243. These pages should be reviewed.) 

Emphasis by Short Paragraphs and Sentences. A solid 
page is hard to read. Printers who, through experience and 
long training, have become typographical experts insist on 
“letting daylight into a job.” They mean that a typographical 
set-up must never be jammed into a black mass. They urge 
that enough white space be left around the edges of the type 
blocks and between the lines so that the eye can find its way 
into the type and more easily locate openings at which to begin 
to read. Printers call such open areas “daylight,” “breathing 
space,” and “elbow room.” Through their contrast with the 
black outlines of the t 3 rpe, such open areas make it easier to 
read the page. 

To add emphasis to the letter, break it up into frequent 
paragraphs. The white space between paragraphs supplies 
contrast. Sales letters, for this reason, have frequent para¬ 
graphs. A solid letter forces the reader to hunt for the points. 
Frequent paragraphing helps him to see the points because 
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they stand out. Several paragraphs, therefore, make for easy 
reading and for quick comprehension. 

The short sentence is more effective in sales work than the 
over-long sentence. The long sentence strains the reader’s 
attention, is often obscure, and sometimes fails to carry its 
point. Short sentences carry the reader along instead of 
requiring him to carry them. They move with life and zest. 
Crisp phrasing tends to get action. 

Contrast the following letters for (1) clearness, (2) at¬ 
tractiveness to the eye, (3) paragraphing, (4) sentence length: 

Leiitt os Revised and 

Lett$r as Originally Wntten Reparagraphed 

When you last wrote I was The market has been in good 
not in a position to give you shape throughout the week, 
much worth while information Cattle are selling 25 cents to 
but so far this week the mar- 40 cents higher. Fed cattle have 
ket has been in good shape and gone to $9 and $9.50, and grass- 
these cattle are soiling 25 cents era are up to $8.50. 
to 40 cents higher than they did How long this advance will 

last week with a good many of keep up depends on the run. 
the fed cattle selling from $9 to Personidly 1 am convinced that 
$9.50 and grassers up to $8.50, now is certainly the right time 
but how long this advance is for you to make a trial shipment, 
going to keep up is doubtful, it Somebody is going to make some 
all depends on the run and it money. 

looks as if it was a good time TU be ready for the shipment 
for you to have a trial shipment if you will let me know u few 
in here because somebody is hours in advance, 
ing to make some money. Let 
me know a little in advance if 
you are going to have a ship¬ 
ment. 

Emphasis by Mechanical Aids. Just as brevity is the soul 
of wit, so conciseness is the heart of emphasis. The best 
emphasis is to make each word count. Strength may some¬ 
times be added by a conservative use of mechanical devices 
that guide the eye to the point the writer wants to stress. 

Mechanical Aids to Emphasis 

(1) Capitalization. 

(2) Underscoring. 
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(3) Exclamation points. 

(4) Dashes and asterisks. 

(6) Unexpected blank spaces. 

(6) A heading above the first line: like the headline of a 
newspaper or (he title of a chapter. 

(7) A postscript: emphatic because, like the heading 
above the first line, it is set off by white space. In sales letters 
specific points are often featured in postscripts. 

(8) Short paragraplis: emphatic by contrast with medium- 
length paragraphs and long paragraphs. In singic-spaced 
letters with double spaces between paragraphs, the extra white 
space sets off the short paragraphs. 

(9) Short sentences: emphatic because the eye leaps to 
them and absorbs their content in a flash. 

(10) Ample margins. 

(11) Extra wide margins for one or more paragraphs or 
for important material: emphatic because of the contrast 
with the narrower margins. 

(12) A short double-spaced paragraph in the body of a 
single-spaced letter: emphatic by contrast. 

(13) The direct parallel: two short columns of contrasted 
facts, placed side by side in the letter. This arrangement offers 
powerful contrast because each column sets off the other. 

(14) Indention, special indention, or extension of first 
words of a paragraph beyond the regular margin. 

(15) Special paragraphing by breaking a sentence in the 
middle and showing the break by a dash at the end of the first 
paragraph and one at the beginning of the second. Double 
spacing is used between the separated parts of the sentence. 

(16) Several words or sentences typed in red. 

(17) A few words or a check mark in the margin opposite 
the paragraph. 

These aids are purely mechanical. Overuse spoils their 
effect and dulls attention. Because the third quarter of the 
page is the point at which attention may wane, mechanical 
emphasis often appears there. 

All Emphasis Is No Emphasis. The secret of emphasis is 
contrast. A forty-foot wave on the Atlantic Ocean would 
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arouse excited comment from passengers on a passing ocean 
liner if it were the only forty-foot wave in sight. A mountain 
three miles high is spectacular if there is no other neighboring 
peak. The pyramids of Cheops seize the imagination because 
they protrude from the level sands of the Sahara. But if the 
pyramids were dropped among the peaks of the Rocky Moun¬ 
tains, no one would know they were there. Emphasis and 
conspicuousness come only from contrast. 

When you read a letter in which every seventh word is 
capitalized and every other paragraph is underscored, in 
which dashes and exclamation points are sprinkled here and 
there, you may surmise that the writer was trying for empha¬ 
sis. But he was wrong. He overemphasized and defeated his 
own purpose. The altered shape of letters (CAPITALS LIKE 
THESE) or a line under a group of words (underscoring 
like this) will react most powerfully on the mind of a reader 
if used only at climaxes. There is no natural force in hst- 
pounding or in a mass of capital letters in a solid line. Weak 
words cannot thus be propped up. Weak phrases cannot thus 
be made strong. Which of the two letters beginning at the 
bottom of this page is the more convincing? 


False Emphasis by the Overuse 
of Mechanies 

Do you realize that THE 
TREMENDOUS FORCE of 
GOODRICH ADVERTISING 
offers YOU an UNPARALLELED 
OPPORTUNITY to make UN¬ 
PRECEDENTED PROFITS? 

More than HALF THE 
OWNERS IN YOUR LOCAL¬ 
ITY are seeing GOODRICH 
TIRES advertised every day and 
h%*ivc been for many years. 

Why not TAKE ADVAN¬ 
TAGE OF THE SPLENDID 
REPUTATION of the GOOD¬ 
RICH LINE and use some of 
this POWERFUL ADVERTIS- 
ING7 


l^JmphasiB by Logic 

We are shaking the Dollar 
Tree in your town. 

Do you want to get under? 

Just this morning I was check¬ 
ing some figures on Goodrich- 
tire advertising, and I find that 
more than half of the car owners 
in your locality are seeing Good¬ 
rich tires adverti.sed regularly— 
and have been for many years. 

But there is no one there to 
sell them Goodrich—no one to 
take the profit that is coming 
to thousands of dealers in other 
places who are taking advan¬ 
tage of the splendid reputation 
of the Goodrich line and of ita 
powerful advertising. 
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You can make BIG MONEY 
in the tire buainw and AN 
UNBELIEVABLE PROFIT if 
you DONT LET THIS OP* 
PORTUNITY SLIP. 

If you put in a stock of SIL* 
VERTOWN CORDS NOW, aJl 
our advertising WILL BEGIN 
TO ADVERTISE YOU!!! 

DONT OVERLOOK THIS 
BIG CHANCE. If you do, you 
will ^ t hrowing away the best 
opportunity that has come your 
way m a LONG TIME . 

BE"iURE TO SIGN THE 
ENCLOSED CARD RIGHT 
NOW! !1! 

Yours for MORE PROFITS, 


These other fellows are mak* 
ing exceptionally good money in 
the tire business this summer, 
I know because I have their 
records before me. I know how 
many tires we’re shipping them 
and what a fine profit they make. 

You could be making just as 
good a profit if you, too, were 
selling Goodrich. 

When you put in a stock, all 
this advertising of ours begins 
to advertise YOU. We will dress 
up your stores and provide you 
with local selling campaigns that 
will make your profits grow. 

Signing the enclosed card is 
the first step. Take it today. 


If a speaker shouted from beginning to end of his ha¬ 
rangue, he would tire out his audience, wear down their 
nerves, and leave them disgusted. But if a speaker talks in 
a conversational tone and only now and then raises his voice, 
he gets and holds attention. We discount nine tenths of what 
the circus barker shouts at us through his megaphone. *‘Cir- 
cus tactics’’ ruin a sales letter. 


The Four*Part Structure Summarized. The outline of the 
four-part sales letter structure is now complete. Summarized, 
it appears thus: 

Attention^ which concentrates the reader’s train of thought 
upon the message. 

Interest^ which, with clear detail, with facts and figures, 
arouses interest in the article, reveals its merits, and 
shows that the article is good in iteelf. 

Desire and belief, which, with persuasive material and 
forceful psychological appeals, show the reader how 
the article fills his need. 

Action, which, with suitable phrasing and with helps like 
business reply cards and envelopes, makes favorable 
decision easy. 
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The first three of these functions lead logically to the 
fourth— action —upon which the final success must hang. 
People in the mass have little self>propulsion. Vigorous initia¬ 
tive is limited to the few. Hence the writer of a sales message 
designed to get action must ask for that action, must make 
it easy to take, and must urge it with emphasis, if he expects 
to get it. 

Will the reader act favorably? If not, will he retain infor¬ 
mation that will lead him to act favorably at a future time? 
To bring about a favorable decision now, or to give information 
that will eventually lead to such a decision, is the aim of the 
effective sales letter. 

The Pulling Power of a Sales Letter. The success with 
which a sales letter brings in returns is called its pulling 
power. The pulling power of letters will vary between wide 
extremes, depending on such factors as (1) the nature of the 
product, (2) the character of the market, (8) the kind of 
offer, (4) the action asked for. 

A Chicago mail-order house once sent out 285,000 letters, 
received 105,000 answers, and obtained a quarter of a million 
dollars’ worth of business as a result. Of the 285,000 readers 
37 per cent answered! The pulling power of this message 
proved to be spectacular. 

The reliable method of testing the effectiveness of a sales 
letter before it is put to wide-scale use is to run a preliminary 
small-scale test on a correct sample of the market to be 
reached. Mere estimates of what the pulling power is likely 
to be are next to worthless unless they are based on records of 
a number of similar mailings used under similar circum¬ 
stances. Even then the estimate is likely to be far wide of the 
mark because it is subject to the many unpredictable influ¬ 
ences of a changing market. 

An expert using a preliminary test on a correct sample of 
the mailing list (the list of those to whom the sales letter is 
eventually to be sent) can, however, confidently predict within 
small limits of error what the results will be in: 
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1. Number of replies received 

2. Percentage of replies in relation to the number of per¬ 
sons on the mailing list 

3. Approximate volume of sales in dollars 

4. Approximate cost of the mailing in terms of percentage 
of dollar sales 

Direct-mail programs in department stores, for example, 
produce returns ranging all the way from literally nothing at 
all to as high as 25 per cent or more. A letter and an enclosure 
issued by a metropolitan store to a selected list of customers, 
numbering 10,000 names and presenting a popular garment 
at an important price reduction, produced sales to the number 
of 3,000 pieces. On the other hand, in another instance the 
same retail organization sent out a mailing piece to a list of 
16,000 homes and made only eight sales. Among retail estab¬ 
lishments using considerable amounts of direct mail, the 
average returns range from 2 per cent to 5 per cent of the 
total number on the mailing list.* 

Let us suppose that 1,000 letters, each with an enclosure, 
have been prepared at a cost of $90. They produce a 3 per 
cent return, or 80 sales. If the average of these sales is only 
$3, the entire resulting income is but $90, or exactly the 
amount spent to prepare the mailing. If, however, the cam¬ 
paign were of such a nature that the average sale amounted 
to $30—and such campaigns are not infrequent—the total 
sales resulting would become $900. The cost of the mailing 
would then be 10 per cent Even so, the cost of mailing would 
still be twice as high as it was in the case of the Chicago mail¬ 
order house and its successful promotion letter described on 
page 485. 

Experts of long experience have come to the conclusion 
that direct-mail programs, in order to be worth undertaking 
at all, must produce sales of not less than five times, and an 
average of ten times, the cost of the effort. Direct mail suc¬ 
ceeds best when used to sell goods of high unit value. 

• Paul H. Nystrom, Economiet of Retailing, 3d cd. (New York: The 
Ronald Frees Company), VoL II, p. 610. 
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PROBLEMS 


{Enclo9U,re9 may 6« aa9%imed m the following 9ale9 leiion,) 

!• (a) Write a complete sales letter for one of the follow¬ 
ing products. A block of carefully assembled facts is supplied 
for each of these products in order to give you a running start 
on your problem, (b) Under the direction of your teacher, 
write a complete sales letter for one or more of the articles 
not selected for your first letter. 


(a) Pilot Candid Camera 

Pilot 6-Reflex Camera With Self-Opening View Finder 
See the Picture FULL SIZE Before You Take It! 

A real reflex camera for candid ^'shots.'^ You simply focus your 
picture full-size on the ground glass in the hood—thus eliminating 
guessing of distance and aiding the composition and arrangement of 
your picture immeasurably. Handy and compact, yet fully equipped. 
Finely constructed lenses have shutter speeds 1/25, 1/50, and 1/100 
second as well as time and bulb speeds. Metal construction through¬ 
out with genuine leather covering. Self-erecting focusing-finder 
springs open from its folded position at the touch of a button. Has 
magnifler glass as well as wire eye-level finder. Takes 16 exposures, 
2^/4 X IV^ In. each, on standard 120 film. Size over-all, 8 x 3V4 x 4^ 
inches. Complete with neck strap, f :3.5 Anastigmat lens $57.60 


$67.50 
Letter Size 
Without Lock 


(b) Skyscraper Steel Filing Cabinet 

Drawers mounted on cradle suspension slide 
equipped with 10 case-hardened roller bearings, 
operate faster . . . more quickly . . . smoothly 
handling heaviest loads. Adjustable rail-type fol¬ 
lower blocks hold papers firmly—allowing use of every inch of 
drawer space. Handsome olive-green baked^n enamel finish. Brass 
drawer pulls and label holders. Heavy steel construction, reinforced 
at points of strain, giving lasting rigidity. 

Letter Size—Outside dimensions, 51 in. high, 23 in. deep, 14% 
in. wide. Inside drawer, 12 in. wide, 10% in. high, 26% in. deep. 

With Yale Lock $67.50 


(e) Kenmore Jr, Hand Vacuum Cleaner 
For Those Hard-To-Get-At Places 


Powerful dirt-getting suction— 
does a thorough job 
S-in. nozzle with brush can be 
fitted on extension tube 


Sturdy motor with fingertip 
control switch 
Weighs only 4% pounds 
Listed as Standa^ by Under 
writers^ Laboratories 


Sturdy—well made—efflcieot^thorough. Far better than at¬ 
tachments for the many places where your Mg cleaner can^t be used. 
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The cleaner for stair carpets* automobile interiors* mattresses* 
clothing* closet shelves* and floors. Youll And scores of other uses 
for it. By using the extension tube, you can clean draperies, por¬ 
tieres, picture mouldings* etc.* without climbing on a step ladder. 
With 20 feet of cord* and rubber plug. For any 110-120 volt cur¬ 
rent. $17.50 

(d) Ingraham Eigkt^Day Alarm Clock 
Convenient 8-day movement—^wind every 8 days 
24-hour alarm—resets itself automatically for the next day 
Streamlined case—ver>* modern and sturdily made 
Colorful opaline flnish—choice of flve colors 
Polished nickel-plated trimmings on front and base 
Luminous (shows time in dark) or plain dial 
Sturdily built with non-tip base 
Clear-tone bell alarm with top shut-off button 
Fully guaranteed by the Ingraham Co. 

Clock is 6 in. high with 5'4*in. enclosed beU. The dial itself 
is inches in diameter. Made by Ingraham in accordance with 
exacting speciflcations. Colors: black* rose, green, blue* with nickel- 
plated trimming or ivory with yellow-gold color trimming. Raised 
Gilt Numerals* Plain Dial $4 Luminous Hands and Numerals $4.75 

(e) Champion Hickory Skis 

Fine quality* carefully selected, second-growth hickory having 
just the proper amount of resilience 
Balanced and matched in pairs for weight, grain, and limberness 
Rounded top edges 

Deeply penetrated, dark walnut finish 
Rubber foot pads, no mortise 

Designed and manufactured to possess a high degree of balance 
and resilience. Master ski-makers built into them all the fine points. 
Each pair carefully checked for weight and flnish. The flniah is 
deeply penetrated into the wood and will last for years. Sizes: 6-ft.* 
6%-ft.* 7-ft, 7H-ft Price $12.60 a pair. 

(f) Premier 16-MiUimeter Movie Camera 
Dependable low-priced 16 mm. Movie Camera with adjustable 
mechanical shutter opening—monocular view finder. Spring motor 
takes about 20 ft. with one winding. Register shows unused film 
remaining in camera. Feeds with hairline accuracy either 100 ft. 
or 60 ft, 16 mm. black and white or color Interchangeable 

lens. Size* 2%x9x4 in. Dark ripple finish* strong metal case. Uni¬ 
versal focus* f ;3.6 lens and single-speed motor. Price $67.60 

(g) Sun ViiUey Winter SporU Jacket 

HEAVYWEIGHT. Double thickness sweatshirt cotton* fleeced 
backing turned toward inside; cannot touch or come off on clothes; 
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“Muff" pocket on front; Hood with drawstrings for tight fit around 
face. For skating, skiing, and all other winter sports. Also, a good 
utility garment for those who work outdoors in cold weather. Silver 
gray body trimmed with navy blue at cuffs, collar, bottom, hood, 
and muff. Sizes: 32 to 46-in. chest. Price 38.60 

2. Write an effective closing-action paragraph (clincher) 
for a sales letter selling each of the products or articles fea¬ 
tured in the following problems: 

(a) Section 1, Problems 1 and 4, page 438. 

(b) Section 2, Problems 1. 2, and 3, page 451. 

(c) Section 3, Problems 2, 4, and 5, pages 469 to 471. 

(Note: For a number of these products you may have already 
written a point-of<ontact paragraph or a complete sales letter 
except for the action close.) 

3. You are the circulation manager of your school pub¬ 
lication. To obtain student subscriptions and enlarge the cir¬ 
culation, write a complete sales letter, giving attention to 
emphasis. Use one mechanical device of emphasis. 

4. The manager of a local ice-cream and candy shop has 
asked you to write for him a sales letter to be sent to mem¬ 
bers of your school to increase his school trade. Write the 
letter. Stress convenience of location, interior attractivenes.s, 
recent improvements in fountain service. Visit a shop and 
familiarize yourself with convincing details. Use both types 
of description. Write the complete letter. 

5. Select a sport or game or hobby in which you are espe¬ 
cially interested and which requires the purchase of some 
equipment (gloves, masks, bats, and balls for baseball; dubs 
and balls for golf; rackets and balls for tennis; or the like). 
Use any of the data you wish from the products described in 
Problem 1, such as skis, cameras, sports jacket, and the like. 
After you have made yourself familiar with one of these arti¬ 
cles or a particular set of equipment, write a complete sales 
letter selling that article or equipment. Set a special price for 
a short time. Your letter is to go to those who are “fans" of 
the game. Adapt your language to the reader. 



SECTION 5 

PSYCHOLOGY IN SALES LETTERS: APPEALING TO 

BUYERS’ NEEDS AND WANTS 

Boyers Act to Satisfy Wants. To learn how people think 
and act is one of your duties as a business writer. You must 
learn something about human nature. You must be a keen 
observer. You must think of masses of buyers in terms of 
one individual. You should think of a market, not as a geo- 
graphical area of so many square miles, but as a community 
of individuals with needs and desires and a certain amount 
of money with which to satisfy them. You should think of 
your prospective buyers as “one customer multiplied.” The 
more you learn about the hopes and fears, the pleasures and 
risks, the habits and motives that cause your personal friends 
to act as they do, the better you will be able to write. 

If you want to know how buyers are going to act tomorrow, 
learn how they act today when they buy. Buyers are driven 
by certain motives, called psychological drives, that force 
them by habit or by instinct to do the things they do and to 
want the things they want. First, therefore, the sales writer 
must identify the wants with which he is dealing. Then he 
must select the appeals that tit the wants and that will most 
powerfully energize them into the buying act. 

Market Analysis Guides the Choice of Appeals. Before you 
can select the appeal that will energize the want into a pur¬ 
chase, you must study (1) the article and (2) the reader. 
You must study the article in order to determine what it can 
do for the reader, how it will benefit him, and what want it 
will satisfy. Then you must study the reader in order to 
determine how he can use the product, why he needs the 
product, and what desires are present that this product will 
satisfy. By this process the writer brings the product and 
the psychological want together and fits one into the other. 

490 
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If the circumstances are favorable, his writing skill will 
energize the want into a purchase. 

To illustrate, if we are to sell the rubber-blade electric fan, 
we know it will circulate fresh air and do so with the mini¬ 
mum risk of harming the fingers of an inquisitive child. As- 
for the reader we know that, aside from his desire to keep 
cool, he also wants a fan that is safe to have around the house, 
no matter who tries to stick his fingers into it. If we are to sell 
a Lifeguard automobile inner tube, we know by field tests on 
thousands of roads that it will save a car from serious blow¬ 
outs. As for the reader we know that he earnestly wants 
safety of life and limb when he goes motoring. If we are to 
sell ice cream, we know by experience and past buying be¬ 
havior that it will satisfy a certain craving for a cold delicacy. 
As for the buyer we know that his normal appetite or hunger 
want will impel him to act. Following this pattern, you 
yourself can expand the list of examples. 

Choosing the Right Appeal. The selection of the psycho¬ 
logical appeal varies with what is shown by a study of the 
product and the buyer. The choice is also guided by (1) how 
much the buyer already knows about the product; (2) what 
season of the year it is, what holiday or noteworthy event 
may be near to bring in timeliness; (3) what class of buyers 
may be involved—whether motorists, housewives, or high- 
school students, for example; and (4) what appeals competi¬ 
tors are using. Stress an appeal not already in wide use. 

Psychology in Sales Letters: A List of Powerful Appeals. 
All human beings have certain fundamental wants to which 
powerful psychological appeals may be made. Such appeals, 
adroitly introduced, stimulate desire, increase the force of 
the message, and get action. Considering the human mind as 
a whole unit in the way it reacts to a given appeal, one may 
correctly say that the sales writer learns how to touch off the 
psychological trigger that impels a customer to buy. When 
the right appeal is directed to the whole mind and energizes 
the want lying there, it touches off this trigger. 
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The following fundamental wants of human beings, some¬ 
times called motives or drives, are observed in the market 
place under actual buying conditions: * 

Human Wants (Psychological Drivefi) 

(1) Appetite, hunger: taste, cleanliness 

(2) Bodily comfort: warmth, coolness, rest, sleep, health, 
safety, fear, caution 

(S) Personal appearance, beauty: style, fashion 

(4) Parental affection: love of children, sympathy for 
others, protection of others, devotion to others 

(5) Domesticity, having a home: comfort, hospitality 

(6) Possession, ovmership, acquisitiveness: efficiency, 
making things go well, saving time, effort, or material 

(7) Sociability, associating with other people: social dis¬ 
tinction, approval by others, pride, imitation of others, group 
loyalty, co-operation, courtesy, ambition, competition, rivalry, 
managing others 

(8) Pleasure: play, sport, amusement, humor, teasing 

(9) Activity, ment^ and physical: constructiveness, want¬ 
ing to build or make things, wanting to handle things 

(10) Curiosity, wanting to find out 

This list summarizes a number of powerful motives for 
human action.** The motives have been brought together into 
related groups to make them easier to study and use. Each of 
these motives is an energizer that, when used under the proper 
circumstances, impels the prospective customer to buy. To 
these drives powerful appeals may be directed. 

Testing the Appeals. To put this list of appeals to the test, 
let us develop them by applying them to yourself and to your 
daily life. 

(1) Alwut three times a day you are hungry. You enjoy the 
taste of delicious things, but you must have confidence that they are 
clean. You instinctively prefer living in cleanliness to living in dirt. 


* For an excellent discussion of fundamental human wants, see 
Kenneth M. Goode and Harford Powel, Jr., What About Advtrtitingt 
(New York: Harper and Brothers), Chapter XV, pp. 179-196. 

** Adapted from a classification in Daniel Stara, Advertising Prin- 
tAplu (New York: McGraw-Hill Book Co.), p. 119. 
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(2) You are cautious in traffic and in avoiding disease and in* 
fection, for the sake of safety and health and because of fear. You 
complain with everyone else about the heat and the humidity, or 
about zero weather and siush. You dislike frostbite as much as you 
do severe sunburn. And at about the same time each night you 
yawn with sldipiness. 

(3) You like to have people think you good looking, and you 
would rather be in style than out of it. 

(4) Among the precious things in life to you are your mother, 
father, brother, and sister; and if the last-named are little, you tako 
part of the responsibility in shielding them from harm. If you are 
normal, you feel sorry for others when they are in trouble, and you 
try to help them. 

(5) You like to have your home a place where friends may come 
and have a good time. 

(6) You like to have things of your own—each one of us has 
his pet likes and possessions—and yet you like to save up a surplus 
for the future. 

(7) You want people to invite you to social events in which you 
would be glad to stand out as a center of attraction, approved by all. 
If such distinction seems not immediately possible, you tend to imi¬ 
tate someone who holds the focus of attention, whether you con¬ 
sciously do so or not. You are without doubt loyal to your school; 
well mannered in public and, it is hoped, in private; ambitious to 
hold a class office or a managership or a chairmanship. If you have 
the instinct of leadership, you unquestionably have the trait of ambi¬ 
tion. You back your athletic team against all comers, triumph with 
it in victory, and support it in defeat. 

(8) You want to do things and to be in things. From class 
activity, political, social, forensic, or athletic, you get pleasure, sport, 
or amusement, as the case may be. 

(9) For the “fun of it” you do many things not in the school 
calendar. You may have a special skill at editing a school publica¬ 
tion, at designing or building scenery for a class play, or making 
models of objects. Doubtless you enjoy driving a car, a motor boat, 
or possibly an airplane. 

(10) Finally, there will never come a time when you will not 
instinctively want to follow the Hashing lire trucks, sirens scream¬ 
ing, as they rocket by in a thundering roar. 

Reread carefully line by line the ten paragraphs given 
above. Identify as many appeals as you can. How many do 
you find ? How many of them apply to you ? 
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Dereloping tLe AppeaJs in a Salas Letter. The followin; 
sales letter is sent to women by the Charles Stinson Plumbing 
Company* Let us analyze it for its* major appeals. 


What Appeals Do You Find in This Letter? 


Attention 


Interest 


Desire 


Action 


You have heard, of course, of the Kohler Electric 
Sink-Dishwasher. It has made dishwashing almost a 
I pleasure rather than a disheartening drudgery. 

But, have you ever seen this remarkable fixture 
wash dishes, glasses, silverware, and even pots and 
pans, spotlessly clean and sterile? It does this work 
three times every day. 

It is easy to operate the Kohler Electric Sink- 
Dishwasher. You simply place the dishes in the bas¬ 
kets, add water and soap powder, and press a button. 
Immediately countless stinging jets of hot water are 
dashed against each dish. You rinse them with the 
convenient rinsing hose. 

And this sink has many other features besides 
the* dishwasher. It is a spacius kitchen sink, more 
modern, probably, than any you have ever seen. The 
Kohler Duostrainer, a remarkable drain fitting, en¬ 
ables you to fill the extra-deep sink comx>artment with 
water. You can clean vegetables and fruits and per¬ 
form other tasks right in the sink itself without using 
any pans. The handsome swing-spout mixing faucet 
is chromium-plated. 

The Kohler Electric Sink-Dishwasher makes your 
kitchen even more attractive. It is enameled in soft, 
charming shades of blue, green, brown, lavender, ivory, 
or gray, as well as in white. And, best of all, the 
smooth luster of the surface lasts. It is flint-gloss, the 
. Kohler acid-resisting enamel. 

r Yes, you must see this remarkable electric sink- 
I dishwasher. Make it a point to stop in at our show- 
I room today to see a demonstration. 


Following are some of the major appeals in the order in 
which they appear: pleasure, curiosity, manipulation, clean- 
liness, health, bodily comfort, relaxation and rest, activity 
with manipulation, efficiency and convenience, home comfort, 
saving of time and effort, domesticity, beauty and attractive¬ 
ness, social distinction, hospitality, durability (economy), pos¬ 
session, and curiosity. 
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Using ths Right Psychological Tone. Certain psychological 
switches may be thrown to get the flash of sales contact with 
a prospective customer. But the electric current of appeal 
must be so handled that it never shocks or repels. Instead, it 
must pleasantly spur the mind and stimulate the emotions. 
This question brings up the matters of good taste, good judg¬ 
ment, and good tone. One of the most negative, unskillful, 
and unpleasant letters ever written, perhaps, is the following 
example of bad taste. Study it for its many instructive blun¬ 
ders that show what NOT to do. 


Bad Taste, Bad Tone 

(1) After a long, hard winter ' 
Spring has finally arrived. Noth- 
ing could be more welcome right 
now than Spring with her 
warmer days and welcome sun¬ 
shine. We're all sick of Winter 
and more than ready to wel- 
Dome Spring again. 

(2) Your old clothes don't * 
look very nice for these bright 
and welcome spring days. Why 
don't you dress up? Other men 
take a pride in their personal 
appearance, and they take pride 
in looking particularly good at 
this time of the year when 
the whole world, including even 
Mother Nature, is all dressed 
up in festive attire and extend¬ 
ing a warm welcome to Spring. 

(S) Throw away those old last' 
winter’s clothes that are bare at 
the elbows and baggy at the 
knees, and get yourself some new 
clothes that you will be proud to 
wear because they look good and 
are even better than they look, 
which is saying a whole lot, for 
our clothes look perfect and to be 
better than that, you will admit, 
is actually going some. 


Summary of Fatdte 


(1) Too much emphasis on 
negative winter. Unpleasant con- 
»notation. Not a good contact 
Trite announcement. “Sick of 
Winter," negative suggestion. 


(2) Opening in extremely bad 
taste. Insult to customer. Injury 
to his self-esteem and pride. Un¬ 
pleasant comparison with “other 
men.” Poor grammar. Trite ex¬ 
pression. 


(8) Continuation of insult to 
cus tome r. Distastef ul mental 
''images. Miserable sentence 
atructure. Insincere expression. 
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(4) Our stocks are now com- * 
plete» and our prices haTC been 
brought down to the fairest i 
levels. Our stocks include every ^ 
pattern, every znaterial, every 
style, every size, and they will 
please every taste. 

(6) Come in any time dur- 1 
ing the next week, and we will 
show you some snappy stuff 
that's full of dash and pep. 

(6) You can't beat our prices 
anywhere in town, so don’t try. 


(4) "Prices brought down to 
the fairest levels" implies that 
the firm was profiteering before. 
.The second sentence is not true. 
No store has ever been able to 
reach the ideal state of stock 
here announced. 

(6) The "slang" language of 
the last line suggests cheap and 
flashy clothing. 

(6) Unconvincing because not 
supported by evidence. The over* 
aggressive claim arouses skeptic- 


We are fair about our prices. 


ism. 


Negative suggestion and poor taste are not often as bad 
as in this horrible example. But every letter must be watched 


to prevent unpleasant tone from doing harm. 

Aim to develop an active, pleasing, magnetic tone that will 
attract reading. Choose words that arouse pleasant images, 
that suggest desirable situations, that spur constructive mo* 
tives. Even when you use appeals to safety, fear, and health 
(as in selling insurance, safety devices, and the like), strike 
the note of protection. 

Observe with what skill the zestful holiday atmosphere is 
created in the following Christmas letter: 


Excellent Tone, Pleaeing Detail, Ddightful Atmosphere 

Tingling thrills await you at Wanamaker's, in the most excit* 
ing of the year's indoor sports—Christmas shopping I Of course, 
you're ready to plunge into the midst of it, and we'd have you 
know that we're ready, too, to make this year’s adventure the most' 
satisfactory you've ever known. 

Who is on your list—the Prime Minister? the most sophisti¬ 
cated of debutantes? the janitor's boy? The problem is solved in 
this great store of a-million-and-one wonders. 

We do hope youll come in soon and often, and that youll enjoy 
shopping at Wanamaker's for your home, family, or state occasions, 
not only during this festive Christmas season, when the store is so 
gloriously gay and cheerful, but through all the year—f<tt' the true 
Christmas spirit of goodwill is ever present here. 

For negative tone versus positive tone in sales, review 
the contrasting letters on pages 806 to 809. Note how the 
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letters were transformed from customer-losers to customer- 
winners. 

Adjusting: the Tone in Sales Letters. Tone is adjusted 
In sales letters to suit the language used. Scientific terms to 
scientists take a tone of dignified seriousness. Sporting terms 
to sportsmen take a tone of jauntiness or buoyancy. Letters 
to scholars and professional men may strike a dignified tone; 
letters to women, a tone of sprightliness, sincerity, or feminin¬ 
ity. Consciously adapt the language to the reader. 

Follow the Experts’ Rules. The sales letter, like all others, 
is best written according to rules that experience has proved 
sound. Rules for writing good sales letters are not to cramp 
originality, but to guide it. Rule.s are statements based on 
how good writers wrote letters that brought results. The 
rules summarize what principles the experts followed. 

These principles have gone through the fire of experience. 
They have worked. Properly used, they will work again. 
They are guides to steer the thinking of the unskillful writer 
until he has formed his own good habits that permit him to 
write sincere, direct, and tactful letters. 

Only a few instinctively write well. These rare ones have 
no need for rules because they follow them without having 
to think of them. If you can prove that you are of this class, 
you can then fling rules to the stars and go your inspired way. 
But if you cannot prove it, you will be wiser to drive according 
to the road signs. The only person who can disregard rules is 
he who has mastered every one and knows what he is doing 
when he violates one. Like the trick bicycle rider, he first has 
to learn the principle of balance before he can commence to 
ride backward on one wheel while standing on his head. 

Now and then we hear of a bom football player, a bom 
basketball player, a bora tennis player, a born golf player. 
These rare individuals, by instinct, dash ninety yards through 
a broken field, shoot difficult one-hand baskets backward, 
make one service ace after another wiUi sizzling drives across 
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the net, or drive a golf ball three hundred yards. But for 
each one of these brilliant individuals there are the other 
thousands who must learn the rudiments, drill on the funda¬ 
mentals, and time their follow-through and shots and swings 
by endless and patient practice. The chances are that you are 
one of the thousands who must practice. The brilliant ones 
intuitively do the right thing. They are rare. Others succeed 
by learning the rules. 

Seven Sales-Letter Guidepcets. Check yourself by ques¬ 
tions like these: 

1. What do you want the letter to do? 

2. Do you know your article thoroughly? 

8. Do you know your market thoroughly? 

4. Is the reader already interested? 

5. What will be the advantages to the reader if he does as 
you request? 

6. What information must he have in order to decide? 

7. What urge should be used to obtain action ? 

Small Shifts Make Big Differences. Tiny shifts, beyond 
the detection of the inexperienced writer, may change a letter 
from a failure into a success. An original painting by Whistler 
differs from a mediocre copy only in the minutest shifts in 
color, only in the minutest differences in the strokes of the 
brush. But Whistler’s final result is a masterpiece of art 
destined to live for ages. 

The expert can put his fingers on what is weak in a letter, 
just as the experienced mechanic can put his ear to the motor 
block of an automobile and tell what is wrong. They have 
learned to recognize what moves men and machines. They 
have learned, too, how to make the adjustments that are 
needed to assure new power. 

The Success “Secret” for Sales Letters. Know your article 
and your market, write yourself into the letter, express your¬ 
self in pleasant terms, supply fresh and vivid information, 
and touch the right appeals. The result can then be only 
success. 
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PROBLEMS 

1. Your leather-goods shop, Bronson Leather Supplies, Inc., 
498 Broad Street, your city, features a leather brief case of 
handsome design and light weight, with special container- 
pockets, durable sewing and seam construction, excellent qual¬ 
ity of leather, heavy chromium-nickel fittings, lock with key. 
Note also these special features: 

(1) The handles are of leather strongly fastened; smoothly stitched; 
comfortable grip. 

(2) The straps are all leather, full-width, with no paper backing. 
Nickel-plated steel buckles. 

S The gussets are flexible and durable; securely stitched; cut full 
t not bind or crack. 

(4) There are stitching and rivets on top for strength. Heavy 
waxed linen thread. 

<6) There is a steel bar re-onforcement on top to strengthen and 
anchor the handle. 

(6) The price is $19.50 plus tax for a 10-day special limited offer. 

(a) List in writing the appeals you will use and the mar¬ 
kets you will seek, (b) Write a complete sales letter, using 
both physical and emotional description and well-selected ap¬ 
peals, aiming the letter at your best market, (c) To your 
next best market write a complete sales letter, following the 
same procedure but featuring a premium of a matching 
leather billfold with each brief case purchased. 

2. In reading the current number of a leading general 
magazine or of a publication for women, you have selected 
five articles (examples: electric iron, glass coffeemaker, elec¬ 
tric heater, automatic electric sandwich-toaster, midget radio, 
and similar articles preferably selling under $25). To help you 
get started on this problem, here are illustrative blocks of 
descriptive detail for an electric iron and a glass coffeemaker: 

DE LUXE AUTOMATIC IRON 

1000-Watt fast-heating element save? Ume .. • Adjustable auto¬ 
matic control saves current and clothes . • . 4%-lb. weight 
makes ironing less tiresome. 6-lb. weight for heavy-duty iron¬ 
ing and pressing • . . Large, cool, comfortable handle. Tilted 
to lessen wrist latigue-^humb rest to prevent cramped hands 
. . . Unconditionally guaranteed for S years. 

Easy, fast ironing because of light weight and fast-heating elemnt 
Automatic control means no more invisible scorch, weakening of fabric, 
or wast^ current from an overheated iron. Current automatically turns 
on and off at intervals to mamUia correct temperature. Pays for itself 
in current savings alone. 
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Chromium-plated—no mat, stain, or tarnish. Itounded heel-rest pre¬ 
vents tearing and vrinkling. Beveled sole-plate gets under buttons, into 
tucks, pleats, etc. Complete with cord. Listed as Standard bjr Under¬ 
writers’ Laboratories. For 110-120 volt A.G. only. 

GLASS COFFEEHAKER 

Make coffee in the experts’ way, with vacuum. High-grade heat- 
resisting glass bowls. Finished brew remains in lower bowl and grounds 
in top bowl. Works quickly—economically—is easy to serve. Stove is 
heavily plated with gleaming chromium—will not rust or tarnish. Cool, 
rubberoid handle fits the hand. High-quality, long-life heati^ clement. 
Detachable cord and plug. Makes 7 cups of delicious coffee. Filter cloth 
and full instructions included. Listed by Underwriters. For any 110- 
120 volt current. 

(a) Write a complete sales letter for the article you are 
moat interested in, after you have studied that article, (b) 
Hand in a written list of strong selling points for each of the 
other four articles, (c) After each list of selling points indi¬ 
cate the chief appeals to be used, (d) Under the direction of 
your teacher, write a complete sales letter for each of the 
other four articles. 

3. You are a member of the sales department of Wana- 
maker's, New York City. You are asked to write a complete 
sales letter for the electric shop, seventh floor, South Build¬ 
ing, featuring the Aquazone air-conditioner for office or home. 
Feature these selling points: ventilating system supplying 
cool, washed, humidified air; portable, can be carried from 
room to room or suspended from above; a drop of pine essence 
added to the water in the Aquazone gives the exhilarating 
scent of the Maine woods; price $41.50. Assume a mailing 
list of (a) individual customers, and (b) business offices. 
Write a complete sales letter. Offer installment payments. 

4. You are in the sales department of Scribner’s, publisher 
of The Autobiography of Theodore Roosevelt. Write a single 
sales letter for this volume. A descriptive folder is to accom¬ 
pany the letter. The price of the volume is $5 if cash is sent 
with order, or $5.50 if a $2 down-payment is made and the 
balance is paid at $1 a month thereafter. 

5. (a) Prepare a list of selling points of your leading 
school publication, to be used in a sales letter to persuade 
retail stores near your school to advertise in your publication, 
(b) Write the complete sales letter, using the appeals of gain- 
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ing new customers, reaching the school market, and winning 
students’ goodwill. Offer an inducement. 

6. You are employed by a local retailer selling one of the 
items listed below. The article is an improved model, or repre¬ 
sents new seasonable goods in the latest styles, colors, or mate¬ 
rials. The article is already familiar to the public through 
national advertising. 

(a) Sporting goods [Choose those used in the sport you prefer 
and sold by a local retail store] like tennis equipment, ice skates, 
sports sweaters (for men or women), fishing tackle, arms and 
ammunition: (b) bench hardware and tools (for wo<^working}: 
(e) summer silks; (d) lawnmowers. 

(a) Select one of these articles, decide on a definite brand 
or model after studying the article in your local store, and 
write a complete sales letter to a suitable market. Use both 
physical (exterior) description and emotional description 
stressing use. Select appeals that will gear the uses of the 
article strongly to the needs of your market. Fit the language 
to the reader, and adapt the tone to the article. 

(b) On a second sheet make a full list of all the selling 
points or advantages you have been able to find from a study 
of the actual article at the store or elsewhere. Indicate with 
a check mark those selling points you included in your para- 
graphs on interest and desire. Indicate also the appeals used. 
Show how you have fitted the language to the re^er. 

7. Select another article from the list given above and 
write a complete sales letter for it, this time stressing special 
price and a short-time offer. Include an inducement. 

8. From magazines or newspapers clip advertisements of 
articles suitable for direct-mail selling. Select examples to 
illustrate the use of facts, figures, explanation of scientific 
construction, samples, tests, testimony, and guaranties. Indi¬ 
cate on each advertisement in the upper left-hand comer which 
of these classes each advertisement represents. Bring the ad¬ 
vertisements to class. 

9. On the basis of the data from one of these advertise¬ 
ments, write an effective paragraph for a sales letter. 
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10. On the basis of the data from another of these adver¬ 
tisements, together with your personal study of the article, 
write a complete sales letter stressing one outstanding appeal 
and a special offer. Use devices of emphasis. 


11. Using the list of motives on page 492 as a guide, iden¬ 
tify all the appeals you can find in the following letter: 




Kin, and two other kinds of folks, give Christmas 
presents—those who are already friends and those 
who want to be friends. 


Interest 


The more moneyed a fellow is, the harder it is to 
find something be will appreciate. He's either got or 
can buy most of the things he has a hankering for— 
so there is only one thing to do; give him an out-of- 
the-usual something. Novel presents don’t have to cost 
a lot to be appreciated. 


Desire and 
Belief 


Now, then, that man you want to remember—^that 
fellow who, you wish, would like you better—may or 
may not smoke cigars or wear jeweled gimcracks. 
But, whether rich man, poor man, beggar man, thief, 
doctor, lawyer, merchant, chief—^he will appreciate 
. Frank Smi^’s apple Juice—^'better than Grandad’s." 

Frank Smith’s apple juice is the clean, bottled 
juice of sound ripe apples. It is pure, with no chem¬ 
ical preservatives. The flavor Is more delicious than 
that of any cider you have ever tasted. Can you im¬ 
agine a more unordinary gift? 

Your card wilt be included in each package if you 
* wish. The more quickly you send me your list, the bet¬ 
ter attention I shall be able to give your instructions. 


Action 



SECTION 6 

BUSINESS-PROMOTION LETTERS 

Business-promotion letters, exactly as their name indicates, 
are letters written to promote business. Closely related to 
sales letters, they virtually become sales letters because their 
purpose is to bring: about the sales of products and services. 
Their chief difference is that they often seem to sell nothing: 
at all. Their keynote is to make friendly and helpful sugges¬ 
tions. 

How the Business-Promotion Letter Is Used. The business- 
promotion letter is a logical development of the *'you” attitude. 
Its writer is looking primarily to the interests of the reader 
and offers suggestions to advance his comfort and welfare or 
to expand his profits. 

The business-promotion letter is used by stores (1) to 
notify customers of the arrival of certain shipments of new 
merchandise, (2) to offer special delivery services over holi¬ 
days and after store hours, (3) to offer special storage privi¬ 
leges for valuable garments and furs over long vacation 
periods, (4) to remind parents of coming birthdays of children 
and to suggest the purchase of suitable gifts, (5) to remind 
husbands of approaching wedding anniversaries and to sug¬ 
gest the purchase of appropriate anniversary presents, (6) to 
offer Christmas-gift counsel and expert gift-buying advice to 
busy Christmas shoppers who are late with their shopping. 

The business-promotion letter is likewise used by banks 
(7) to offer special gift envelopes and holiday containers in 
which crisp new bills may be folded and presented as gifts; 
by sport shops (8) to invite customers to view a special 
demonstration by a visiting tennis champion, ski-runner, or 
golf professional; by professional men (9) to suggest that 
clients should, for their own welfare, come in for a regular 
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conference, interview, examination, or the like; and by manu¬ 
facturers (10) to offer help to their dealers and to suggest 
practical ways in which their dealers can increase their vol¬ 
ume of sales. 

The two main classes of business-promotion letters are; 
(1) letters from the dealer to the consumer and (2) letters 
from the manufacturer (or other source) to the dealer. 

Promotion Letters to the Consumer. In any normal busi¬ 
ness a certain number of old customers are falling away from 
active buying. They become dissatisfied—a major cause of 
lost patronage—or competitors lure them away. In both cases 
they can be won back. 

The following letter, used by The Hecht Company, of 
Washington, D. C., has produced excellent results: 

Winning Back Old Customers 

There must be some important reason why you have not used 
your account at The Hecht Company for over a year. 

If it is important enough to cause you to stay away from us, 
it is important enough for us to make an effort to find the reason. 

Won’t you help us by writing your comments on the sheet 
which you will find in the stamped, addressed envelope enclosed? 

Keeping the Trade of Old Customers. To keep old cus¬ 
tomers on the books is much easier than to bring in new 
ones, although both activities must be kept up. Through let¬ 
ters the store manager keeps in touch with his customers and 
informs them of new features. Those buyers who are hia 
acquaintances he may approach almost personally because he 
knows their likes and dislikes. 

In the case of a retail men's-clothing establishment using 
the ten-payment credit plan, every customer who completes a 
contract satisfactorily gets the following letter of thanks in 
his mail the next morning. Note the friendly attitude. A 
cordial business-promotion letter like this, sent out on Friday 
by one store, caused twenty-three out of seventy-seven cus¬ 
tomers to reopen their accounts on the following Tuesday. 
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A Buaineaa-Promotion “Thank You” Letter 

It’s a real pleasure to us to see the prompt way in which you 
paid your recent account with us. We want jmu to know that we 
appreciate such reliable patronage. 

Feel free to come in at any time you need this credit. It will 
be waiting here for you, already established. You won't have to 
fill out any card again—just step over to the credit department and 
have it approve the payment plan on whatever you buy. 

May we have the pleasure of serving you again soon? 

Every old customer who leaves to go elsewhere carries 
with him a certain percentage of trade, which becomes a direct 
loss to the business. Former good customers who have bought 
nothing for six months may have taken their trade elsewhere. 
This is a business loss, caused perhaps through some dissatis¬ 
faction never brought to the attention of the store. In most 
instances the customer is disgruntled over a minor cause. But, 
unless unspoken grievances are drawn out, inactive-customer 
lists grow. In recognition of this fact many businesses exert 
special efforts to draw answers telling what the trouble is. 
When the cause for the grievance has been brought into the 
open, proper steps can be taken to remedy it. A personal letter 
may convey the right adjustment with an assurance of good¬ 
will and an invitation for further business. 

The following letter, from the bulletin of the Direct Mail 
Advertising Association, was mailed by a northwestern haber¬ 
dasher to 1,200 men who, though once good customers, had 
not purchased from him for at least four months. Seven hun¬ 
dred and thirty people replied, either by purchasing goods or 
by telling him why they had discontinued. This letter, there¬ 
fore, brought returns of 60 per cent. 

Tkie Letter Brought 60% Returns 

If you should discover that a very good friend of yours, to 
whom you had given the best in the way of friendship, courtesy, 
and understanding, had suddenly stopped visiting you without ap¬ 
parent cause, you'd want to know why, wouldn't you? 

This business, which it has taken me twenty years to make 
successful and highly esteemed, Is the biggest thing in my life- 
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My customers are, in every sense of the word, my best friends, for 
they make my success a reality. You are one of them. In every 
possible way I have honestly tried to give you the best. 

It is nearly a half year now since you have been in this store. 
Being human, I quite possibly have done something or sold you some¬ 
thing with which you are not thoroughly satisfied. If that is the 
case, won’t you come in and tell me about it, just as one good fellow 
to another? Even now, if you are not satisfied with that last pur¬ 
chase, I will make things right. 

This is no suggestion that you need to buy anything. I should 
appreciate, though, an opportunity to talk the matter over with you. 

The next example is a letter sent by a well-known univer¬ 
sity to four thousand prospective students who had inquired 
about summer-session courses. Of the four thousand who re¬ 
ceived the letter, eight hundred answered with a personal 
reply. This is a return of 20 per cent. 

A University Uses Business Promotion 

After you had written us last year for summer-session literature, 
It was our hope to have you with us. But since your name did not 
appear in the summer-session directory, we assume you were not 
in attendance. Will you let us know whether our program fell short 
of meeting your needs, and, if so, in what respect? Can we add any¬ 
thing of special interest to you? 

May we send you, when It is ready, a bulletin for the coming 
summer? Have you friends to whom you would like to have us send 
announcements? We welcome inquiry, suggestion, and constructive 
criticism at any time. May we hear from you? 

Promotion Letters to the Dealer. Promotion letters to the 
dealer emphasize that the goods will sell well and that the 
sales will be profitable to him. Stress is laid upon advertising 
that is under way or about to be released, evidence that the 
article will sell. Emphasis is placed upon the margin of profit 
the dealer will receive from each unit sold, and the quality of 
the product, which will assure the customer's satisfaction. 
Any retail dealer can supply samples of such business- 
promotion letters. 

The Kohier Company, manufacturer of plumbing fixtures 
and supplies, keeps in close touch with its plumbing outlets 
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and building-supply distributors through business-promotion 
letters like this; 

A Promotion Letter to DUiributors 

To make the sale of the electric dishwasher as easr as possible 
for the dealer, Kohler, of Kohler, has developed the attractive folders 
and booklets of which we have sent you samples. The enclosed model 
letter can also be multigraphed on your stationery. Sign it, enclose 
a folder, and mail it to every name in your prospect file. A number 
of attractive advertisements for your local newspaper are also avail* 
able. These materials are free. Outline an advertising campaign, 
and write for a quantity. If you use the materials as suggested, and 
then follow up by means of the telephone and effective demonstra¬ 
tions, you will soon develop a growing and profitable business in the 
electric dishwasher. 

On pages 483 and 484 of this book you will And an excel¬ 
lent example of a well-constructed business-promotion letter 
sent by the Goodrich Tire and Rubber Company to prospec¬ 
tive dealers urging them to consider potential profits in han¬ 
dling the Goodrich tire. 

In the following letter from the Phoenix Hosiery Company, 
note the tone of friendly interest and the cordial offer of 
co-operation in building profits for the dealer: 

A ProTnotiim Letter io a Dealer 

Because we are always interested in helping you develop your 
Phoenix hosiery business into ever-greater profits, we want to sub¬ 
mit for your inspection (and, we feel certain, your approval) some 
of our new numbers. These are fresh new styles that have just been 
put into stock. We would like to send you several as samples. 

The numbers sampled are, in our honest opinion, some of the 
finest hosiery values available today. After you have examined 
them and have decided which you think will sell best to your trade, 
please refer to the enclosed list, on which you will find the colors 
and the prices of each number. 

By all means tell us if there is anything else you need to round 
out your stock. We want you to know that we are ready on the 
instant to be of service to you. 

A Mail-Order House Scores a Smashing Success with a 
Business-Promotion Letter. An imposing record of successful 
promotion is that of a Chicago mail-order house that achieved 
the following results with one of its letters: 
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Number of letters mailed. 285,000 

Number of replies received. 105,000 

Percentage of replies. Zlfo 

Business obtained.$250,000 

Campaign cost.$ 12,556 

Percentage of sales cost. 5% 


The spectacular success of this campaign emphasizes the 
need of keeping in close touch with customers. Here were 
285,000 people who seemed to have stopped buying for no 
particular reason. With one letter 105,000 of them came back 
with $250,000 to spend. The letter, signed by the general 
manager, began in an interesting narrative style: 

Some time ago I took a trip through Wisconsin. On the way 
back to Chicago the train was crowded, and I drifted into converse* 
tion with the man occupying the seat with me. 

The talk got onto the topic of mail-order houses, and the 
man happened to voice a strong complaint about the particular 
house of which the general manager was the executive. The 
letter reproduced the give-and-take of the conversation and 
concluded: 

You haven’t sent us an order for a long time, and I wonder if 
something has gone wrong and you, like my Wisconsin friend, have 
’’just quit’’ If a mistake has been made in Ailing one of your orders, 
if a letter has been improperly answered, or if you have received 
some article not entirely satisfactory, won’t you write me in con¬ 
fidence and tell me about the matter? If something has gone wrong, 
give me a chance to make it right. We’re here to please you —I will 
not be satisfied until you are. 

A reply in the enclosed stamped envelope will be a favor to me 
and will receive special attention in my office. 

Promotion Paragraphs in Daily CorrespondencOi Promotion 
paragraphs inserted into daily correspondence sometimes far 
outpull all other kinds of sales effort. Here are some interest¬ 
ing examples: 

(1) The vice-president of a Chicago bank v/rites: 

1 notice your rental of one of our safety-deposit boxes, and I want 
to extend our welcome to you. I notice, too. by the way, that you 
paid the rental with a check on the National State Bank. Perhaps 
it may be more convenient for you to carry a checking account 
with UB now because your home is somewhat closer to us. 
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(2) An interior decoratinsr firm, correspondinf^ on a sul>* 
ject related to house furnishing, inserts this note: 

By the way, we can now get you the particular shade of flowered 
chintz in the plastic sealed quali^ that you wanted for your shower 
curtain. If you care to telegraph at our expense, we shall be glad 
to put the order in for you. 

(8) An automobile concern sends a notiflcation to one 
of its patrons that it is time to forward an application blank 
for next year’s state license in order to get an easy-to- 
remember number. So far, the letter gives an unsolicited 
service, which will be appreciated. Then it goes on: 

By the way, you will be interested in our new factory branch 
in your neighborhood, at 8391 Grosvenor Street Its complete equip* 
ment will take care of all your car needs. 

(4) A publishing house mails one of its customers a bill 
for a set of children’s books. Before the date of payment, 
however, a letter comes from the Bookhouse for Children 
(a department of the company), asking what stories from 
Volume One have most delighted the youngster. ’’This infer* 
mation, which will be of the greatest interest to us, may, by 
the way, easily be sent when you remit the monthly payment.’' 
The suggestion stimulates prompt payment and at the same 
time gathers valuable information. 

PROBLEMS 

L As a representative of one of the following business 
organizations, write the business-promotion letter indicated: 

(a) The Gramms Grocery—special delivery service over the 
coming long Labor'Day holiday 

(b) The Buckstafl Department Store—special storage privileges 
for furs during the summer vacation period, with preferred treat* 
ment for the reader as a good customer 

(c) The Browu Book Store—reminding parents of the ap* 
preaching birthdays of children and enclosing an illustrated leaflet 
suggesting appropriate gifts 

(d) The Bancroft Flower Store—reminding several customers 
of approaching special anniversary dates, taken from records held 
in a card flle, and suggesting appropriate formal or informal plant 
and flower gifts 
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(e) Simpson’s, Incorporated, a specialty shop for women—offer¬ 
ing Christmas-gift counsel and expert gift-buying advice for good 
customers about to begin their Christmas shopping 

2, Under the direction of your teacher, write additional 
business-promotion letters covering the situations outlined in 
Problem 1. 

3* As a representative of the Murchison and Bird Depart¬ 
ment Store, 260 North Carroll Street, your city, write a busi¬ 
ness-promotion letter notifying certain good customers of the 
arrival of a shipment of new beautifully assorted curtain ma¬ 
terials. (You are at liberty to substitute an item or product 
from any other department you prefer,) 

REVIEW 

Each the following sentences contains one or more 
errors. Rewrite each sentence; correct all errors. 

(1) The Fall busy season usually begins about October 1. 

(2) The student’s schedule Included typing 1, English 111, and 
American history 11. 

(8) The man dictating the letter objected to the stenographer 
asking him to repeat a sentence. 

(4) Typing invoices rapidly are difficult. 

(6) Neither the employees nor the employer was able to de¬ 
cipher the letter. 

(6) The correspondent tried to fuUy answer the request. 

(7) You taking a vacation will delay the work of the depart¬ 
ment. 

(8) Many a capable man have too many responsibilities. 

(9) The reference was to Page 60 in volume III of the series. 

(10) The letter was addressed to professor Harmon D. Show 
who teaches Accounting in the college of commerce. 

(11) We will go unless the weather turns colder. 

(12) The man’s work was increased because of his assistant 
resigning. 

(18) The clubwoman and social leader brought their sugges¬ 
tions to the attention of the club. 

(14) Those kind of people think they are always right. 

(16) Who were you speaking about? 



SECTION 7 

SALES LETTER FOLLOW-UP SYSTEMS 

Sales keep the business wheels turning. Whether men and 
women sell radios or refrigerators, jewelry or textiles, insur¬ 
ance or industrial equipment, motor cars or the latest Parisian 
modes, and whether they sell in manufacturing, wholesale, or 
retail fields, they all contribute to the velocity with which our 
dollars move through the channels of trade. 

Move these dollars must, if they are to do their duty. In an 
endless chain of cause and effect, men and women who sell 
cause other men and women to buy. Purchases make sales. 
Sales make jobs. Jobs make business. And good business 
brings good times. To assure that the march of the dollars 
will go on is a part of the purpose of sales letter follow-up 
systems. 

Chief Uses of Follow-up Systems. When sales letters are 
organized into a systematic campaign, one letter following 
another like links in a chain, they are termed follow-up letters. 
Chief among the variety of uses to which they may be put are: 
(1) to follow up inquiries about articles, (2) to keep the cus¬ 
tomer’s goodwill, (3) to sell directly by mail to a prospective 
customer, (4) to stimulate inquiries about products, (5) to 
prepare a prospect for the call of a salesman, (6) to introduce 
improvements or new models, (7) to bring prospects to retail 
stores to buy. 

Structure of the Follow-up System. The three common 
types of follow-up are (I) the campaign system, (2) the 
wear-out system, (3) the continuous system. 

The campaign system is prepared in full before the first 
mailing and is sent, piece by piece, during a definite period 
of time. The number of letters, the time between the mailings, 
and the total length of the campaign are planned ahead. Each 
letter advances the sales campaign another step. 

612 
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The wear-out system keeps “everlastingly at it.” Each 
letter carries its own complete sales presentation without rela¬ 
tion to preceding and following letters. One letter after an¬ 
other is sent until returns are no longer profitable. The 
mailing list is then worn out. 

The continuous system is indefinite in length. To estab¬ 
lish customers, sales letters may be sent at intervals, often 
with monthly catalogs or weekly price lists. To good pros¬ 
pective customers, letters may be sent at longer intervals, as 
in spring and fall selling seasons. 

The Campaign System. The over-all plan of the campaign 
follow-up system must be developed as carefully a.s the in¬ 
dividual letters. The higher the price of the article, the wider 
the margin of profit, the better the mailing list, then the 
larger the number of letters that may be sent. For new and 
unfamiliar articles the system must be long to develop con¬ 
fidence. For an article costing a hundred dollars or more, like 
a set of encyclopedias, a system of six to ten letters with 
elaborate enclosures has proved profitable. On the other hand, 
the margin of profit on one ordinary volume would not justify 
even four letters under ordinary circumstances. Hundreds of 
low-priced articles, distinctive enough in character to be sold 
by direct mail, have only enough profit to justify one letter 
and no campaign. 

Variable Factors in the Campaign Follow-up. The more 
important variable factors in the follow-up system are (1) 
length of each letter, (2) length of the system, (3) intervals 
between mailings, (4) nature of the article, (6) character of 
the market (type of prospects), (6) size of the mailing list 
(10, 100, 1,000, or 10,000 names), (7) physical size and shape 
of each piece of mail, (8) unity, coherence, and emphasis of 
the campaign, (9) tone of the letters, (10) analysis of the 
chief selling points of the article, (11) selection and elimina¬ 
tion of selling points, (12) selection of the major selling point 
for each letter, (18) order of the selling points, (14) selection 
of emotional appeals, (16) nature of the action reiiuested, 
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(16) season of the year when each letter is to be mailed, 

(17) use of illustrations and color. 

Only elaborate campaigns check all these variables; but 
in approaching the construction of any system, one must have 
them in mind. 

Appeals and Emphasis in Campaign Letters. Throughout 
the campaign one central selling point, the dominant value of 
the article, should be kept foremost. This plan aids unity and 
keeps the chief feature prominent. The whole campaign, 
whether two or eight letters, must hold attention and interest 
through variety in appeals. Variety of appeals freshens the 
customer’s interest and stimulates it anew. The material is 
so handled that the early letters ensnare attention and develop 
interest, and the later ones present powerful appeals and 
special offers to induce action. The progress from letter to 
letter should be from attention through interest to desire and 
favorable action. For example, in an eight-unit series the 
letters might include: 

Letters 1 and 2—attention, interest (facts) 

Letters 3, 4, and 5—interest (more facts, tests); desire 
(first appeals, samples) 

Letters 6 and 7—desire (forceful appeals, testimonials, 
guaranties); action (special inducements) 

Letter 8—action urge by every device (summary of cam¬ 
paign; powerful inducement and final offer) 

The intervals between mailings may be a week, ten days, 
or two weeks. Action should be invited at the close of the first 
letter, as at the close of each following letter, by the use of 
action devices. The reader may be convinced and ready to buy 
long before the campaign is ovfr. To obtain his order by 
early action saves the rest of an expensive aeries. With each 
succeeding letter the action urge should increase and reach its 
climax in the final letter. For an excellent example of final 
action in a campaign, see the Encyclopedia Britannica letter 
on page 480. 
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A Specialty Grocezy Store Scores a Success. A specialty 
grocery received a large shipment of a fine new coffee. The 
manager decided upon a promotion program based on a coffee- 
making demonstration in his store, to be announced and pub¬ 
licised to selected customers through a two-letter follow-up 
campaign. 

The first letter, announcing the special event, went to a 
list of customers known to the manager as discriminating 
buyers of quality groceries in large amounts. 


The First Letter in the Aroma Coffee Compaign 


Atieniion 


Interest 
and Desire 


Action 


As richly translucent as amber, as elusive in 
fragrance as your choicest perfume, is u cup of 
Aroma coffee. So delicate is its spicy aroma that a 
fragile china cup is proud to hold it. 

Not only will its clearness and flavor please you, 
but the price of each cup is but IMs cents; 75 cents 
a pound. Taste Aroma coffee and you will agree that 
the price is, indeed, reasonable. 

The Southern Pacific and the Canadian Pacific 
railways use Aroma coffee exclusively in their dining 
service. Snow-capped mountains and perfectly pre¬ 
pared Aroma coffee vie with each other in stimulat¬ 
ing the appetite. Such hotels as the Edgewater Beach, 
Chicago; the Utah, Salt Lake City; the Multnomah, 
Portland, and hundreds of others serve this delight¬ 
ful drink. 

Diners who make a nice choice in their foods and 
drinks, the country over, insist on Aroma. Unless 
graced by cups of this steaming appetizer, a dinner 
^ hints of imperfection. 

After August 6 this product will be added to our 
coffee comer. Mrs. Roberta will serve coffee pre- 
• pared in ‘^he Aroma way" in our place of business 
on Thursday afternoon and evening. May we not 
.act as host to you and your friends? 


The second letter, given on page 516, was sent to those on 
the original mailing list who were known to have come in for 
the special introductory demonstration. The coffee was thus 
introduced and sold in large quantities. The whole program 
was successful. 
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Tk^ Second Letter in the Aroma Coffee Campaign 


Attention 


The amber cleamese, the exquisite flavor, the rea¬ 
sonable price when compared to the quality of Aroma 
coffee, all are known to you. Mrs. Roberts served 
477 visitors on Thursday afternoon and evening. We 
are delighted that you came to convince yourself of 
the superior quality of Aroma coffee. 


Interest 
and Desire 


Action 


The ambition of every housewife is to place 
deliciously prepared food before her family. Perhaps 
your housekeeper, your cook, or your maid does your 
cooking; but we are certain that '^prepared in a 
superior way*' is your watchword. 

What memory could be more fascinating than 
that of translucent, richly flavored Aroma coffee, 
poured into ringing china cups and placed on crisp 
luncheon linen? As culinary captain you can give 
this fascinating memory to the members of your 
[ household, and each day you can make it a reality. 

For the first 260 telephone or personal orders 
for a pound package of Aroma coffee, we will reduce 
* the price from 76 cents to 49 cents. A limit of one 
pacluge to each address is necessary. Aroma coffee 
I makes friends that easily t 


A Real-Estate Company Rents ^Terrace Homes’^—by MaU. 
The Thompson Company, a real-ostate firm, was commis¬ 
sioned to rent several apartments in a new and handsome 
apartment building called Terrace Homes. After studying 
what they had to offer, and after deflning the market they 
desired to reach, they used a follow-up campaign of two let¬ 
ters, each with an instructive enclosure. 

Hie First Letter and Encloanre* The first letter directed 
attention to the enclosure: ''Pictured on the enclosed sheet is 
Terrace Homes, the first co-operative apartment building in 
this city. Located on Ocean Terrace at Cypress Street, Terrace 
Homes offers a new way to buy a home. . . The action 
paragraph concluded, "The plan is simple. Send now for an 
illustrated brochure, 'Terrace Homes.' Your copy will come 
to you with no obligation.'' Read the full letter on page 260- 
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The Second Letter and Encloeare. After an interval of one 
week the second letter was sent: 


Attention 

Reference to 

Important 

Bncloeure 


Intereet 
and Desire 
(Note 
Concrete 
Detail) 


Last week we were pleased to send you the archi¬ 
tect’s drawing of Terrace HomeSf Seaville’s iirst co¬ 
operative apartment building. located on Ocean Ter- 
,race at C 3 rpre 8 s Street 

In this letter you will find a typical door plan of 
one of the twelve distinctive apartment-homes, a 
number of which are still available. 

You may choose these in the four- or five-room 
size. The entire building is of fire-resistant material, 
the basic structure being concrete, brick, tile, and 
steel. The interior bears the delightful stamp of 
quiet and refined homelikenesa, with distinctive fit¬ 
ments and interior design. 

Each of the apartment-homes is most modem in 
conveniences, such as porcelain refrigerators with 
GB mechanical refrigeration, built-in cupboards, pri¬ 
vate storage rooms, metal weather strip, and plenty 
I of electric outlets and base plugs. Intercommunicat¬ 
ing and call button systems are part of the building 
equipment. Even in the details of hardware and 
electric fixtures, harmony is assured. 

Utmost consideration has also been given to 
sound-deadening to ensure the quiet, peaceful at¬ 
mosphere of true home. For this purpose the famous 
Acoustex System has for the first time been installed 
in Seaville, the cost of this method of silencing, 
alone, being over 91,600. Special representatives of 
^the Acoustex Corporation made the installation. 


Action 


So that you may read the whole story of the new 
home-owning plan and the details of its economical 
operation, just pencil a yes in the margin of this 
letter. We shall then promptly send you the illus¬ 
trated brochure “Terrace Homes, A Co-operative 
Apartment Project” No obligation, of course. 


The structure of the letter is analyzed in the marginal 
notes at the left. The inquiries for the booklet were followed 
up by a personal call of a representative of the company. The 
campaign filled the apartments. 


Using Haebines to Multiply Letters. At times a business 
concern may want to send the same letter to a hundred^ a 
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thousand, or ten thousand people. Some firms send out such 
letters frequently; others, only once a year perhaps. When 
the time arrives, however, one should know how to ^t the 
letters out. 

Your firm may want to send out five hundred letters to 
those on a mailing list that has already been prepared. First 
the master letter is written. This letter must then be typed 
over and over again on an automatic typewriter; or it must 
be set in type and printed on letterhead paper, either directly 
from the type face or through a ribbon that gives the effect 
of typewritten copy. The result is a “processed letter.” 

The Automatic Typewriter. The automatic typewriter is 
one controlled by a mechanism similar in principle to that 
of the automatic piano. This typewriter is a “self-player.” It 
operates from a master record made from the original copy 
of the letter. Through the use of the automatic typewriter, 
typewritten copies of a letter may be prepared at great speed. 
One can thus send an individually typed letter to a large mail¬ 
ing list. Some companies, specializing in producing letters 
of this kind in great numbers, operate a battery of automatic 
typewriters under the supervision of an attendant who moves 
from machine to machine feeding in new sheets, filling in 
addresses and salutations, and setting the machine in motion 
under its automatic control. Without further attention the 
machine completes the letter; or, if the name of the addressee 
or some particular information is to be inserted at some point 
in the body of the letter, the machine automatically stops at 
this point, the attendant inserts the name or the information, 
and the machine then automatically completes the letter. 

Multigraphed T^etters. The multigraphed imprint made 
through a ribbon gives something of the effect of the auto¬ 
matic typewriter at a fraction of the expense. The letters 
present a uniform evenness attractive to the eye; the ribbon 
impression so closely matches ordinary typewriting that the 
difference is noticeable only to the more experienced. In short, 
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the multigraphed letter gives the appearance and the impres¬ 
sion of a personal letter, yet it can be multiplied to the largest 
mailing list without losing its individual attractiveness. The 
printing is done from facsimile typewriter type. As the 
ribbon that inks the type matches that of the typewriter, the 
fill-ins of address, salutation, and other items are even. If the 
typewriter ribbon and the multigraph ribbon are not well 
matched, the results are poor. Uneven matching is the chief 
objection to the use of the multigraph. 

Printing directly from facsimile typewriter type (without 
the ribbon effect) reproduces a letter with legible attractive¬ 
ness but sacrifices much of the personal effect. 

Mimeographed Letters. If the message is impersonal, 
there is no reason for making it appear personal. In such 
cases mimeographing may be used by typing the message 
upon the specially prepared waxlike surface of a stencil. This 
stencil is then placed on a drum and inked, and several hun¬ 
dred copies can be run off. As a rule, mimeographed letters 
are not filled in with an address and a salutation because the 
mimeograph process does not closely enough match actual 
typewriting. The outlines of letters, made by forcing ink 
through the openings cut in the stencil, are not quite so clear 
as they are in the hand-typed draft or in ribbon-multigraphing. 

Use of Elite Type and Pica Type. Elite typewriter type is 
smaller than the standard pica type, with which moat ma¬ 
chines are equipped. Elite type makes possible a longer letter 
and yet leaves as much white margin. Because of its smaller 
size it lets ample daylight into the letter between single- 
spaced lines. Pica type, however, is widely used and is pre¬ 
ferred by some because its larger size is thought to make 
reading easier. 


The MaUing List 

Importance of the Mailing List. At least half the success 
of a direct-mail effort rests upon the careful selection and the 
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accuracy of the list of names to whom the message is to be 
sent. A poor letter sent to a list of good prospects has a far 
better chance of bringing results than a good letter sent to a 
list of poor prospects. 

What Is a Good List? A good mailing list is a constantly 
revised list of the accurate names and addresses of living 
people who are located in a trade territory and who, by rea¬ 
son of careful selection, are logical prospects for the purchase 
of a particular product or service. 

How Mailing Lists Change, Anyone unacquainted with a 
mailing list finds it hard to realize how rapid is the shift 
in names and addresses, until he tries for a time to keep the 
list up to date. lAfe magazine often receives mure than 50,000 
letters a day and gets about 127,000 address changes every 
month.* The average mailing list undergoes about a 20 per 
cent shift in a year. In some cities the shift is much higher. 
The postmaster of Chicago estimates that a good mailing list 
based on the population of his city depreciates, on an average, 
42 per cent in a year. 

A Philadelphia firm found that a list of 1,000 names used 
without revision for three years had changed thus: 

410 people had changed addresses one to four timesi 

261 had moved to parts unknown. 

124 had already purchased their article. 

83 had already purchased a competing article. 

7 had died. 

1 had gone to jail. 

Out of the 1,000 names 886, or about 90 per cent, were 
worthless at the expiration of the third year. For every dol¬ 
lar spent in mailing to this list, 90 cents would have been 
thrown away. 

Accuracy Essential. An inaccurate mailing list is a lia¬ 
bility, not an asset Enlightened business concerns realize this 
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and take precautions. An investment service keeps check¬ 
ing its lists with a double postcard carrying the following 
copy: 

They addressed him as John T. Williams, but his name was John 
P. Willetts* Then they made this prise error: They addressed him 
at 2S5 Beechtree Street, and the 
address should have been 253 
Peachtree Street* And what he I ^^/o' Say ^ 
wanted never reached him* Of 
course, he didn't like it So we're 
making doubly sure of your cor¬ 
rect name and address by sending 
you this double postcard* 

On one card is this, our mes¬ 
sage, addressed to you. And on 
the other card, which is addressed 
to us, is your message with your 
name and address as we have 
them. We hope we have them 
right If we do not, please tell us 
BO that we can make the correc¬ 
tion. We shall appreciate your 
kindness in giving us this help. 

*^Return Postage (tuaran* 
teed/* If first-class mail is not 
deliverable because of a faulty 
address, it carries the return 
privilege. On mailing pieces in 
other classes that do not carry 
this privilege, most firms place 
the printed phrase ’^Return 
postage guaranteed.’' Then all 
misdirected and unclaimed 
pieces are returned and checked against the mailing list, and 
the dead names are removed. The small added cost of the 
return is money well spent, for returned mail is one of the 
best ways of keeping the list “clean.” Names must be spelled 
accurately, and addresses must be exact. Never relax vigi¬ 
lance over one of the most changeable things on the face of 
the earth. 


M «nK\n t> Mik AwrJ 4 «iiiN 
:-l V I* 

4*v a/•MrAWA.jbN.ri 

K ID. ... 

. . 

U, -MV 

•> S f O . . « 


I. •‘ 4 *. mtr Nn 4 Na wm m wm* ,mW«mw« W 

0^^ M,- *r mniimi 4iif 


n.-4 


«.t«w 


A FORM USED IN CORRECTING 
A MAILING LIST 
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Cheek the Effectiveness of Yottr Letters. Apply these six 
tests to each letter you write: 

(1) WHlyouT letter be vpenedl Some slide unopened into 
the wastebasket. Envelopes should suggest, “This letter is too 
important to be thrown away.” 

(2) WUl your letter be read? Give it handsome appear¬ 
ance. Choose good stationery. A quarter of a cent makes no 
perceptible difference in the cost of a letter that already costs 
fifty or a hundred times that much. Frame the letter like a 
picture; see that typing is even and that the folds are neat. 

(8) Will your letter be understoodt The seven C’s invite 
quick understanding. 

(4) Will your letter be believed? Always stay on the side 
of the truth. One overstatement may ruin your customer’s 
confidence. Be auspicious of superlatives. Strike them out and 
in their place use facts, evidence, and proof. Enthusiasm is 
a fine quality, but do not let it lead you into exaggeration. 

(5) Will your letter be agreed with? Tie your message 
up with your reader's interests. Get into step with him. Do 
not tread on his toes by asserting something that may chal¬ 
lenge him to bristling opposition. Example: “Do you know 
that you have carelessly wasted a lot of your money during 
the past twelve months?” Start off with something you know 
will be acceptable. Example: “Acoustex, the building mate¬ 
rial that quiets noise, is now used in 7 out of every 10 new 
homes. May we tell you why?” 

(6) Will your reader act favorably? Not every letter 
can win the action called for from every person it reaches. 
But if it gets results from enough, it will be rated successful. 


PROBLEMS 

1. You are the sales manager of Effective Letters, Inc., a 
correspondence advisory company. Your company publishes 
fifty-two “Better Letter Bulletins,” written by an authority in 
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the field of letter writing. Gather your facta (the units and 
the sections of this book will give you an idea of the material 
such bulletins might contain) and select appeals. 

(a) Prepare an outline for a campaign of three follow-up 
letters to sell this set of bulletins to the merchants and the 
professional men of your city. One bulletin is to be sent each 
week for fifty-two weeks. Two samples of the bulletin are 
available as enclosures. 

(b) Write one of the three letters; indicate the enclosures. 

(c) Write the second and third letters in this campaign. 

2. Outline a sales follow-up campaign to sell this book, 
which you are studying in this course. You are supplied with 
sample pages of the text. Your mailing list is made up of the 
names of business executives, sales managers, correspondence 
supervisors, heads of adjustment departments, collection man¬ 
agers, and instructors of business correspondence. 

(a) Outline the campaign. 

(b) Write the first ietter, indicating the enclosures, 

(c) Write the additional letters. 

3. In a sales foliow-up campaign of tw'o letters, try to per¬ 
suade one of your close friends to take a long tour with you 
to a piace in the United States you have always wanted to 
visit. (Examples; Yellowstone Park; Rocky Mountain National 
Park; Yosemite Park; Grand Canyon National Park; Carlsbad 
Caverns; Great Smoky Mountains; and others.) This friend 
lives in a neighboring big city and is in the same year in 
high school. Both of you may have to go somewhat in debt to 
finance this trip. In writing these letters, develop strong ap¬ 
peals. Enclose leaflets, brochures, and actual pictures that you 
have obtained from travel agencies. (This problem requires 
you to make a study of some vacation tour.) 

4. As manager of School Supplies, Inc., outline a campaign 
follow-up system. Feature the newest filing cabinets with 
expansion ball-bearing steel drawers and slides; adjustable 
bookcases; automatic pencil-sharpeners; efficiency desks with 
internal flies; and other similar items. Indicate the featured 
article and the central selling point of each letter. Show the 
time intervals between mailings. 
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5. List In writing the psychological appeals you can iden¬ 
tify in (a) the sales letter of Harper'a Magazine on page 457; 

(b) the first letter in the coffee campaign explained on page 
616; (c) the second letter in the coffee campaign (page 516). 

6. You are the manager of a small but profitable electric 
equipment store in your city. You sell fans, irons, percolators, 
heating pads, electric clocks, parchment lampshades, study 
lamps, Adjusto-Lites (which may be clamped on peculiar 
places), flashlights, spotlights, watchmen’s electric lanterns, 
small electric motors for shops, and a host of similar articles 
in the stock of the usual electrical store. (In preceding prob¬ 
lems blocks of selling points have already been given for many 
of these products.) 

The manufacturer, through your wholesaler, has supplied 
you with a liberal outlay of printed leaflets, envelope enclo¬ 
sures, booklets, and mailing pieces in attractive colors. He 
will also multigraph for you any letters you wish to send to 
your local customers. You send him a supply of your station¬ 
ery; and, following your letter copy, he sets up a letter for 
you, multigraphs it, and fills in the addresses. 

(a) Flan a sales follow-up campaign for one of the articles 
listed above. The cost of the article should be high enough to 
justify more than one mailing. 

(b) Make a list of selling points that you will include in 
each letter. 

(c) Indicate the appeals for use in each letter. 

(d) Write the first letter of the campaign. 

(e) Write the additional letters. 

7. You are the manager of the Acme Motor Service, 260 
Division Street, your city. The garage for which you work is 
modem, newly equipped, and under the management of an 
expert who has built up a reputation for (a) honesty in his 
advice to owners and (b) unerring skill in locating mysterious 
car troubles. The garage serves customers with call-and- 
deliver service, throughout the city. All operations in the 
shop are standardized and time-checked. Your features are 
speedy equipment, excellent service, fair price, honest dealing. 
Outline a follow-up campaign of three letters. 
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8. Turn to Problem 1 on page 499. Assume that the price 
of the de luxe pigskin brief case, the leader of your leather- 
goods line, is $19.60. This price gives you a handsome profit. 
You plan to feature this de luxe number to students during 
the fall season and also to professional men. 

(a) Outline a four-piece campaign, three of the pieces to 
be letters with enclosures (that the manufacturer supplies). 

(b) Write the first letter of the campaign. Indicate at 
the top the nature of the enclosure. 

(c) Write the other letters in the campaign, indicating at 
the top of each the nature of the enclosure. 

9. Turn to the case of the Klean-Rite Motor Service, Inc. 
(l>age 436). Review the market analysis. 

(a) Write the letter to be placed on page 1 of the four- 
page letter recommended under "HI. The Medium," paragraph 
(2), page 437. 

{Note: The inside pages will carry illustrations showing cars 
in the process of being washed, with copy explaining the process.) 

(b) Write the letter suggested under "IV. Recommended 
Sales Letter Program," paragraph (1), page 437. 

(c) Write two of the other letters suggested on pages 437 
and 438. 

(d) Write the rest of the campaign, emphasizing action 
and indicating enclosures. Feature a special offer. 

10. Most sales letters take their place as a part of a cam¬ 
paign, each unit carrying a part of the sales effort. 

(a) Turn to the list of products in Problem 2 on page 499. 
E x ami n e the list of products, and select one in which you are 
interested. 

(b) Study your product closely. Then outline a follow-up 
campaign. After noting the price of the article, decide how 
many pieces to include in your campaign. Remember that the 
higher the price, the more sales effort needed. People hesi¬ 
tate longer the greater the cost. 

(c) Write the first letter of the campaign. 

(d) Write the additional letters in the campaign. Indicate 
at the top of each the nature of the enclosures. 
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Each of the following sentences contains one or more 
errors. Rewrite each sentence; correct all errors. 

(1) The leader, as well as the members of the band, should 
be given their choice. 

(2) 1 should like each student, as soon as they have finished 
their work, to bring it to my desk. 

(8) Everyone at the meeting was asked to give their opinion 
about the committee and it*8 report. 

(4) Each child is expected to do their work by themselves. 

(6) No one knew definitely whether or not they would be able 
to go. 

(6) The company has four officials namely, president, vice 
president, secretary, and treasurer. 

(7) The book was ordered yesterday. It wUl not be received 
for a week. 

(8) The train was scheduled to leave at 10-80 A. M. however 
it did not leave until 11-02 A. M. 

(9) He called attention to these details in particular light 
touch, easy operation and moderate weight. 

(10) Can you imagine that I can scarcely believe it 

(11) In order to complete the records the bookkeeper worked 
steady all morning. 

(12) If it was my responsibility I would take care of it imme¬ 
diately. 

(18) To clearly understand the situation, it is necessary to read 
all the correspondence. 

(14) Him assuming the blame for the mistake saved the mana¬ 
ger from embarrassment. 

(16) There was only five more reports to be filed. 

(16) The manager of the department objected to his assistant 
taking the day off. 

(17) The student was real thorough in his work. 

(18) The highly-publicized book was interesting and instructive. 

(19) The studente their assignments completed went to the foot¬ 
ball game. 

(20) There being no further business the meeting adjourned. 
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BUSINESS REPORTS AND OUTLINES 

SECTION 1 

BUSINESS REPORTS 

What a Business Report Is. A business report is a writ¬ 
ten document of careful organization and attractive physical 
fonn» through which is transmitted factual information or 
expert opinion that the reader must have or may need as a 
foundation for his future plans and business decisions. 

The facts are important. They must be dependable, pre¬ 
cise, and clear. The heart of a report is the dependability of 
its facts. If a report embodies opinions issuing from an estab¬ 
lished authority or recommendations prepared by an expert 
investigator, these may have even higher value than the facts. 
But for the beginner the facts are the important things. 

Closely associated with business correspondence, the re¬ 
port is a form that everyone sooner or later has to prepare. 
As American commerce expands, or as mergers throw scores 
of people together into new and greater organizations, the 
lines of information, of authority, and of responsibility be¬ 
come more and more complex. But executives must have 
clear and prompt information from their helpers in the ranks, 
in order to be able to make intelligent decisions. To convey 
this essential information is an important function of the 
business report 

Perhaps you have been elected secretary of your class. 
One of your duties is to write the report of the actions taken. 
Your report is another instance showing the need for ability 
at report writing. In your effort to report the proceedings, 
you learn how valuable accuracy is. You find that if you can 
write clear and accurate minutes and can read them dis¬ 
tinctly, you have acquired a useful accomplishment. 
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Or perhaps a certain executive, called to take charge of a 
new business with which he is not familiar, summons the sev¬ 
eral department heads and asks each one to put in writing, in 
brief reports, what he plans to do, why he plans to do it, and 
what results he expects to get. These exchanges of reports, 
written opinions, and memorandums keep each group of facts 
fresh until later facts come in. They form a solid plktform 
on which the new executive can lay out a course of action. 

How Reports Differ from Letters. Letters are written, for 
the most part, to get action or to lead to action. Reports are 
written, for the most part, to carry clear information. A re¬ 
port is requested by a person already interested in what it 
may contain. The person looks to the report for clear facts, 
precise information, and brevity. A good report is a concise 
record of truths observed with cool impartiality. Hence there 
is no need to whip up interest or desire or emotion, and action 
devices are not necessary. 

Five Types of Reports. The five chief types of reports are: 

(1) the periodic report, (2) the progress report, (8) the ex¬ 
amination report, (4) the recommendation report, and (5) 
the statistical report. Since all but the simpler types of 
reports are rather too advanced for study at this stage in 
your training, we shall limit the work here to definitions of 
the five chief types and to a brief statement of how a typical 
report is constructed. 

The periodic report is a record of activities most of which 
are of routine character. This type records events as they 
occur and may be submitted annually, semiannually, quar¬ 
terly, monthly, or weekly. The progress report may cover a 
stated period or may be submitted by special request. Its aim 
is to establish comparisons in such a way as to show the 
progress made during the period covered. The examination, 
report analyzes past and present conditions, often in order to 
make recommendations on what to do next The recommendaf 
Hon report is an examination report the results of which lead 
to specific recommendations. Hence this type of report m^ 
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be persuasive in maimer, may be argumentative in purpose, 
and may urge a definite program of action. The Btatiaticol 
report is made up largely of financial data, mathematical 
charts, tabular columns of figures, or the like. 


Reportsh^Their O^fanization. A simple report of a page 
or two, with a few headings, will resemble an expanded 
memorandum. 


A Letter to Aeeompany a Financial Report 
Dear Ur. Plainfield: 


Enclosed is a report of the receipts and 
the expenses of the chaapionshlp gane of the 
4C Conference, the net receipts of which have 
been forwarded to your treasurer, Ur. Alfred 
Roberts• 


Yours very truly, 

A Simple Financial Report 

Financial Report 
4C-Conference Chaapionshlp Game 
Vautosa, Uarch 4, 19-- 

Receipts of game. $113.60 

Expenses: 

Redgranits Team.$10.00 

Plainfield Team. 10.00 

Referee. 21.70 

Gymnasium. 10.00 

Bills and Tickets. 6.50 

Stamps, Labor, Telephone 9,16 67.35 

KET RECEIPTS. $ 45.25 

Long reports, however, are composed of three chief divi¬ 
sions, which are broken up into seven smaller units: 

Organ^ation of a Long Busineee Report 

A. Introductory material 

(1) Title page; (2) Letter of transmittal; (8) Table 
of contents; (4) Summary, or synopsis 

B. Body material 

(5) Textual content: the data 

C. Supplementary material 

(6) Appendix 

(7) Bibliography (and index when necessary) 
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The letter of transmittalf placed just after the title page 
aod ahead of the table of contents^ is an introductory mes¬ 
sage, usually less formal and more personal than the body of 
the report. A simple example, accompanying a simple finan¬ 
cial report, is given on page 629. Another example follows: 

Example of a Letter of Transmittal 

Ur. R. L. Jefferson 
Klean-Rlte Motor Service, Inc* 

736 E. gashington Avenue 
Jaaeatovn 2, Ohio 

My dear Mr. Jefferson: 

We have coopleted, in accordance with your request 
of April 4, a oarket analysis of the Klean-Rite Motor 
Service, Ine. 

The complete report is subaitted in the forn of 
the accompanying bound manuscript, with special empha¬ 
sis given to (1) an outline of the services rendered, 

(2) an analysis of the market for the services, and (3) 
recommendations with regard to media. 

After considering the facts oarafully from every 
angle, we have evolved a plan that we believe will pay 
for itself many times over. 

Yours very sincerely, 

JAMES ASSOCIATES, INC. 


C. W. James: RW fresldent 

Longer letters of transmittal may be examined in any re¬ 
ports of the Government, as, for example, the ^^Annual Report 
of the Postmaster General.’^ The table of contents, following 
the letter of transmittal, is a list of the headings used, together 
with the number of the page on which each appears. The 
summary, or synopsis, written after the report has been com¬ 
pleted, follows the table of contents. It should summarize the 
core information in one or two pages or less. A paragraph 
be enough. The summary, or synopsis, is given a pre¬ 
ferred position at the beginning because the executive who 
must pass upon the report Is most interested in the conclusions 
reached and the action recommended. 
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DISPLAY n% BUSINESS REPORTS 
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The textual content expands the headings listed in the 
table of contents. The report writer should display his mate¬ 
rial, with headings and subheadings, so as to help the reader 
find the information he wants. The appendix may contain 
tables and exhibits; in general, material that might clog the 
main body of the report. The bibliography, following the 
appendix, should give a list of the sources of information. 
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Display io Business Reports. Display (the liberal use of 
white space) is essential to make the captions, the section 
headings, and the main headings stand out to guide the reader 
to the information wanted. Examine the Dlustration on page 
631. Reserve a margin of at least two inches or more at the 
left of each sheet. Use standard stationery (8^^ by 11 inches). 
Better display comes from single-spaced material, although 
some executives prefer double-spaced. If possible, determine 
in advance which is desired. Captions and subcaptions (think 
of them, if you wish, as headings and subheadings) may be 
typed in the center of the page or flush with the left-hand 
margin. A subheading may be inset into the body of a para¬ 
graph at the left or may be typewritten in the margin oppo¬ 
site the section to which it refers. At least two spaces should 
be allowed aboVe and below each display line. The most im¬ 
portant captions are typewritten in capitals. The piupose of 
display is to enhance clearness. 

PROBLEMS 

1. Prepare a report of an investigation of stock phrases 
found in ten letters obtained from business concerns. 

2. Prepare a report embodying the outstanding facts you 
have learned thus far from your course in business writing 
(facts about letters and reports, as well as fundamentals). 
State how you intend to make these facts useful in the future. 

3. Prepare a report of an investigation on the use of dic¬ 
tating machines in the ofilces of two (or more) business con¬ 
cerns in your city. (This problem requires field work.) 

4. Prepare a report of an investigation of the personal 
preferences of the members of a certain class in your school 
regarding typewriters, together with the chief reasons for 
their choice. Select the class you wish to use. 

5. You are the treasurer of the athletic (or another) asso¬ 
ciation of your school. Prepare a report outlining the finan¬ 
cial condition of the association. 

6. Prepare a report on what the students in your school 
think of the school newspaper or of the school annual. (This 
problem requires field work.) If your school publishes no peri¬ 
odical, make a report on why such a publication is needed. 
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What an Outline Is. An outline is a useful device for 
representing the framework of a discussion. It is helpful 
in preparing long letters and business reports. An outline 
should be kept simple. When it becomes intricate, it loses 
clearness. Its value rests in its use. Hence it should be 
short, simple, and usable. A good outline seldom uses sen¬ 
tences, seldom carries the subdivisions of the main topics 
farther than two or three items, and is brief enough to be 
understood and remembered. 

Every writer and every speaker must take certain steps 
in preparing his discussion. In other word;*, he outlines, 
whether he knows it or not. If his outline is sound, his dis¬ 
cussion is clear, concise, and complete. 

A recommended outline form is: 

I_ 


A. _ _ 

B. _ 



1. 



(UHw: *>4** tnd "h** nub- 


2. - . - - 



divJbiuTii under **1** nnd 
gfaould be Introduv^ 





only will 0 orv 

A. 




■ory* Thr* vnlu^ of nn oiit« 
Hno iV* qvirk eloornoH. 

1. - - - 



Thr aimplcT thr outline U 
the 11 it. The 

form hero recommended le 
Acxibic end eetUy expended.) 


2. 



B. 




C. 






HI._ 

Examples of Two Simple Outlines. A reader, let us say, 
wants us to give him the simplest possible outline of “The 
Process of Writing an English Composition.” We reduce the 
subject to an outline of four topics: 

Simple Four-Topic Ouiline 

I. Selecting and limiting the subject 

II. Gathering the material 

III. Organising the material 
rv. Writing the discussion 
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The writer of a business letter or a business report follows 
the same outline. 

In another case a lar^e corporation requires frequent 
reports on factory departments. These reports must be based 
upon observation and recommendation. To aid the report 
writers, we set up the following guide: 

Expanded Fout’-Topie Outline 
I. Meeting the foremen and the supervisors 
IL Studying each of the departments 

A. List of the main operations 

1. Item 1 

2. Item 2 [etc.] 

B. Purpose of each operation 

1. Item 1 

2. Item 2 [etc.] 

C. Machine or equipment used 

1. Is it difficult to repair? 

2. What amount of power is consumed? 

D» Operators 

1. Number 

2. Qualifications 

IIL Application of men and equipment to material 

[Similar entries In this division] 

IV. General questions on the department 

A. Questions on main steps in operations 

B. Questions on methods of storing stock in process 

Cr Questions on relative use of equipment to capacity 

Briefs, Digests, and Summaries* Of recent years it has 
become much the fashion to keep up with the outpouring 
stream of printed matter by reading it in the form of sharply 
condensed articles called digests. Thus The Reader^s Digestf 
through skillful summarizing, makes miniature capsules of 
reading matter out of full-length articles that may have been 
published previously in other magazines and periodicals. A 
summary is the expression, in a brief form, of the gist of a 
paragraph, a series of iiaragraphs, several pages, or a whole 
book. Summaries naturally accompany business reports be¬ 
cause it is important that the significant core of a long report 
be revealed in brief compass at one point where it may be 
quickly consulted. 
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In writing, few exercises are of greater value than the 
attempt to express in a few lines, or at most in a short para¬ 
graph, the gist of a long discussion, American civil-service 
examinations use this test. 

Summary writing is put to practical use in business and 
everyday life every time anyone attempts to summarize any¬ 
thing he has heard or read. In modern life there is so much 
to be read and told and reported that, to keep up with the 
volume, much of it must be done in summary. The core of 
the long report is the summary, or synopsis. One should 
develop skill in preparing summaries. 


PROBLEMS 

1. Study the table of contents of this book. Be able to 
state orally how this table of contents serves to outline the 
text material. 

2. At the close of a meeting of your class (the particular 
meeting to be designated by your teacher), be prepared to 
make a brief written outline or written summary of the class 
proceedings. 

3. Outline the letter on page 198 of this book. Outline also 
one other letter reproduced in this book. 

4. Outline a letter obtained from an outside source. 

5. Outline or summarize (a) the remarks of a speaker at 
the most recent meeting you may have attended, (b) an arti¬ 
cle from a current business publication or another periodical. 

6. Outline or summarize the contents of an annual report 
(a) of a corporation, (b) of your association of commerce, 
(c) of your school system, or (d) of some similar organization. 

7. Outline or summarize the contents of one of the chap¬ 
ters (a) of this book or (b) of another book that you are 
studying in school. 



636 


BUSINESS REPOBTS AND OUTLINES 


[Unit 14 


REVIEW 

The following sentences contain false connections, weak¬ 
nesses due to violation of parallel structure, and mistakes in 
sentence construction. Rewrite the sentences so that they 
will be clear and correct. 

(1) The report should not be released without further investi¬ 
gation to the Dick Corporation. 

(2) Although not entirely satisfactory, we plan to keep the 
order this time. 

(3) The hardest job of this year has been traveling and to 
collect accounts. 

(4) The sheet was mailed on November 3 that contains the 
necessary items In plenty of time for your revision. 

(6) As pointed out in our previous communication, we shall 
not be able to execute this contract until next year. 

(6) Hurrying through these tasks and to skimp duties here 
and there are faults that merit criticism. 

(7) The re-order should be sent without delay to the Alumi¬ 
num Goods Company which was approved yesterday by 
the Credit manager. 

(8) Coming to the point of our letter at once, this action may 
not be allowed without danger to all. 

(9) The factory was large, new, and it was well equipped. 

(10) I put the book on the table which is interesting. 

(11) From the result of the vote it was clear that the conven¬ 
tion refused to approve not only the move but wanted to 
reconsider the previous action also. 

(12) She gave the knife to the boy which is to be sharpened. 

(18) The pilot of the plane saw a huge building passing over 

the city. 

(14) They visited the committee's headquarters which is com¬ 
posed of five members. 

(16) We saw three ships looking out over the horizon. 



Unit XV 

IMPORTANT MATTERS RELATED TO 
BUSINESS COMMUNICATION 

SECTION 1 

INTEROFFICE CORRESPONDENCE 

Messages within the organization are called internal or 
interoffice communications. In such messages brevity is the 
rule. Everything possible is done to save time and words. 
As the correspondence is “within the family" and between 
individuals accustomed to business practice, there is less need 
for the cushioning and softening phrases that prevent mis¬ 
understanding among those not accustomed to business ways. 
Hence interoffice memorandums may be crisp and brief, even 
to a degree that might, among outsiders, be considered 
brusque and curt. Their main purpose is to inform quickly 
and clearly. Interoffice correspondence is simplified through 
the use of (1) simple and accurate terms and (2) printed 
forms. 

Simple and Accurate Terms. Internal correspondence, like 
the summary, should compress the gist of much information 
in a brief space. Internal communications pass back and 
forth within a large organization by the hundreds and thou¬ 
sands. They must not be long-winded. They must give pre¬ 
cise facta needed in the operation of the business. The facta 
must be so carefully stated that they can be interpreted in 
only one way. An officer of a famous corporation recently 
wrote to the author: 

A short time ago someone from the Sales Division sent a note 
to the Production Division, requesting a certain disposition of ten 
thousand tires. The production superintendent read the order ana 
passed it to several of his assistants for their opinion of Its intent. 
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A general argument soon developed, and they were compelled to re¬ 
turn the note to the Sales Division for a restatement. 

The difficulty here was that the memorandum could be 
interpreted in more than one way. The language was ambigu¬ 
ous. Only after the memorandum had been sent back for a 
more accurate wording did its meaning become clear. 

Printed Forms. Printed forms speed internal communica¬ 
tions and memorandums. All Axed data, such as the name of 
the sender, his department, the name of the addressee, his 
department, and the date, are provided for on printed guide 
lines that need only to be Ailed in. 



Office Memorandum 


To. 

(Memorandum here) 

.... Department 

Date.. 

From_ 


...... Department 


A CONVENIENT PRINTED FORM 


A form like this is used for all correspondence between 
departments in the same plant, except when longer reports 
are called for. No carbon copy is necessary as the original 
goes into the Ale. Unless the memorandum is long, or unless a 
carbon copy is required for special purposes, internal memo¬ 
randums may be written in longhand. This practice saves the 
expense of dictating and typing. 

Branch Letterheads. The branch letterhead saves time and 
words. Note that no salutation or complimentary close is 
used. All that is necessary is to supply the data to All the 
spaces at the top and to write a simple statement of the 
business matter involved. This type of letterhead is used for 
communications within the company but outside the local 
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office. The message should be typewritten. A full sheet is 
used only for long communications. 


To: 

Cmr: 

State: 

Dept.: 


SCHOOL SUPPLIES, INC. 
Feoh: 


Svuitct: 


Date 
In Answer to 
Letter Dated: 


(Space for message here. Letterhead may be on 

half sheet or full aheet) 


A BRANCH LETTERHEAD 


PROBLEMS 

1. Summer is just around the comer. You are an employee 
in the sales department of School Supplies, Inc., and you want 
a vacation of two weeks with pay during the first two weeks 
of September. Your family, which is large, is having a special 
reunion at a distant point (choose your facts as you wish), 
and an eifort is being made to have each living member attend. 
Write your chief a one-page typewritten memorandum briefly 
setting forth this situation and making your request. Your 
problem is to compress the essential facts within the space of 

a memorandum. 

2. Write the memorandum answer to the situation de¬ 
scribed in Problem 1. You are now the sales manager. Grant 
the request and ask your employee to come in for a short con¬ 
ference on the matter at ten o’clock the following morning. 
Indicate that you want to make arrangements to take m 
his work during his absence because this matter should be 

planned far in advance. 

3. Write an interbranch letter on a branch letterh^, Mk- 
ing the manager of the branch oflice of School Supplies, Inc., 
located in Seattle, Washington, to give you a summary state- 
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ment on the present condition of the warehouse stock and on 
the trend of saies in the northwestern area since his last semi¬ 
annual report. Supply concrete details, as you choose, using 
an office equipment catalog as a source. 

4. You are the branch manager of the Seattle office in the 
situation outlined in Problem 3. Write an answer to the re¬ 
quest of your chief, in the form of an interbranch letter ad¬ 
dressed to the home office in Chicago. 

5. Write, in longhand, a brief memorandum to W. R. 
Crosby, a sales writer on your staff. You are the sales man¬ 
ager. Request him to submit to you within the next hour a 
statement of his progress, up to and including this morning, 
on the copy for the next sales follow-up campaign. Mr. Crosby 
has been assigned a line of office equipment. For facts consult 
an office equipment catalog. 

6. You are W. R. Crosby, the sales writer mentioned in 
Problem 6. Answer the sales manager with a suitable memo¬ 
randum, stating how far you have progressed. Call attention 
to any special difficulty you are facing. 
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"UrgentI” “Important!” “Action, please!” These are the 
psychological effects of a telegram. No telegram is discarded 
unopened or unread. To cut costs and increase speed of trans¬ 
mission, keep messages brief and clear. Punctuation marks, 
now transmitted without extra charge within the limits of the 
United States, should be freely inserted wherever they help 
to clarify the meaning. 
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A TELEGRAM WRITTEN ON A '*UKTVER8AL*' MESSAGE BLANK 


The “Universal” Message Blank. The telegraph company 
provides a “universal” message blank, on which all classes 
of telegraph and cable messages may be written. A supply of 
these blanks may be obtained from any telegraph office. The 
universal blank serves for telegrams, day letters, serial serv¬ 
ice, night letters, and all classes of cablegrrams. The patron 
checks on diagram the class of service desired. 
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Gasses of Telegraph Seryiee* In studying the following 
information^ remember that rules are changed from time to 
time. Regulations should be checked often. Get the latest in¬ 
formation on classes and cost of messages directly from the 
local representative of the telegraph company. 

The four important classes of telegraphic messages are: 
(1) fast telegram, (2) day letter, (3) serial service, (4) night 
letter. 

The Faet Tdegram. This is the standard service. It takes pre* 
cedence over other classes. It should be used for messages requiring 
fastest, expedited service. Telegrams are accepted at any hour for 
immediate transmission and delivery. Code language may be em¬ 
ployed. The cost of telegrams depends on the number of words and 
the distance to the destination. The basis for the minimum charge 
is ten words. Upon request the companies will supply tables for 
computing tolls. 

The Day Letter. Day letters are subordinated to full-rate tele¬ 
grams in the order of transmission; they constitute a deferred day 
service at reduced rates. The cost of a fifty-word day letter is one 
and a half times the cost of a ten-word telegram. Code language 
may be used. 

Serial Service. Serial service is that service under which a 
series of messages, sent in sections during the same day from the 
same sender at the same oflBce of origin to the same addressee at the 
same destindtion, may be filed and paid for as a single message at 
a total cost considerably less than that of other types of day tele¬ 
grams. This service is valuable to organizations like (1) a packing 
company with its main plants in one city, its sales offices in another, 
and a monthly bill for telegrams running as high as $1,800; or (2) 
a research foundation with operating headquarters in a city of the 
Middle West and special offices in New York. 

The Night Letter. Night letters may be filed at any time during 
the day and at night until 2:00 A.M., for delivery the morning of 
the next ensuing business day. The rates for night letters are sub¬ 
stantially lower than those for standard telegrams or day Utters. 
The night letter is a single overnight service. The initial charge is 
for twenty-five words. This service is the most economical of all 
for messages of some length* Code language may be used. 

Preparing Telegr^hie Messages* For swift and trouble- 
free transmission every sender is urged (1) to write his mes¬ 
sage legibly and (2) always to leave his address at the office 
of dispatch. Indistipct or hurried handwriting has caused 
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many a costly error for which the sender had to assume the 
blame. When the sender has left a local address where he can 
be reached, he may be consulted about his meaning and a 
possible error may be corrected before it has been put on the 
wires. 

Note in the illustration on page 541 that a space is pro¬ 
vided in the upper left comer of the universal blank, in which 
is indicated by a check mark the class of service desired. Be 
sure to enter this check mark. When telegrams or cable¬ 
grams are typed, they should be double-spaced, regardless of 
their length. Writing out numerals reduces the chances of 
error. The contractions can’t, don’t, and won't should be 
avoided. The words East, West, North, or SoMifc should be 
spelled out in addresses. Omit the affixes st, d, tid, rd, and th. 
Avoid: “1965 N. 89th Street.” It is better to use: “1955 
North 89 Street.” Supply a complete street address. No 
charge is made for whatever matter is required in the address 
to enable the company to identify and find the addressee. 
Code addresses may not be used in domestic messages. The 
date, the address, and a single signature are transmitted 
without charge. Neither salutation nor complimentary close 
should be used. 

In preparing a message to be sent to the telegraph office 
by messenger, indicate not only what class of service is desired, 
but also whether the message is to be sent paid or collect. The 
latter information is written in the lower left corner of the 
telegraph blank. When a charge account has been arranged, 
the word charge is noted on the blank in the lower left comer. 
When a message is ready for the telegraph company, it may be 
taken to the nearest telegraph office, handed to a telegraph 
messenger, or filed by telephone. Patrons should retain in 
their own files the original copies of messages telephoned and 
the carbon copies of all others. This practice saves time in 
checking the monthly bill and provides copies for reference. 

Filing Telegraphic Messages by Telephone. In most cities 
and towns messages may be filed over the telephone by saying 
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simply, “Western Union, please.” In making a call on a dial 
telephone, you must dial the number in the usual fashion. In 
either case a recording operator of the company is connected 
with the sender, and the message may then be dictated. The 
toll may be charged on the monthly telephone bill or on a 
separate bill at the end of the month. The filing and the local 
delivery of messages by telephone are short cuts. 

Verifying Teiegraphic Messages. If you wish to have a 
message verified for accuracy, the words repeat hack should 
be written at the top of the blank. An additional charge equal 
to one half of the regular rate is made, and a charge for the 
two words repeat hack. The full message is then repeated 
back to the sending office and may be checked for accuracy. 
This service is used when vital financial matters are involved, 
as when, for example, a motor manufacturer is announcing a 
schedule of prices for new models. 

Sending Money by Telegraph. Telegraph companies will 
transfer money by telegraph or cable. A personal identifica¬ 
tion of the payee may be demanded if the sender so specifies. 

Additional information on such matters as counting 
chargeable words, ciphers, codes, and the like may be obtained 
at any telegraph office. 

Classes of Cablegrams. The four classes of cablegrams 
are: (1) ordinary cablegram, (2) deferred cablegram, (3) 
night letter, (4) ship radiogram. 

The Ordinary Cablegram. This is the standard service at full 
rates. It is used for messages requiring quick transmission and 
prompt delivery. The messages may be written in the various 
languages approved for telegraphic correspondence. Code cable¬ 
grams may be sent at slightly different rates under certain addi¬ 
tional regulations. 

The Deferred Cablegram, This service is used for plain- 
language messages at half the full rate, subject to being deferred 
in favor of full-rate messages. 

The Night Letter. This is an overnight plain-language message 
at one third of the full rate. A minimum of twenty-five words is 
charged for, one of which must be the code prefix NLT, signifying 
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^^Night Letter.’’ This type of service is based upon the use of cable 
facilities at times when they would otherwise be unemployed. It 
is designed for a class of business and social messages not of suffix 
dent urgency to warrant the payment of full tolls. Cable night 
letters may be filed up to midnight for delivery the following 
morning. 

The Ship Radioffram. This is a service to and from ships at sea 
in all parts of the world. Plain language or code may be used. Code 
radiograms are accepted under the same conditions and rates as 
code cablegrazns. 

Learning to Condense* In all telegraphic messages and 
noTicoded cable messages, condense the wording as much as 
possible without losing clearness. For example, it is better to 
say, ^'Letter follows,” than, ”Will give a more complete ex¬ 
planation by letter.” The first expression contains two words; 
the second, eight. 

Wordy Better 

Full explanation by letter now Letter follows [2 words] 
in mail [7 words] 

Wire your reply at our ex- Reply collect [2 words] 
pense [6 words] 

Without delay [2 words] ) . j* ♦ i rt ai 

At once [2 words] } Immediately [I word] 

Telegraph employees, through experience, are expert at 
condensing. Ask them for advice. 


PROBLEMS 

1. You are leaving Milwaukee for Chicago on the Varsity, 
a limited train. At Chicago you will leave for New York on 
the Twentieth Century of the New York Central. You will 
arrive there at 8:08 A.lf. Telegraph your business partner 
to meet you. 

2. You ordered three weeks ago one copy of Royce’s BusU 
neas Destiny from the Axton Company. There has been a 
delay. Send a day letter with the aim of obtaining the book 
in time for a Monday school assignment. 
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3. Telegraph for a room reservation at the Hotel Roosevelt, 
New York City, asking for a single room with a bath and 
specifying the date and the probable hour of your arrival. 

4. The following fast telegram was sent from New York 
City: 

Acme Products Company, Springfield, Illinois 

FIFTY FIVE BOXES SHIPPED OK EIGHTH. REST WILL FOLLOW 

TOMORROW 

Jackson, Belding, Ross, Inc. 


Your teacher will give you a list of toll charges for mes¬ 
sages sent to each zone out of New York, together with the 
additional charge for each word over ten. What was the 
charge for the telegram given above? 


6* Your teacher will appoint a committee from the class to 
visit one of the local telegraph offices and to obtain exact infor¬ 
mation regarding the cost of sending telegraphic messages 
from the local office to 


(a) The principal cities of your state 

(b) One or more large cities in each of your neighboring 
states (the states bordering on yours) 

(c) A number of representative cities outside of your 
state, including the following cities: 


New York 

Boston 

Philadelphia 

Buffalo 

New Orleans 

Atlanta 


Chicago 

Cleveland 

Cincinnati 

Milwaukee 

Minneapolis 

Quebec 


San Francisco 
Los Angeles 
Seattle 

Portland, Oregon 
Salt Lake City 
Montreal 


Each member of the class will find it valuable to make an 
accurate record of the rates reported after the committee has 
gathered the information. 



SECTION 3 

ORAL ENGLISH 

Make Your Speech Habits Effective: Learn to Talk Well. 
The business office will call upon you not only to write well 
but to talk well. Spoken English is heard in business even 
more commonly than written English is read. Much of a 
businessman’s ability is judged by the way ho talks. From 
the moment he reaches his office in the morning until he leaves 
in the afternoont his mastery of spoken English must meet 
many kinds of tests. 

Importance of Speaking Well. In the course of a business 
day a thousand spoken words may be used to one written 
word. The executives give oral dictation to stenographers or 
to dictating machines. The office manager issues brief oral 
orders or instructions, which later may or may not be reduced 
to memorandums. The secretaries give oral answers over the 
telephone to countless requests. The information clerk gives 
oral replies to countless inquiries. The president of the or« 
ganization, while in conference with his board of directors, 
may have to give an oral explanation of a new policy he 
wishes to introduce. 

Clearly, the man who can talk well in private and in pub¬ 
lic, adjusting his speech to the occasion, possesses a valuable 
asset forever useful in the world of business. The ability of 
speaking well is indeed a powerful tool for getting ahead in 
the world of buying and selling. It is true that progressive 
business follows the old axiom, **Actions speak louder than 
words,” and emphasizes doing rather than talking. But, as 
has been well said, an important kind of doing is made up 
of the right kind of talking. 

Occasions for Talking in Business. What are some of the 
common situations in business calling for the ability to speak 
wellt They are: 


547 



548 MATTERS RELATED TO BUSINESS COMMUNICATION fUnit 16 


1. Answering questions. 

2. Carrying verbal messages. 

8. Talking over the telephone. 

4. Discussing business subjects. 

(a) Conferences. 

(b) Instructions. 

(c) Explanations. 

(d) Announcements. 

(e) Reports. 

(f) Sales talks. 

5. Giving public speeches on business or related sub¬ 
jects. 

Each of these situations, except the last, may be readily 
dramatized in the classroom. 

Answering Questions. This kind of oral English calls for 
a ready and accurate mental grasp and for a quick and pointed 
reply. First you must understand clearly. Then you must 
match your answer exactly to the question asked. This funda¬ 
mental skill is too often lacking in young employees, and it 
often sets up, between a firm and its customers, misunder¬ 
standings diihcult to correct. Replies to inquiries should show, 
in speech and in manner, the qualities of tact and courtesy, 
a firm knowledge, an interest in the employer's business, and 
a desire to satisfy. 

Carrying Verbal Messages. Verbal messages become less 
and less frequent in modem business. The practice is to put 
the message in writing in order to forestall possible errors in 
memory. This in itself is sufficient proof that when you are 
entrusted with verbal messages, you must have the ability to 
listen carefully, to grasp fully, to remember accurately, and 
to repeat exactly. 

Talking Over the Telephcme. Carrying on a conversation 
over the telephone is as universal in business as talking face 
to face. To talk correctly over the telephone demands clear 
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enunciation, exactness in pronunciation, brevity of statement, 
and conciseness in expression. It must be remembered that a 
telephone conversation is invariably expensive to some one. 
Business telephones were never made for gossip, regardless 
of how mistakenly they may be used for it. Nor is it good 
form to use a business telephone for intimate, private, and 
entirely personal conversations. Other matters may be press¬ 
ing for attention. 

Speak slowly, clearly, and directly into the mouthpiece— 
not, as so many do, into space. Keep the lips about one inch 
from the mouthpiece. This requirement is automatically taken 
care of by the modem one-piece desk telephones, which make 
it awkward to talk anywhere but into the mouthpiece. Answer 
telephone calls promptly and pleasantly. Announce the num¬ 
ber when answering a call on a residence telephone. Give the 
names of the company and the department in answering a call 
on a business telephone. Concentrate on telephoning. Bear 
in mind that courtesy in telephone conversations is as essen¬ 
tial as in conversations face to face.* 

Making Appointments and Recording Incoming Calls. 
Every busy man is assailed with things to be done. When 
he is at his desk, his telephone buzzes with requests for ap¬ 
pointments, with calls for conferences, and the like. When 
he is absent from his desk, his secretary’s telephone buzzes 
with incoming calls for him. To make it possible for matters 
of this kind to be kept straight, office equipment firms and 
paper companies have devised calendar pads, appointment 
forms, and telephone call forms, which, when properly filled 
in, give all necessary information. Such forms on the desk of 
a businessman schedule his work, save time, and help to get 
things done. The writing down of appointments, interviews, 
or problems leaves time for planning more important work. 

* The following figures are worth knowing: The United States has 
6% of the world’s area, 6% of the world’s population, and 57% of the 
world’s telephones. The number of messages in the United Stotes annu¬ 
ally are: by telephone, 46 billlMi: by letter, 20 billion; and by telegram, 
one ftfth 01 a bluion« 
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Discuissiiig Business Subjects—Conferences, Instructions, 
Explanations, Announcements. So frequently do conferences 
become mere time-wasters that they must be sternly con¬ 
trolled by (1) the careful organization of the agenda, or 
things to do, and (2) a guiding ability to keep to the main 
point. The topic of discussion must not be allowed to stray 
far adeld. When it begins to stray, as it inevitably will, prep¬ 
arations must be made for bringing it back promptly to the 
main theme just as soon as the side issue can be satisfactorily 
settled and dismissed. 

Explanations and announcements must be given definite¬ 
ness and force. Whether oral or written, they are governed 
by the same structural principles. Review pages 812 to 314. 

Oral Reports. The material needed for an oral report must, 
Jike that of a written report, be taken from the proper sources 
of information. This material must then be given clearness 
and accuracy of statement. Facts and source material should 
be checked for correctness. The oral report should be based 
on a simple three-part structure: 

I. Introductory statement of the aim and purpose. 

II. Body of facts in logicai order. 

III. Summary of the findings. 

It is good practice to use charts, drawings, pictures, and 
posters as illustrations whenever they are available. 

Personal Interviews. You will profit from interviewing a 
man in your city whose business makes him thoroughly famil¬ 
iar with whatever topic you may have occasion to develop. 
There is nothing mysterious about an interview. It is made 
up of a series of questions which you will ask, and a series of 
replies which your informant will give. Fix in mind three or 
four chief points on which you desire information. Present 
them to him clearly and simply. When you have the desired 
information, thank him for his courtesy and leave without 
delay. Do not avoid interviews. Seek them out. They are 
valuable as preliminary experience which may later be used 
in all forms of public contact. 
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Giyingr Your Report to the Class. Do cot memorize an oral 
report. Simply fix in mind the main points —seldom more 
than four or five—and, like a good salesman, take up the de¬ 
tails of each point when you get to it. Be sure to include spe¬ 
cific Information and concrete detail whenever you can. An 
illustrative story, beginning, “For example," or “For in¬ 
stance," or “By 19— it was found that . . . is a certain 
way to stimulate and maintain interest. When your report is 
concerned with some concrete object like a typewriter, a dic¬ 
tating machine, an addressing machine, a piece of office equip¬ 
ment, or the like, it is helpful to check over your material to 
see whether you have answered the six universal questions: 
What? Where? When? How? Why? and Who? For example: 
What is an automatic typewriter? Where is it used? When? 
How does it serve business? Why is It commercially valuable? 
Who makes use of it? 

Public Speeches on Business and Related Subjects.* Oral 
reports build the groundwork on which may later be erected 
a full-length speech. Businessmen who have a reputation for 
ability are frequently called upon to deliver addresses at con¬ 
ventions and similar gatherings. They mu.st use the same 
principles in preparing their addresses that a beginner uses in 
preparing his first oral reports. The difference lies in the fact 
that the public speech is longer, more comprehensive, more 
authoritative, and of greater importance. 

The experienced speaker simply does as a matter of train¬ 
ing what the inexperienced speaker must learn to do. He nar¬ 
rows the subject for discussion to a topic that can be dealt 
with in the given time, choosing the phase of the subject and 
the facts that are most likely to interest his audience. He 
arranges his material in a clear, orderly, interesting way, 
making sure of his facts. When the time comes for him to 
speak, he simply walks onto the stage or to his position with- 


* An interesting collection of business speeches for general study 
may be found in Sandford and Yeager's Btuineet Speeches for Bueinees 
Men, 
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out haste, addresses the chairman and the audience with the 
conventional courtesy of “Mr. Chairman, Ladies and Gentle- 
men,” assumes an erect position, and stands squarely on both 
feet. He does not slouch! As he presents his facts, he looks 
at the audience and speaks directly to them, keeps in mind 
the purpose of the gathering, and adjusts his voice to the size 
of the room and the size of the audience. From the attitude 
and response of his audience, he detects whether he is holding 
their interest. Finally he does not infringe on the good nature 
of the audience or the time of other speakers. He knows when 
to stop. 

Listening to Good Speakers Is Excellent Training. An 
excellent plan is to watch and listen to good speakers just as 
often as you have an opportunity, making close note of what 
they do and how they do it. One thing you will learn early: 
there is no single set way to make a good speech. You will 
observe two outstanding qualities in every speaker who really 
carries his audience with him: (1) he uses his own natural 
manner, without affectation or artificiality; (2) he talks di¬ 
rectly to his audience in a conversational tone. Outside of 
these two fundamentals, there may be considerable variety 
among speakers. 

There is, of course, only one way to learn how to speak 
effectively. That is to get up and actually try it yourself. 
Whether it is answering a question, carrying a verbal mes¬ 
sage, answering the telephone, joining in a conference, giv¬ 
ing instructions, making an announcement, delivering an oral 
report, making a sales talk, or giving a public speech, the 
important thing is to try it yourself not once but many, many 
times. Watching how experienced speakers do all these things 
is excellent supplementary training. You will observe your 
own errors and strengthen your weak points by checking your 
methods against theirs. You will note that they speak with a 
fullness and distinctness of articulation and enunciation, much 
more clear and distinct than yours. To establish the habit of 
clear speech, you will find it necessary to open your mouth 
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much wider than you do normally, just as the best speakers 
do. This gives clearness and carrying power to everything 
you say. 

Pronunciation. To pronounce words correctly is a first 
essential in oral English. We judge a man’s breeding by the 
way he pronounces words, as well as by the grammar he uses. 
A mastery of both is essential to the modern businessman. 
Uncertainty in pronunciation or in grammar has been known 
to be a fatal bar to the progress of many otherwise well- 
prepared individuals. 

To attain accuracy in pronunciation; to make correct ex¬ 
pression habitual: to eliminate mannerisms, careless enun¬ 
ciation, and the overworking of certain words; to develop 
precision in choice of words and confidence in manner and 
tone—how may these desirable ends be achieved? The one 
answer is: by habitual self-drill. 

Pronunciation is the act of giving the proper sound and 
accent. Enundation is the act of speaking with fullness and 
distinctness of articulation. 

In enunciating, it is important to sound clearly the begin¬ 
nings and endings of words, and to articulate each syllable 
distinctly. In pronouncing, place the accent correctly, give 
the proper sounds to vowels and consonants, and pronounce 
all consonants without careless slur, unless the dictionary 
shows them to be silent. 

Dictation of Letters. The ability to dictate a good business 
letter rests upon a sound mental plan and a smooth command 
of English. Each dictated syllable must be clearly enunciated, 
whether it is being recorded by a human stenographer or a 
machine cylinder. There must be no slurring of sounds. Sen¬ 
tences should be allowed to fall into their natural phrases and 
word groups in order to help the transcriber in getting the 
logical sense. Remember that when notes are cold, the stenog¬ 
rapher must rely wholly on sounds. In every line of your dic¬ 
tation, strive to give full and distinct articulation, utter each 
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vowel and syllable with care» speak slowly, and gather your 
words into intelligible groups. Note the word-grouping of the 
following first sentence, as it is dictated: 

The cover plate on the clutch-housing/ of your Streamliner 
Flying Cloud/ about which you ask/ in your letter of May 19/ 
can be readily removed/ by releasing the screws on each end of 
the plate/ and slipping the plate to one side. 

Only the slightest hesitation is necessary between groups 
—in fact, just enough to indicate the sense of the passage and 
to give dictation continuity. In dictating to the machine, the 
dictator should have his ideas so well in mind and should 
make his phrasing so clear that correction and repetition will 
be largely obviated. Paragraphs and periods should also be 
indicated. 

Reporting the Minutes of Meetings. The secretary keeps 
a record of each meeting for which he acts, and he reports its 
proceedings in the form of minutes. The minutes, of course, 
follow the chronological order of the proceedings, which, in 
turn, are governed by the order of business.* Here are the 
minutes of a certain meeting: 

Minut€8 

A regular meeting of the Olympian Association was held in the 
Administration Building on Monday evening, May 29, 19—. 

President G. L. George called the meeting to order at 7:46. 
The roll call showed 91 members present. The minutes of the regu¬ 
lar meeting of May 22 were read and approved. 

The Chairman called for the resolution on the Restriction Act 
of the national association to be considered as a special order, in 
accordance with the vote of the assembly at the meeting of May 22. 
Mr. Drake, supporting the resolution, read his proposed draft. Its 
adoption was moved by Mr. Starling, seconded by Mr. Harper, and 
passed by a large majority. 

The Chairman then called for reports of officers and standing 
committees. The Standing Committee on Programs had the only 
report to present. Ur. Hudson, chairman, read the following pro¬ 
gram recommendations for the third quarter: 


* The New Cu$hmff*$ Manual of Parliamentary Law and Praeiiee, 
Authorised Revision, is a dependable guide to parliamentary procedure 
and its various terms. 
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[The full report was reproduced here.] 

After discussion it was voted to adopt the report in full. 

The special assessment approved by the Committee on Finance 
and voted through at the meeting of May 16 was ordered collected 
in three installments over the next six weeks. 

Mr. Brand moved the appointment by the Chairman of a com¬ 
mittee of three to consider ways of increasing membership. The 
motion was seconded and carried. The Chairman stated he would 
announce the committee appointments at the next meeting. 

On motion, the meeting adjourned at 9:20 p.m. 


PROBLEMS 

L Be prepared to explain orally how one of the following 
individuals (any one may be assigned to you) will l^nd it a 


great business advantage to be 

Secretary of an association of 
commerce. 

President of a company. 

Chairman of a board of 
directors. 

Credit manager (has personal 
conferences). 

OfHce manager. 

Private secretary. 

Information clerk. 


able to speak well: 

Bank vice-president (in charge 
of the bond department). 
Doctor. 

Lawyer. 

Architect. 

Real-estate agent. 

Hardware salesman. 

Insurance representative. 
Sales manager. 


2, Be prepared to explain orally your answers to the fol¬ 
lowing questions: 

(a) Why is it important to keep the cost of correspond¬ 
ence down? 

(b) Why is it wise to reduce instructions and directions 
to writing, after they have been given orally? 

(c) What is the reason that a speaker should closely 
watch the reactions of his audience to what he is saying? 

(d) Why are business and community leaders so often 
good speakers? 

(e) From a business standpoint, can you make yourself 
more valuable to your employer by learning to apeak well 
besides learning to write well? Explain fully. 

(f) Is it helpful to a student to train himself to apeak 
well in the classroom? Explain and include, if you can, a 
concrete illustration to support your conclusion. 
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3. One member of the class, to be appointed, is now Mr. 
Arthur. Another, also to be appointed, is now Mr. Cleveland. 
You are selected to carry two verbal messages from Mr. 
Arthur to Mr. Cleveland, and two verbal replies from Mr. 
Cleveland to Mr. Arthur. All messages are to be received 
orally and delivered orally before the class. Mr. Arthur will 
be assigned an office in one comer, Mr. Cleveland one in the 
other corner. Each is the head of his own department in the 
Office Products Corporation. 

4. Mr. Arthur and Mr. Cleveland, whose ofRces are five 
floors apart in a skyscraper, hold a number of telephone con¬ 
versations with each other concerning forthcoming new models 
of their company's products (office equipment of any kind you 
choose). Be prepared to carry on either end of the conversa¬ 
tion. Different members of the class will be appointed to 
assume, in rotation, the positions of these men. Mr. Arthur 
may be sales manager; Mr. Cleveland, production manager. 
These positions may be altered. 

5. Each of the executives in Problem 4 is called by long¬ 
distance telephone from a branch office. Take the calls. 

6. Oral report: Prepare an oral report on one of the fol¬ 
lowing topics, to be given on a day assigned: 

(a) Why I am interested in the . profession 

[or trade, industry, vocation, special service], 

(b) Why I should prefer to dictate to a machine rather 
than to a stenographer [or vice versa]. 

(c) Why it is important to analyze a market before 
spending money to sell a product [paying for the 
services of a salesman, for advertising, for sam¬ 
ples, and the like]. 

(d) Why modem advertising has increased. 

(e) How . [select a famous businessman] 

served [or is serving] America. 

7. Oral report: Prepare an oral report or general talk on 
an interesting current topic. This talk should be more than 
merely a reproduction of articles read in a magazine. It 
should involve (a) wide reading, (b) discrimination in selec- 
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tion of materia] used, and (c) some personal reaction and 
opinion. Give thorough preparation to this talk in order to 
supply^ interesting detail. 

8. Be prepared to give the exact answers to the following 
questions: (a) Where is the accent in misehievouBl in hos¬ 
pitable ? (b) What is the proper sound of the letters in these 
words: Asia, chimney, hosiery? (c) While the class is alert 
to check you for any error, pronounce correctly the following 
words: rinse, don’t you, can get, which, arctic. 

9. Be prepared to discuss orally before the class some of 
the facts in the following incident ^at seem to you significant. 
This incident shows a few of the ways in which a common 
English expression may be misconstrued when overheard: 

Said Mrs. A, one of the overhearers: "They must have been to 
the 200 , because I heard her mention 'a trained deer.'" 

Said Mrs. B: “No, no. They were talking about going away, 
and she said to him, ‘Find out about the train, dear.’" 

Said Mrs. C: “I think you are both wrong. They were dis¬ 
cussing music, for she said, ‘a trained ear’ very distinctly." 

A few minutes later the lady herself appeared, and they told 
her of their disagreement. 

“Weil,” she laughed, “that’s funny. You are poor guessers, all 
of you. The fact is, I’d been out to the country overnight and I 
was asking my husband if it had rained here last evening.’’ 


10. Look up any of the following words unfamiliar to you 
in meaning or pronunciation. Clearly enunciate each until you 
feel prepared to do so on call before the class. 


animal 

heights 

ninth 

statistician 

athlete 

irrelevant 

once 

thwart 

crept 

leisure 

quiet 

true 

equal 

measure 

seventh 

weather 

grimy 

memorable 

siren 

zigzag 


11. The words in the following list are frequently mispro¬ 
nounced. Be able (a) to pronounce each correctly upon call, 

(b) to use each in a correct business sentence given orally, 

(c) to spell each correctly (in writing or orally), (d) to syl¬ 
labify each correctly (in writing). 
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acclimate 

experiment 

library 

route 

address 

February 

often 

routine 

adult 

film 

picture 

stationery 

apparatus 

genuine 

precedence 

surprise 

applicable 

government 

preferable 

theatre 

arctic 

height 

presentation 

tremendous 

aviator 

hotel 

recess 

Tuesday 

column 

inquiry 

recognize 

tune 

data 

interesting 

research 

university 

education 

laboratory 

resource 

usually 


12. Prepare a written list of six words you have frequently 
heard mispronounced (wrong sound or wrong accent). Be 
able to pronounce, spell, and syllabify correctly each of the 
words on your written list. 

13. Be able to (a) pronounce, (b) spell, (c) syllabify, and 
(d) use in a suitable sentence each of the words in the fol¬ 
lowing four lists. Parts (b), (c), and (d) of this problem 
may be written if the teacher so directs. 


abject 

cement 

garage 

ornate 

absolute 

certain 

gasoline 

patent 

actor 

chauffeur 

half 

peremptory 

address 

cognizance 

haunt 

portiere 

adept 

comparable 

hiccough 

precede 

adult 

concise 

history 

promenade 

advertisement 

decade 

hygiene 

pronunciation 

again 

deluge 

improvise 

quinine 

alternative 

demonstrate 

indisputable 

reflex 

amateur 

descent 

infantile 

restaurant 

antipodes 

desert 

insatiable 

romance 

audacious 

discount (verb) 

interest 

senile 

automobile 

don't you 

isolate 

sequel 

bade 

drama 

ivory 

suggest 

because 

eczema 

juvenile 

suite 

benzine 

en route 

laugh 

survey 

bicycle 

exhaust 

lever 

temperature 

broom 

exile 

literature 

tour 

buffet 

exquisite 

mercantile 

tranquil 

cancel 

extant 

municipal 

turbine 

canon 

forehead 

none 

used 

catsup 

frequent 

obsolete 

vase 



REFERENCE SECTION 

SECTION 1 

LETTER AND TRANSCRIPTION GUIDE 
[A General Reference for All Sections] 

A Guide to Good Letters and Good Transcription. The 
executive and his secretary alike are concerned with one com¬ 
mon aim: to produce effective business letters. A business 
letter produced by an expert dictator and an expert secretary 
possesses two instantly recosmizable qualities: 

1. Attractive external form 

2. Effective internal content 

Choose a letter layout that is attractive, symmetrical in 
frame, and accurate in detail. You may select one of several 
permissible options in structure. 

Learn to visualize. Visualizing is the process of seeing in 
your mind’s eye how a letter ought to look when you lay it on 
paper. Develop an eye for 8)Tnmetry, proportion, and balance. 
Leai'n how a picture ought to look in its frame. Then you can 
give your letter great advantages. 

The picture-frame rule is a safe one to apply to letter 
form. A letter should be made to assume the same propor¬ 
tions as those of the sheet upon which it is placed. This rule 
may be used no matter how short or how long the letter is, 
no matter what the shape of the sheet may be. The resulting 
display is attractive and high in attention. It makes the mes¬ 
sage stand out. It thrusts the meaning upon the mind in a 
form easy to read. 

Although attractive arrangement and handsome framing 
are, to a limited degree, a matter of personal good taste, the 
guides to good usage and accurate punctuation provided here 
are definite and should be consistently followed. These guides 
are based on authoritative practice and on a consensus of the 
best opinion of leading business organizations. 
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0 


m 


B 


MONTEREY, CALIFORNIA 


m 
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* Soiae Coar**** • 
1000 North Third Strael 


Sa^taftbar 19-^ “EJ 

0 BB B 
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0 Q ^0 0' da’ 

Q iittaation! ^Cerrayeadanca Euperaiaor 

tf7 daar Kr. lCnifiht:«'S Q ^ 


B 
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You era to ta conerntulntad oo your netira intirastjiD 
lAprorioc corraapoodaoca afficlaocy and in cutting corra -*<^0 
apondanoa coats* fxparta Mio hara ffiada a special study**'*^ 

In the practical rasearch laboratory of the aaall «^cdt ufl,>. CT 
and large business offica*Tcao give you soae startling cost 
figures detenlned through'the application of cost control* 

—srl 8 13 

Sooe otherwise ultramodern exacutiiMs seca to be only 
sel^trained In the'difficult art of nalntnining consistent 
quality in their corraq^ondeoca output*' What is ccoaonplaca 
kAOwledga to tha expert la t' soaa of than startling news 
and locking fact^ a latter is often auch aora espanslTe 
than^ cooparabla Italagrams B Q B 

"^uslnaea letters are expeAstvelpreduction tSla that 
oay easily be oostiag you mere thaA $0 cents each**' writes 
the correspondence consultant, a. rVPoo . Presid ent of floe —^ 
and Aasoelatea^ 14 his booh entitled Effective corwunleation ^ga 
in Buaine 8 S 4 Chapter 1 dlseusaas "CanYou Cut the High Cost'' 
or business Letters?/' The affective letter wins because: —03 
V S S 03 

l*^It becomes\tha right ara of the executive 
I rand extendsviis personal power* Says one 
Si president, "It enlarges ay business field, 

(gives aa/greater personal 'yrelgh^S,* 

0 ^0*^0 
Si It can be aada to win business friendship 
In suow^ and winter, spring and fall. 

^^^0-—' 0 

Zf forty of your letters cost you | 20 , a IQ perl oay 
in or ease in dictating^ executive efficiency vfill'return S2 *t 13 
In clear capital to y/ 6 ar treasury* 

0 1-^ 

@-» 8 incarely yours, 

0-^USNER AKP ASSOCIATES 


P* AUrnersKB 3-»Sxaoutiva Director 

End OS are 

gg^^y to CoaounlcatiCAS, Inc* 
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Rules for Transcribing 

(1) Make the letter look like a picture in a frame. Let it assume 
the same proportions as those of the sheet upon which it is typed. 

(2) Center the date line immediately under the letterhead or place 
it BO that it ends even with the right margin. In either case type it two 
single spaces below the city and state line of the letterhead. 

(3) Spell names of months in full, both in the date lino and in the 
body of the letter. 

(4) Use s^ d, nd, rd, and th after the number of the day only when 
the month is not mentioned. Omit at other times. 

(6) Separate with a comma the day of the month from the year. 

{6) Use no mark of punctuation at the end of the date line if the 
letter is written with open or mixed punctuation. 

(7) Type the address three to eight single spaces below the date 
line, depending on the length of the letter. 

(8) Make the several lines of the address as nearly equal as pos¬ 
sible. To this end you may place the addressee's title (a) on the same 
line as his name, on the following line preceding the name of tho 
firm, <c) on a line by itself, your decision depending on the longth of 
the title, the length of the addressee's name, and tho length of the name 
of tho Arm. 

(9) Separate with a comma the addressee's title from his name 
or the firm name as the case may be. 

(10) Capitalise the principal words of titles and the names of de¬ 
partments (Credit Department, Sales Promotion Department). 

(11) It Is permissible to omit punctuation after the lines in the 
address except after abbreviations. 

(12) It is good practice to write the firm name as it appears on the 
firm's own letterhead. 

(13) The sign [and] Is permissible unless tho firm itself spells 
and in full. 

(14) It is permissible to abbreviate ''Incorporated" £"lnc."] and 

["Ltd."], preceding them with a comma. Only when they 
occur within a sentence are they followed by a comma. Write in full 
the words "Company” and "Corporation.” 

(15) Write in full the words North, South, East, and West in street 
dlre^ons. 

(16) Spell out the number naming a street, if it is ten or below; 
for eleven or above, nse figures. Example: 655 North 79 Street. 

(17) For postal sections of a city, use initials followed by periods, 
but do not abbreviate Avenue, Boulevard, or Street. 

(18) Type the state on the same line as the city in the address. 
Separate wUh a comma the state (or country) from th^ city. It is 
wise to use a three-line address on the envelope; if there is no street 
address, put the state on a separate line. 

(19) Write in full the namee of states. Exception: the District of 
ColumUa may ^ abbreviated "D. C.” 
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(20) If an Attention** phrase is necessary, center it two single 
spaces below the address and two single spaces above the salutation. 
In the full block form of letter the attention line is typed even with the 
left matgin. Capitalise only the principal words. Choose the proper 
salutation without regard to the attention phrase. 

(21) Leave two spaces after a colon, exclamation point, <^uestion 
mark, or period (except a period following an initial or abbreviation). 
Leave one space after a comma or semicolon. Leave two spaces between 
sentences. 

(22) The hrst word of a salutation is always capitalized. Note that 
the word **dear*’ is not capitalized unless it is the first word. 

(23) Typo the salutation even with the left margin, two single 
spaces below the last line of the address, or two single spaces below 
the attention line if one Is used. The salutation is followed by a colon 
in close and mixed punctuation. Do not use a hyphen. 

(24) Begin the body of the letter two single spaces below the salu« 
tation. Indent the paragraphs Rve to (not more than) ten spaces. The 
block form (no indention) is optional. 

(25) To maintain a reasonably even right margin requires occasional 
hyphenation. Avoid over-frequent hyphens. Divide a word only when it 
is necessary. 

(2G) A hyphen or dash is placed not at the beginning of a line but 
at the end of the preceding line. 

(27) Use the comma to point off words or word groups used in a 
series when there are at least three units. Always place a comma before 
and, or, or nor in a scries of three or more. 

(28) The dash is made by striking the hyphen twice, without spac¬ 
ing before or after. 

(29) Double-space between paragraphs. 

(30) The hyphen [-] is used to link together compound words. 

(31) Capitalize the first word of a direct quotation. 

(32) Use figures and write in full the word cents. [In tabulating 
work the characters 60c or |.50 are acceptable.] 

(33) At the end of a quotation a comma or a period should precede 
the quotation mark. A semicolon or a colon should follow the quotation 
mark. In a quotation, a question mark or an exclamation point is placed 
inside the quotation marks when a part of the quoted matter; outside 
when they are not. 

(34) Set off with commas a word or words in apposition. 

(35) Within a sentence a title following the name is both preceded 
and followed by a comma. 

(36) When referring to articles and books. It is customary to place 
in quotations the titles of articles, short monographs, and chapters; and 
to underscore or type entirely in capitals the titles of books. Such titles 
are preceded and followed by commas only when they are in apposition. 

(87) Use a colon after the words that introduce an enumeration or 
a long quotation. Use a comma before a short quotation. 

(88) Block In and center enumerations and long quotations. Double¬ 
Space between paragraphs. 
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(39) Place a period after a point number of an cnuTneration» and 
space once after the period. 

(40) Begin the second and following lines of centered material 
directly under the first letter of the first word of the first line. 

(41) A quotation within a quotation is enclosed In single quotation 
marks [* *]. Double quotation marks are placed with relation to other 
punctuation marks according to Guide No. 33 above. Examples: 

He said, *'This knowledge gives me greater Veight.’" 

He said, “This knowledge gives me greater 'weight*!’* 

He said, “Will this knowledge give me greater 'weight*?** 

(42) Seasons of the year are capitalised only when they are personi¬ 
fied. (Example: “Harsh Winter and his minions fade . . . and gentle 
Spring take^ o*er her reign.**] 

(43) Express even sums of money without the decimal and ciphers. 

(44) Express percentages in figures; spell out per cent, 

(45) Use a hyphen to connect two or more words compounded to 
express a single idea. 

(46) Type the complimentary close two single spaces below the last 
line of the body of the letter, wginning it at a point about midway 
between the right and left margins. 

(47) Type the firm name (If used in the signature) in solid capitals 
on one line, beginning it at a point two single spaces directly below the 
first letter of the complimentary close. 

(48) Type the official title (if used) four single spaces below the 
company signature, and begin it even with, or five spaces indented under, 
the beginning of the company signature, depending on its length. 

(49) Type the signature identification and stenographic reference 
flush with the left margin and on a line with the dictator’s official title, 
or two single spaces below. 

(50) Type the word Enelomire, or the abbreviation Enel, (if this 
notation is necessary), flush with tho left margin two single spaces 
below the signature identification. More than one enclosure is indicated 
by adding the correct figure: Bnclosurta S; or Enel. 4* 

(51) The phrase Copy to or Copies to may appear praceding the 
name or names of individuals or firms to whom carbon copies are being 
sent. The phrase is typed one single space below the item above it, 
flush with the left margin. 

(52) Some cities are now divided into postal zones. If your letter is 
addressed to such a city, include without fail the postal zone number in 
both letter address and envelope address. Examples of the correct form: 
Cincinnati 2, Ohio; Madison 6, Wisconsin; New York 25, New York. 
(Do not place parentheses around the zone number. Do not place a 
comma before the zone number.) 
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WORD DIVISION: HOW TO DIVIDE WORDS 

AT THE END OF LINES 

One cannot serve long in a business office without dis¬ 
covering why a knowledge of correct word division is neces¬ 
sary. To make the right margin of a letter, a report, or any 
other type of manuscript relatively even, it is often necessary 
to divide words. When a word is divided at the end of a line, 
the division is indicated by a hyphen following the syllable 
or syllables at the end of the line. 

Word Division Is Called Syllabication. We really have 
syllabication of three kinds: (1) Dictionaries show all the 
syllables into which a word may be divided. For readability, 
however, it may not be desirable to divide at a point per¬ 
mitted by the dictionary. (2) In printed material the left 
margin and the right margin must be exactly even. To keep 
these margins even, it is now and then necessary to divide a 
word at a point that does interfere somewhat with the read¬ 
ability of the material. (3) In typetvritten material, unlike 
books, the right margin does not have to be exactly even. 
Hence it becomes possible for the typist to make a choice. 
As a result a set of principles have been developed for the 
syllabication of typewritten material. The purpose of these 
principles is to make the right margin as attractive as pos¬ 
sible without interfering with the readability of the copy. 

In word division there are certain rules that must always 
be followed, and there are certain other rules that it is desir¬ 
able to follow but that may be broken if following them 
would make the right margin too uneven. A person typing a 
letter or a manuscript (or writing it in longhand) is not 
forced to have an exactly even right margin; therefore he 
can usually follow the second group of “desirable” rules as 
well as the drst group of “must” rules. 

The dictionary is the Anal authority on the syllabication 
of words. 
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**MnBV* Rules for Diyiding Words 

(1) Divide only between syllables. 

(2) Never separate a single-letter syllable at the begin¬ 
ning or the end of a word from the remainder of the word. 

Right: above Right: steady 

Wrong: s-bove Wrong: stead-y 

(3) Never separate a two-letter syllable at the end of a 
word from the remainder of the word. 

Right: really Right: teacher 

Wrong: reaHy Wrong: teach-er 

Since a single-letter syllable at the beginning or end of a 
word and a two-letter syllable at the end of a word are never 
separated, it follows that a four-letter word is never divided 
and that a five-letter word is seldom divided. 

(4) Do not separate a syllable that does not contain a 
vowel from the remainder of the word. 

Right: doesn't Right: wouldn't 

Wrong: does-n’t Wrong: would-n’t 


Desirable Rules for Dividing Words 


(5) Put enough of the word to be divided on the first line 
to suggest what the completed word will be. 


clearing-house 

difii-cult 

gentle-men 

recom-mend 

stenog-rapher 


is better than 
is better than 
Is better than 
is better than 
is better than 


clear-inghouse 

dif-ficult 

gen-tlemen 

rec-ommend 

ste-nographer 


(6) Avoid dividing words at the end of more than two 
successive lines, or the final word on a page, or the word at 
the end of the last complete line of a paragraph. 

(7) Avoid separating a two-letter syllable at the begin¬ 
ning of a word from the remainder of the word. 

(8) Avoid dividing hyphened words and compounds, such 
as eo-operate, five-aixteenths, aister-in^aw, record-breaking, 
and aelf-explanatory, except at the hyphen. 

(9) Avoid dividing a surname and separating titles, ini¬ 
tials, or degrees from a surname. 



SECTION 3 


CORRECT ADDRESSES OF AND SALUTATIONS * 

FOR SPECIAL GROUPS *• 


A convenient reference list ol correct sddressei end selotmtions for business 
letters to speciel irtoups, based upon the approval of aotborities and upon 

use by Americans leading business organisations. 


The President and Vice-President 


Address 

The Prrildmt 
The White Ronsc* 

Wsabineten. D. C. 

The Ronorsble Herry 8. Tramsn 
The White Rouse 
Weshinatofl, D. C. 

The Vice-President 
United Stetee Smste 
Weshinjrton. D. G. 


Soletaiton 

Sir: 

To the Preatdent: 

Mr Preeldcnt: 

Doer Mr. President: 

My deer President Transa: 


Sir: 

My deer Sir: 

Deer Sir: 

Mr. Vlee-President: 

My desr Mr. Vice-President t 
DMf Mr. Vice-Preeldeet: 


The Ronoreble the Vice-President of the United 

Ststes 

Wsehinffton. D. C. 

^le Ronoreble Joseph Oreyion 
Vlee-Preeldeat of Um Unit^ Stetee 
Weehlnaton. D. C. 


Spealier of the House 


Tbs Ronoreble the Speeher of the House of 
Representetl vee 
Wsehlnuton. D. C. 

The Speaker of the Boose of Repreeentetlvcs 
Weehington. D. C. 

Tbe Honorable W. L. Bleekborn 
Speeber of the House of Rep rcsentetivee 
Washington. D. C. 


Sir: 

My deer Sir? 

Deer Sir: 

Mr. Spesker: 

My dear Mr. Speaker: 

D^r Mr. Speaker: 

My dear Mr. Blackburn: 
t><mT Mr. Blsekburn: (Infonnal) 


The Supreme Court 


The Chief JnstSee of the United Stmts 
Washington, D. C. 

The Honorable CKarWs fivene Hughee 
Chief Jostlee of the Supreme Court of tbe United 
Ststee 

Washington, D. C. 

The Honorable Owen J. Scott 
Aesoelste Justice of the Supreme Court 
Washington. D. C. 

The Honorable Owen J. Scott 

Justice. Supreme Court of the United States 

Washington, D. C. 


Sir: 

Mr. ChSef Justice: 


Sir: 

Hr. Justice: 

Your Honor: 

Hy deer Mr. Justice: 
My dmr Jostlee Scott: 


The Cubiuet 


The Honorable the Secretary of State 
Washington, D. C. 

The Honorable George Thomas 
Beeretary of State 
Washington, D. C. 


Sir: 

My dear Sir: 

Dear Sir: 

My dear Mr. Secretary: 


a Ag Mlntatloee are listed in tbe order of dacreaeing formality. 

*^0tful Suppimentary Reftrenacs: jj) C. O. ^IveMer Maweon. The Seeretorp'e 
MilvW Curreai Madera Usaps: (SI B. L. Mencken. The Aaiorieaa LeagMpe: 
(f)' Webattf*s /few /ate: waKsnef ZXetirnarp (Seooad edKioa, Unabridged). 
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AddrtM 


SalultitiOH 


The Aui«tADt ScerstATy of the Wer De^ertaieiit 
Wuhinrton» D. C. 

Th« Boaorehle Jumas H. Webb 
AuUUnt Secretery of the Wer DepeHment 
Wubi&ctOB* D. C. 


Sir: 

My deer Sir: 

Sir: 

My deer Mr. Webh: 

Deer Mr. WeJih <lmt eeve 
Mr. Secrciery): 


Other Wuhtnston OfflcleU 


The Honoreble Robert R. llroee 
The United Stetee Senate 
Weehlriffion, D. C. 

Senator Robert R. Bruce 
The United Stetee Senate 
Waabinfton, D. C. 

The Honorable Robert R. Bruce 
UntM Statea Senator 
Monterey. California 

(When at hcadquarirra away from Waehinaton) 

The Honorable 4oc«ph Mannioc 
The Houie of RcprcwmtativcA 
Waabln^ton, D. C> 

Repreetntailve Joeeph MannloK 
The Houie of Reprcecntatl^ce 
Washlntton, D. C. 

The Bunorablc Joeeph Men nine 
Rep ream tetJvr in Con^reM* 

IndltnapoUe. Indiana 

<Wb«n at hcednuarlvra away from Waehinaten) 

The Bonorablc Howard March 
CoznzniMloncr of the Hurcao of Education 
Dopartnent of the Interior 
Waablaston, D. C. 


Sir; 

My dear Sir: 

Diar Sir: 

My dtar Mr. Senator: 
My dear Senator: 

Dear Senater: 

My dear Senator Bruce: 
Dw Senator Bruce: 


Sir: 

My dear Sir: 
tKar Sir: 

My dear ReprcecntaUve Manning: 
Dear Reprcecntattve Manning: 

My dear Mr. Manning: 

IHar Mr. Manning: {informal) 
My dear Congrteaman: 


Sir: 

My dear Sir: 

Dear Sir: 

My dear Mr. Commie»ionrrr: 
Hy dear Mr. March: 

Dear Mr. March: (InfonDal) 


State Ottclala 


HU EaceUeney 

The Goeernor of Wlaconein 

Madlion. Wiaconeln 

The Honorable Foreet L. Stanford 
(lorernor of Wlaeonein 
Madisotij Wbeoruin 

The Honorable the Govern<w of Wiacimain 
Hadiaon. Wbconcln 

Tho Honorable George Main 
Lieutenant Goyernor of Iowa 
Del Moinee. Iowa 

The Lieutenant Governor of the State of Iowa 
Dea Molnea, Iowa 

The Honorable Alton Stone 

Chief Judge of the Court of Appeab 

Albany. New York 


The Honorable Mark French 
The State Seaate 
Madlaon, Wleconeln 

Senator Mark rrcach 
Senate Chamber 
The State Capitol 
Mndiioa. Wteconetn 


Sir: 

My dear Sir: 

Diar Sir: 

My dear Governor Stanford: 
D^r Governor BtanfnrrI: 
Dear Governor: (informal) 


Sir: 

My dear Sir* 
Dear Sir: 


Sir: 

My dear Sir: 

Dtmr Sir: 

My dear Jodgv Stone: 
Dear Judge Stone: 

Sir: 

Mr dear Sir: 

Vmr Sir: 

My dear Mr. Senator: 
Omr Senator; 

My dear Senator FVenebi 
Dear Senator French; 
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Th* Hooofftbl* 0«ofce iU«d 
M«mb«r «f the Aiinnbij 
HAfritlrarv* Peaiujl^uU 

R«prci«fit*tlve Q«orc* RMd or 
AMcmblyiun Gcor^ Reed 
AMcmblr Chenber 

The Bute Cepito! 

Herrieburv. Pcvnejly&nU 


Sir: 

Uj de*r Str: 

Dw SJr: 

My dev RepreuoUtlve Heed 
Deer RepreeenUtive Reed: 
My deer Mr. Re^: 

Deer W. Heed: (loforael) 


atp OflielAle 


Tbe Hoeoreble Devta Reoyon 
Mayor of the City of Chlceto 
City HeU 
Cbiee#o. Ullnole 

Tbe Meyor os the City of Chiceco 
Oii» Hell 
Oblcve. nilBoU 


Sir: 

My deer Sir: 

Deer Bir: 

My deer Mr. Ueyort 
Deer Mr. Heyor: 

My deer Meyor Kenyon: 

Deer Meyor Kenyon: (Infomel) 


Ednentore 


Proaidofit ( 0 / e CoUepe or DeieerMty) 

Dr. Prenklfn T. AnnetroBC 
Preeldont of Yele Univenity 
New Beren. Coeneetlcet 

Prenklin T. Armitront. lX.D. <or If not ea LL.D.. 

aet the Inltlele of hie hlsbeet decree) 

Preeldent. Untvereity of Gelifornie 
Berkeley. CeHfomIe 

Dootor 0 / PhUoaopKa (or Low*, or Modieina) 
Rlchvd L. French. Pb.D. (or 1X.D.> or MD.) or 
Dr. Rlcherd L. Fr^oh or (to man end wife) 

Dr. end Mre. Hleherd L. French 
4210 Menden Creeeeot 
ICedleon. Wlecontln 

Doctor 0 / Divinitp 

W. R. Robinson, D.D. or 

Dr. W. R. Robinion or 

The Rreerend Dr. W. B. Bobineon 

(flpeeifle eddreae here) 

Profaaaor (fn a CoOepc or Cfeloereity) 

Profeuor KeelUe Bonbee 
Department of Electrical Enrlneerinff 
Unlvereity of Wieooniin 
Madloon. Wiecontin 

K. W. Hushes. Pb.D. (or LL.D., M.D., etc., nahis 
Mjy the Inltlaia of his hisbsst dagrm) 
Professor of Electrical Bosinecrins 
UbiTersity of Wisconsin 
Madison, msoonsla 


My dear Bir: 

Drer Sir: 

My dser President Armstrons: 
Dear Preeldent Armstrons: 


My dear Sir: 

Dnr Sir: 

My dear Dr. French: 

Deer Dr. French: and 
D^r Dr. and Mra. Frencht 


My denr Sir: 

Dear Sir: 

My dear Dr. Bobfnsoa: 
Dear Dr. Bobineon: 


My dear Sir: 

DMr Sir: 

My deer Profeasor Huyhee: 
Jhmr Protenor Huebee: 


ChBrehmon 


BiaKop (Protaatmt Epioeopol) 

To the Unht Reverend A. B. Clerk 
Blehop of Mew York 

Buhop (Mathodiat Episcopal) 

Reverend Bishop B. H. Relston 
Bishop of the Morthffn Aree 
Metk4^1st Episeopel Chareh 
St. Pexil, MinneeoU 

Bishop (Anpliean) 

The Riche Reverend tbe tArd Blehop of 
(name of bishopHe hwa) 

(Bpedfle poetal adrihees btfe) 


Ricbt Reverend and dear Sir: 
My deer Bishnp Clark: 

Dear Bishop Clark: (Informal) 

Dear Sir: 

My dear Bishop Ralston: 

Dear Bishop Ralston: 


My Lc»rd Bishop: 
My LoH: 
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Sciutation 


Biahcp (Scottish) 

The Ritht Reverend Biehop (niune vi ehnrch Risht Reverend Sir: 

ofBcUl here) 

(Bpeelfle poetol eddrees herel 


Clsrptf^ncn (I*rcte$tant) 

The Beveivnd W. B. WiUtham 
SOOl Perk Avenue 
Cleveiend* Ohio 

er (if a doctor of divinit?) 

The Reverend Dr. W. B. Walthain. etc. 


Reverend Sir: (formal) 

My dear Sir: 

Dear Sir: 

My dear Mr. (or Dr.) Waltham 
Dear Mr. (or !>r.) Waltham: 


(Noes: Moat authoritiee disapprove the oee of Reverend with the last name alone. 
There la alao a wolMedned preference for speniep the word R^arcad In full) 


Rohbi 

Rabbi StepbM 8. Wlea 

The Roveread Stephen 8. Wlac 

(Place apaetflc addreaa here) 


(Noto: If a doctor'e decree U held. Dr. 


Reverend Sir: (formal) 
Mr dev Sir: 

Dear Sir: 

My dear Rabbi Wlai^: 
Dmr Rabbi Wlac: 
mar be substituted for ffabbf.) 


Reman Cathdis fflerarehp* 

rope 

To Kls Rolinass Pope Moat Holy Pathrr: 

Your KoUnew: 

Cardinal 

His Rmlnenee. Patrick Cardinal Hayee Your Kmlncnec: 

St Patrick's Cathedral My f.ord Cardinal: (to eardlnak of 

481 Fifth Avenuo foreign eounlrlet) 

Kew York. Kew York 

(Vofe; Such aalntailona as My Lord* Your Lordship. My Lord Cardinal, etc., are 
not ordinarily used in the United StaUa of America, but should be used by an American 
writing to dignitarlee of foreign oountriee entitled to »oeh a title.) 

rirchbishop 

Moot Reverend Samuel A. Stritch 
SOOO W. WlaeoBsia Avenue 
Milwaukee. Wisconsin 

Bvshop 

Meet Reverend John Clark. D.D. 

489 Stanford Avenue 
Seattle, Washington 

Monripnor 

The Right Reverend Monaignor 
Matthew L. Kewell 
12 Madison Place 
Albany, Kew York 

Priest 

Very Reverend William R. Rand or 
Rev^end William R. Rand 
td4 Lansing Place 
Mobile. Alabama 

Svpopior of Sister Order 

Mother M. Angela. Mother General or Dear Mother General: 

Mother M. Anno. Superior General or Dear Mother Superior: 

Sister M. Gertrude, Superior Dear Sister Superior: 

1868 Maple Avenue 
Phlladdphia. Pennsylvania 

5^ar 

Sieter Mary Priscilla Dear Sister: 

St. John's School 
469 Cass Strek. North 
Trenton, New dcriey 


Your Excellency: 


Your Excellrney: 


Right RiTverend and dear 
Monslgnor: 


Dear Reverend father: 


• The Hst of proper tlUei hnd salutations for eharchm« of the Row Catl^ 
aierarthf has been ehceked for aeeeptaMMty^ by eompeicnt and 

hst Is Meved to be a safe and reliable guide. It has, according^ to the confirmation of 
the CMMis Schooi Journal, the eeneent of the HMruuhy and the CIsgy. 




SECTION 4 


FOOTNOTES, QUOTATIONS, AND BIBLIOGRAPHY IN 

REPORTS AND FORMAL PAPERS 

Footnotes 

Footnotes are used (1) to enable subsequent students to take 
up an investigation, (2) to explain and amplify matters referred to 
in the main text, and (3) to protect the writer against any possible 
charge of plagiarism or improper use of his materials. 

They should be attached to important statements of fact and 
to any inferences or interpretations borrowed from other writers, 
in brief articles they should be numbered consecutively. The index 
number should be written above the line and at the end of the 
passage to which it refers. In books and theses the numbering usu* 
ally begins anew at the beginning of each chapter. 

If only one or two references are made to footnotes, it is per¬ 
missible to use the asterisk (*) and the double asterisk (**). It is 
also permissible to use the dagger (f) and the double dagger (^t) 
to identify footnote references. 

Place of Footnote References. Footnotes should not be allowed to 
fall below a one-inch margin at the bottom of the page. Separate 
the footnotes from the regular manuscript page by a line made 
through the use of the underscore key. This line should extend from 
the left margin at least to the center of the page and preferably to 
the right margin. 

Spacing. Single-space footnotes. They may be written flush with 
the left margin, the footnote numeral and the beginning of the 
first line being indented five spaces; or the entire footnote may be 
indented five spaces. 

Footnotes JUastrated. The first time any source of information 
is referred to in a footnote, the complete reference should be given. 
The following forms are approved: 

(a) Books, When the footnote refers to a book, write first the 
author’s name; second, the name of Imk; third, the place and 
name of the publisher; fourth, the copyright date; and fifth, the 
volume (if any) and page number. 

' Earnest Elmo Calkins, Business the Civilizer (Boston: Little, 
Brown, and Company, 1928), p. 228. 

^ Rudyard Kipling, Debits and Credits, in The Writings in Prose 
and Verse of Rudyan Kipling (New York: Charles Scribner’s Sons, 
1926), Vol. XXVII, p. 307. 

It should be noted that in the footnote the author’s name is 
not transposed (as it is in the alphabetical bibliography); that the 
name of the place of publication is followed by a colon, although 
commas are used elsewhere; and that the place, the name of the 
publisher, and the date of publication are given in parentheses. 
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(b) Magazine artides and periodicals. When the footnote refers 
to a magazine article, write, ftrst, the author’s name; second, the 
name of the article; third, the name of the magazine; fourth, the 
volume number; fifth, the month and year of issue, in parentheses; 
and sixth, the page number. 

^ Gilbert P, Parrar, “New Types for Old,” PrinierB* Ink Monthly, 
Vol. XXII (February, 1932), pp. 44-46. 

When the footnote refers to a periodical, write first, the name 
of the periodical; second, the city in which it is published, unless 
this Is already evident in the name of the periodical; third, the 
month, day, and year of publication; and fourth, the page number. 

* Wieconain State Journal (Madison), June 16, 1935, p. 3. 

(c) Repetition of footnotes. Subsequent footnotes to the same 
authority should be abbreviated as much as is consistent with clear¬ 
ness. 

CalkinA, Business the Civilixer, p. 228. 

Kipling, Debits and Credits, Vol. XXVIl, p. 307. 

’ Farrar, “New Types for Old,” Printers' Ink Monthly, Vol. XXII, 
p. 44. 

(d) References to volume and page. It is permissible to omit 
“Vol.” and “p.” when both items are given in one reference. The 
following examples are correct: 

" Farrar, “New Types for Old.” Priniers' Ink Monthly, XXIl, 44. 

* C. E. Merriam, “Putting Politics in Its Place,” International 
Journal of Ethics, XLVI (1936), 185. 

In a footnote referring to more than one authority, the items 
should be separated by semicolons. 

Additional Use of Footnotes. It is customary also to use footnotes 
to discuss or amplify points in the text when such discussions or 
digressions, if incorporated in the body of the text, would complicate 
the presentation of the subject. 

Quotations 

Quotations should be brief and pertinent. They must be per¬ 
fectly accurate and should be verified by direct comparison with 
their sources. An omission is permissible if the sense of the whole 
passage is not distorted by it It is customary to use omission marks 
(• . .) to show that part of a quotation has been dropped. 

Omission marks, also called ellipses, are printed devices signify¬ 
ing the omission of letters or of words in quoted material. Three 
marks or dots (...) are used to signify an omission at the begin¬ 
ning of the quoted discourse, or at any other point if the omitted 
portion or section does not end on a period. Four marks or dots 
(....) are used when the omitted portion or section does end on 
a period. An editorial explanation within a quotation is enclosed 
in square brackets, [ 1 1 “President [Arthur W.] White pioneered 
in the use of the plan.” If parentheses are used, the reader under¬ 
stands that the material endoeed, as well as the parenthes^. was 
taken verbatim from the original source: “President White (always 
a bold executive) pioneered in the use of the plan.” 
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REFERENCE SECTION 


BibliograpliF 

A bibliography, in which are listed the eourcee of information 
used in the preparation of the report or formal paper, should, If 
posalble, accompany every piece of written work of any importance 
in which source material ia employed. 

The books, articles, periodicals, or documents listed should be 
arranged in alphabetic^ order by authors, editors, or titles (if the 
authors are anonymous or the sources are periodicals), unless the 
nature of the material requires a classified treatment. The items 
may be accompanied by a few words of description or criticism. 

Exact information as to author, title, place, publisher, and year 
of publication should be given in order to identify each reference 
clt^. In special cases (government documents, periodicals, etc.) 
even more mfonnation may be required in order to complete the 
positive identification of the works. The titles of books and periodi¬ 
cals are ordinarily underlined in manuscript or typewritten material 
and printed in italics; the titles of magazine articles are enclosed 
In quotation marks. 

The correct form for listing books, magazine articles, and 
periodicals in the bibliography, mth all necessary punctuation, is 
given in the following examples. Note that in the bibliography (1) 
the author's name is written with the last name first and (2) the 
punctuation differs from that in footnotes. 



INDEX 


A 

A, eosr«et hm of, 48; eor- 
rcet UM of, in tltko of 
bookt, porifxtiroto, nowi- 
PApm, nnd the Uke, 49 
AbhrcvUtione, 4t end of n 
deelnrntlve oentenee, 108: 

form of. 98: epme* 
In^ after periods wtuUn. 
104: UM in body of ift« 
tor, 177: UM of period 
with, 77 

Abitnct nouns, 4 
Ahatroet atetementi, eontroet 
with Acureo of ipoNh, 871 
Aemdoinie deyreeo, eepltoU* 
nation of, 7 

Aeeount, opening of 4 eredlt» 
408 

Acoumey, ewta cut by. 289; 

In uttllinf lUt. 180 
AcknowiedgaMnt letter*, 117, 
880 : deferred • ehipnent, 
880: out*of •’Stoek, 880; 
p4rVehipneat, 880; plan, 
SIR. 819. 880 

Acknowledgmente. par Whip- 
ment, ouWWu^. and d^ 
ferred-ehipment, 880 
Aeoulittivencoe, 498 
Aetm. eompleted. 88: eon- 
neoUog to the right agent. 
110: eraphaele etlmulatce, 
479: funetion of. 484; In 
appUettion letten. 887; In 
campaign Ivttere, 614: in 
flrot lentenee, 844: In 
■alee letters 440. 441. 478; 
methode nf getting In eolce 
letten, 478: reply eerde 
deeigned to itiinulate. 477: 
■treeeing faeorablc. In Aret 
lentenes, 805; euccoH 
henge on. 486 

Action devieet. In ealee let- 
ten. 476. 477 

Action-plcturee. arreet atten¬ 
tion. 446; oe a method of 
getting attention In a 
oolee letter, 448 
Aetloni, incomplete, 802 
Aetiee verbe, II 
Activity, 492 

Addreee (booee). how to 
write, 107 
Addreee, direct, 82 
Addreee I envelope. 190 
Addreee, Gett^burg, 222. 

878: text of, 256 
AddrM of a letter. 146: in 
fomal letters, 184: In 
person ol letters, 184. 890; 
information In. 166: non- 
b«r of line* In, 166 
Addreee of a telegram. 648 
Addiceeee'e title. IDusteatlon 
of a loiter with the. on a 
line ^ Itoelf, 181 
AddresMi. Ilet of. for epe- 
elol groups, 868 
Adieettrea. 46: after oertoin 
intraaeltire eorba. 18: •• 
pietnmokers, 48: oocD- 


porisoD of, 47: compound. 
48: numbm m« 48: spe- 
elal problems In regard to, 
48; use in soles letter*. 
458: verboL 17; viei^sa* 
in. 268 

Adjuttineiil, os a better 
word than eompteinf. 888 
Adjustment letters, 579 : aim 
of, 400: friimdahlp pbra*«u 
In, 887; offensive exprm- 
aion* In, 888: when a 
third agency Is at fanJt, 
891, 594; when the eom- 
pany 1* at fault. 591. 898: 
when the euitomer U at 
fault. 898, 896: when tlte 
fauH U dlvid^ between 
the company and the cus¬ 
tomer. 598. 896 
Adjustment procedure, sum¬ 
mary of. 400 

Adjustmenu. aArmlng the 
curtomer'e moud. 954: 
cheerful manner In tmate 
ing. 588: chuM of. 891: 
cieomc** In rrqtieating. 
160 : eollectlon* follow, 

488: fault in. 891: good¬ 
will in. 184; granting or 
refusing. 198: how to oek 
for. 880: mshlng. 179: 
pucftlve tone In requevt- 
ing, 861: psychology of. 
881: typos of. 890 
AdVCTbId phrases. Introdo^ 
tory. 60 

Adverbs, 58: eomperieon of. 
64: manner. 68: tpeclol 
problem* In regard to, 58: 
use* of. 68: where to put, 
44 

AdvertleeiDcnta. answering 
complete, 811: blind, 851 
Advertising, concteenee* in. 
222 

AfAUstlon*. os Hited on the 
date siwet, 162 

Age, how to express. 109 
Agent, conoacting action to 
the right, for coherence, 
120 

Agreeable assertion, as a 
method of getting atten¬ 
tion in a sales lettm, 446 
Agreemmi. of pronoun* with 
antecedent*. 39; of verb* 
with eoOeetfve nouns. 19; 
^ verb* with eobieeie, 18 
Air mall, number of pound- 
miles Aown to one year. 
299 

Akoa Ahnnlnum. Mtt9 
about. 145 

Ahns, where to put. 120 

how to handle, to pro- 
■erve emphoala. 126 
An, corre c t uee of. 48: eor- 
r^ ose of. In titles of 
beda. periodical*, news- 
papers, oi^ the Hke. 49 
Attolyilc. market, ^cs Mar¬ 
ket onolyala 


Analytical order. 880 
AnnouAcements. 812 
Antecedents, (rf pronouns, 
89. 40, 41, 42 

Apostrophe, spacing with 
an apostrophe within a 
word, 194; uses of. 91. 91 
Appeal*, choosing the ri^t, 
491 : developing In a Mice 
letter, 494 : in campaign 
syitem, 514: in collmtion 
follow-up system, 417: In 
salm letter*, 460 : list of 
powerful. 491. 402: mar¬ 
ket analysis and choice of, 
400; teatlng the. 492 
Appendix, of a bustneca re- 
purt. 581 
Appetite, 492 

AppUeatioB, cose history of 
a sueeescful, 864 
Application l*itare, 947: an¬ 
swering blind advertise- 
menu. 961: answsring 
complete advertisements. 
951: elsMs* of. 850 : oon- 
cretenc** In, 871: copying 
other, 875; data sheet, S** 
Date sheet: fauK* in, 860: 
getting favorable attention 
in. 852: how nut to write, 
857: how to handle the 
pronoun /, 874: human 
Interest flashce in. 878: 
Illustration of effective, 
858: Importenec of. 847: 
making a favorable first 
Impression, 851: market 
analysis nseesstry In. 349; 
'’models,'* 876: ncatnssa 
In. 819: ncgallve auggss- 
tion In. 575: pcnonol na¬ 
ture of, 848: personal 
gualiheatiotis in, 866: per¬ 
sonal-use value of, $47; 
planning, 862 ; point of 
contact, 854 : product anal¬ 
ysis necessary In, 849: ref¬ 
erences In. 856: rsquset 
for an interview, 857; 
showing bow what you 
can do fits what must be 
done. 849; showing how 
your education and expe¬ 
rience fit the reoulrt- 
ments, 885: showing your 
anderstending of the 
gniremsnts, 964 : solicited* 
880: steps of. 862; tone 
In. 874: typed form best, 
382: unsolicited. 850: use 
by everyone. 848: vttnal- 
Icing. 854 

Appointment*. 814: making 
over the telephone, 549 
Appoiitlvei, punctuarien 
vntb, 80 : use of dash 
with. 95 

Appreciation, good teste to 
lettcre of. 911: mesiaga 
showing. 887: oeeasloBa 
toat ^ for letters of. 
816 ; aleeted example of 

678 
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letter oit ihowtfts. 

8U 

Armed Ferees dmte Um, 164 
ArUelet, use of, in tltlm of 
booke, periodienle. new** 
pnperi, nnd tbc Uke, 49 
Amo tad eo<4e, comet nee 

of. el 

A$ nnd Ifke. correet uie of. 

eo 

Aekin# fnvore. lettern. 9t6 
At lenet. where to put IM 
Atte0tir>e. nttreetlnf. Ja 
Mlm Ictteri. 440, 444; 

function of. 484: fcttlnc 
foTorobU. In epplieotlon 
lettere, 868 ; in eenpolfn 
lettere, 614: method foi 
ffettint, (n tnlce kttm, 
441: motion ettmete, 460 
**AtteftUon^'* Use* 169. 170: 
lUuetretion of n letter 
with on. 180 

Attitnde. the **youi** 5ee 
*'You" oMtude 
Antomotlc typewriter. 816 


Bokoee, for empbteU* 187 
BoJlotlnff retoJte. bow to 
pr«M. 109 

BiJUiAore end Ohio BoB* 
rood, on eourtecy. 206 
Benuiy. 498 

**Bcfor*^d^t«r" eonUoeU 
of writing, cxomplcf of. 
69*71. 67*66. 8l8-8i4. X84. 
819*281. 866. U9. 869. 860. 
878, 806. 808. 811*881 181 
888 . 886. 897. 491. 488 
Bell Telephone eyiten. on 
ckorneii. 119: on oour* 
teoy. 808 

BibUoffmphy. bow to type o. 
678 : of o biMlneM report. 
881 

BIxby. Uro.. letter of Abvo* 
hntn Unooln to. 841 
Blank etmee*. oi o meehmii* 
ool nid to emphoeie. 488 
Blind ndvertieementi. no* 
iwering. 861 

Block otyle. ottentioo line 
with. 170; deocriptlon. 
llluotmted. 149 
Bodily comfort. 498 
Body of the letter. 146. 177; 
obbreviotlons In, 177: en* 
ponding the moln thongbt, 
287 : how to develop. 887 : 
In pemonol lettere. 898 
pongrophing <n the, 177 
Book of /o6. on wo^ 
eboiee. 866 

Booki, correct method of 
writing tltlee. 94: when 
to OM o. An. and the in 
tftlet. 49 

Botk^md. uee for paroOel 
etrueture, 181 

Broekete. epoeing with b^ 
flnnfn#, 104: oceo of, 96. 
97 

Branch Utterheode, 881 
Briefmm. can be overdone, 
U1 

Brlefo, 114 


Briik oetkm regneet. in ealee 
lettos, 476 

Baekkp, Boner, on Impor* 
tance of w wd e. 866 
BurUngton Railroad, vivid 
poMoge of. 886 
BuelnoM Invltatlone. 818. 
Btioineoe lettero, beginning 
and end ao poeltiona of 
forces iiB: hody, 177: ear* 
bon ceplea 169: chart of 
letter coat, 801; ebMkiag 

the effectiveneaa of, 688: 
conehtding parto. 174: eoet 
806; cooftcay in. 806; 
dktotbm of. 888: firot aen* 
teiioe la. See Firat een* 
tence: foldhig. 169. 196: 
gtride to good, 669: intro¬ 
ductory parts, 164: laet 
•entence in. Soe Loot sen* 
tence; layoak See Loyoot 
of lettere: kttor<oet chart, 
801: Wag. w^ framed. 
168: mimeographed. 619: 
muHigraphed. 816: number 
written each rear. 899: 
participial eonclotion. 847. 
880; plan back of. 199: 
ptaanlng. 199: proeeaacd. 
816; ponctoatioo of. 148. 
186; eeale of tone In. 8611 
second sheets. 176: short. 
weO tnn*4> 168: single 
ipecing. 167: etatkmexy. 
169: stock phrases in, See 
Btock phtaeee; atylee of, 
See Layout of lettere: 
anmniary chart. 881 
Bualncao*promotloa letten, 
808: elssem o(. 668: dif¬ 
ference between aalea let* 
ten and. 868: llluetratloo 
of. 864: mail-order house 
sncceae with, 608. 809: 

promotion paragraphs in 
daily correepondCTca 809: 
uses of. 868; **7ou** atti¬ 
tude hi, 668 

Business-promotion letters, 
to the consumer. 668; to 
the dealer. 607 
Business reply card, 474 
Business repk envelope. 474 
Business reports. 687; defi¬ 
nition, 887; dlfferace be¬ 
tween lett^ and. 686: 
display in, 581, 688: or* 
gmoiaation of, 6S9; types 
of. 688 

flswwisi Bpceeke# for BaeL 
ness Men. 651 
But, c o rre c t nse of, 61 
Buyesu, act to satisfy wants, 
496: wants of (psyeho- 
logieal drtvm). 498 
BuflBg feetureb la s e ise let* 
ttfi, 448 

Baying habita, 488 

€ 

C-gnaBtiei, 199: aattmary 
of tbe seven, 881; three 

eiudlt, 407 

Cabinet, addreiisi and ealn* 
tattone fer membrne of 
the President's, 566 


Csblegrans, clasMi oL (44 
Caleb, 890 

Campaign system. 618: ap¬ 
peals in, 614; definition 
of, 618; emphasis in, 614; 
intervals between meil- 
ings, 516: variable factors 
in. 618 

CeaHRoy, eould*m^kl. cor- 
rret use uf. 29 
Capacity, as a factor in the 
application for credit, 407 
Capital, as s factor in the 
appllcstlon for credit, 407 
CspItalUatlon. as a mechan¬ 
ical aid to emphasis, 481: 
capital following a uuec- 
tion maH(. 89: of nouns. 
6-8 

Carbon eoplce, cf bualncM 
letters, 159 
Carpoee, 269 
Catalog number. 816 
Caxton. William. 188 
Censure, espreeslng. 889 
Central selling point, exam¬ 
ple cf finding. 444 : In 
campaign letters. 614: In 
sales letters. 448; select¬ 
ing material to support 
the. 444; shifts with claw 
of buyer. 444 

Cents, bow to express. 108: 

use of period with. 77 
Character, m s factor In 
tbe application for credit, 
40T 

Cbaek martc. as a mechani¬ 
cal aid to emphasis, 488 
Chesterfield, Lord, on writ¬ 
ing in genersl. 817 
dimterton. G. K.. 269 
Cbiesgo iMkery, experiment 
with psrtl cnlsr*to*gen ersl 
method. 186 

Chronologicsl order, 860 
Churchmen, addresses and 
saluteiions for, 866 
City oificJale. addresses and 
sahitatloDs for. 668 
Clause, definition of, 60; 
nonrestrletive. 79 ; recog¬ 
nising. 87: reference of 
pronoun to. 188: restric¬ 
tive. 79: subordinate. 67^ 
use with ^'change of pace.'* 
68 

Clearncsi, 817; as the first 
guide in writing, 219: in 
requesting an adjustment. 
880: omission words 
prevents. 117: plan called 
for, 817 

Climax, for emphasis. 127: 
last sentence as the. 886: 
strengthens all writing, 127 
Close, complimentary, 148, 
178, 179, 292 
Cloae punctuation, 148 
Chihi, as listed on the data 
sheet, 862 

Cede, la eablegnms, 544. 

646; in telegraias. 642 
Cobereuet. by the repetition 
of important wnroA 146; 
by the use of link words 
and phrasea, 146: by the 
use of proneuB, UO; daft- 
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nition. 119: pancnph, 
199 i wntenpe, 119 ; throo^ 
eoBAvetivo. 199 
CollMtion foikiw*up tyttem, 
419: Bppecl* In, 417 : •t«t« 
in, 418; tim« iat«ri^ in. 
481. 488 

CoUvetlcm Itttcn, 419: d«fl* 
nition ofi 419: “invc th« 
Buitomer*’ nt the theme 
0 /. 429 

CoUtttione, follow edjnftt- 
mnU, 489; peyehology of. 
417 

Colieotlye noune, 4: m nnte* 
cedonta of pronoune, 41; 
pronoune need with, 42: 
verb acvemcBt with. 19 
Cotiine. Kenneth, on eonden- 
kntioB of copy, 822 
CokiB, pleeemmt of. with 
Quotetiuo mnrke. 99. 192. 
epeeins with t. 104: uece 
of. 89. 99 

Cobt. effect* of teet o& nee 
of. 448; in leJci letter*. 
448: reeult* of expert'* 
teat on uae of. 490 ; mJc* 
letter eerrylnx the m«»* 
eure of. 449 

Commn, pleccmeat of. wHh 
p*rcftth«M*. 108: piece* 
ment with quotetlon merk. 
99. 102: Uic* of. 79-82 
Comm* feult. 11? 

Common noun». 9: eeplteU* 
tetlon of, when pert of 
proper nounMi 9 
Compeny iilenetare. 192 
Comperetlve deg re*. 47 
Comperleon of edjeeUve*, 
47: irregnler. 48 
ComperUon of edverbe. 94 
Comperlaonfl, neceealtr of 
complottnf. 180, 181: nae 
of. to develop the core* 
thought, 199 

CompM*. '!epltellx*tion of 
point* of the, 6 
Comploinf, e* en undMir- 
eble word. 892 
Completed ectlon. 28 
Completenew. 199: incom* 
pl^nm* nuHlplie* need* 
leM letten. 201; nnelity 
of. 201: ■umnery of atepe 
in pUnning for. 202 
Complex eenteneci. 96 
OmpUmmtery cloeo. 148: 
approved lift of. 179: 
goodwill. 179: how to 
type. cBpitelUe, and punc¬ 
tuate. 179: in a peraonal 
letter. 892: matching to 
the emlntatiofi. 176: select¬ 
ing the. 179 

Componsd adjective. 49: ny 
phan omitted with, after 
the noun. 98: hyphen uaed 
with, before the noun. 98 
Compound numben. hn>heA 
vMtd In. 98 

Compound aentenem, 99: 

punctuation of. 99 
expound word*, hyphen 
a*^ in. 97 

Cmcliencia. 221: advcrtlelng 
tratna for. 822; brlefncm 
can be overdone. 221: eon* 


tract In, 229; yield* cm- 
phaeia. 129 

Coacloeioa. participial. 247. 
280 

Concrete e^impln use of, 
to develop the coarthought, 
185 

Concrete nouae. 4 
Coocretenesa. 87; flaabes 
picture*. 227; in applies- 
tkm letters, 871 
Conductor, t^ag H out on 
the. 89 

Congo. riM. 269 
Congratulation*, expremtog. 
889 

Coniunctiona, c»ordinato, 8: 
correlative, 60: error* in, 
69. 60; pure, 68: BpeciaJ 
problem* in regard to, 98; 
aubordioate. 99 
Connective verb*. 40 
Connective*, coherace by the 
oae of. 18, 140; control 
of phrase* and cKausta. 
60: Uet of Important. 140 
CoARldvmUon. 210 
Construction, explanation of. 

•*!» Irttcre. 466: abifia 
In. 181 

Consumer, promotion leiUrt 
to the. 606 

Contact, piwsottal. 430 
Continuous syetem. 612 
Contractiona, 91: in tele¬ 
gram*. 649 

C<mtra*t, for rmphael*. 127; 
use of. to develop the 
corethought. 129 
Contrast parallels of *'be¬ 
fore • and • af U*r" wr iUmt. 

paired. 69-71. 67-99. 219- 
214. 224. 80-81. 269. 269. 
260. 860. 279. 906. 909. 
81-28. 212. 88. 886. 297. 
481. 492 

Coolidge. PrveJdent Calvin, 
letter to Thomas A. Edi¬ 
son, 82; letter to David 
Lawrence, 48 
C<M>rdiDBtc clauses, oae of 
comma to Bcparate, 80 
Coordinate crmjonrtions. 99 
Corethought, emphasis 
throngh pooition of. 141; 
of tbe b(^y of the letter. 
87: of the parampb. 
186; use of eompartaons 
to develop. 189; use of 

concrete examplm to de¬ 
velop. 186; use of details 
to develop. 189: nse of 

facts to develop. 18: nee 
of narrative to develop, 

18; nee of particulars to 
develop. 189: nse of rea- 
Boas to devdop. 126: use 
of flpeeiffc inetanee* to 

dev^op, 18 

Correctnee*. how errors af¬ 
fect your reader. 88; i* 
ehnp^ good mannera* 298 
Cofi^tive eoniuBctionai 60 
CoPr«upondcnoe. IntcmlAee. 
87 

Cost of business letter*. 960 
CeaidHnfghl. can-may. eeg- 
reet use of. 8 
Courtesy. 209: dsilnltion, 


86: generatm goodwill, 
89: in Istteri. 206 ; in 
refusing requests. 88: 
power of. 266 
Courtesy question, punctaa- 
tion of, 69 

Credit built nn conAdence 
in otbon, 412; business 
valus of. 496; granting 
and refusing. 410; inves¬ 
tigating, 408; marfcnp, 
409: multiplies volume of 
business. 409: taking the 
discDunt, 406: thre** credit 
C's. 407 

Credit account, opening of 
an. 408 

Credit application form. 409 
Credit and eoUeriltm depart¬ 
ments. combination of. 419 
Credit etuitomers. appeal* to, 
417; elABHes of, 416 
Credit information form. 411 
Credit privilege. 469 
Curiosity. 492 

CusUnn» a* a determining 
factor In ths Axing of the 
credit P^Tlfid, 428 
CiistomcrB, afRrming the 
mood* of, 964: appeals to. 
417: classea of. 416; keep¬ 
ing the trsdo uf old. 906 

11 

D, addition to Rtreet num¬ 
ber. 107 

Dangling partlelplea, 18 
Dash, a* a mechanical aid 
U» tvnphasli, 4X8: how to 
type a. 99; placement of, 
with no^tion mark or 
exclamation point. 109; 
placement of. with quota¬ 
tion mark. 102: spacing 
with a. 104: uses of. 99, 
96 

Data sheet, 968; advantages 
of, 262: classify!ng iho 
data, 364 ; guide, 262: 
lustration of a, 862; of 
large conevrnB. 264, 865 
Date line. 164: Armed 
Forces. ] 94: placement of, 
146; preferred positions 
for, 199: tinusual arrango- 
rrwnt* of. 164 

Patos. how to express, 108 
Davis, John W., letter of, 
to the United Statet Daily, 
466 

Day letter. 942 
Pay of month. 108 
Days of week, capitalisation 
of. 7 

Dealer, promotion lett^a to 
the. 607 

Decimals, how to express, 
108; method of writing, 
104 

DoelaratSvc sentmes*. 66 
Deductive rnethrid. 196 
Defective - effe*'Hve writing 
contrutf. paired. 69-71, 
87-88. 218-214. 824. 290- 
81. 294. 868. 899. 860. S78, 
806. 908. 921-88. 898, 888. 
889. 397. 491. 488 
Defeetiva erdm, 829 
Deferred nablefram. 944 
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D«f«r«44hipneBt aekaowl- 
•dffi&cnt*. SIO 

Definite command, In aake 
tettePt. 479 

Deitr* eapltaiiaation of noon* 
or pronouns rtferrioc to 
, tb«« 6 

be Quince^, Thornu. 294 
Deee^Uon, emotional. 46S: 
phpsieal. 498 

Deei^ diiferenee Wtween 
iatereet and, 494: eneJ^ 
•urea to refaforec. 494: 
function of. 494; in cam* 
paign letter*, 114; itinu* 
latlnf in aahca lettere, 440. 
4M: ttrvnfthened bj oul^ 
o^aate^etioft euneetion, 
490: vjvld and concrete 
detalJ ceneratee, 497 
Deeire to buy, etlmalatinc 
the, 440 

DeadnatJon of ehlpment. 919 
Details, eficct on lotemt 
and deeire In ealea lottere. 
497: uee of, to develop the 
cor^outht, 189 
DetefmlnatJon. csprcMion of. 
81 

Dictation of lottere, 969 
Dftecte. 984 

Olmenelons. how to expreee, 
100 

Direct addreec, use of oomma 
with. 92 

DlreeVmaU proframe. 489: 

in department eter^ 499 
Direct qaettlon, punctuation 
of. 98 

Direct quotaUon, punctua¬ 
tion of, 04 

Direction, eapitallaatlon of 
wur^ indicating. 0 
Dlecouat. tahint the. 409 
Dieeueeion. In collection let- 
ten, 419. 410 

DIeplay In bueitieec reporte, 
981, 699 

Dtcraeli, on power of word*. 
899 

Dletanee. how to exprew, 
109 

Dlvielona of knowledfe, cap- 
Italiiation of. 7 
Dollare and eente, 5*e 
Honey: uee of period 
with. 77 
Dcmectldty* 908 

Don Marquic. deecrlpoon of 
the act of word choice, 
878 

Double dtlm. 199 
Drraetlsinff evidence, 469 
DHvee, pryeholoflea]. hst of, 
488 

D 

Sdleon, Tbotnae A., tetter of 
Calvto GooUdte to, 998 
Education, ae llitad on the 
data sh^> 898 
Educators, addrceeac and 
•ahitatim for, 198 
Either^, use for parallel 
ctrueturc. 111 

EHAer-fp. noilAerwior. cor- 
mi UM of. 49 
EHte type. 910 
ElhpMi, 07 


Bmvson, Balph Waldo, on 
co urtesy , 809 

EmodonaJ deseripttefl* 469 
Sttphaeis. action ettmoJated 
by. 479: ail emphasis Is do 
enphasle, 499: balance or 
contrast for, 187: ^ loci- 
cal arranaemsit. 470: by 
mechankm aids, 491; by 
short parncrapHs and sen 
tencea. 470; eUmax for 
187 • concisenese yleldt 
187; dash as a device for 
06: in eampaten system 
114: paragraph. 141; pte 
riodiic sentences lend, 187 
plaecmeot of Mens for. 
189: placement of Impor¬ 
tant Ideas. 189: sentence. 
189: eeveo ways to aain. 
141: strikiay out needloee 
VOT^. 189: subordination 
as a powerful device for. 
129: throufh choice of po¬ 
sition. 189 

Emphasis devices, letter D- 
luetretJac use of. 490 
Emphatic form of verbs. 80 
Enckieure notatioa. iUuetra- 
tion of lAter with an. 160 

Kncloeures. notation calUnc 
attentioD to. 199: reinforce 
interest and desire. 494: 
tcetlmonlal letters as eon- 
^nelnf. 499 

Encyclopaedia Brittaolca let¬ 
ter. 490 

Bnflisb. oral. See Oral Eny- 
lish 

Enumerations run into the 
text, 09 

EnunciatlOB, 699 
Envelope, busineas reply. 

474: foldlnc the letter for 
iaaertloo into. 160, 100: 

for a personal letter. 809: 
special Hnee on the. 199: 
style of. In relation to 
fuldln« a letter, 169, 100; 
window. 108: **you'* atti¬ 
tude on outeDtoa. 811 
Bnvekm addremee, 190; 

handwritten, 899: for per¬ 
iod letted 809; stele* 
of. 101 

Errors, effect on flow of 
tbouKbt. 880; effect on 
r eaders, 8^: Is EntUih 
more cceUy than In enyl- 
B wring. 880; poasfbiUty 

of inerensing trouble from. 
888: that must be ad- 
Jwted. 979 

Evfdesce, dmaatUng, 469: 
typea of. for preof of 
v£^ 494 

Bk, use of hyphen with the 
preffs. 07 

EumlnatioB report. 988 
Eceepi. cor reet i»e of. 91 
Excl^atloB ^Bt. as a 
ehanical aid to ■mphaifa, 
488: plaaaent cd. with 
ouotatton mark, 108: nae 
of. 80 

EnericBce, ae fisted on the 
teta sh^ 998 
Explanation of oonstruetlon 

In aaki Man, 499 


Bye. the quickest aresiM to 
the brnl^ 169 

F 

Fable of tun and wind* tana 
contrast In. 891 
Fact writing, 261 
Facte, digging for, in mar* 
kst analysis. 488; in buii- 
ness reports. 927: in salsa 
letters, 496: use of, to de¬ 
velop the corethought, 199 
Fast tele^m, 942 
Fault, divided between the 
company and the customer 
in adjustment situations, 
908. 909: in adjustments. 
900: of a third agency in 
adjustment situations, 981, 
904: of the company in 
adjustment situations, 901. 
909: of the customer in 
adiostmrnt situations, 908 
Favi»re, asking. 981: formal 
printed ceknowledgBmt 
granting, 987; mnling, 
887: laying empbaits on 
what can be done when 
refusing, 960 : Ivtteia 
granting a request for» 
989: nsgative suggeetioa 
I* dangerous, 989: refus¬ 
ing, 680 

Figures. In lalei letters, 496: 

plural form of, 08 
Figures of speech, as word- 
pictures, 270; contrast with 
abateact stetements, 871 
First imprcscion. tn appli¬ 
cation letters. 861 
First, tost, correct use of. 
40 

First sentence, action Id. 
844, 809: as the headline 
of the letter, 843: flashw 
the meaning of the letter. 
844: four functions of th^ 
849: *iitchen-tab]e*' meth¬ 
ods in. 879: old against 
the new, 846: stock phrase# 
in. 870 

Folding, letters, 189. 190; 

personal letters, 899 
Fnltow-up system. In coHee- 
tions, 5ee Collection fol¬ 
low-up system; sales letter. 
5*s Saks lettCT foUaw-up 
systems 
Foc^otes, 970 

Forward-looking exprcaslon^ 
use of eolon with, 89 
Fractions, how to exprtas, 
108; hyphen used fa, 08 
Fragment fanlt, 119. 116 
Friendship phrases. In ad¬ 
justment letters, 987 
Func^n. unity of, 186 
Future perfect ten^ 89 
Future teni^ detenninatloii 
or promlac, 86; simple fn- 
tvfte. 84 


Gendtf. 40 

OenMJ-t^partleuIar method 
of expanding the para¬ 
graph. 166 

Geographic terms, capltalU 
satlon of, 9 
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**Oettinc tn ctep" with th* 
eoitomer. in ndjiutmcnt 
■itantioni, 384 
G«tty»burv A8dr«ii«» natly* 
•is oC 272; deftcrlptlon of. 
m; text of, 86ft 
your own» 2 
tute in letter! of np- 
proeietion. 836 
Goodwill, ponented by eonx* 
teiy. 206; in edjoetmente. 
384 

Goodwill do«e«» 178 
Goodycnr Tire end Bobber 
Compeny, on eleemeM, 
818. 818 

Government oftetele, ed* 
dreuei end lelatntloni 
for. 6ftT 

Grentlnx feyore. 827 
Ouereotiei. In eelM loitcre. 
463 

Ooldepoeti, e«y«n ieke»letter, 
486 

H 

Had, hoee. correct nee of. 
to ebow completed ecUon, 
28 

Hemlltoo. Alexender. on 
word choice. 26ft 
Hend written envelope ed« 
dreM. tftft 

Have. hod. correct nee of. 
to ihow completed ectlM, 
88 

Reeding of e letteri lft4: 
buelneee, 184; dennltlon. 
14ft: on letter heed peper. 
146: on plain peper. 148: 
pereonel. 888 

R^infi, ee e mechenkeJ 
eld to empheeii, 482: cep- 
Iteliietlon of prlndpeJ 
worde. 7 

Heem. Lefeedlo. on picture 
power of word!. 267 
Honorobte. correct nee of 
title. 167 

Hooker. Generel. letter of 
Abrehem Lincoln to, 340 
Houre end mlnutee, punc- 
tuetlon of, 89 
Houie nnmber*. 107 
However, bow to hendle, to 
preeerve empheele. 126 
Hughci, Judge Gherlee 
Even!, letter of Woodrow 
Wlleon to. Tl 

Eomen Intereet, ee e method 
of getting ettention In » 
eelee letter. 44ft: lome 
flelde of. 873 

Eumen Interest fleebee, in 
eppheetion lett^v. 386. 378 
Knmnn wants. Hit of. 492 
Hanger, 492 

Hyphen, oee In eompoand 

edjectivee, 4ft. 47: UBee of. 
97. 98: ftpeciog with «• 
104 

Ryphsnetign. 684. Sftft 
I 

IdcM. peroDel. roqnlre per- 
oUel form* 111: plecssMBt 
of imporCent. In the ten- 
tenee, X3ft 


*ir* opening, M e method 
of getting ettentton in e 
eelcs letter. 44ft 
lUuetratiooe. In eelee Wttere, 
446 

Imperative mode, 28 
in cere of, in envelope nd- 
dreee. 192 

lechcepe. Lord. 434 
Incompletencee, eeoeed by 
oversight. 202; muMpUee 
needles* lettcre, 201 
‘Indcdnite it.** bow to nee, 
43 

Indented etyle of letter, ed* 
dreee typ^ In. Iftb: etten- 
lion line witb tbe, 170 -, de- 
icription. 160: UJuelret^ 
149 

Indention, ee e mcehenicel 
eid to empheeii. 482 
Indicative oK»de. 23 
Indirect Quotation, punetoa- 
tkm of. 94 

Inducements. In sales letters. 
473 

Indoetive method. 13ft 
InhniUve phroee. d^nlUon 
of. 87: liluKtmtionB of. ftft 
Infinitives. Ift ; split. 1ft; uecs 
of. Ift 

Initials, use of period with. 
77 

ImpereUve eentesee, ftft 
InquLrie*. acknowledgment of. 
804; eaewering. 308; nega¬ 
tive end poeitive enesrere. 
806: promptncee in hen* 
dilng. ftOft: peycbology of 
tone In ooew^ag. 80ft: 
records of delay. 307 
Ingolry. letttfs of. 300: pbm 
to be followed in. 801 
IneMe eddreee. 5ee Addrees 
latereet. erousleg. in sales 
Mtos. 440. 483: eseump* 
tion of. Id Imtulrlee. 440; 
dllTorenee between desire 
end. 484; eockworce to re¬ 
inforce. 464 : function of. 
484: in cempeign letters. 
624; strengthened by sob* 
ordinete^tion seggesGon. 
460: vivid end ooncrete 
detail generates, 467 
Intereetlog tone versos WH 
notorious. 256 

Tnterofflee eorreepondcnce. 
687; printed forme, 688: 
terms need in, 637 
Tnterrognttve senteneee, 66 
Interviews, personal. 660: 
reQueet for. In eppHoatton 
iettere, SET 

Intransitive verbe. 18 
Introduction, letters of, 648; 
plan of. 843 

In tf odo e tory eddrses. Sm 
Addreee 

Introductory ndwerblet 
pbroee. 80 

Introductory phrase oantnin- 
Ing e ve^ 30 
Invitetlofts. bneineei. 211 
Irreguter eomperisons of ed- 
>«ctivee, 4ft 

Irregular verbe, control of. 
88: list of. {mportent In 
buelMW. 84. Ift 


H, SadsAnlte, 48 
ite. it's, 91; distlncGun be- 
tween. 43 

J 

Job. Book of. 266 
Joining sroras. for parallel 
structure, 121 

K 

Kettering, C. P.. on value of 
mastery of English ien- 
guege, 200 

*'Kitehen-tAble'* methods In 
first sentence, 279 
Klean>Bite Motor Bervlce, 
Inc., market enotysli of. 
488 ' 

Knowledge, capitelleetlon of 
di via ions of. 7 : literature 
of. Zbi 

h 

Lediot, as ■ eeiutatlon. 178 
Lamb. Cherlce. 877 
Language, lltting to the 
reader, in selm letters. 467 
Lest. Arse, eorrect use of, 
49 

Lest senUmee, os thv climax, 
880: AneJ imprnMion medv 
by. 847; participial eon- 
elusion, 247. 2M>: stock 
phrases in, 280; three da* 
Uee of. 247 

Lawrence. David, letter of 
Calvin Coulidge to, 466 
Layout of letters, 146; or- 
rmngnnunt of letter ports, 
14ft; block style. 149. 160; 
dvAnitlun. 146: diagrams. 
147: four stylm of. 146; 
indtmted stylo. 149, lEO: 
modifled block style. 149. 
IftO; purposes of, 14ft; sh^ 
plilled letter forms, 16L 
188. 1B3: stendert ftruc- 
ture. 146 

Layout of postal eorde. 194 
Lcpenlo. 269 

Letter layout. See Layout of 
letters 

Letter eeors chart, 864 
Xjettcr of transmittal, 680 
Letter writer's creed, £88 
Letterhead paper, heeding 
on. 146 

Letterheads, branch, 818: 
depth of usual. 160: de¬ 
sign of, 169; key to the 
winners In the national 
letterhead rating contest. 
188: pleecmnit of date 
line on. 146. 166: winners 
In e national letterhead 
rating contest. 160, 161 

Letters. In enumerations run 
Into the text. 9ft: omission 
of, in a contraction, 91; 
ploro* form of. 92 
Letters, btuinrsa. See Bmti- 
nses letters; number of. 
in the United Statea, 649; 
personal. See Pvoonal loU 
ters: picture-frame 
Iftft 

Life# and e«, correct mo oC 

•0 
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Lincoln, Abrnhw* Wtt«r lo 
Gcacrnl Hooker. S40: let¬ 
ter to Kn. M; 

Qettreburs Ad^eM, 
atory eboat bow long n 
man** let* oa<bt to 
SSI 

Link word* and phrMee. co¬ 
herence by the uM of. 140 
Literature, of knowledge. 

214; of power, 264 
Lodget. at bated on the data 
ehcwt. S6S 

Looee hook-up fault, 110 

Ly. uae In eompcmnda. 08; 
when to uae, 62 

4 

u 

Haebinoe, oaing. to nultlply 
lett^a. 617 

kfavaalnea, correct method 
of writing tiClei, 24: when 
to uM 4i on. and the in 
tltWa, 42 

Mailing liat, accuracy In, 
620: chan gee In, 620: deh- 
nitlon, 426: form ujed In 
correcting a, 621: impor¬ 
tance of. 612 
Maileee Cnt, The. 187 
Manner adverb*. 63 
Margin*, ample, at a 
chanieal aid to emphaeia. 
482 

Market, educational level of, 
424 : Andlng what It wanU, 
484: fttudying the, 488 
Market analyeie. appeale 
guided by. 420: digging 
for facta. 482; itepe In, 
431 

Market-analyeie guide, 482 
Market quotatione. how to 
expreee. 102 
Markup. 408 
MarqutH. Don. 272 
ManM women, elgnaturct 
of, 186, 293 

Mar^aQ Field and Com^ 
patty, adjustment view¬ 
point of, 890 

MathematJea] expreeeione, 
how to expreae, 102 
Hauroia. Andrf, on uce of 
words. 267 

Mey-ean, mfpht-couid, oor« 
rect uae of, 29 
MeCuteheon, John T., 218; 

on courtesy, 206 
Measuremente, how to ex- 
press. 109 

Ifeaaures, how to express. 
109 

Men, aa buyers. 434 
Merckofits from Cetkoy. 262 
Mssdsmes, as a salutation, 
172 

Meeera. as a title In an ad¬ 
dress, 136 

Mlgkt-eouid. moy^n, eor> 
rect uae of, 29 
Military bodies, how to ex¬ 
press Identifidag nurabm 

of. 110 

Mimeographed letten. 519 
Minutes and houra, punotua- 
tton of, 82 

Minutes of mectlngt, 364 


Mlatakei, See Srrore 
Mtnee., as a title in an ad- 
dTM, 166 

Mode. 28: imperative. 28: 
indicative, 88; subjunctive. 
83 

Modited block style of leU 
ter. deaeriptioQ, 160; iSos- 
trated. 142 

Modifiers, placement of, 112 
‘Medela,** in appileation Mt- 
tcre. 876 

Money, bow to expreae aums 
of, 206: eending by tele- 
grepb, 644 

Monotonous rone, interesting 
tone eereue, 2M 
Montgomery Ward and Ccen- 
pany. on courtesy, 206 
MonUw of year. capiteJiaa- 
tioB of. 7 

Moreover, how to handle, to 
preserve emphasis, 186 
Motion, attracts attention. 
430 

HulUgraphed Wttera, 616 

Jt 

Name of a peraon, capitall- 
ution of. 8 

NoMsty. poactuatloo with. 
68 

Namea of regions and local- 
itiea, capitaliaatiOB of. 6 
Narrative, use of, to dewop 
the eorethought. 186 
National OlBce Management 
Aseuelation simplified let¬ 
ter. 181. 188 

Neatneae. In appHcatiott let- 
tore. 863 

Negative people, positive 
people versus, 831 
Negative euggeetion. In ap¬ 
plication lAten. 878 
Negative tone^ attitudes caus¬ 
ing, 867 : positive tone ver* 
sus. 867 

N*ith*r^nor, uee for pamlld 
structure. 121 

Neitker-aor. eteker-or, cor¬ 
rect use of, 49 
Nevertkefess. bow to handle. 

to p re se rv e emphasis. 186 
News. Item of, as a method 
of getting attention in a 
sales leUcr, 446 
Newspapen, corre ct method 
of writing titi^ 94: when 
to use a. a«H and tks hi 
titles. 49 

Night letter (cablegram), 
644 

Night letter (telegram), 648 
Nominative form of pro¬ 
nouns. 40 

Non restrictive aDPodtiva. 60 
Nonreetrietive clause. 79 
Not only-bst alee, cse for 
paraDe) straeturd, 121 
Nouns, abstract. 4: eoDee- 
tive. 4. 16: common. I; 
concrete. 4: definition. S; 
head the bet Of parts of 
speech. 9: poeeoeeive case 
with wbsl nouna. 17: 
proper. 8. 4: verbal 6. 17: 
vIvl^aM Im 266 


Namben, as adjectives, 46: 
at the beginning of the 
sentence, 206: compound, 
hyphen used with, 96; ex¬ 
pression of. 106: handling, 
in personal letten, 290; In 
enumerations run into the 
text, VS; in telegrams, 
648: round. 106; several 
in n sentence, how to 
writ^ 107: two used 
gether, 107 

Nystrom, Paul H.. on value 
of effective Kngliih In 
business. 76 

O 

Objective form of pronouns. 

40 

O'Connor. Johnson, on large 
vocsbularicfl. 266 
Offensive vxpresatons, in ad^ 
justmenti. 866 
OAcial form of letter, iDus*- 
trsted, 164 

OAtial title. 166: in address 
on a letter, 182: In com¬ 
pany signatore. 162 
Old-faBhluncd language. 277 
OmisRiun. of letters In a 
contraction. 91; of wonla. 
indicated by a comma, 82: 
of words In sentences. 127 
Omission marks, 87 
0ns, as an antecedent of a 
pronoun. 42 

Only, where to put. 120 
Open punctuatlun. 146 
Opening paragraphs, things 
to avoid in. 449 
Oral English, 647: answer¬ 
ing auestions. 646: carry¬ 
ing verbal messages, 646; 
discussing business tub- 
jeeU. 680; enunciation. 
663: importance of speak¬ 
ing well. 647: listening to 
go^ speakers ns excellent 
training. 668; making ap¬ 
pointments. 642: occasions 
for talking in busineu, 
647, 646: pronunciation. 
663; recording incoming 
caB^ 649: talking over 
tile telephcme, 646 
Oral reports, 660 
Order blanks, make it easy 
for the resider to act, 474: 
use of. 817 

Order form, a purchase, 817 
Order letters, 816 
Order numbw. 826 
Ordera. defective. 819: es¬ 
sentials of. 826; from new 
customers, 818; from old 
cuitomera, 818; refusing, 
821 

Organisations, capitalisation 
of names o{. 3 
Ontilnea, 688 : definitioa of. 
628; examplee of two aim- 
pl^ 888 

Out-of-ituek aclmowUdg- 
menta. 880 

Ovsrparagrapblng, 184 
Oversight, cause of incom¬ 
pleteness, 802 
Ownarihip. 492 
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p 

P««« namben* haw to 
prcM, UO 
PtffM. Jiccand, 178 
Paper, in application letten, 
862 

Paracraphlna lo the bodj 
of the letter. 177 
Paragraphs, adjustment to 
fit the readers, 184: 
herenee in. 189; eor^ 
thoughl of. 186 : definition. 
138: cmphasla in, 141; a* 
psniion b; aeneral-to^par- 
ticular method. )88: ex« 
pansion by particular*!^ 
general method 136: lonr* 
to be avoided, 114: over* 
paravraphint. 184: rea¬ 
sons for, 133: sho^ for 
emphasis, 479: unity and 

Bcoueoee. 138 

rarallcl. direct, aa a me- 
rhanlcal aid to emphasis. 
488 

Parallel ideas require paral¬ 
lel form. 181 

Parallel, itrlklnt. as a 
method of aettlnc atten¬ 
tion in the saUa letter. 
444 

Parallftl etruetorCi 181 
ParailelB of ^'before-aod- 
after" writinf, paired. 49- 
71. 87-88. 818-214. 824. 

880-881. 864, 268. 869. 840. 
278. 808. 808. 821-888. 882. 
888. 886. 897. 481. 488 
Parental affection. 492 
Parenthsta. placement with 
other marks of punctua¬ 
tion. 108: spacing with 
befinniof. 104: uses of. 94 
parenthetic exprmilon. dash 
used with an expreasion 
already in parentheses. 97 
Parenthetic material, uae of 
parentheaea with. 96 
Parenthetic words, phraaes. 

and claasea. 81 
Part - shipment acknowleds- 
rnenta. 820 

Participial eoaelnslon. 247, 
280 

Participial phrase, definition 
<4. 6? ; SlfoBtratioos of, 48 
Participlm (verbal adjec¬ 
tives), 17: danffllQff, 120 
Particular-to-ffeneral method 
of expandlny the para¬ 
graph. 186 

Particolara, use of. to de¬ 
velop the corethotzght. 186 
Parts of speech, Hat of, 1: 

nouns and verbs head the. 8 
Passive verbs. 18 
Past perfect tense. 28 
Payment, method of. 819 
Penwritten signature, 188 
Percrntagei. how to exprexs, 
109 

Perfect tenses, control of. 28 
Period, double periods not 
necoMary after an abbre¬ 
viation ending a declara- 
tlve eenUnce. 102: place¬ 
ment of. with parentbe- 
aea, 108; plaeecMOt of. 


with qnota^n mark, 98. 
102; proper ose of. 76; 
spacing with. 104; use of, 
after a sentence phrased 
aa a ouestion merely as n 
matter of courtesy. 89: 
use of, after an indirect 
qnmtion. 89: uses of. 76-77 
Pcflodk report. 628 
Periodic scnteaces. lend em- 
phasla. 127 

Periodicals, corre c t method 
of writing titks. 94: when 
to use a. an. and the In 
titles. 49 

PerB(»Dal appearanre. 498 
Personal rootaei. 430 
Personal conrspondt'nce. defi¬ 
nition of. 287 

Person at lettrrn. 287: gp- 
iHVancc. 287 ; 177: 

coneldding parts. 174: en- 
velnp^'v for, 298: handling 
numbers in, 290: how to 
fold. 298: illtsstra lions of. 
2H9. 291: fntroduetory 

parts. 184: layout 5ee 
Layout of letters: psrts 
of. 2R8: pirtore-frame ef¬ 
fect 2X7; pimetuatl^ 

148. 180: single spacing. 
167: statkmcfy, 287; style 
and manner In, 294 
Personal auallflcatlons, In 
applications. 864 
Personification, capitalisation 
uf words pertaining to. 7 
Persuasive suggestion, in 
sales letters. 474 
Phrases. ctoMtlfying. 67: defi¬ 
nition of, io: infinitive, 
47. introdnetory adverbial. 
fiO*: introdnetory. contain¬ 
ing a verb. 80: partklplni. 
6?; prepositional. 67. 68. 
67; reeognuing. 47: types 
and funetinns of. 47, 48: 
nxe with "change of pace." 
48: vvgbaLnoaa. 47 

Ph^leal df^rlptioa, in sake 
letterr. 458 
Pica type. 819 
Pictorial power. In sake kt- 
terv. 438 

Pieture-framo rule. 166 
I^etarcK. vivid, add sdling 
power, 469 

PUase. milfioDB spent annu¬ 
ally for the word. 208 
Pleasure. 492: of ownership. 

in sal^ loiters, 466 
point of eontset >n applica¬ 
tion letters. 864 
Point of view, bolding the 

same, 122 

PoHtencss. importance of» 
207 

PoUtica) divisions, bow to 
exprrm IdentifHng num¬ 
bers of. 110 
Pope. Alexander. 879 
Position. reoairemenU of. In 
applications. 364. 866 
Positive appeal, search for 
the. 241 

Foaltlre people versus Mgs- 
Uvf psopK Ml 


Ponitire tone, attitudes esu^ 
Ing. 257 : r ere us negative 
tone, 257 

PoftSLmsion. 492; Inanlmsie 
objects. 92: use of apos¬ 
trophe to Indicate, 91 
Poesmslve csht. with verbal 
nouns. 17. 42 

PoHseesIve form of pronoons, 
40 

Postal cards. 102; layout for. 
193, 104 

Postal sunr number, in let¬ 
ter addrc'sn. 140 
Postserlpt, as a mechanical 
aid to emphaHts. 482 
Power. litcratun' of. 254 
Power writing, 261 
Praise, exprraeing. S80 
Predicate noun. 12 
Prc^pcaitional phrsHO, 67, 68: 
definltloPi 47: llJurtratloDB 
of. AH 

Pn^posilions. 67 : d<*finlUon 
of. 67: moMi commonly 
used. 68; phrase. 67. 58; 
sprrial problems In regard 
to. 67 

Present pcrfivt tenxe. 28 
Privident, addrcMes and sal- 
u I at ions for the. 664 
Price of each article, on an 
order, 819 
Prtjcess^ letter. 618 
Pmdiirt. analysis of. in ap- 
pllcalirmH. 349: bringing 
into focus with the wants 
of the reader, 444 ; study 
of the. 431. 482 
Progress report. 628 
l^ogifsalve form uf verba* 
28 

1*fomisr. 26 

Pruinotinn betters, »5 m Busi¬ 
ness promotion letlera 
Promotion paragraphs, in 
dally correspondence, 609 
Pronouns, agri'ement with 
anleccdonlH, 39: antsced* 
pptb GonnreWd by and, 40; 
antecvdi'nls conncct4‘d by 
or or nor. 41: antoevdenta 
consisting of collective 
nouns. 41: anterrdent^ in 
common gt^nder, 41: ctv 
hcrenre by the use of. 140: 
control of. 39; nominative 
form. 40; objectivr form, 
49: pohscshIvc ease with 
verbal nouns. 17: p<wws- 
sivv form, 40; reference 
of. kept clear. 122: refer- 
oneu of. to a clause. 128: 
use of. 39 
Pronunciation. 558 
Proper names. handKng, 149 
Proper nouns, 3. 4 : capital¬ 
isation of. S 

Provided and providing» cor¬ 
rect DSC of. 41 
Psychological ilrlves, list of, 
492 

Psychology. In sales letters, 
499. 491 

Public spsaehsa. 661 
Polling power, of aalea Ist- 
tars, 486 
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PanctuatlMii eloM, 141, IM: 
open, 148. 160: purpoM 
of. 76 

PunctvntloQ mnriu, order oL 
lot; tpneinff efter, lOS, 
104 

PurchM* order form. Ilf 

Purehuce. perccategti made 
bj men and b7 voaien. 
414 

Pure conJunetJoxia, In eom- 
pound Mstancca, 44 


Quallfleatloni of appUeaate, 
866 

Quaatltlta, how to expree*. 
]0I 

Qnantjty, on an order blank, 
814 

Gtteitlon. an a method of 
fettlaa attention In the 
aaJee letter. 444: oourteijr, 
14: direct. 64 

QgeetJoQ mark, placement 
of. vHb ogotatlon mart. 
108: uiea of. 81 

Qaetatlon. ea a method of 

C ettinc attention tn a aalea 
tter, 446: eapltaUiatfon 
of. 8: conclatlfi# of eeeeral 
paracrapha. 44: direct. 44: 
indirect 44: um of oedon 
before. 84: oac of aUlpMO, 
t? 

Quotation marks, for a qo^ 
tatlnn wltbln a quotation. 
108; placement of. with 
other marka of punetua* 
tion, 46. 108; ip«clnf with 
Initial, 104: usei of. 94. 96 
Quotation! from other mato> 
rial, 671 


Bemittaaea lettse, 817 
**B«pcnt on trhtTinii 
644 

Aeplp cards, boslnem. 174: 
deticned to attmolite 
tlOB, 477 


to avoid In openlnt pm- 
iraphi. 448: tonem. 446. 
497: trial action 461. 
444: 124.867.44 from a ila* 
fie letter, 448: 'Von** atti¬ 
tude. 447 


fteporta. boilnea!. Ses BusI* SaJutatioiui. 144; approved* 


ness reports; plvtnp to the 
ckaa. 661: ml 664 
Rcatrlctlve appoeiUve. 80 
Rcatrtetlve clause, 70 
''Retm peetaae tfuaraa- 
teed." 681 

Betumsi of builncsi premo- 
tlofi Irttm. 544: test of, 
807 

Aeverend. abbreviation of. 
178: correct ose of title, 
147 

kochofeUer Center. tOl 


171: capitalJaatlcpn of. £ 
176: correct, 171; diAeutt. 
to ipeela; groupa. 174: In 
pcreonal letters, 244; In- 
voleing familiar title*, 176: 
Hat of. for special Bronps, 
666: list of. for use in per¬ 
sonal letters. 898; list of. 
in order of deercaslng for- 
maKtp. 171. 172: matebinf 
the eomptimentarr ckae 
to. 178: punctuation of. 
178 


Roosoveh. PrcoMcnt Thtc* In saJm letters. 466 

dorc. tlO 81 i Savings, In sates Mterii, 466 

lUnod^ noB^M bow to 
write. 104 project. 611 

BmmD &■«« Foaadatlon. to- f?!^**K* ’"TS!"*- 
eabokrr anaMa bv. t78 abcett. ITS 

nse of hyphen with the 
prefix. 47 

SmMntcrcst. as the drive of 
the average parson. 810 
Belfrldge. H. Gordon, 871 
Selling, definition of, 489 
ScUlnt polnv central, of ar- 
tlelm. 448 

toma* 618; atructure 'of Semlbloek styk of kttar, de- 
the. 618: type* of> 518: acriptSon, 260; lUostratod. 
oset uf. 618 149 

8ak« letter*, aettos In, 440. BernIcoton. placemant of. with 
4781 a^Ung to the reader. gnotatJon marks. 96. 108; 
M7 ; advaatages of. 480: uem of. SC, 84 
appcnic in. 440. 494: at- Sense verbs. 68 
tcatlOD In, 440. 446: buying SoDtenesa, beglanlog and eud 
feature te. 448: central of, as place* of emphuls. 


heid. tmnslitad Into 880 *p^ 
clM ttcaalac*, 871 
Sales letter aaaiysed. 441 
Saleadctttf encloeurca. 465 
Saha letter foUow-up sya- 


R 

Readers, adiustinf para¬ 
graphs to fit, 184: bring¬ 
ing the pitiduct Into focos 
witb the wants of, 444: 
effeet of errors on. 888; 
fitting laoroage to. 467; 
Inducements for. 478 ; mak¬ 
ing it easy for them to 
act, 474, 476; eoggesting 
that they act at once. 474. 
478: what kinds of per¬ 
sons they are, dll 
Real very, correct use of, 54 
Beaaons, use of, to dev^p 
the corethoofhti 185 
Baeommesdatlus. letters «f, 
844 

Raootnmendatlon report, 888 
Referefice line, 171 
Reference to current events, 
as a method of getting s^ 
tentfoB In a aues letter, 
446 

Befamcit. as Uatsd on the 
dsta eb^ 842: In appU- 
eatlon lettm. W; in amiss 
lenten, 455 

Eefnsal, a dlseourtcons and 
ngtaetfni, 111 

Remladarrin ceUaetlens. 411, 
418: stronger. 414. 418 
laftlfigtnw Arms Company 
sales Mar. Ill, IH. 840 


eelhng point. Sm Central 
selling point: eharacteris- 
tka of. 480: cloaast ap¬ 
proach to the personal In- 
Wvlew, 489: color in, 
441: denim la. 440. 454: 
dramatt^ng cHdenoe. 456: 
ctDotional dascription fa. 
468: encloaurca to, 464; 
evidence for proof of value, 
454: experts* ruka for 
writing. 447: fitting the 
language to tha reader. 
447: foflow-op aystems, 
S»4 Sales kttm toUow-up 
sy*teas: four-part sttno- 
ture mnakarixed, 414; 
fuidepocto, 491: human 
waats, 491; Interest to. 
440, 418: Mke it msy for 
the rsadCT to act, 474, 478: 
market analyslB. 481: of¬ 
fering the reader certain 


185: classified ss to form 
and {nternsl strncturc^ 44: 
classifled as to function. 
46: coheron e« In. 119: 
comma fault. 117; eom- 
plex. 66: compound. 64 ? 
connect action to the right 
agent In. 129; declarative. 
65: emphasis in. 126; 
fragment fault. 115, 116: 
Imperative. 66; fnterregn- 
tlve. 66; loose hook-gp 
fault. 116: omission 
words In, 117; periodic, 
187: punctuation of. 66; 
short, for emphasis, 479: 
simple. 82; spacing after. 
304; spacing within, 194; 
spacing af pusctnatlon 
marks. 194: oatty hi. 116; 
use of simple, compound, 
and eonplex in eomfalna- 
tion, 61: varielT tn. 69 


InducameBts, 478: parts of. Serial numban, bow to ex» 

440: pbvsl^ ^aeHption press, 120 

to, 458: plctores add adl- 8«Ha] phrassa or dansea. 

tag power. 469: payebol- punctnatlon of, 1$ 

ogy to. 491: paDint power Bmfa] aerviee. 648 

eC, 485: stops tn market ficrita. qm of qoaetfiOB mob 

apaMa. 481: sttmolating wltl^ 89 

tha 4sslis to buy. 440; fierlsa of exptfsaloni. uaa ed 

stoveterre eummaHaed. 414: eoAon before. 66 

eneosas 411: eng- SeHas of ualta. um of 


gsiltog that tbs readm act wmma with, 81; usa of 
at CM, 476. 4TI; tbtoga seadcuton wnh. 81 
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gililoM of ConcroM* how 

to esprowu 110 
JBovan G'ti luBmory of th«» 
las 

5Aoii-wiU, «hoi4d-«Moi^ eor« 
rest QBe ofi U 
Ship rodlocmn. £40 
BbJpmvBt, deilffd dote of« 
lit: dntinotian of, 111: 
method ofi 111 
Short pwropbt. w o me- 
ehonietl old to emphoali. 
488 

6hoR oentenoeo. oo o 
thitkitMl oid to empbooJft, 
418 

5heuld-K>o«id, oJUll-ieiU. eor- 
reet uie ofi 85 
Stinoture IdentlftrotlOAj 148. 
188 

BffBOtorM, U8. 188: In per* 
lonol lettere, 8$8 4 morried 
women. Ill : peowrlttco. 
Ill : womeB'i. Ill 
Bltolfleoot foet, oo o method 
of fettlBC otUntlon In 
tolce letter*. 441 
Simple eenteoceo. M 
SlmpJlelty In vooohglory. 171 
BlmpUfled letter forme, 111. 
111. Ill 

filxirere tone vertu* the trite, 
the commonpUee. the hol¬ 
low tone, III 

Biflfle ipoelnf of lottere, 157 
Bo-ei ond amo. eewreet nee 
of. II 

BoeUbUity. 492 
BoUett^ opplleotloB letter*. 
850 

Bpeoker of the Kouie. od- 
drmeee ond lohitotJoni for. 
OH 

BpeohlBf. See Orol EnirUeh 
BpeelAe Inetencec. uee of. to 
develop the eorethonebt. 
115 

BpUt Inflnltlve. 16 
St. oddiUon to eteeet num¬ 
ber. 107 

Stote ofllclole. oddreiiee ond 
eohitoiloBi for, 567 
Stotionery. for pereonoJ let- 
ten, 26?; importonee of. 
Ill 

Butietieol report. 689 
Btotlcr Hoteli, on eonrtcoy. 
208 

Stenovrophie reference. 146( 
168 

Stock phroeaoloffy, enre for, 
282 

Stock phroeee, oe polean. 
871: in ftnt oentence. 279: 
in loit eentence, 280: Bet 
of, 277: why they ore eh- 
■urd. 282 

BtMk phreilnn. freeh eoc«^ 
nlery needed to imBeh. 257 
Btreipht-Une retnm eddreee 
on s poetnl card, 118 
Street' namm. 107 
Street numbmi. 107 
Subject Hae. 170: 

tlen of a letter with a. 181 
Bubieota, aflhmatlve ahd 
ncfative la one 4ep tewte. 
19; arreement 
with, 11 2 eonneeted hr 


en^ 18; connected by «e 
well 4M mad like exprm- 
eloBt. 18: preceded by 
each, eee^, ete.. 19: con¬ 
nected by er cw nor, 19 
Subjunctive mode, 28 
SufaordiBate-aetioB luf^ee- 
tion. 410. 451 

Subordinate deueee, 67: u*e 
of comma to point oft. 79 
Bobordinate coBipaetlooe. 19 
Sobordi nation, a* a power¬ 
ful device for emphaaia, 
126 

Soccee*. vocabulary and. 25S 
StmeetioB. pereyaaloe, In 
aalee iHUn. 475 
Superlative defrac. 48 
Supreme Court, addreoMe 
and eaiutetloae for judtm. 
M4 

Summarte*. 584 
Sommary. of a boeSneoe re¬ 
port 580 

Summary chart of baalncee 
teUem. 181 

Summary writlnc. 585 
Sun and wind, fable of, 2$1 
Sylla^ailon, 554 
Sympathy, exproaainv. 841 
Syaopele. uf a buelncce re¬ 
port 180 


Table of contenta, of a bimi- 
ftoee report 180 
Tact in rvfualDt requeeta, 
129 

Tclcvramm 641: blank*. 541: 
by telephone. 548: claaee* 
of cervicc. 142: learninr 
to condense. 545: nnmbcr 
ftfot in United Staten, 
549: preparina. Ml: 
peat back*'. 544: verify* 
Inc. 544 

Telephone, talkina over th*. 
148: percentaae of woHd 
nonibcr. In the United 
Statm. 549 

Telephone calle. number In 
the United Statea. 549 
Tanperature. bow to cy¬ 
pres*. 110 
Tense. 24. 28 

Terrace campaign 

of. 615: Bret letter In 
■eric*. 250; ueond letter 
and enetoeure. 117 
**Te*Mc-yoQr*eir' suggentloo. 
451 

TeeiinMmlal letter*, aa con- 
vtnclnf eoeloenrea. ,456: 
ekamplm of. from eminent 
men. 455 

Teatinionial*. in aalea let¬ 
ter*. 465; mlnlatore. aa a 

matbod of peUloe attea- 
tioB in a sale* letter, 445 
Tmttuony, two tjpea of. 
456 

Twta, In salca letterc. 455 
Taat^ content of * onal- 
nen report Ml 
nt addlM to ctreet num- 

Ttenklac poople In adyanot. 
248 


Tbanlctj expreealng. 804 
riat t«. punctuation with 
phrase. 85 

rkat tkiM, tko$*, the* 0 . cor* 
reet use of. 49 
Tht, correct oe* of, 48: cor¬ 
rect use of. tn tltWs of 
book*, periodical*, newe- 
paper*. and the like. 49: 
UMd b^ore '‘Reverend" or 
"Honorable*." 167 
Tkere/orc. how to handle, to 
prniepve empKasU. 128 
rjreac. ekoae, fkie. flat cor- 
reel u»c ot 49 
TAte. Utet llteM, fkoM. cor¬ 
rect Uie of, 49 
Time, how to cxpreii. ltd 
Time guide for verb*. 25, 27 
Time InUrval* In collection 
procedure. 421, 422 
Title*. diffiruH, for apeclal 
clatsuft, 156. 581; double. 
159: In address on a loi¬ 
ter. 155: of rank, deftree. 
or offlee. capitalisation uf, 
7: afltoia). 159; punctuate 
Ins pcraonal. 166: saluta¬ 
tions Involving familiar. 
172: special. 357 
TitUe of lubd I visions of pub- 
bahed works, and title* of 
nuiraalnot. newspaper*, and 
plays, punctuation of. 94 
fe iTfl, punetuatJon with, 65 
Tcme, attltudcH causing neg¬ 
ative, 257; attitudes eaui- 
ing pmillvfv 257 ; con¬ 
trast In fable of sun and 
wind, 291: In application 
tetter*. 974: In requvsting 
adjustments. 661; In sate* 
Hler*. 495, 497; Interect- 
inv vernu* monotonou*. 
256: positive versu* Beta- 
tfvi*. 257; psychology of. 
Id answering Inqnlrjfs. 
855 : psyeholngy of. Ib let¬ 
ters, 251: scale of. (n bust- 
nwm letter*. 251: clnecre 
versus the trite, the com- 
monplaeo, and the hollow. 
265: using the right psy- 
ehol^leal 496 

Training, as listed on the 
data sheet. 852 
Transcripitcin, mice for. 661 
Transcription guide. 569 
Transitive verbs, 12 
T^nsmittal, letter of, 680 
Trial action, rceulta of. 464 
Trial uae. In sales letters. 
455 

Type, ^te. 519: pica. 519 


Undemcoring. as a mechao- 
aid to emphasis. 411 
Unity, deflnltioB of sentence. 
115: ^f functiOA. 181; 
paragyapb. 196: tentonoc^ 

UnUas. eorrect uae of, 51 
Unsollalted applkatton lete 
Im, 880 ^ , _ 

Urgroey. In eoll*etioB mte 
tor*. 416. 425 
Ui«, trial 455 
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Vtfich^nd Song, A, 289 

Vftiicty. in lentencei* 69 

Verbal adjecUvee (partfd' 
piM). 17 

Vcrbal'itoun phraae. defini* 
tioa of. 67; tUustratione 
of. 88 

Verbal nouaa, 6 i d<6nltJon 
of, 17: pOMeealve eaae 
w^th, 17. 42 

Vtrba. aetlve, 12: aative 
form preferred. 12: a^rec* 
ment with colkclive nouna. 
18: acrecuent with mIh 
ieeta, 18; eonneetlve. 40: 
emphatle form of. S9: 
force of. 11; head tne lut 
of power«m»kePa, 289; In* 
flntUvea, 16: IrrctnjUr. Z^•. 
Iniramltlve. It: mode In. 
28: paMlea. 18: principal 
parts of. 82: progrevftive 
form of, 28: acaac. 88; 
tenae In. 24; time cuide 
for. 88. 87: timing of. 
84: traaoitivo, 18: typical 
verb diAcuHtaa, 11: vivid, 
ganeral power of. 288 

Very, foai. correct uie of. 
24 

Vlee, uac of hyphen with the 
predi. 07 

Vic^precldent. addreiaca and 
aalutatlcma for. 866 


VlaaallaJag, applioatloa leW 
tcra. 284: d^aidon, 166; 
kttara. 186: the raate. 
811 

Vlvldneae of edeabolary, 868 
Via., punetnatioB with. 88 
Vocabulary, ebooaing the 
right word, 866: freah. 
needed to amaah atoeh 
pbrmnlng, 267 ; how to de* 
velop. 878: ahapHelty In. 
871; atoek phraaea, 876; 
eueeeaa and. 868: vlvldneaa 
in. 268 

W 

**We-yoo*' eontraat. 818 
Wear^t ayatem. 812 
WcUrbta. how to eapreaa. tlO 
WiU>^k4U. woald*«ho«<d. cor* 
reel use of, 28 
WIboft, Woudrow. letter to 
Judge Charlea Bvaoa 
Bughca, 71 

Window cnvclopcA. 198 
H'lihout. correct um of, 61 
Women, aa buyera. 424: In* 
dleaiint the atatus of. 188: 
aignaturoa of married. 188. 
8M: aimaturm of unmar* 
Tied. 892 

Word diviaion. $64. 866 
Worda. anaJyaU of eonmoo* 
eat. 272. 278: aa effective 
toeda. 1 : hat of ^parta of 
apaech, 1; ottlaaton of, la* 


dkated by eomaon, 82: one 
general word tranalated 
into 880 apedffc veaolnga, 
272: plctora power cf« 
867: plural form of. 92: 
ten commoooat, 878 
Wonlrf ahonid. tgiif«ah<ifl> cor» 
rcct uac of. 25 
Wright, Wilbur. 279 
Writing, chief art in, 201; 
elaaaea of, 261: clear neap 
aa the ftrat guide of. 219: 
climax atrengthene all. 127 : 
fact. 261: knowledge writ¬ 
ing verena power. 261; 
power. 251: to aronae 
emo t ion and to move to 
action. 26S: to convey in¬ 
formation. 862; two chief 
typoa of, 281 

y 

You, uaa of. for one. 42 
"Yon** attitude. 811; aa a 
aplHt, not a word. 212: 

aa ahnwn on an tnvelop.f. 
211; n ample of the. 467: 
ffttlng the language to the 
reader to achieve, 467: In 
buaineaa-promotlon lettora. 
802 : in aalet lettcri, 467: 
U aimply thougbtfolneaa, 
218: raador cornea drat, 
818: *^lre*yuu*' contrut. 
818 










